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AIR CONDITIONING + APPLIANCES 
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CLOSE-COUPLED 


CONDENSATION PUM 


THESE FEATURES ASSURE 
YOU THE MOST MODERN 
PUMP AVAILABLE 


Z. Bronze fitted throughout. 


2. Enclosed, precision balanced 
bronze impeller. 


3, Stainless steel impeller hub. 


4. Renewable bronze wearing 
ring. 


5. Split bronze packing gland. 
6, Drain plug for impeller casing. 


a. Standard ball bearing motor, 
40°C continuous duty, with 
ample overload capacity. 


&. Heavy cast iron receiver. 


9. Heavy duty float control, 
seamless copper float and 
brass rod. 

10. Impeller has top suction inle-— 
eliminates air or vapor binding. 

I1..No piping between pump and 
receiver. 


12. Float switch adjustable to 
various water levels. 


13. Rigid motor support, very quiet. 


14. Threaded outlet on pump cover 
to provide drainage and 
eliminate base with drip lip. 
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SELL 
VOGEL ~*~ 


Check Your Town for These Sales 
You Might Be Missing! 





































SELL 
VOGEL No. 4 


FROST-PROOF CLOSET 


For installation in any un- 
heated location or place where 
heat is not always required. 
There is a big market in your 
town for Vogel frost-proof 
closets in warehouses, un- 
heated factory areas, comfort 
stations, in public parks, sta- 
diums, golf courses, cemeter- 
ies, railroads, mine and indus- 
trial yards, summer camps, 
resorts and cottages, gas sta- 
tions, etc. The Vogel ¥*4 will 
never freeze and always oper- 
ate efficiently when properly 
installed. Sell Vogel frost- 
proof closets to this big mar- 
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SELL 
VOGEL No. 10 


SEAT-ACTION CLOSET|” 


For installations where plenty 
of use and abuse is expected. 
An attractive ruggedly con- 
structed closet featuring 
automatic seat action flush- 
ing.There is a big market in 
your town for Vogel auto- 
matic closets in public places 
such as public comfort sta- 
tions and restrooms in stores, 
schools, factories, institutions, 
etc., wherever automatic 
flushing is desired. Sell the 
Vogel ¥10 seat action closets 
to this big market in your 
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SELL SELL THE DEFENSE MARKETS 


VOGEL Today’s national defense progrant means expansion and reactiva- 
tion of defense plants, shipyards, army camps and other defense 
FROST-PROOF HYDRANT operations. Vogel closets and hydrants have proven themselves 

first choice for these installations. Sell Vogel closets and hy- 
drants to your defense market. } 


For installation outdoors and in- 
doors or wherever running water 
is desired regardless of the tem- 
perature. There is a big market 
in your town for Vogel frost- 
proof hydrants among gas sta- 
tions, garages, parks, cemeteries, 
railroads, mill and industrial 
yards, etc. For fire protection, 
every home or building beyond 
city fire hydrant systems should 
be protected with Vogel frost- 
proof hydrants. Sell Vogel frost- 
proof hydrants to this big market 
in your town. Vogel hydrants 
put running water where you 
want it when you want it sum- 
mer or winter. 


SOLD ONLY 
THROUGH WHOLESALERS 
OF PLUMBING SUPPLIES 
























Users like the Vogel Hydrant because 
it never fools them. When they see 
the handle in an upright position they 
know the water is surely shut off. 
Any hydrant that does not positively 
shut off will waste water in Summer, 
and is sure to freeze in Winter. 


f JOSEPH A. VOGEL CO., WILMINGTON 99, DELAWARE 
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Plain Talk 
about Profits 


It pays you best to sell and install Weisway 

Cabinet Showers because they match the quality of 

the other fixtures in your finest bathroom jobs. 
Engineered design, precision construction, setvice-tested 
materials assure long years of leakproof service — 
avoiding costly call-backs, building customer good 

will that brings more business. Weisway Cabinet 
Showers — with exclusive Vitreous Porcelain receptor 
—are easier to stock, easier to handle, easier to 

install. You save installation time, assure your profit and 


protect your business future when you stay with 





WEISWAY, the Mark of Quality 


Built-in installation of Weisway in-a-wall unit, Standard model, 
in fine modern residence designed by Frank Lioyd Wright, 


CISWAD nviner SHOWERS 


Your customers recognize vitreous porcelain enamel as 
a mark of quality plumbing fixtures, Formed in one piece 
of heavy enameling iron, Weisway’s exclusive receptor 
has a glass-hard porcelain enamel surface, with 
textured Foot-Grip, No-Slip floor — safe, absolutely 
non-absorbent, easy to keep clean and sanitary. 

All models of Weisways are available for prompt 
shipment. Order from your jobber. For details write 


HENRY WEIS MANUFACTURING CO., INC. 
304 Weisway Building, Elkhart, indiana 
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Solid Olsonite seat Numbers 5 and 10 
specially designed for industrial and com 
cial installations. Extra-heavy, one-piece con- 
struction eliminates joints, seams, and crevi 

x —no weak spots to break or crack. Hing 

a are covered with matching Olsonite, leav: 

5 no exposed metal to rust or corrode. 

_ Numbers 5 and 10 are available in either 

wh or black, for regular or elongated bowls. 





EDI CRUCIBLE STEEL CO., Plastics Division © 
S561 BUTLER AVENUE © DETROIT 11, MICHIGs 
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Die cast nut ml si ; Be ~ : Part No. 197B 
No. 1938 compression ring giving ; 


metal to metal seal 


y | / “Also available with ‘ i 1-1/4 O.D. Tube 
0D. Tube , a Y @ ie stole Mel ale Mm d¥] o) of-1 am 201441 -143 > 


by 
by tay i" 1-1/2 Sweat LP. 
Male |.P. i / C.P. Die cast nut 
Die cast nut : \ > | » - Part No. 198B 
No, 1928 


eo Bix 1-1/2 0.D. Tube | | 


OD. Tube wav ' | Designed to save time and 


by 
by 1-1/2 Sweat I.P. | 
Female |.P. 


C.P. Die cast nut | 


adjustable and avoids un ‘ Part No. 199B 
ia ilave Relate Miale-vore, / : 


money. Makes installation 


1-1/4 0.0. Tube | | || 
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y | 
1-1/4 Sweat IP. | | 
C.P. Die cast nut | 
Part No. 200B | 
| 
1-1/2 O.D. Tube | 
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and tube 
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y 
1-1/2 Elbow I.P. | 
C.P. Die cast nut | 
Part No. 1978 | 


For other than C. P. D. C. Nut (B) \ 1-1/2 O.D. Tube 
SPECIFY: by 
“A” RGH die cast slip nuts 1-1/2 Sweat elbow LLP 
“B" C. P. die cast slip nuts C.P. Die cast nut 
“C" RGH brass slip nuts Part No. L199B 





“D" C. P brass slip nuts 


Drainage fittings are manufactured from heavy duty red brass castings. Note: range of sizes 


covering the use with iron pipe in both male and female from 1 1/4” LP. to 1 1/2’ 
1.P. Also for copper drainage systems from 1 1/4 O.D. sweat to 1 1/2 O.D. sweat 


SPEEDWAY AND SPEE-DELUXE FLEXIBLE TUBES IN 12”, 20”, 30", AND 36” LENGTHS 


Lavatory Closet Sink Rubber Female 
Supply Supply Supply Cone & Adaptor 
Washer 


SETTER BRASS GOODS BY COMPRESSION SLEEVE FITTINGS seamen 8 sams 


COMPRESSION @ 
ASS 


ts 
conpntsuien © nomtonetey) 
MANUFACTURING 
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SLEEVE 





c_@D FITTINGS POLISHED 
2821 Brooklyn Avenue, Detroit 1, Michigan. STRAIGHT & ANGLE CHROME 
. . Le TO ue. waves = GnOMe Fait ESCUTCHEONS 


SUPPLIES AND FITTINGS ARE AVAILABLE IM SPEEQWAY (96° 0.0.) AND SPEE-DELUXE (34° 0.0.) TUBE 
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Improved K3-A Solenoid Gas Valve... 


Quiet—Dependable—Hi-Capacity— 


Soft Seat—For All Gases— Way back in 1932, the forebear of the present K3-A 





AAAR 
Manan 


T-30 PACKAGE SET 


For automatic heat at home, the 
General Controls T-30 Package Set 
is a sure short cut to economical and 
trouble-free comfort. Included with 
the graceful T-70 Timer Thermostat, 
is the long-proved, Type K3 Mag- 
netic Gas Valve, Transformer and 
Thermostat Cable. Optional Timer 
Thermostat is furnished in two 
models, either for internal night 
setting (T-70-T) or with both day 
and night temperature selection at 
your finger tip (T-70-X) on the face 
of the sleek and satin-finished cover. 


ee ee em ee ce ee ee ree ee es es ee oe ed 


was Originated, developed and pioneered by General Con- 
trols. It became the first in a long series of quiet, dependable, 
two-wire solenoid magnetic gas valves that today are 
standard equipment at home and in industry for controlling 
gas to warm air furnaces, gas-fired boilers, conversion 
burners and similar applications. Closing with the gas flow, 
in the K3-A the pressure is on the top of the soft seat assur- 
ing indefinitely tight valve shut-off. Closing is automatic in 
case of power failure, and the K3-A, like all other General 
Controls solenoids, is absolutely humless when energized. 
Current consumption is low and the extremely compact 
valve easily meets high flow capacities and operating pres- 
sure requirements. In the K3-A you find just one more 
sound reason why the leaders everywhere declare that for 
the best in automatic controls, it’s General Controls! 


GENERAL ™ CONTROLS 


801 ALLEN AVENUE GLENDALE 1, CALIFORNIA 


Manufactiners of hulomalic Pressure, Temperature, Level and How €¢ ntrols 


FACTORY BRANCHES: Baltimore 5, Birmingham 3, Boston 16, Buffalo 3, Chicago 5, Cleveland 15, 
Columbus 15, Dallas 2, Denver 4, Detroit 21, El Paso, Glendale 1, Houston 6, Indianapolis 4, 
Kansas City 2, Milwaukee 3, Minneapolis 2, Newark 6, New Orleans, New York 17, Omahe 2, 
Philadelphia 23, Pittsburgh 22, St. Lovis 3, San Francisco 7, Seattle 1, Tulsa 6, Washington 6, d.¢. 


DISTRIBUTORS IN PRINCIPAL CITIES 
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Ray Quiggen, left, talks about zone control with Honeywell Salesman Ernie Moore 


“Rambler homes are easy to heat with 
Honeywell Zone Control —I'll tell you why” 


says Ray Quiggen, one of Cleveland’s largest heating dealers 


“We've installed heating systems in alot of 
rambler and ranch-style homes the last few 
years. And, as ali heating dealers know, when 
you run into a problem with his type home, 
it’s usually caused by difficulty in controlling 
the heat, rather than by the heating plant itself 
or the kind of heat used. 

“In these homes there is often double the ex- 
posed area. Either the heating plant works over- 
time—which is wasteful; or some of the rooms 
never become comfortable—which is worse. 

“We've found Honeywell zone control solves 
this problem in heat distribution easily—by 
thermostatically providing different degrees of 
temperature for each heating zone in the house, 
according to need. This automatically makes every 
room comfortable. Our zone installation in the 


Another Plus-Profit 
Idea from Honeywell! 


John May home is a good example. 

“Since our first zone control job, we’ve put 
in hundreds all over the greater Cleveland area 
—without a single complaint. And generally, 
for every one we put in, word-of-mouth ad- 
vertising has brought us back contracts for two 
or three more.” 


View of the 7- 
room home of 
Mr. and Mrs. 
John May, Lynd- 
hurst, Ohio. 


March, 1952 











March, 





March, 195? 


re put 
d area 
erally, 
h ad- 


ir two 








March, 1952 DOMESTIC ENGINEERING 


KiTcnen | |] 


pINING ROOM 


‘ i = u 
4 ® ewney 





Bedroom 







p ya 
okt Ly ea 


GARAGE 


) 





rT 
peorooM cy 
oO i 
( TWO 
polka S- 
IEE _ PY 7 W aN 
rae am . \ 
Lu A D » 
ae a 


“Every room in the May home is comfortable 
with Zone Control — regardless of wina, sun, exposure or outside temperature !”’ 


“The May home, as you can see from the zoning diagram, had an 
exposed wing which required more heat than the rest of the house. 


“So I planned two heating zones, with separate thermostatic 
control for each. The Mays were pleased as punch with the results. 
Zone control gave them perfect comfort in every room, lower fuel bills, 
and independent temperature control of each area.” 





Electronic Weathercaster 


“I used the Honeywell Electronic 
Weathercaster for sensing and 
sending outdoor temperature 
changes to the system indoors. 


Averaging Thermostat 


“I used the Honeywell averag- 
thermostat in conjunction 
with the clock thermostat, to 
measure average temperature in 
Zone 2. In Zone 1, I used only The Mays were quite thrilled and 
a single clock thermostat, this pleased with the extremely sen- 
zone being easier to control.” sitive operation of this control.” 


Electronic Chronotherm 


“linstalled two Chronotherms to 
give the Mays individual control _ing 


of each zone. The electronic 

Chtonotherms also provided 

automatic heat setback at night, 

automatic temperature pickup in 
morning.” 








Outdoor Reset Control 


“The temperature of the water 
in the boiler is varied by this 
Outdoor Reset Control. It meas- 
ures outside temperature, and 
automatically raises or lowers 
the boiler setting accordingly.” 








Electronic Relay Amplifier 


“This relay amplifier is actually 
the brain of the entire zone con- 
trol system. It cycles the circu- 
lator, and sends messages for heat 
in proportion to the demands 
sent by the indoor and outdoor 
thermostats.” 





Shown above are the controls Dealer Quiggen used 
on the May home, along with his reasons for choosing 
them. For specific details and application data on 
Honeywell’s complete zone control package —as well 
as on other famous Honeywell controls—call your 
nearest Honeywell office. There are 91—located 
across the nation. Or write Honeywell, Dept. DE-3-61, 
Minneapolis 8, Minnesota. 





Honeywell 
| Fiat ton Cowtols 
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WATER CONDITIONING & PUMPING EQUIPMENT 
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Pictured on the job at the Methodist Hospital 
of Central Illinois at Peoria, Illinois is a BRUN- 
ER Industrial heavy-duty model engineered to 
produce 70,000 gallons of pure soft water 
from water of 26 gr. hardness. This installa- 

tion is another example of BRUNER design 
and manufacturing craftsmanship that as- 
sures absolute satisfaction. __ 


It will pay you to get the recommendations of 
the Bruner Corporation laboratories if you 
have a problem in the field of water softening, 
filtering or conditioning. Your inquiry will re 
ceive prompt attention. Of course, there is 
| no obligation. 













I. 


} 





to 160 gpm. 600,000 to 
1,200,000 gr. cap. Car- 
ried in stock. UPPER 
LEFT, Solo Valve. UP- 
PER RIGHT, Dial-O-Matic. 
LOWER RIGHT, Brucex 
Feeder for corrosion con- 
trol and prevention of 
red water. Write Dept. 


Heavy-duty models — 80 | vere 








DE for catalog. — —_— 





‘America’s Most Complete Line of Quality Water Softeners and Filters” 
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aa DO IT TWO ways: (1) At every pipe 
connection Grabler Square “Gee” Pipe 
Fittings prevent time-wasting grief, fumbling 
and leaky connections—protect your time-cost 
cushion on the job; (2) package-protected from 
corrosion, dirt, loss and damage, Grabler Pipe 
Fittings are instantly usable—save valuable 
time and effort wasted in finding and cleaning 
fittings and in handling fittings in the shop 
and on the job. Every Square “Gee” Fitting 
in the complete Grabler line offers you time- 
cost savings. Order Grabler Package-Protected 
Fittings and Nipples from your wholesaler. 


3SLER 


PIPE FITTINGS 
Give folic from | 
Time-Wasting | 

Grief 


THE GRABLER MANUFACTURING COMPANY © 6565 Broadway, Cleveland 5, Ohio 


THE SQUARE “GEE” LINE INCLUDES: Malleable Fittings + 
AAR Fittings * Unions ¢ Rail Fittings * Cast Iron Steam and 
Drainage Fittings * Patented Drainage Fittings > Copper 
Tube Solder-Joint Fittings * Steel Pipe Nipples * Hangers 


* bP] 
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... for plumbing and 
heating valves in the 
125 lbs. working steam - 
pressure class. 





Modern cost-saving, specialized pro- 
duction, of one class of valves enables 
Hammond to give more dollar for 


dollar value. 


Carried in stock by all leading 
plumbing and heating wholesalers 


HAMMOND 
BRASS 
WORKS 


HAMMOND, INDIANA 





ORIGINATORS OF INDIVIDUAL VALVE PACKAGING 
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cufs installation time 


NEVER BEFORE has a draft control offered you so 
many extra profit features. Simplest draft control 
on the market to install, the exclusive Windmas- 
ter adapter’ snugly fits in as a pipe section in any 
flue, the patented control snaps quickly into 
adapter for either horizontal or vertical installa- 
tion. No costly labor of cutting a circular hole in 
the flue pipe, no lancing and folding back. 


FOOLPROOF — the Windmaster guarantees full air 
action. Calibrated balance*can be accurately set 
in 3 seconds . . . and quickly locked in place at 
furnace manufacturer’s draft specifications. 


COMPLETE RANGE OF SIZES FROM 6” to 24” are available /4 
with the Windmaster. You’re sure of the proper J 


size for each job. 
SIMPLIFIED INSTRUCTIONS ARE EASY TO FOLLOW 
Write today for prices and literature. 


* Patent Pending 
MANUFACTURED BY 


J 
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fo 3 minutes! 


ONE TEST INSTALLATION WILL TELL — you'll be money 
ahead to install the new Windmaster Draft Con- 
trol. It cuts installation time to 3 minutes — set- 
ting time to 3 seconds, reduces non-chargeable 
service calls, and increases heating efficiency. 


New 


To ‘Nilieis: 


E(PIPE COMPAKY 


897 INGLESIDE © COLUMBUS 8, OHIO BOOTH 122, OHI EXPOSITION 


Heat 
You Ca n Sen rile 
a 
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COME TO 


CRANE 


FOR IDEAS 


A NEW SERVICE TO HELP CRANE DEALERS 





CRANE CO 


Starting this month, Crane is offering a 
new service to Crane dealers and their 
customers, specifically designed to help 
build substantial sales for Crane dealers, 
increase their store traffic, and advance 
their prestige and professional standing 
in the communities they serve. 

We call this new service “Come to 
CRANE for ideas.”’ 

As featured in national advertising, 
this service offers ideas to help customers 


select new, practical and satisfying ar- 
rangements for bathrooms, kitchens, 


laundries, and utility rooms—both for 
new construction and remodeling. 


This new program spotlights the Crane 
dealer as headquarters for new ideas— 
and emphasizes the importance of seek- 
ing his experience and knowledge in 
solving plumbing or heating problems. 

“Come to CRANE for ideas” will be 
telling the people in your community to 
come to their CRANE dealer for this new 
Crane idea service. See your Crane 
branch or Crane wholesaler for com- 
plete details. 


VALVES © FITTINGS 


GENERAL OFFICES: 836 SOUTH MICHIGAN AVE., CHICAGO 5 


PIPE 


@ PLUMBING AND HEATING 
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guarantees 


every time! 


of 
Plumbers 
Tubular 
Brass 


THE CONNECTICUT STAMPING & BENDING CO. 


., CHICAGO 5 
NEW BRITAIN, CONN., U.S.A. 
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PLUMBING 


IT IS MORE 


1. Neat molding trim closes 
the recess clearance 
around the radiator. 


2. Frequent venting not 
necessary because of 
large waterways. 


3. Large waterways store 
heat—slow down room 
cooling. 


4, Finned vectant provides 
convected heat. 


3] 


“Live front” radiates sun- 
like warmth. 


WEIL: Mc LAIN 


BOILERS- RADIATORS 
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“Weil-McLain provides comfort a’ he 
right price,”’ says Chris Punger, | ng 
Island, N. Y. Contractor. 


(frrs SPumgor HEATING 


“My object in business is to sell comfort and con- 
venience to the home owner. That's why | push and 
sell Weil-McLain boilers and radiators. Weil- 
McLain provides the comfort at the right price. 

“| find that Weil-McLain Solray and Raydiant 
Recessed Radiators are preferred by my customers, 
because of their modern styling and clean-cut lines, 

“| like Weil-McLain Boilers for a number of 
reasons. All parts are well machined and go 
together nicely, which keeps installation costs at 
rock bottom. The construction which eliminates face- 
grinding and the easily handled, short individual 
tie-rods are also big points in favor of these boilers. 

“So it's just plain common sense to stand by the 
products that are easy to sell and protect your 
reputation.” 


WEIL: McLAIN 


PROFITABLE TO SELL A EXTRA VALUE 


oom be 
RAYDIANT 


RECESSED RADIATORS 


Here’s smart styling—clever designing that home builders 
and modernizers like! All the comforts of radiant warmth, 
from a source that blends into room decoration. Weil- 
McLain Raydiant Recessed Radiators are designed exclu- 
sively for recessing yet cost no more! They set flush in the wall 
, —no floor space wasted—no interference with draperies. 
Raydiant Radiators are as efficient as they are good look- 
ing. The ‘‘live front’ produces a large percentage of radiant 
heat—sends a flow of sun-like heat rays into the room— 
keeps floors warm. Cast-iron finned vectants provide an 
ample volume of convected heat to protect against cold 
air from the windows. 





And finally, because of cast-iron construction and large 
waterways, Raydiant Recessed Radiators store heat for 
emission when the thermostat shuts off the heat supply 

. no sharp drop in temperature. 

It’s easier to sell comfort when beauty comes with it. . . 
and that’s the combination that gives Weil-McLain Ray- 
diant Recessed Radiators extra value! For complete descrip- 
tion and ratings, send for Bulletin C-125. 


WEIL-McLAIN COMPANY 


MICHIGAN CITY, INDIANA 
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3% g.p.m. capacity, 

New Size 98. 

*, 4 g-.p.m. capacity, 
Size 100 
5 g.p.m. capacity, 
% Size 101 


49.p.m. capacity, 
All-Copper 500. 





name the size... 


6 g.p.m. capacity, 
New Size 101A 


There’s a GENERAL 
Tankless Water Heater 





8 g.p.m. capacity, 
Size 102. 


For Every Job! 


Here’s the most complete line of tankless heaters 
on the market. Makes selection of the right size 
simple and accurate . . . insures adequate hot 
water in every tankless job you install. 





12 g.p.m. capacity, 
Size 102A 


The addition of two new sizes in the famous 
GENERAL Tankless line provides such wide 
choice that the cost of “one size larger” 
is negligible... your customer gets exactly 
the right size without excessive investment. 





15 g.p.m. capacity, 
Size 103 





Designed for any automatic-fired boiler, GENERAL 
Tankless Heaters dependably supply continuous hot water 
in homes, apartments, and commercial buildings. 
They require no gas or electric connections... 
no bulky storage tanks or complicated piping. 





Get all the facts... write for Catalog 19A. 
General Fittings Co., 118 Georgia Ave., 
Providence 5, Rhode Island. 


20 g.p.m. capacity, 
Size 105 






35 g.p.m. capacity, 
Size 106 


















































“GLIDER 


: No piping back of tub. 
4 1%” chrome plated brass outlet strainer. 


a Saves cost, saves time, saves material. 


Buterate Plastic Overflow Unit 
is non-absorbent. 


Withstands boiling water, no distortion. 


Blends with tub, easy to keep clean. 








PATENT NU 
2321 176-237 


Designed by Leon Bloch, the Glider is the late 
development in bath drains. Overflow wi 
dropped in the tub outlet enables the tub to fill 
provides overflow through its top; raised, it perm 
tub to drain fast. Over 100,000 Glider Bath Drain 
have been installed during the past several yea 
without the return or replacement of a single uti. 
They answer today’s need for a low-cost, easil! 
obtainable, easily installed, durable bath drain. 


Write for literature and prices, today! 













PATENT Ny 
2321 176237 
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A hazard that is known and understood is less apt to be 
dangerous. That is why, for more than twenty-five years, 
we have used every means at our command to make known 
the facts and explain why overheated domestic hot water 
is a menace. 

Watts was the originator of fully automatic (self-closing) 
temperature and pressure relief valves and the first manu- 
facturer of this important safety device. Watts introduced 
the first practical valve in 1923 and has continued to im- 
prove and develop it to the fine instrument for protection 
that we manufacture today. 

Since it was our engineering research that uncovered the 
mysteries of tank explosions and overheating hazards, 
naturally, it became our duty to reveal this important in- 
formation to those responsible for the plumbing safety of 
the public. 

Other manufacturers now making temperature relief 


valves are helping to promote understanding for the need 


WATTS Regulato 


of this vital protection. But much still remains to be done, 
and we solicit the aid of everyone who understands to help 
make these facts known. 

Simple words to describe a technical subject are often 
hard to find; but we have prepared a folder, which explains 
in common everyday language the physical factors that are 
responsible for overheating and the hazards that ensue. It 
is a digest of more than twenty-five years of engineering 
and research data from the most authoritative source avail- 


able. 












To help you explain this 
important subject to others 
and to expose the danger 
of this known hazard — 


SEND FOR FOLDER 
TD. 





* Plumbing and Heating...Safety Valves and Controls 











































WHEN THE JOB DEMANDS 
A SEAT THAT 








\ No. 9900 
Church MOLTEX Seat 


—\ aati eee 


v4 
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_,. Recommend MOLTEX ° 











serving home and industry: AMERICAN-STANDARD » AMERICAN BLOWER « ACME CABINETS . CHURCH SEATS - DETROIT LUBRICATOR - KEWANEE BOILERS ~ ROSS HEATER - TONAWAND: 
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| Dlastic Pipe 
BD and fittings 


ie —2i.FOR WATER DISTRIBUTION SYSTEMS 
2 A = a Me Gel Here’s the pipe that's revolutionizing water 
i | \- ES = No wonder, because Yardley 


SS transmission. 

Plastic Pipe: 

. «+ Won’t rot, rust, corrode. 

.. weighs 3 as much as metal. 

... Cuts installation costs up to 60%. 

Engineered for every cold water use. . . 
drinking water or corrosive liquids; suction or 
discharge; wells, distribution lines or disposal 
systems. Resistant to damage from animal 
wastes, acid and alkaline soil. Smoother walls 
decrease build-up of bacteria-bearing film. 

Yardley Plastic Pipe is made of both rigid 


and flexible materials in a full range of pipe 
and tubing sizes “2” through 6”. Complete 


line of standard fittings and adapters. 


For easier storage, handling and installation 
. . » for lower cost and longer life . . . investi- 
gate Yardley Plastic Pipe. 
a type for every purpose: 


M. for use with double-pipe jet 
2 >> pumps and general distribution 


systems. 
G, for natural or manufactured gas 
Pp >> pears 
and water service lines. 
M >> for lateral runs, septic and field 
6 drainage. * 


SEND FOR LITERATURE 








an peal 


PLASTICS CoO. 


Dept. E, 142 Parsons Ave., Columbus 15, Ohio 
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Timken Silent Automatic 


Dealers can offer prospects 

equipment that is basically 

different, basically better! 
CAN YOU? 









For more factory firepower in 
your local salespower...turn to 












e A complete line . . . for oil, gas and coal... 
spearheaded by the famous Timken Silent Auto- 
matic WALL-FLAME oil and gas burners ¢ Oil- 
to-gas conversion kits e Year-’round factory-paid 
magazine and newspaper advertising ¢ A 25-year- 
old name the public knows and respects e Point- 
of-sale helps for every sales situation e Frequent 
calls by competent sales and service representa- 
tives e Time-tested business administration pro- 
grams e Factory help on finding, hiring, training 
and supervising sales and service personnel ¢ Ex- 
pert plan and engineering service e« PLUS that 
most priceless ingredient of all: A sincere and 
active interest in helping you succeed and prosper! 
- Choice territories now open. Write today. 





TRADE MARK REGISTERED 


Mar: 
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tic |THE WALUE IN VULCAN 


There's reai value in Vulcan design. 


Fin-tube radiation (heating unit and piping combined) is easiest to calculate, easiest to 
install (requires fewer fittings). 


There's real value in Vulcan material. 
Vulcan steel radiation is fabricated from seamless steel pressure tube, ends threaded to 


Government Standards or chamfered for welding. Vulcan copper is fabricated from Type K 
Water Tube—aluminum or copper fins of highest quality. 











There's real value in Vulcan construction. 





Vulcan fins are uniform, offset for complete rigidity. Fins are also imbedded * in the tube for 


maximum tightness and best heat transfer. 
VULCAN has proven its value in schools, factories, churches and public 
buildings, apartment buildings and homes. Ask for Bulletin 125 and 












Linovector Bulletin 60. For homes and residential units, see 
Baseboard Radi-vector Bulletin No. 53A. 


% A special patented Vulcan process 
recognized as an outstanding heat trans- 
fer feature by Heating Engineers. 


er! 


‘FINS IMBEDDED 
Promotes best heat trans- i eae FINS OFFSET 


fer. Patented a a ail \ _.. for rigidity. insures 
permanent bond between 
primary and secondary 

surfaces 


PRESSURE TUBE 


Steel pressure tube or 
Type K water tube. Ends 
IPS threaded orchamfered 


and coal... 
Silent Auto- 
irners @ Oil- 
factory-paid 
e A 25-year- 
ects @ Point- 
e Frequent 
» representa: 
tration pro- 
ng, training 
sonnel @ Ex- 









Radiant plus Convection 


Heat for Smoothest Representatives in principal cities. 
Heating Comfort. 





The VULCAN 


PLUS that — 
seer a Contany Lede RADIATOR 
ind prosper! in Fin-Tube 
day. 





‘cee COMPANY 


14 FRANCIS AVENUE HARTFORD, CONNECTICUT 
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The plain hard facts prove you save with 





MORE TRUCK FOR LESS MONEY 


Compare the list price of a Chevrolet 
truck with that of any other truck built 
to handle the same payloads. You'll 
find the Chevrolet truck lists for less, yet brings you 
ruggedness, stamina and great truck features you won't 
find in many trucks costing much more. 





Advance- 


more truck—or settle for less truck—than you need for 
your loads. Frame, axles, springs, body, brakes and 
power are balanced for the job. 


LOWER, SLOWER DEPRECIATION 


Records show that Chevrolet trucks 
traditionally bring more money at 


March, 


TRUCKS 





resale or trade-in than many other 
makes. Chevrolet's market value stays up because the 
value stays in! Here is important and convincing proof 
that Chevrolet is the best truck buy! 


ROCK-BOTTOM OPERATINGCOSTS 


Dollar-for-dollar comparisons prove 
that Chevrolet trucks cost least to own 
and maintain. Valve-in-Head economy 
saves on gas, in the 105-h.p. Loadmaster or 92-h.p. 
Thriftmaster engines. Four-way engine lubrication reduces 
wear and oil costs. Rugged construction means long life. 





in demand 4 
in value 
in sales 











ENGINEERED FOR YOUR LOADS 


__ | a )_\.s 
J CHEVROLET ff 








Every Chevrolet truck is factory- 
matched to payload and service wa —_— } 
requirements. You don’t have to buy | aeenonnameons 











CHEVROLET ADVANCE-DESIGN TRUCK FEATURES 


TWO GREAT VALVE-IN-HEAD ENGINES—the 
105-h.p. Loadmaster or the 92-h.p. Thrift- 
master—to give you greater power per gallon, 
lower cost per load e POWER-JET CARBU- 
RETOR—for smooth, quick acceleration 
response e DIAPHRAGM SPRING CLUTCH— 
for easy-aciion engagement e SYNCHRO- 
MESH TRANSMISSION —for fast, smooth 


shifting e HYPOID REAR AXLE—for 
dependability and long life e TORQUE- 
ACTION BRAKES—on light-duty models e 
PROVED DEPENDABLE . DOUBLE-ARTICU- 
LATED BRAKES—on medium-duty models e 
TWIN-ACTION REAR BRAKES—on heavy- 
duty models e DUAL-SHOE PARKING 
BRAKE—for greater holding ability on heavy- 


duty models e CAB SEAT—with double-deck 
springs for complete riding comfort e VENTI- 
PANES—for improved cab ventilation e WIDE- 
BASE WHEELS—for increased tire mileage e 
BALL-TYPE STEERING —for easier handling 
e UNIT-DESIGNED BODIES—for greater load 
protection e ADVANCE-DESIGN STYLING—for 
increased comfort and modern appearance. 


CHEVROLET DIVISION OF GENERAL MOTORS, DETROIT 2, MICHIGAN 
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WEATHER FORECAST 
for plumbers and vicinity: 
A thundering response to April 
promotion of HARCRAFT 
Showerheads. Followed 
by a continuous 
downpour of profit. 










will be profitable 
to every plumber 









INTRODUCING the popular 
HARCRAFT adjustable showerhead in its 
new, colorful package...attractively 
merchandised in a special display 
carton to help you sell HARCRAFT 
showerheads easier and faster. Make 
“April Showers” a profitable 
promotion by featuring these individually 
packaged showerheads. HARCRAFT 
features all brass construction with 
swivel ball joint for direction control. 
Adjustable from needle spray to soft flood rinse. 


Ask your jobber about promotional offer or write direct. 


H a IC I a f { plumbing fixtures 


a Division of HARVEY MACHINE CO., INC. 
19200 So. Western Ave., Torrance, California 


Sy, 
ni 
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Copyright 1952 
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MAID-O-MIST brings you 


March, 1952 


a new money-saving ilar 













Now, no need for large stocks of 
“‘complete”’ balancing fittings .. . 


THESE NEW BALANCING VALVE 
ADAPTER UNITS ARE QUICKLY 
INSTALLED IN STOCK-SIZE COP. 
PER, BRONZE OR CAST IRON TEES 
...FOR ALL YOUR FORCED HOT 
WATER HEATING INSTALLATIONS! 


They’re simple, fool-proof and what money- 
savers! No longer any need to carry a large 
stock of square head cocks and balancing fit- 
tings on hand. These new Maid-O’-Mist units 
do a better job with less inventory and less cost. 


These Adapter units, quickly soldered or sweat- 
fitted into copper and bronze tees, or threaded 
into cast iron tees, regulate the flow of hot 
water through radiators, convectors, baseboard 
panels, radiant coils, return mains, and branches. 
Can be inserted in side outlet or run of tee of 
the same pipe size to complete either a straight- 
way or angle balancing valve. Precision made of 
non-ferrous metals. Packed stem construction 
is leak proof. Simple balancing adjustment re- 
quires only a screw driver. 


NO 7? AUTO- VENTA 


~_£ ) 
7 Pd a 
oS eae 


“BALANCING VALVE UNIT 


RETURN HEADER DETAIL 


Radiant Header Detail 


AUTOMATIC HUMIDIFIERS .... 
LINE CONTROLS . HEATING SPECIALTIES 


MAID -O’: MIST,Inc. 


3217 NORTH PULASKI ROAD. 


WATER 


‘ 
HEATING SPECIALTIES 


Full free flow through the tee. No restriction except for 
the balancing required. 


Adapter Unit 


TE iinet Oita adi 


NO. 14 BALANCING VALVE ADAPTER 
UNIT for use with 34”, 14”, 34” and 1” 
nominal copper or bronze tees. 

NO. 15 BALANCING VALVE ADAPTER 
UNIT for use with 14”, 34”, 1” and 114” 
cast iron tees. 






NO 67 AUTO- 
VENT 


BALANCING 
VALVE UNITS 












“BALANCING 
VALVE UNIT 


For Baseboard Radiators For Convector Radictors 


- AUTO-VENTS 


CHICAGO GI, ILL. 





Mare 
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ANCASTER LEADS... 


... IN SUMP PUMPS 
THE SUBMERSIBLE 


L gncanet 
rain Dae 


New Floatless Sump and ‘‘Ail-Purpose’’ Pump 
made of All Bronze and Stainless Steel. Switch 
completely concealed and protected from outside 
damage. No lubrication—No Float or Diaphragm 
—lowers to 15’—portable—weighs only 31 Ibs. 
Maximum Capacity 3300 GPH. Indispensable to 
every plumbing contractor for pumping out Cellars, 
Ditches, Pits, Elevator Shafts, etc. 










Extra low priced automatic, factory assembled, 
self-priming jet water system with 5 gals. galvan- 
ized tank, Designed for ali types of shallow wells 
with suction lifts yp to 25’. Small - compact - fits 
under kitchen sink or wherever space is limited, for 
housing projects, cottage water supply, etc. *Also 
with 10, 15 and 30 gals. horizontal and 42 gals. 
vertical tanks. 





PLANCASTER : 
Pun dS. 


ftory stocks LANCASTER. Write him for free catalog. 


LANCASTER PUMP and MANUFACTURING CO. 


LANCASTER, PENNA 












































30 DOMESTIC ENGINEERING March, 1952 





How can YOU use power threading to YOUR best advantage? Your 
Oster Distributor has the answer. 


He has the answer because he offers you a wider selection of pipe 
threading machines and optional equipment in the OSTER line than 
any other line. 


Doesn't it make sense that the wider the selection the closer you can 
come to getting the right machine for YOUR needs at the right price 
to fit YOUR budget? 


Take Oster “Portables” for example. Oster offers you not one... not 
two... but FIVE 2” machines and a variety of optional equipment for 
selection. Four of these Oster “Portables” are illustrated. The fifth is the 
No. 582R “Tom Thumb” equipped with revolving die-head:’ 


How can you miss with a choice like this? All the facts about Oster 
“Portables” are available in three bulletins pictured in miniature below. 
Write for your copies NOW. 



















No. 582 
*TOM THUMB’ 


THE OSTER MFG. CO., 2045 East 61st Street, Cleveland 3, Ohio, U.S.A, 
OK, Oster. Send me the bulletins | have checked below. 
[_] No. 422 Oster Power Vise Stand. 
[_] No, 502 & No. 502R Oster “Pipe Master”. 
[-] No. 582 & 582R “Tom Thumb”. 





My Name _ 





Company _ 








Address 
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Torch Light Parade! 


In America’s rip-roaring 
political history, nothing 
tops the old-time torch- 





light parade for color and 
drama. With brass bands, 





signs, replicas of log cab- 





ins and other crude 
“floats”; with flaming 





pitch tar torches, our fore- 
fathers paraded their ex- 
uberant support of favor- 
ite candidates. 


CHICAGO POTTERY PLUMBING FIXTURES 
1G. ..... BRts Cw! 


The Public (your customers) 
elect Chicago Pottery fixtures 
because they offer style, beau- 
ty of design and perfection of 
finish. These graceful, classic 
designs have the kind of eye- 
appeal that means instant cus- 
tomer acceptance. 








The Plumbers elect Chicago 
Pottery for ease and speed of 
installation; for that faster 
and better service central lo- 
cation makes possible; for 
customer appeal that means 
more sales. 








May we suggest you vote the 
Chicago Potter, ticket for NR f - & Ld / f 

8 er, NEW: /Vorcelain Cnamele Sis hs 
superior plumbing fixtures. 
Start today cashing in on the : BS eae 

‘ a Surface of gleaming white three-fired, acid-resisting enamel. 
landslide of preference Chi- Easy to keep clean. Wide front ledge for convenience in foot 
cago Pottery is winning bathing or dressing. Hand grip for safety and ease in entering 


and leaving. Wide flat bottom with straight sides for safety 


among home owners and and comfort in shower bathing. Two braces on each end assure 
° rigidity and strength. Tiling in ledge on three sides pierced for 
builders. easy installation, 





KEEP YOUR EYE ON CHICAGO POTTERY CO., Big Things Are Happening 


an (ancy Awe ig "9 i ee 





CHICAGO POTTERY COMPANY e 1920 Clybourn Ave. e Chicago 14, Ill. 
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“INo...l said 65,000,000 ft. of 


Transite Five Pipe now in service! 








‘YEAR AFTER YEAR, this modern asbes- 
tos-cement flue pipe keeps its place as a 


nation-wide favorite ... and the num- 
ber of feet in actual service mounts 
rapidly. / 


The reasons? Just ask the men who 
install Transite* Flue Pipe why they 
prefer it. They'll tell you that it saves 
time and headaches on the job... won’t 
deform, dent or bend out of shape... 
makes a rigid, thoroughly dependable 
installation. 

Transite Flue Pipe needs no crimp- 
ing, no hole-punching, no special tools 
...no nuts and bolts for joint making. 


March, 19 
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~~ 


The Transite tapered couplings give 
quick and positive alignment. And the 
complete line of Transite fittings meets 
any job requirement— makes it easy to 
follow approved venting practices. 
Use Transite on your next job and 
prove to yourself that this modern flue 
pipe means more profitable gas vent- 
ing jobs for you—and lasting satisfac- 
tion for your customers. For further 
details, write Johns-Manville, Box 290, 
New York 16, N. Y. 


*Reg. U.S. Pat. Off. 


5 


2 


Mar 


Transite Flue Pipe is the only flue pipe for domestic gas 
appliances listed by Underwriters’ Laboratories that has 
been continuously approved since 1932. 


Johns-Manville TRANSITE FLUE PIPE 


FOR VENTING DOMESTIC GAS-BURNING APPLIANCES 
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“Choose ceiling radiant heating,” 
says Bundy to future home owners —for you 














Millions of radiant heat rays flowing from a 
ceiling installation of Bundyweld Tubing 
(above) warm everyone and everything they 
strike in the room (below) —the occupants, the 
furnishings, objects, every wall, and the floor, 












Have you considered the many advantages 
of ceiling radiant heating for that home you 
are planning to buy, remodel, or build? This 
truly modern system offers you savings, con- 
waiences, and comfort not matched by any 
other. 

With ceiling installations of Bundyweld, 
fir example, heat rays flow evenly, freely 
4;nward, not up through floors to be lost in 
fugs, furniture, draperies. Here is heating 
that really radiates, gently warming everyone 
ad everything in the room. Heating so com- 
furtable, so natural it's like having the sun 
ia your ceiling. 

Savings, too 
More, because it's draft-free heat, less dust is 
carried onto upholstery, curtains, draperies. 
Because it's even heat, no dirt streaks form on 
walls or ceilings. You save extensively on 
dry-cleaning, wall-washing, and redecorating 


Like having the sun in your ceiling— 
Bundyweld ceiling radiant heating 


costs, enjoy easier day-to-day housekeeping. 

These home maintenance economies, plus 
fuel savings over the first few years, more 
than pay for any additional first costs, Con- 
tinuing yearly savings mgke this your most 
economical long-run heating system by far. 

Talk to your real estate man, heating con- 
tractor, architect, or builder about radiant 
heating now. And about Bundyweld Tubing, 
too. Bundyweld is the only tubing double- 
walled from a single strip. It’s tough steel 
tubing, copper-coated inside and out. Bundy- 
weld is leakproof, takes high pressures in 
stride, transmits heat quickly. 

Send coupon for free booklet 

Send coupon at right for free booklet de- 
scribing fully the many advantages of ceiling 
radiant heating. Radiant Heating Division, 
Bundy Tubing Company, Detroit 14, 
Michigan. 


typ 


>» 


Bundyweld is the only 
tubing double-walled from 
a single strip. It’s quickly, 
easily fabricated into com- 
pleted radiant heating grids 
—with major savings in 
time and construction costs 

















No radiators or regis- 
ters to interfere with furni- 
ture arrangements or take 
up valuable floor and wall 


space. 









It is the conviction of Bundy Tubing 
Company that radiant heating systems 
rightly belong in ceilings. 

Bundy tells future home owners why 
in an intensive, full-page, four-color 
campaign appearing in Better Homes 
and Gardens and American Home — 
magazines carrying immense weight 
with consumers interested in buying, 
building, or remodeling homes. 


Are you ready? 

Interest in radiant heating has spurted 
sharply upward since the end of World 
War II. The all-new Bundy campaign 
is designed to give future home owners 
important information on ceiling radi- 
ant heating and on the Bundyweld 
Tubing features that help assure a per- 
fect, long-lasting, economical system. 

This campaign, of course, will help 
pave the way to even stronger con- 
sumer acceptance of ceiling radiant heat- 
ing and Bundyweld Tubing. Result for 
architects and builders: Those who 
offer Bundyweld ceiling radiant heating 
systems will have a powerful, convinc- 
ing, and much-wanted sales feature to 
speed sales to receptive buyers. Result 
for plumbing and heating contractors: 
Continually increasing business and 
good, sound profits from the installation 
of Bundyweld ceiling radiant heating 
systems. 


Radiant Heating Division 


BUNDY TUBING COMPANY 
Detroit 14, Michigan 





Ings give | Radicat Heating Division ; - i 
. And the —_ cugamiie a ae Ba ere re gg i 
d BUNDY TUBING COMPANY are coneamay shuren slog rdion heating | 
igs meets Det gene! H 
° Detroit 14, Michigan ee at 
it easy to  persay al an 
tices. WORLD'S LARGEST PRODUCER OF SMALL-DIAMETER TUBING a © 
e ? 
job and 3 
dern flue 9 + is , ; 
yas vent- 
satisfac- First ad in new national campaign directed to future home owners. 
' further 
Box 290, + ene . 
Advantages of Bundyweld Tu bing The ; Bundy consumer : brochure on ceiling radiant 
U.S. Pat. Off. heating, to be offered in every national radiant heat- 


ing ad, was written with you in mind, too. Let us 


Bundyweld is the only tubing double-walled from a single 
strip. It’s steel, copper brazed through 360° of wall contact, 
copper-coated inside and out. It gives perfect radiant 
heating performance. Bundyweld transmits heat quickly. 


send you a copy. It’s packed with meaty facts. 


eee ee ee ee ND ee EE SE ST ED NS SS ND ee De ee me 


Radiant Heating Division 
Bundy Tubing Company, Detroit 14, Michigan 


weld comes in 20’ lengths for easy handling, one end 2 aS ORarer Ere ce immat ee: 
expanded (when specified) for easy joining. Ductile Company 

PE Bundyweld bends easily on simple fixture. Lightweight, Address 
tigid grids of Bundyweld are easily, quickly mounted City Zone. State 


ANCES 





It’s leakproof. Its smoothness and freedom from scale 


promote unimpeded water flow. 


Bundyweld gives major fabrication savings, too. Bundy- 


on ‘ceiling. 


Send me the free literature I've checked: 
(0 Bundy consumer brochure on ceiling radiant heating 
(] Bundy technical brochure for the trade 
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MICHIGAN ‘‘G.A.”’ DISTRIBUTOR INSTALLS THIS BIG JOB 
of 2200 Sq. Ft. Radiation with only one small Truckload of 


FLOORLEVEL here P| 


BASEBOARD RADIATION 
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SPONGE RUBBER 
DUST SEAL ALONG BACK 
(Prevents Wall Streaks) 






SOLID METAL 
TOP MOULDING 










ATTRACTIVE 










SNAP-ON AIR 
2 CORNER TRIM FLOW 
(conceals section joints) ONE PIECE 
Supporting 
WALL BRACKET 


Space-Saving . . . Labor-Saving 
FLOORLEVEL’S COMPLETE PACKAGE 


G/A's all-in-one Floorlevel package _ inside corners, outside corners, and splices. 
means easier installations every time. No special tools are required because of 
Included are: fin-type heating element, the simplified G/A design; all parts are 
front panel, top moulding, wall brackets, standard and quickly obtainable. 











Get the whole 
story on Floor- 

















CONVERSION BURNERS 










HOT WATER BASEBOARD RADIATION IVE 
BOILER ym manntts : \ulomalic 


THERE'S A G/A UNIT FOR EVERY TYPE AND SIZE INSTALLATION package that 
customer satis- 
frem 200 sq. 
tien. 






Lowboy 
~eneee ‘tc GENERAL AUTOMATIC PRODUCTS CORP 
a 2300 Sinclair Lane * Baltimore 13, Md. 
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o 
ou don’t have to replace transformers often. 

But when occasion demands, replacement with a 
Webster Electric Transformer not only assures your 
customer long-life ignition service but makes it 
easy on yourself. Interchangeable bases, ample 
outlets and big junction boxes make them 
a serviceman’s dream. 

When you standardize on Webster Electric 
Transformers you can make these replacements on 
practically every type of oil burner without a big 
inventory investment—thanks to interchangeable 
bases which permit a small number of transformers 


to fit a wide range of burners. They are easy to 
sell and to install... durable . . . efficient. 

Just as Webster Electric Transformers long 
have been first choice of leading oil-burner 
manufacturers, so are they preferred by 
profit-minded dealers. Ask your Webster 
Electric Authorized Service Station 

about our new Dealer Package—it 

means added profits for you! 


Old-Timer Seri 
.‘‘Lalways répee 


























PERKINS & WILL 
architects and engineers 






CHELL & ANDERSON 
general contractors 





JOHN J. CAHILL, INC. 
plumbing contractor 









JAMES B. CLOW & SONS 
plumbing wholesaler 





for Happier School Days... 


4 ee a 

New Primary School, Deerfield, Ill. Kindergarten 

room is one of eight classrooms grouped in the wing at : 
the left in exterior photo. Gym-cafeteria unit is in the 


center, the administrative wing on the right. Exterior 
finish is colonial red brick with Indiana Limestone trim. 














e The little folks who attend Deerfield, Illinois’ rooms to conserve space—the Deerfield school may 
compact new primary school have little reason to well serve as a prototype for many other schools its 
feel “cooped-up.” Generous floor-to-ceiling win- size. Since materials and equipment used in the 
dows make every classroom seem an intimate part of _ building had to meet highest standards of quality and 
the wide interesting world outside. Designedthrough- durability, it is only logical that sLOAN Flush 
out to assure the physical and psychological benefits VALVES were installed throughout—another exam- 
of maximum daylight—and featuring multi-purpose _ ple of preference that explains why... 


wane onus Plead VALVES 


are sold than all other makes combined 





SLOAN VALVE COMPANY ° CHICAGO « ILLINOIS — ¢ 


Another achievement in efficiency, endurance and econ- 
omy is the sLoaNn Act-O-Matic SHOWER HEAD, which is 
automatically self-cleaning each time’it is used! No clog- 
ging. No dripping. When turned on it delivers cone- 
’ within-cone spray of maximum efficiency. When turned 
\ off it drains instantly. It gives greatest bathing satisfac- 
ann \\ \ tion, and saves water, fuel and maintenance service costs. 
\ \\\ \ \\ [ry it and discover its superiorities. 
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PIPE’S IN THE PICTURE TOO 


The story of the giant Aircraft Industry from the ‘\pea-shooters’’ 
of World War I to today’s 700-mph super jets is a story of American 
ingenuity at work clipping time, annihilating space. 

Whether the picture is military or civilian, whether the focus is 
on the farm, the mine, the factory, or the mill, you'll find Wheat- 
land's “pipe with the yearmark”’ doing a bigger job today than 
ever before in the vast network of power lines that spell increased 
production all over the nation. 





WHEATLAND TUBE COMPANY ities , 
Bankers Securities Bldg., Philadelphia 7, Pa. —pjpe with le yeormeanh/ 


Scrap is urgently needed now. Do your part—get in the scrap today! 
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“GERBER ENTERPRISES—232 N. Clark Street, Chicago 1, Illinois 
_ [ Please send Catalog on the big GERBER line. 


Title. 





That's a fact. No screws... no bolts... no fastening devices 
of any kind, yet the Gerber Shower Stall is rigid as a sky- 





scraper! 32” x 32” x 75” over all size, it’s roomy enough 
to satisfy your customer yet takes little space in bathroom 





i 


installations. Comes with everything required, even to the 
Plastic Curtain and the Pins to hang it up. 











City 








Gerber...the complete Plumbing Fixture 
Line ... also offers an extensive selection of 
Steel Enamelware. Porcelain Enameled Steel 
Sinks and Cabinets, Flat Rim Steel Sinks and 
a wide variety of Gerber Brass fittings. 

SEE THE GERBER LINE AT YOUR WHOLE- 
SALE PLUMBING JOBBER, and don't fail to 
write for our value-packed GERBER CATA- 
LOG, today. 


03937939 0a ENTERPRISES 


232 NORTH CLARK STREET © CHICAGO 1, U.S. A. 
New York Office. Empire State Bldg. * Suite 7322, 350 Fifth Ave. 
KOKOMO, INDIANA o WOODBRIDGE, NEW JERSEY 
DELPHI, INDIANA 7 PLYMOUTH, INDIANA 
WEST DELPHI, INDIANA cs GADSDEN, ALABAMA 
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OUTLOOK FOR 
NEW CONSTRUCTION 
IS BRIGHTER! 








devices 
S$ a Sky- 
enough 
athroom 
n to the ANOTHER 
GOOD YEAR! 
NEW 
DEFENSE ORDER 
SYMBOLS... 
mbing Fixture 
ve selection of 
-nameled Steel 
jteel Sinks and 
fittings. 
YOUR WHOLE- 
d don’t fail to 
ERBER CATA- 
S 1950 
is SHOWS GAIN... 
h Ave. 
RSEY 
ANA 
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The proposed limit on bathrooms and on the amounts of 
metal that can be used per square foot of floor space in 
new homes, which characterized the NPA's recent con- 
struction regulation, is likely to be dropped. 

Immediate and emphatic comp!aints were voiced by the 
nation's builders and the complaints are likely to have 
some effect. 

The original order allowed not more than one and a half 
bathrooms in a new house and reduced the amounts of steel 
and copper that could be used. It also told builders how 
much metal they could use for each square foot of floor 
space. The industry called this kind of restriction un- 
necessary, Stating the only limit needed is on the total 
amounts of metal that they can get for home building. 

The NPA also indicated it had dropped its proposed pro- 
hibition on the use of copper pipe and tubing in com- 
mercial buildings. Loosening its restrictions on the use 
of aluminum in commercial projects is also under consid- 
eration. The relaxation is designed to conserve copper 
by permitting the use of aluminum substitutes. 

Although mobilization boss Charles Wilson indicated that 
there couldn't be any substantial increase in materials 
for non-industrial building for "maybe another year," 
the current hassle is likely to result in a better picture 
for construction than was previously anticipated. 


eK 


Although the home-building program, which reached nearly 
11 billion in dollar volume last year, will undoubtedly 
decline, plant building will continue in high gear. Expen- 
ditures for new industrial plant construction during this 
year are expected to reach approximately 3% billion dollars. 

That's nearly a billion more than last year and bodes 
well for another good construction year. 


KK 


Plumbing, heating and air-conditioning contractors may 
run across four new ""DO'' (Defense Order) symbols which 
all federal claimant agencies will use to authorize -produc- 
tion and construction schedules. 

The new symbols are C-7, C-8, Z=-2 and W-5. The Department 
of Defense will use the symbol C-7 for repair and util- 
ities programs for posts, camps and stations, and C-8 for 
Navy controlled material warehouse programs. Z-2 is the 
emergency rating provided to machine tool builders, which 
places their claims for materials on an equal basis with 
the military. The symbol W-5 is for the distribution of 
controlled materials to retailers, as governed by Order 
M-89. 























% 3% 


Manufacturers' shipments of plumbing fixtures during 1950 
hit the $315-million mark, according to the latest Bureau 
of Census figures. This shows a gain of 46 percent over the 
1949 shipments. 

Cast iron plumbing fixtures ranked at the top, accounting 
for 46 percent of the total value, while vitreous china 
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DISCUSS 
INDUSTRY-WIDE 
PRICE 
ADJUSTMENT... 


NO FUEL OIL 
SHORTAGE FOR 


EAST COAST! 


CUBAN NICKEL 
TO THE 
RESOQUE ! 


SCRAP DRIVE 
IN HIGH GEAR 
en. a? a 


fixtures came second, making up 32 percent. Those fixtures 
most in demand included shipments of 3.9 million water 
closets, 3.5 million lavatories, 3.4 million flush tanks, 
2.9 million kitchen sinks, and 2.3 million bathtubs. 


2 KOR 


The question of an industry-wide price adjustment, to be 


applied to ceiling prices under the General Ceiling Price 
Regulation was discussed last month with OPS by advisory 
committees of three segments of the plumbing industry: 

the Enameled Cast Iron Plumbing Fixtures Industry, the 
Vitreous China Plumbing Fixtures Industry and the Cast Brass 
Plumbing Fixtures Industry. 

Committee members pointed out that the industry has his- 
torically maintained a uniform price relationship between 
products and among companies. This pattern prevailed during 
the base period (December 19, 1950 to January 25, 1951). 
According to committeemen, pricing under CPR is seriously 
distorting this historical relationship—even to the ex- 
tent that buyers are withholding orders and normal distri- 
bution is being drastically disrupted. 

Aim of the committees: Each of the industries represented 
will be asked to furnish the Office of Price Stabilization 
with detailed sales and price data in relation to General 
Ceiling Price Regulation sales and prices. The end-result, 
is hoped, will be an industry-wide price adjustment. 


2 Ke oe 


A plan for the U.S. to subsidize the cost of transport- 
ing heating oil to the East Coast for the next three 
months has been “agreed on in principle", according to the 
Petroleum Administration for Defense. The program is de- 
Signed to prevent a shortage of fuel oil in the event the 
weather should be colder than normal in coming months. 


eK 


Some relief for the acute shortage of nickel may be 
forthcoming when the Nicaro nickel plant in Cuba is back 
in production after extensive rehabilitation and improve- 
ment and is expected to be producing approximately 30 
million lbs of nickel a year. 

The expected production of 30 million lbs yearly is said 
to be almost 10 percent of the world’s annual production 
for pre-Korean 1949. Of course, the 30-million lb goal 
isn't going to come all at once. It’s a long range pro- 
position, though a definite bright spot in the nickel 


picture. 
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The campaign for scrap metal is going full-speed ahead, 
but official Washington continues its industry-wide appeal 
for a greatly increased flow to meet the needs of defense 
and civilian production. 

Reason: The dearth of vital scrap has resulted in actual 
furnace shutdowns; at the last count, eight blast furnaces 
were down in the steel industry. The need for non-ferrous 
scrap is even greater. Here are the figures: 

Iron and steels The 1952 requirement is for 38 to 40 
million tons. That represents two to four million tons over 
the current annual consumption rate and about 10 million 
tons over the 1950 supply. 

Copper: The current shortage is greatly restricting pro- 
duction. The supply is about 50,000 tons short of actual 
need. 

Aluminum: Scrap normally provides a third of the 
aluminum supply. Today, there is only half enough to main- 
tain that ratio. In each quarter of 1952 a total of 100,000 
lbs must be found if requirements are to be met. 

Other metals: Scrap shortages of brass, bronze, lead, 
zine and a few other metals are just as acute. 
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fad WH Clemson - A FUTURE OF FAULTLESS SERVICE 


Largest of its kind in the world— 

















that describes this gigantic new Utica-Mohawk 
cotton mill, equipped throughout with DELANY 
FLUSH VALVES, as specified by the architects and 
engineers. Combining 14 acres of plant under a single. 
roof, fine quality goods will be produced in 
uninterrupted flow from bale cotton to finished sheets 
and pillow cases, Equally uninterrupted will be the 
flawless operation of the COYNE & DELANY 
diaphragm type FLUSH VALVES and 
VACUUM BREAKERS—unmatched in design 


and virtually maintenance free. 











UTICA & MOHAWK. COTTON MILLS 
Division of J. P. Stevens & Co., Inc. 
Clemson, South Carolina 

LOCKWOOD GREENE ENGINEERS, INC, 
architects & engineers 

DANIEL CONSTRUCTION CO. 
contractor 

STEWART SUPPLY CO. 

wholesale distributor 


For those who have lived with COYNE & DELANY there is no other 
valve. Shown at left is a deciding factor—the interior working assembly 
of a DELANY valve Only six working parts comprise this assembly—less 
than any other valve offers today. Removing the valve cover immediately 
identifies any source of difficulty, and replacements, if necessary, are 
accomplished inexpensively, instantaneously—and infrequently. 


oe a 


Mitt 





COYNE & DELANY CO. ° 834 KENT AVE. - BROOKLYN, NEW YORK 


VALVES 








Since 1879 
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ANNOUNCING 


MODINE GAS-FIRED 
UNIT HEATERS 


Pace-setting design reduces weight and 
bulk — improves heating performance 
— increases life expectancy 


— —the best known name in unit heating — now 
identifies today’s most advanced line of Gas-Fired Unit 
Heaters! New corrosion-resistant stainless steel heat exchanger 
and burner greatly increase durability — cut weight as much as 
65% — speed response to thermostatic control. Individually 
fired tubes promote more effective and uniform flame-to-surface 
heat transfer. 

Here is a gas-fired unit heater designed and built by «mit 
healing specialists . . . your assurance of balanced heating 
performance . . . lower installation and operating costs . . . 
and top quality construction throughout. 


Yes, on every count, Modine stands out. Compare... and 


you'll choose Modine for gas-fired commercial and industrial 
unit heating. Modine Mfg. Co., 1502 DeKoven Ave., 


Racine, Wis. 











Write for new Bulletin 651, “Modine Gas-Fired Unit 
Heaters.’’ Or contact your Modine representative listed in 
1 the classified section of your phone book for information 
i on gas, steam or hot water unit heating. 


V/Lloat/L2 UNIT HEATERS 


A.G.A. and C.G.A. APPROVED for Natural, Manufactured, Mixed, LP 
and LP-Air gases. Fully automatic regulator and safety devices are pre- 
set at the factory for the gas to be used. 














Three reasons why Modine offers longer life, perfect heating comfort 





Rust and acid action of corrosive Stainless steel burners have elongated ports Hinged casing bottom can be 
gases present no problems for this with four times the free area of conven- opened by removing two wing- 
stainless steel heat exchanger. All tional drilled ports. Clogging is minimized screws for quick access to burn- 
tubes are heated uniformly because - routine cleaning is easier. And combus- ers, manifold, pilot light. Burner 
they are fired individually. tion is more uniform. can be removed with equal ease. 


GU-1129 
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The sure way to cut the cost of pipe maintenance 












on all copper tube or brass pipe runs 


sero HARE ADL 


Whenever your plans call for copper tube (iron pipe size) or brass pipe 
—especially in public, industrial or commercial buildings — specify 
patented threadless Silbraz joints made with Walseal valves, fittings 
and flanges. Silbraz joints effectively produce strong, lasting pipe runs. 

These modern joints provide positive protection against leaks by 
actually becoming a part of the pipe itself. They make a “one-piece” pipe 
line that will not creep or pull apart under any pressure, shock or vibra- 
tion that the pipe itself can withstand. 

Easily installed by oxyacetylene torch brazing, Silbraz joints are the 
sure answer to low-cost assemblies that will require neither maintenance 
nor repair in the years to come. Ask your nearest Walworth distributor, 
or write for copy of Circular 84 giving complete data on Walseal 


Silbraz joints. 
*Patented — Reg. U.S. Patent Office 


Pd 


Make it a “one-piece pipe line” with WALSEAL - 


WALWORTH 


& 
valves and fittings 
60 EAST 42nd STREET, NEW YORK 17, N. Y. 


DISTRIBUTORS IN PRINCIPAL CENTERS THROUGHOUT THE WORLD 


—— —_——— 


SILBRAZ* 
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DEMING 











































































@ Sales are zooming on the Deming 
“CUSHIONETTE”. . . the entirely NEW auto- 
matic water system with permanent self- 
contained air pressure control...an 
EXCLUSIVE Deming feature! 
The powerful, multi-stage centrifugal pump 
maintains its HIGH EFFICIENCY throughout 
the entire range of pressures! 
The “CUSHIONETTE” is really COMPACT... 
only 16 inches diameter . . . and only 21 © 
inches high . . . with a capacity range up nel 
to 685 gallons per hour! 
Here is a complete, packaged water system — 
. ready to hook up to the well and the — 
house connections. 
National advertising and free sales helps for 
Deming Distributors and Dealers are boosting 
sales everywhere. 


Write for complete information NOW! 


THE DEMING COMPANY 


513 BROADWAY e SALEM, OHIO 






"CUSHIONETTE 


os DEMING line of Water Systems 
; e 








Fig. 
562 
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P. C. Abbott & Co. 
Richmond 19, Va. 
H. Baron 

New York, New York 


R. R. Barril, Inc. 
San Juan 17, P. R. 


Farwest Sales Co. 
Seattle, Washington 


R. H. Gaebler Co. 
St. Louis 8, Mo. , 


A. S. Gibbons Co. 
Dayton 6, Ohio 


DOMESTIC ENGINEERING 


SANITARY-DASH 


MANUFACTURING CO., INC. 


lith ST. and 44th ROAD, LONG ISLAND CITY 1, N. Y. 


REPRESENTED BY Clarence Slade Barnet Weiner 
Portland, Oregon Boston, Mass 

L. J. Grossman Co. Mitchell Love Co. Slaybaugh-Thompson Co. Wingard Company 

Cleveland 15, Ohio Philadelphia 30, Pa. Denver, Colo. Fort Worth, Texas 


Sam Hexter Shamrock Pibg. Sales Co. Watson Agencies Morris Zwiren 
Los Angeles 48, Cal. Chicago, IIlinois Toronto, Canada Kew Gardens Hills, N. Y. 
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When TRANE engineers 

set out to balance TRANE 

Fans, they insisted on such 

exacting precision that two 

more major TRANE Fan 

advantages were created. 

Ultra-modern electronic 

machinery, for dynamically 

and statically balancing 

fans, was tailor-made to 

TRANE requirements. Balancing procedures were 

worked out so carefully that the tolerance permitted 

between wheel centerline and the center of gravity of 

the wheel is equal or less than the infinitely small space 

needed to slip the hub over the shaft. Thus TRANE Fan 
balance is as accurate as the fit of the hub to the shaft. 

This hairline balance cuts vibration of TRANE Fans 

to an irreducible minimum. That’s advantage Number 

One. As a result, fan bearings, the only point of friction 
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in a fan, last much longer. And TRANE Fans, large a: 
well as small, can be installed anywhere in the building 
without danger of damage due to vibration. Advantage 
Number Two is less noise. As vibration is eliminated, 
noise, too, is reduced. 


Besides less vibration and lower noise levels, other 
TRANE Fan features include rugged construction for 
long life—streamlined air inlet that moves more air with 
less power—more accurate fit and tolerance for con- 
sistent performance—chlorinated rubber base paint 
finish to prevent corrosion. 


TRANE Fans are available in Class 1 and 2 con- 
struction for many applications. They are particularly 
valuable when combined with TRANE Cooling and Heat- 
ing Coils for a complete central air conditioning system. 
In TRANE Coils, the streamlined fin-and-tube and the 
smooth TRANE Fin offer minimum resistance to aif 
flow. This low air friction and higher efficiency of TRANE 
Fans produce better performance with lower horse- 
power consumption. For more details concerning TRANE 
products, contact the TRANE sales office nearest you. 


Special machines, built for TRANE (left), balance large fans both statically 
and dynamically. Above is a balancer for smaller size wheels. 


TRANE 


THE TRANE COMPANY, LA CROSSE, WI: 


Eastern Mfg. Division, S 


VENTILATING 


ENGINEERS OF HEATING, 


MANUFACTURING 
AND AIR CONDITIONING 


EQUIPMENT ee eer  Coruda, ty 


Offices in 80 U and 14 C 
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DUNKIRK HAS THE ANSWER 


With NEW Blue Circle 


Models for Economical 
Heating with Gas, Oil, 
Coal and Coke 


@ Whatever your local heating and fuel 
conditions, Dunkirk offers a complete new line 
designed for your requirements. Get the facts on 
these new boilers for use with oil, gas or coal. 
Handsome appearance, space-saving, extreme 
fuel economy... coal fired boilers easily con- 
verted to oil or gas. Dunkirk boilers and radia- 
tors made of cast iron, the life-time metal for 
life-time satisfaction. Write. for latest Bulletins. 














Reg. U.S. Pat. On. 


DUNKIRK’S NEW BABY 


A brand new automatic Blue Circle 
Gas Fired Boiler scarcely larger than 
a kitchen chair. Finished in white 
enamel just like modern refrigerators. 











Blue 
Circle 








SLENDER DESIGN § At home in 
any surroundings. Made of cast iron 
— the life-time metal. 












AUTOMATIC OIL HEAT Latest Blue 
Circle Oil Fired Boiler for automatic 
steam and hot water heating. 














about coal shortages,—this Dunkirk Boiler 
is designed for quick change-over from coal 
to gas or oil. 


DUNKIRK RADIATOR CORPORATION 
DUNKIRK, NEW YORK 


FUEL...AS YOU LIKE IT No worry > 
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Fedders Type F made in stock 
sizes for free standing and 
semi-recessed installations. 


Also Type FO. 





Fedders Type FE 


in sizes for special 


applications, 


Fedders Type R 
semi-recessed with 
overlap front. 


Fedders Type RB 
semi-recessed with 
overlap front and 
base grille. 





Fedders Type FB 
with base grille. 
Fedders Type SF 


free standing with 
sloping top. 


Fedders Type W 
wall hung with 


flat top. 


Fedders Type SFB 
free standing with 
sloping top and 
base grille. 


Fedders Type S$ 
wall hung with 
sloping top. 


Cutaway view showing location of Fedders finned heating element in 
Convector cabinet. Note convenient arrangement for piping connec- 


tions. Edges of cabinet are rounded for handsome styling. 
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FEDDERS-QUIGAN CORPORATION, 57 TONAWANDA STREET, BUFFALO 7, N. Y. 









So =a 
AMERICAN METAL 


Makers of AMERICAP — the ‘‘Natural Draft'’ Vent Cap 
2911 COMPTON AVENUE +» LOS ANGELES 11, CALIF. 
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Producing for Defense 


The Lavin Organization is again being called 
upon to supply the foundry industry with many 
vital nonferrous alloys. We are confident that 
the combined efforts of our research, 
engineering, production and service depart- 
ments, will enable us to meet the double 
challenge of producing for civilian life 
and Producing for Defense. 





FREE . . . Write for your copy of the 12-Page Lavingot Technical Journal 
— Vol. 7, No. 4 — containing technical data, charts, specifications and 
identifications of Brass, Bronze, Aluminum and special nonferrous alloys. 











LAVIN & SON S, 


eRefiners of Brass, Bronze and Aluminum 
* Producers of Zinc Base Die Casting Alloys 


3426 SOUTH KEDZIE AVENUE - 
REPRESENTATIVES tM CIPAL £454 
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copper plumbing 
sure stands up! 
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CO 
STREAMLINE 
PRODUCTS 





MUELLER BRASS co. PORT HURON 6 MICHIGAN 


STREAMLINE fittings won’t rust, are clog-resistant, and they 
can't be loosened by vibration. So when you install STREAM- 
LINE solder type fittings, you can be sure you're installing a 
permanently reliable plumbing system that will last for years 
and years—even under the toughest conditions. 


STREAMLINE wrought fittings are easy to install because they 
are light in weight... dimensions are accurate ... and be- 
cause solder joints are the same uniform depth to make it 
easy to compute the tubing length. By reducing handling 
time, STREAMLINE fittings increase the number of jobs you, 
as a contractor, can handle. 


STREAMLINE fittings provide an attractive, snug-fitting system 
that tests leakproof on the first try and won't develop leaks 
later. Next time you install a plumbing, air conditioning or 
industrial system, be sure it's a STREAMLINE system. 


STREAMLINE solder type 
wrought copper fittings. 


See your jobber for fur- 
ther information or write 
for catalog S-352 de- 
scribing our complefe 
line of STREAMLINE 
wrought copper and cast 
bronze fittings. 


STREAMLINE threaded 


cast bronze fittings. 
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NOW FIVE great Ford 
Truck engines permit bet- 
ter “tailoring” of truck 
power to your specific 
hauling job! Over 275 
series power combinations. 
Only FORD in the low- 
price field gives you so 
many power choices, 
series for series, in 4% -ton 
to 3-ton trucks! 





DOMESTIC ENGINEERING 


ew FORD TRUCKS for 5 


Engineered for modern, low-cost Speed Hauling 


NOW! FIVE GREAT 
FORD TRUCK ENGINES! 


@ New 101-h.p. Cost Clipper Six. 
@ World-Famous 106-h.p. V-8. 
@ Proved 112-h.p. BIG SIX. 

@ New Cargo King 145-h.p. V-8. 
@ New Cargo King 155-h.p. V-8. 


































- 


design saves u 
V-8's, p to 14% 


Availability of equipment, 
A accessories and trim as 
mM illustrated is dependent on 
A material supply conditions. 


See “Ford Festival” starring James Melton on NBC-TV 


3 NEW ULTRA-MODE 
- RN 
HIGH-COMPRESSION, LOW-FRICTION 
OVERHEAD -VALVE ENGINES! 


New Ford short-stroke Low- 


u on gas! T 
one Six! Fully-proved! High. 
compression punch with regular gas! 


FRICTION 


FREE a 


i a MAIL THIS COUPON Tropayr! 
* BORD Division of FORD MOTOR COMPANY 
3302 Schaefer Road, Dearborn, Michigan 





Please send me without charge or obligation, complete details on 
the new Ford Trucks for '52 and the 5 great Ford Truck Engines! 


Full Line [) Light Models () Heavy Duty Models (] Extra Heavy Duty Models oO 





Name 
(Please print plainly) 





Address__—£—$__2$_$_$_$_$_$_—_$_—_—_$————__—__—_ — 


a 
Check here if student () 





City 


a 
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1 specity NIBCO close-ruff els 


- because they take 
less heat to sweat! “ 





e 
: Liss HEAT! I should have said far less, 
And that saves me time on the job. These 
fittings take to solder just like the tube does because 
they’re made from tubes. Solder cups, always fit the 
tube just right. As I see it this makes faster, sounder 
joints. At the same time I keep my bids competitive 
' 
without losing my profit. That’s why I always specify 
‘“NIBCO’ when I order fittings from my jobber.” 


NORTHERN INDIANA BRASS CO., 304 Plum Street, Elkhart, Indiana 





WROT FITTINGS FROM TUBES 
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No gaps in the Carrier Unit Heater iine 


Steam, water, gas... horizontal, vertical... wall or ceiling... 
21,000 to 500,000 Btu’s .. . Carrier offers them all 






















> 


The Finest Research, design, materials and fabrication meth- 
ods in the industrial heating field are yours to sell when you 
sell Carrier Unit Heaters. Every Carrier facility, every hour 
of Carrier experience, are behind the product you sell. The finest 
line of unit heaters, the most complete line of unit heaters: two 
good reasons for writing, today, for further information. Drop 
a card to Carrier Corporation, Syracuse 1, New York. 





AIR CONDITIONING - REFRIGERATION + INDUSTRIAL HEATING 


For Steam or Hot Water, these Carrier 
models give quick, reliable, economical 
heat to your customers and a steady profit 
to you. The propeller-fan type horizontal 
model 46U (left) directs warmed air from 
heights up to 18 feet, is ideal for wall 
installations. In 10 sizes: 21,000 to 
200,000 Btu’s. The propeller-fan type 
vertical model 46S is a “‘Four-way, 
Directed-flo” heater which discharges in 
any or all of four directions from ceilings 
of 40 feet. Available in 7 sizes: 82,000 
to 500,000 Btu’s. 


For Gas, Carrier furnishes a propeller- 
fan type model 46T (left) and a duct 
type (46TD) model. Both feature a 
rugged, leakproof one-piece heat ex- 
changer and combustion chamber of 
Aluminized Steel; both come in 7 sizes: 
70,000 to 230,000 Btu’s. For offices, fac- 
tories, stores, garages — wherever gas is 
available. The duct type model can be 
fitted to cooling systems to give year- 


round air conditioning. 







The Unit Heater Industry is proud of the recogni- 
tion accorded it by the armed services and procure- 
ment departments of the United States Government. 
Proven in grueling use during World War II, unit 
heaters are now standard equipment in ships, plane 
hangars, living quarters, garrison buildings—wher- 
ever reliable, efficient heat is necessary for the com- 
pletion of a task or the well-being of our fighting 
forces. On the home front, unit heaters serve equally 
important roles in industrial plants producing war 
material supplying the needs of the allied forces. 
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Demountable Shank 


has AIR-GAP CONSTRUCTION which 
prevents water under pressure from 
entering gas line. 


This basic feature of all Robertshaw and 
Grayson water heater controls is one of the 
many reasons for its overwhelming 
preference hy plumbers and gas utilities. 


A substantial air space separates the water . . 





~ 
immersion element and the gas valve. In ~ 















case of damage to, or failure of, the immer- — ~ 
sion unit, water under pressure cannot enter o 
1 & 


the gas lines, 





In Home ond Industry EVERYTHING'S UNDER CONTROL 


Kobortshaw-Fulton 


CONTROLS COMPANY * GREENSBURG * PENNSYLVANIA 


Robertshaw Thermostat Division, Youngwood, Pennsy!l- 
vania * Grayson Controls Division, Lynwood, California * 
Fulton Sylphon Division, Knoxville, Tennessee * American 
Thermometer Division, St. Louis, Missouri * Bridgeport 
Thermostat Division, Bridgeport, Connecticut 
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BRIGGS Ze 


PLUMBING FIXTURES 





If you know Briggs Beautyware plumb- 
ing fixtures, you undoubtedly know 
about the years of pioneering develop- 
ment eat ~che 1 intensive program of 
product improvement —responsible for 
the tremendous popularity of these 
fast-selling, top-quality fixtures. 


Mae and bdbre reasons 
why Mr: and ars: America 
prefer these a 
formed steel Pxtures | 


Now Briggs gives you new beauty — 
extra smartness —added eye appeal— 
sure to increase this popularity still 
further. Many of the Briggs porcelain 
enameled, formed steel lavatories and 
each of the tubs have been completely 
redesigned —restyled throughout! 
Several entirely new lavatories have 








BRIGGS MANUFACTURING COMPANY + 3001 MILLER AVENUE 


© 1952 





imodem 





Wie 


IN/COLOR 


been added. This dramatic new line is 
ready now to take its place with the 
superb Briggs vitreous china water 
closets, lavatories and urinals—to 
make doubly certain that Briggs 
Beautyware keeps out in front as che 
most brilliant, most desirable line on 
the market! 

Remember —Briggs Beautyware bath- 
room fixtures are available in Sky Blue, 
Sea Green, Ivory and Sandstone, as well 
as sparkling white. A// Briggs colors 
are non-fading; a// Briggs fixtures are 
stain-proof and acid-resistant. 

See the new Briggs Beautyware now! 


DETROIT 11, MICHIGAN 


ee 
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@ So quick and easy to install you don’t have 
to wait for warm weather. Pressed steel 
housing makes it light enough for one man 


to handle easily, saves freight expenses, too. 


Features your customers will like include: 
pre-metered air flow; complete absence 
of exposed gears, buttons or levers; and, 
above all, famous TORIDHEET reliability 
of operation, developed from 28 years of 


pioneering research. 


Sell TORIDHEET and take pride in selling 
a product that sells casily and stays sold. 


TORIDHEET Model J gun-type conversion 
unit. Capacity % to 3 gal. per hour. An ideal 
unit for small to medium-large homes. 


TORIDHEET Model L gun-type 
conversion unit. Capacity 2% TORIDHEET Model OGA-65 TORIDHEET Model OGA gun-fired TORIDHEET Model 


to 6 gal. per hour. Consistent low cost gun-fired winter air winter air conditioners provide | OGU Boilers—ideal 
performance for large residen- _ conditioning units specially de- clean automatic heating comfortfor for radiant panel 
tial and light commercial uses. signed for today’s smallhomes. medium and large sized homes. heating. 


Other Toridheet Units for every need...every budget...Wall Flame Burners... 
Rotary Fired Boilers and Furnaces...Gas ConversionBurners andGasFired Furnaces 


t 
ome Sl ae ee 


T “ TORIDHEET DIVISION 
Or] pe CLEVELAND STEEL PRODUCTS CORPORATION 
7320 Madison Avenue Cleveland 2, Ohio 


AUTOMATIC HEATING 


Affiliated Canadian Manufacturers: Conroy Mfg. Company, Ltd., Catherine St., St. Catherines, Ont. 
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The long-wearing, good appearance and the de- 
pendable, trouble-free performance you get with 
Bridgeport quality plumbing brass goods pays off. 
Your customers will find the Bridgeport line easy 
to install... resulting in repeat orders. 

The copper shortage will unquestionably become 
more serious as armament needs increase. Now is 
the time to look to your inventories. An adequate 
stock of Bridgeport plumbing brass goods kept on 
hand will help both you and your customers. The 
Bridgeport line is complete. If your stocks are low, 


order now. 

ET Model y 
lers—ideal f nn 
ant panel YW 

: °. BRIDGEPORT BRASS COMPANY 

W Bs Bridgeport 2, Conn. © Established 1865 

Burners... “B Geer) . Mills at Bridgeport, Conn. and Indianapolis, Ind. 
d Furnaces i v In Canada: Noranda Copper and Brass, Limited, Montreal 


BRIDGEPORT BRASS 
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WERES A COMPLETE 
WATER SYSTEM- [Ar 
YOU DONT NEED 
70 BUY A TANK / 





promotion 


that 
guarantees 








extra profits! li / gt 


Water Service 


FREE CONSUMER FOLDER 

Attractive (4-color) bocti 

- that makes a convincing mai 

mE ing to your prospects. Fu 

* BOULOS . nished in reasonable quan 

FREE MATS, ‘ <5 pa ties, imprinted with your sto 
RADIO SCRIPTS seine we name and address. 


Includes newspaper 
mats, radio scripts, 
and ready-to-use 


display plan (featuring the amazing silen: aida: ‘ne EXTR ' 
new Close-Cupld Balanced-Flow Jet led rag Al 


water system) is yours for the asking | for 


; ; GOULDS iam 
... is guaranteed to bring extra cash be lig cB extra 


profits! __ SALES AIDS rat profits ! 
Your Goulds distributor has full de- 


tails on this promotion... call him to- 





The new Goulds complete packaged 








FREE WALL POSTER 

day or write us direct. A really dramatic poster 
in full color, 22” x34”. A 

stand-out on any wall, 


GOULDS PUMPS INC., Seneca Falls, N.Y. draws maximum attention 


to your pump display. 








WATER SYSTEMS 


FOR EVERY FARM AND HOME NEED 
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Redesigned from top to bottom, inside and out, 


The New — 


Standard 


VATORY-DRESSING TABLE by /AMERICAN-o) 


now has more sales appeal than ever: 


@ The New Dresslyn is designed to be the best-looking, 
sturdiest built, most useful bath and bedroom fixture 
on the market! 

Everything about this new lavatory-dressing table is 
bound to win the enthusiastic and instant approval of 
every person who sees it. And with a quality product 
like this, practically every home, apartment house, 
hotel and club in your community is a potential sale! 
For you can offer them this strikingly beautiful fixture 
combination in a size to fit bath and powder rooms, 
large or small. 

A new and important time-saving installation ‘ad- 
vantage of the New Dresslyn unit is that lavatory, 
counter top and splash-back can be neatly joined with 
waierproof pointing compound in amazingly short 
time. Pointing compound and pointing tool are sup- 
plied with,each cabinet. For more information about 
this new best seller, contact your wholesale distributor. 


TWO CABINET STYLES 
TWO SMALLER SIZES CHOICE OF COLORS 


Available with straight front or center kneehole, the New 
Dresslyn now comes in the smaller 42 and 46 inch sizes, in ad- 
dition to 58 and 62 inch sizes, and provides amazing capacity 
for towels, small personal items and other bathroom essentials. 
Genuine vitreous china lavatory comes in 20 x 18” and 24 x 18” 
sizes. Your customers also have a choice of cabinet colors, both 
styles being supplied in blue, peach, gray and white to harmo- 
nize with lavatory. White cabinets with colored counter tops 
are also available. 


American Radiator & Standard Sanitary 
Corporation, P.O. Box 1226, Pittsburgh 30, Pa. 


American-Standard 


plumbing 


First im heating...first in 


Senne rg home and mnduatry 


AMERICAN BLOWER + ACME ABINETS - HURCH SEATS 


DET 
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T LUBRICATOR 


KEW 
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TONAWANDA [RON 
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SETTING SEAL 
f compound for 


The superior leak-proo 
closet bowl installation. 


eal between ow 


and flange. will not harden, dry ovt, 


or crack. Never sticky OF gummy: 


LIQUID TYPE 
NON IARDENING 


TITESEAL 


America’s 

purpose s 

of blends 

wherever 

assembly is required: 
easy, efficient use. 


RA 
RADIATOR SPECIALTY ¥ C. A. 
SAG | RTH CAROLINA + RAD ee), PAN 400 Wes: 
sider Seat tenen IATOR SPECIALTY COMPAN y In Canad 
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low level cost... 
all level comfort... 


with DUNHAM FIN-VECTOR 
RADIATION 


Put Dunham Fin-Vector Radiation near the floor, under 
windows, or at any height along outside walls... and 
you’re sure to get the heat you need—for less. 


Better Heat Distribution. Materials used are those best 
suited for rapid heat transfer. Heating elements may be 
installed one, two, or three tiers high to assure effective 
heat distribution. 

Economical to Install. Light in weight, Fin- Vector requires 
few supports ...is easy to handle. Choice of covers and 
heating elements in numerous sizes and types greatly 
reduces on-the-job cutting; speeds assembly. 

No matter what you require in radiation equipment... 
Dunham can help you. In addition to Fin-Vector and 
space-saving Baseboard Radiation, Dunham offers a 
complete selection of Convectors—including special in- 
stitutional types. 

For further information on Dunham Fin- Vector Radi- 
ation, write for Bulletin 1251-3. Similar literature avail- 
able on other products. 


C.A. DUNHAM COMPANY 


400 West Madison Street, Chicago 6, Illinois 
In Canada: C. A. Dunham Co. Ltd., Toronto 
In England: C. A. Dunham Co. Ltd., London 


Vari-Vac Differential Heating « Baseboard 


Convector Radiation « Vacuum Pumps e¢ Condensation Pumps e 


Horizontal and Vertical Discharge Heaters ¢ 


| THREE COVER TYPES 
to choose from 
.2as8o 


Sloping Top 
‘2 oF 
3 tiers high 


1, 2, of 
3 tiers high 
a 


mess 


‘Expanded Motal 
x 
3 ters high 


wa 





Convector Radiation 


er 


Baseboard 
Radiation 


heating systems and equipment 


Radiation 


Traps e« Valves 
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“During the war when cast iron was in short 
supply, substitutes for soil pipe were manu- 
factured from new materials. I tried them all. 


“To keep me sold, though, a new product has 
to be better than the old. That's why I’m 
using cast iron again. 


“Cast iron soil pipe has the strength that only 
rigid metal can give. It won’t water log 

or swell — joints can’t loosen. Cast iron can take 
rough treatment from a clean-out auger 
without injury. And it requires no special 
supports, won't buckle or fracture under heavy 
loads — even in shallow trenches.” 


Different plumbers may say it differently, but 
it all adds up to this: for lasting customer 
satisfaction, for maximum protection to your 
reputation, your best bet is permanent cast iron 
soil pipe and fittings, from street to roof — 

the only material whose performance 

is backed by generations of use. 


CAST IRON SOIL PIPE INSTITUTE 
Heurich Building, 1627 K St., N.W. 
Washington 6, D. C. 


Alabama Pipe Company 

The American Brass & Iron Foundry 
Anniston Foundry Company 

Anniston Soil Pipe Company 

Attalla Pipe & Foundry Company, Inc. 
Buffalo Pipe & Foundry Corporation 
The Central Foundry Company 
Charlotte Pipe & Foundry Company 


CAST IRON 
SOIL PIPE 
INSTITUTE 


Crown Pipe & Foundry, Inc. 

The Eastern Foundry Company 
East Penn Foundry Company 
Emory Pipe & Foundry Company 
Florida Pipe & Foundry Co, 
Hajoca Corporation 











Combustion Engineering—Superheater, Inc. 


March, !952 


Tve tried all the substitutes 































This advertisement is sponsored by 


Herco Foundry, Inc. 

Munro-Van Helms Company 

T. C. King Pipe & Foundry Company 
Pacific Cast Iron Pipe & Fitting Company 
Peerless Pipe & Foundry Company, Inc. 
Reading Foundry Company 

Rich Manufacturing Company of Calif. 
Rudisill Foundry Company 

Russell Pipe & Foundry Co., Inc. 
Sanitary Company of America 
Somerville Iron Works 

Tyler Pipe & Foundry Company 
Walker Machine & Foundry Corporation 
Western Foundry Company 
Williamstown Foundry Corporation 
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Every Plumber Should Know This: 


The effect of Sani-Flush, America’s favorite toilet bowl cleaner, on septic 
tank systems and their operation was made the subject of scientific re- 
search by Skinner & Sherman, Inc., Chemists and Engineers of Boston, 


Mass. 
Complete tests and analyses led to these conclusions: 


1. Sani-Flush can be used safely in any type of septic tank 
system in any part of the country without attacking the 
system and without affecting the bacterial action. 


2. When Sani-Flush is used to clean toilet bowls where septic 
tanks are employed, it neutralizes the alkali present in the 
sewage, and leaves the bacteria unharmed to do its proper 
work, 


3. Sani-Flush greatly facilitates removal of severe discolora- 
- tions and cleans effectively. 


4. It may be used with equal efficiency in soft, hard and alka- 


line water systems. 


In these days when so many suburban and country houses are being 
equipped with septic tanks, every plumber should know the facts and be 
able to assure his customers that they can have the benefits of Sani-Flush 


cleanliness. 


The Skinner & Sherman research included both 
actual household tests and laboratory analyses. 
The complete “Report of Scientific Tests” will be 
mailed on request to any plumber. Write to Hy- 
gienic Products Co., Dept. 55, Canton 2, Ohio. 
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the Southeast’s finest 


Radio-Television Building 


“a ee a ...and another ANG CW 





“ne } installation 
“@ \' i 
























, 
| a 
Completely air conditioned, fire-resistant and insulated ; 
against sound, this modern, new building for Station a ‘ss 
\ WAGA, Atlanta, is an unusvally well-designed radio- 2 
\ television center. % ae 
\ Incorporated are the very latest advanced ideas for pene 
\ AM, FM and TV broadcasting, including new technical ° 
\ features, a wide variety of studios, even a darkroom. ee 

\ And——because absolute reliability was so important for 3 
\ heating and air conditioning—Spang Pipe in sizes from ie 


\ '34”" to 3’’ was specified for these services. 

Always uniform in every respect, quality-controlled 
\ Spang Steel Pipe i is consistently the first choice of careful 
\ architects, engineers and owners who are looking for pipe 
\ that will last longer. First choice, too, of smart contractors 
\ who recognize how much the easy cutting, easy bending 
\ and easy threading characteristics can cut their installa- 
\ tion time and costs. 


.\ 


| 


Owners: The Fort Industry Co., Atlanta 

Architects: lvey & Crook, Atlanta 

General Contractors: Concrete Builders, Inc., Atlanta 
Piping Contractors: Seckinger Sons Company, Atlanta 





SPANG-CHALFANT 


DIVISION OF THE NATIONAL SUPPLY COMPANY 


General Sales Office: Grant Building, Pittsburgh 
30, Pa. District Sales Offices: Atlanta, Boston, 
Detroit, Houston, Los Angeles, New York, Phila- ss 
delphia, Pittsburgh, St. Louis 
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DON’T WORRY!...USE 


Young Co St 
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station 

radio- 

as for 

hnical . | 

room, . oe : : | 

nt for Reliability of ratings is a real boon when 

. from it comes to specifying any heating equipment. 
When you are in the market for convectors— 

trolled for any hot water or two-pipe steam system—you'll find it pays 

areful in the long run to use convectors with approved ratings. 

r pipe Young convectors—free-standing, wall-hung, J 

actors semi-recessed, bathroom, and low-level models— 

nding are rated and approved in conformance with 

stalla- Commercial Standard CS140-47— 


your guarantee of reliability. See your nearest Young 
Representative or write for full details. 


If you think all convectors are 
alike, you'll find Catalogs 
No. 4049 and 4150 reveal- 
ing. They give full details, 


Heating, Cooling, Air Conditioning gn meme 


Products for Home and Industry. proved ratings, dimension 
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data, etc. Be sure to have a 


J ¢ 
ita 4 
k 
Heat Transfer Products for Automo- ‘ 
copy in your catalog file. It 
tive and Industrial Applications. will be sent you without 


FANT obligation. 
Youne RADIATOR COMPANY = 


LY COMPANY Dept. 502-C © RACINE, WISCONSIN 
Factories at Racine, Wisconsin and Mattoon, Illinois 


Sales and Engineering Offices in Ali Principal Cities 





ng, Pittsburgh 
anta, Boston, 
+ York, Phila- 
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7 ORANGEBURG |‘ 


ROOT-PROOF 
FITTINGS 


Add Profits to Your Jobs! 


Order plenty from your Orangeburg Distributor now! 
You make a better profit with Orangeburg Fittings because 
they are easier, quicker and more economical to lay. Like the 


March, 1952 Mat 













. . . . ° IN 
pipe—they are tooled for Taperweld Joints—just drive with a fo 
tap or two so that the taper in the fitting or coupling comes on 


up firm and tight on the tapered shoulder of the pipe. No 
cement or compounds to use. 










$ 
T 
t 





The non-metallic structure of Orangeburg ma- 
terial eliminates corrosion. Its strength and resili- 
ency withstand soil settlements. You give the 
customer a lifetime installation that saves him 
money and insures a good profit for you. 

Order by catalog numbers (Available in 4” sizes only) 





Orangeburg Pipe and Fittings installed with fa- 1/8 Bend...... Catalog No. 516 
mous Taperweld Joints make a complete Orange- 1/4 Bend...... Catalog No. 517 
burg pipeline—permanently root-proof and leak I sick een Catalog No. 518 


proof. 











Orangeburg Fittings are precision made, light 
in weight, easy to handle and quick to assemble. 
They give you an all-Orangeburg installation. 
With these Bends and Wyes ordered along with 
Orangeburg Pipe, you have everything needed to 
complete the job without costly delays. 


1/8 BEND 





On every pipe order to your wholesaler specify 
Orangeburg Fittings. They are made especially 
for Orangeburg Pipe and fit all fibre pipe. 


Write to Dept. DE3 for Catalog 306. 


ORANGEBURG MANUFACTURING CO., INC. 
ORANGEBURG, N. Y. 


1/4 BEND WYE 
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FLOOR DRAINS 

In a wide range of types 
for every floor drainage 
condition. 


ROOF DRAINS 

To provide continuous 
drainage in spite of ac- 
cumulated debris on roof. 


BACKWATER . 
SEWER VALVES 

To prevent sewer con- 
tents from backing up 
into basement floors. 


INTERCEPTORS 

For grease, oil, gasoline, 
hair, plaster, sediment, 
and paraffin. 


SWIMMING POOL 
FITTINGS 

Inlets, outlets, gutters, 
overflows and recircu- 
lating fittings. 


WHY NOT GET THE BEST...WHEN THE BEST COSTS NO MORE? 


nied 





SHOCK ABSORBERS 
To eliminate water 
hammer in pipelines. 






If every job that was given to you had no limitation of 
price on it, you could buy the best of everything. There 
would be no need to compromise on quality or perform- 
ance. You would use products of proven dependability — 
products that would eliminate grief both before and 
after installation. 


Today, you can follow this procedure with the plumbing 
drainage products that are required. You can select 
Josam, knowing that in the Josam line you will find the 
best products for the purpose—yet they cost no more 
than ordinary products! 


Josam’s leadership in the plumbing drainage field didn’t 
just happen. For almost 40 years, Josam has not been 
content to follow, but has been continuously pioneering 
and developing new products that have become the 
standard of the industry. Why not take advantage of this 
experience and take the “worry” out of your plumbing 
drainage installations. Do as the majority does—to be 
sure, get Josam! Use coupon below for helpful literature. 





Typical of Josam leadership is the roof drain design developed by 
Josam whereby a large variety of domes for various roof drainage 
requirements are interchangeable to fit Josam roof drain bodies. 


JOSAM MANUFACTURING COMPANY { (°° iostuurc co.” det. “DE sichion city, ndione 


Please send free literature on the following products: 


World’s Largest Manufacturer of Plumbing Drainage Products 
D Non-Clog Floor Drains (CD Shock Absorbers 
0 Leveleze Floor Drains (CD Interceptors 


Executive Offices and Manufacturing Division 2 een peas one 
5 ins wimming Foo! Fittings 
I n MICHIGAN CITY, INDIANA 0D Backwater Sewer Valves 0 Folder on all products 
STANDARD Representatives In All Principal Cities NAME 


JOSAM-PACIFIC CO., West Coast Distributors FIRM 
San Francisco, California ADDRESS 


JOSAM CANADA LIMITED, Canadian Distributors CITY and STATE 


Toronto, Canada 
eeeeveveveeeeeeoeeeeeeeeeeeeeee 
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Min “ years: 


In a few minutes you can see for yourself Check these exclusive advantages 
what International Trucks have that no other of Internationals: 


trucks can give you. ®@ All-truck engines—exclusively for truck work—built in the 


—_ ‘ orld’s largest truck engine plant. 
You need only visit an International Truck # ” » age 
® The “roomiest, most comfortable cab on the road’ —the 


Dealer or Branch. There you'll get the facts on Comfo-Vision Cab designed by drivers for drivers. 
the lower operating and maintenance costs, and _ @ Super-steering system—more positive control, easier han- 
longer truck life you get from the International dling and 37° turning angle. 


Truck engineered for your job. ® Traditional truck toughness that has kept International 
first in heavy-duty truck sales for 20 straight years. 


A few minutes will pay off in years of better ®@ 115 basic models . . . everything from '2-ton pickups to 
truck performance. So stop in soon. 90,000 Ib. GVW ratings. 


® America’s largest exclusive truck service organization. 
INTERNATIONAL HARVESTER COMPANY : CHICAGO 


N 
| International Harvester Builds McCormick Farm Equipment and Farmall Tractors . . . Motor Trucks!, . . Industrial Power... Refrigerators and Freezers 


INTERNATIONAL “> TRUCKS 


More than One Million Now on the Road 


Model L-110, 115-in. wheelbase, 
61/2-foot pickup body, 4,200 Ibs. GVW 
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It makes real sense for one manufacturer to engi- 
neer and build both burner and unit—but very 
few manufacturers have the facilities to do it. You 
save time, because it’s a complete package, ready 
to install. You save trouble, because HEIL units 
need less service. When you’ve saved time and 
trouble, you’ve saved MONEY. Add it up, and 
you'll find that you can’t afford to do business any 
other way. Better write for full HEIL details now. 
You’ll like doing business with HEIL. 
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Oil-Fired and : Oil-Fired and Saal Oil-Fired Boilers 
Gas-Fired Winter Gas-Fired . Oil and Gas Gravity 
Air Conditioners Highboys < oe Gas Furnaces 

‘ urners 
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do a better job- easier 


“METALBESTOS | 


Metalbestos is best for venting gas appli- f 
ances because of these important features: y 4 



















¢ All aluminum construction for high corrosion 
resistance...will not break, crack or shatter. 


* Double wall design...an inner “hot stack” 
for strong draft, minimum condensation... 
an air-insulated outer pipe to keep surround- Ss * 
ing walls cooler. : es 








¢ Special precision-made couplers automatic- 
ally align pipe sections... provide tightly 
sealed joints for complete protection against 
leakage. 


Til 


In addition, Metalbestos can be installed 
faster and easier than any other gas vent 
approved by Underwriters’ Laboratories. 
The patented couplers, adjustable lengths 
and other versatile fittings make assembly , 
easier and faster, and eliminate crimping, 
cutting or tedious fitting. 

















Send for 
FREE VENTING MANUAL 


This useful manual, “Venting of 
Gas Appliances,” contains important rules 
and helpful tips on approved venting prac- 
tices. No cost or obligation. Write today to 
Dept. C. 












Sa, METALBESTOS onsen 


WILLIAM WALLACE COMPANY °* BELMONT, CALIF 
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SUNDSTRAND IS FIRST IN FUEL UNITS e 


© ANOTHER 


REASON WHY 











@ INDIVIDUALLY TESTED AND 
Lusieanll pote eves quapsose'g’ aepeg’ ests tone, )— 


TWO BASIC MODELS SOLVE ALL 
FUEL UNIT PROBLEMS 


It's true—two new Sundstrand Fuel 
Units (single- or two-stage, with and 
without solenoid) give you exact ca- 
pacity, exact mounting arrangements 
for all new equip t or repli 

ment installations. Also available— 
modified units for use with gasoline. 














See our exhibit in 
BOOTH No. D-1 at OHI Show 
in Philadelphia April 14-18 


Each Sundstrand Fuel Unithas under- 
gone 134 different inspections of 
parts during manufacture, under 
direct supervision of Sundstrand’s 
Quality Control Department. In 
addition, each Sundstrand Fuel Unit 
undergoes all these tests—2'% hour 
run-in under high pressure, rated 
Capacity test, pulsation test, vacuum 


That is what Sundstrand means 


8 e888 e005 
ee ‘ ° 
ese 6 eff © ° 
ee . . 
© e408 ee0F 


performance... 


test, cut-off test, power consumption 
test, quiet test, and a 10-hour static 
pressure test for leakage. Asa result, 
each and every Sundstrand Fuel Unit 
approved and shipped is certified to 
give (1) full rated performance (2) 
reliable operation over long life, and 
(3) torequire minimum servicing. It’s 
why Sundstrand is first in fuel units! 


SUNDSTRAND 
FUEL UNITS 


SUNDSTRAND MACHINE TOOL CO. 


HYDRAULIC DIVISION, ROCKFORD, !Lt. 






BE’ 





Made in Canada by 
John Inglis, Ltd., 14 Strachen Ave., Toronto 
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THERE WAS LITTLE CHANGE in the over-all picture for plumbing and heating dur- 


ing January and February. A note of cautious optimism just about sums 
up present feeling throughout the industry. 

Output of consumer durable goods continues to be curtailed by about 
the same percentage below the peak level of last year. Included in 
this group are all the major household appliances such as ranges, 
washing machines, dishwashers, refrigerators, freezers, etc. Reduc-=- 
tions range from 20 to 30 percent, but even that lower rate is higher 
than that in most recent years prior to 1950. 


Hence, output is much closer to current demand than is generally 
realized—and there have been few real shortages. 

What it boils down to is this: An aggressive selling job is needed 
during 1952. True, incomes are high, jobs are plentiful and more 
people will have more money to spend—if they'll spend it! Right 
now, they're in a penny-pinching mood and in no hurry to part with any 
money. 











Consequently, retailers all down the line are sharpening up the 
sales tools that have been gathering dust. 


KE 


NEW CONSTRUCTION ESTIMATES MAY BE REVISED UPWARD: The critical metals picture 





has loosened somewhat since the decision to stretch out the military 
program. The. tentative order proposed by the National Production 
Authority to limit homes to one-and-one-half bathrooms and further 
curb the use of copper, didn't go over. 


Result: A definite possibility of bettering the 800,000 estimated 
new home starts for 1952. 
See Washington Report, page 39, for complete details. 


January saw a total of 68,000 new permanent nonfarm dwellings 
started—an advance of 10 percent over December's housing activity. 
Urban and rural building permits increased 25 percent’ in January in- 
dicating continued strength for the February figures. Southern and 
West North Central States showed the sharpest gains in permits issued. 
New school buildings contemplated number about 5,300, while applica- 
tions for hospital construction are being approved at a 250 quarterly 
rate. 


KK 


BETTER RETAILING FOR 1952 was the subject of a meeting last month in New York 








which launched American-Standard's 1952 plan. The general objective 
of the plan is to help and encourage retailers who don't have stores 
to get them, and to help those who do have stores to increase their 
selling effectiveness. 


The 1952 version of the plan breaks down into three major divisions: 
(1) Continuation of every part of the 1951 Plan; (2) The addition of 
many new selling aids, including co-operative newspaper, radio and 
television advertising; a new mat service catalogue and a new series 
of five direct mail campaigns; (3) Retailer and wholesaler sales 
training meetings on each major product group. 


D. D. Couch, vice-president of sales for American Standard, indi- 
cated that the plan is not a short term effort to increase sales 
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volume, but rather a long range plan to build a solid foundation for 
stimulating future sales under whatever conditions develop. 


CENTRAL SUPPLY ASSN'S. APRIL MEETING will feature an interesting panel on warm 


air heating. George Boeddener, managing director of the National Warm 
Air Heating and Air Conditioning Assn., will act as moderator. Other 
panel members include Pete Frame of Clayton and Lambert, Mel Carnahan 
of American-Standard, Walter Baak of Minneapolis-Honeywell, John 
Robertson of Robertson Heating Supply, Alliance, Ohio and L. J. Peter- 
son of Inland Supply Co., Chicago. 


The panel is designed to present the warm air picture to association 
members who are new to the field, according to Jim Peery, executive 
secretary of Central Supply Ass'n. 


The Spring meeting is scheduled for April 17-18 at Chicago's Palmer 
House. 


OUTLOOK FOR GALVANIZED PIPE IS BETTER: Although the average plumbing and heat- 





ing manufacturers' supplies of zinc have been dwindling, there's been 
no direct effort on the part of DPA to increase current allocations. 
And until recently it didn't look like much relief could be expected. 


However, two recent developments have helped to change the picture 
somewhat. 

One is the recent Congressional action which lifted the duty on zinc 
imports. The other was the action taken to release 15,000 tons of zinc 
to be refined from stockpile ores. 


The Defense Production Administrator has indicated that an addi- 
tional 14,000 tons will also be diverted during the first half of the 
year. 


It'll be a big help toward more galvanized pipe for plumbing and 
heating. 


MANY SALES ARE LOST TODAY BECAUSE THEY ARE NOT BEING CREATED—and it takes qual- 


fied salesmen to do that job, according to D. D. Thompson, sales 
training manager for Hotpoint, in a statement to Domestic Engineering 
last month. 


"You can't just put anyone to work as a salesman," Thompson stated. 
"Proper selection and training are vitally important in order to avoid 
costly turnover in personnel." 


Readers can learn how to avoid these costly mistakes by following 
Domestic Engineering's current series entitled "How a Salesman Is 
Made." 


This month's article on proper selection methods appears on page 94. 


NEW MANUAL ON PERIMETER WARM AIR HEATING: Six new worksheets have been published 


y the National Warm Air Heating and Air Conditioning Assn. for use 
by contractors in designing various perimeter heating applications. 
The new edition of Manual Number 4 is prepared so that six separate 
work sheets can be used separately from the manual, with each work 
sheet covering step-by-step information for designing the various 
systems. 


For complete details, see the feature on page 205. 


DOMESTIC WATER SYSTEMS SHIPMENTS in 1951 totaled 616,976 with a dollar value of 


59,952,000. Jet type systems totaled 379,570 units, while shipments 
of non-jet systems amounted to 237,406. 


Plans for National Water Systems Month (May) are discussed in the 
feature on pages 90 and 91 in this issue, together with a statement of 
market potential for domestic water systems by Herbert C. Angster, 
executive secretary of the National Assn. of Domestic and Farm Pump 
Manufacturers. 


THEY'RE STILL TALKING about the big gains made by automatic heat in 1950. The 








banner year saw oil and gas chalking up a record of almost two million 
installations. There were 817,702 domestic oil burners and 1,081,000 
gas burners installed. 
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Hot-dip galva- 
nized inside and 
out; carefully 
threaded with 
A standard pipe 
threads for per- 
fect alignment. 


THIS PROFITABLE 


WELL SUPPLY 









Palmer 


heat- 
Ss been 
ions. 
ected. 


cture Covered with 
A the finest brass 


% gauze, in all 
on zinc ee mesh sizes. 


of zinc a Gauze protected 
\ by perforated 


PROTECTO-SCREEN WELL POINT Pe ea 
Rigidl in- 
for rocky, gravel soil — 
5 screen : Filtering unit is fully protected. One piece, forged steel 
inside. C drive point. Larger inlets, 30% more holes, produces 2 
to 3 times more water. 


CAPITOL WELL COUPLINGS 
Drive-Well, Drive Pipe, Reamed and Drifted, Well 
Drillers, Water Well Casing and Standard Merchant 
are some of the different types of Capitol Cou- 
plings available. Made to exacting specifications 
for perfect performance. 


DRIVE SHOES 
Machined from forged steel with deep recesses One-piece 
in shoulder; tapered threads. Cutting edge oe steel 
heat-treated for additional hardness without pie wo gevetorsigar 
. integral part of 
brittleness. Made for superior service under the well point. 


the most severe driving conditions. Eliminetes sand 
or mud leaks. 
DRIVE CAPS Assures straight 


driving. 










Made of the finest forged steel which imparts 
a tensile strength far in excess of requirements. 
Machined and vented in accordance with stand- 
ard specifications. 


ALL RED-I-WELL POINTS 
ARE INDIVIDUALLY CARTONED 


eliminate screen damage, 


increase profit CAPITOL 


MFG. & SUPPLY CO. 
COLUMBUS, OHIO 







NIPPLES -—— UNIONS -— RADIANT HEAT FITTINGS 
—_ WELL SUPPLIES _ STEEL PIPE FITTINGS 
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School Boards and Superintendents scrutinize very 
closely the equipment installed in the new schools 
they are building. First cost is important, but other 
factors are also given close study. Low maintenance 
costs; easy facilities for expansion should the school 
need to be made larger to meet an expanding school 
population; quick heat to meet the needs of regular 
school classes and irregular meetings; quick fuel 
conversion in emergencies — these are a few of the 
points that are given careful consideration. 

Just such a detailed discussion of the facts led to 
the decision to purchase three No. 440 W-18 Mills 
Cast Iron Boilers for the John Sutter School illus- 
trated. Other new California schools where Smith- 
Mills Boilers were chosen after examining com- 
petitors’ claims are: 

Venice Junior High School, Los Angeles — 
3 No. 440 S-18 Mills Boilers 

Belvedere Junior High School, Los Angeles — 
3 No. 440 S-7 Mills Boilers 

Precision made, easily and economically installed, 
Smith-Mills Cast Iron Boilers will deliver faster heat, 
more economical heat, greater heating efficiency. 





There’s plenty of light and air in this ne 
John Sutter School at Canoga Park, Cali 
They'll also have plenty of heat, fast h 
heat when they want it, from their H, } 
Smith Co. Cast Iron Boilers. 


Installation of three eighteen-section oi 
fired No. 440 Mills Cast Iron Boilers j 
the new John Sutter School. Note 


H. B. Smith boilers. 


Modern Schools are Specifying 
H. B. SMITH Cast Iron Boilers 


This is due to their unique design with vertical gray 
iron water tubes and longer flue travel, which tum 
more of the fuel burned into heat used. 

Also of special interest to those school authorities 
who have the future interests of their communities 
in mind are the extreme ease with which Smith-Milk 
Boilers can be increased to supply additional capacity 
for heat and hot water, and the possibility of quick 
fuel conversion. As these boilers operate efficiently 
with all fuels, conversion can be made easily from ont 
fuel to another should it be necessary to do so. 


= Smith— 


CAST IRON BOILERS 


For Steam or Hot Water Heat 
Westfield, Mass. Established 185! 


smaller boiler rooms may be used will pe. 
































Smith-\ 


faster be 


longer f 
dimensic 
them vir 
circulati 
boiler is 
tricate j 

More 
everyon. 





nd air in this ne 
mnoga Park, Cali 
of heat, fast h 

from their H, } 
lers. 


hteen-section oi 


Notice how the hot flue gases get around 
the vertical cast iron water tubes: to top 
of boiler, across to each side, then to front 
through upper side flue channels, then 
down and back through the lower chan- 
nels to the smoke outlet. 
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Faster Heat Greater Heating 
Efficiency, Ease of Expansion 


Smith-Mills Cast Iron Boilers turn fuel into heat 
faster because they have greater heating surface and 
longer flue travel than any other boilers of similar 
dimensions. Their vertical tube construction makes 
them virtually self-cleaning and provides for the fast 
titculation of heated water. Draft loss through the 
boiler is much less than average: tall chimneys or in- 
tricate induced draft mechanisms are not needed. 

More heat from less fuel — that’s an advantage 


tveryone wants. And that means heating efficiency. 


The ability of Smith-Mills Boilers to produce steam 
or hot water faster, to convert more of the fuel into 
heat for the radiators — with less waste heat up the 
chimney — has been proved time and again. 

The third feature that appeals to school boards 
and others interested in possible future expansion is 
the ease with which additional heating capacity can 
be added to the original installation. New sections, 
precision machined to fit quickly in place, may be 
brought in through existing entrances. 


For Complete Information to Help You 


Write for FREE Booklet “Facts to Consider When 
Selecting the Boiler for Modern School Heating” 


which contains authentic case histories. 


Westfield, Mass. 


H. B. SMITH CO., INC. 
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, TWO RENEWABLE UNITS 
cet will Fit a Trainload of ELJER Fixtures 








oe 





STANDARDIZED 
HANDLE BROACHING 


GENEROUS 
LEAK-PROOF PACKING 


DOUBLE ACME THREADS 





ks 
EASILY REMOVABLE SCREW ee! ENCASED SEAT WASHER 


THREADED 


REMOVABLE SLEEVE 








CUT MAINTENANCE costs 3 WAYS / 


Because of their simple, efficient Renewable 
Units, Eljer Faucets offer distinct advantages 
to the user. Manufactured of top-quality brass 
to rigid specifications and tolerances, these 
units help cut costs three ways: 

MINIMUM REPLACEMENT OF WASHERS AND SEATS 
... Eljer’s exclusive Swivel Disc feature virtually 
eliminates dripping faucets because it prevents 
wear and tear on seat and washer. The valve 
can be closed tightly with only slight pressure 
on the handle. The Result: Longer life and 
trouble-free service. 

EASILY REMOVABLE . . . Eljer Renewable Units 
can be removed from the faucets quickly and 


without disturbing fixtures and walls. In addi- 


tion, renewable seats can be removed without 
special tools. The Result: Substantial savings 
in maintenance man power. 

INTERCHANGEABILITY . . . Two units will fit a 
trainload of Eljer Fixtures. One is for con- 
cealed, the other for exposed fittings. Parts 
are also standardized, simplified and easily 
interchangeable. The Result: Lower replace- 


ment costs and less waste. 


When you use Eljer Brass Fittings with Eljer 
Fixtures, you can rely upon a single source of 
responsibility . . . you can be sure of first 
quality and dependability. See your Eljer Dis- 


tributor now or write Eljer Co., Ford City, Pa. 


it LEY YOU, ha, Leys “d-because we specialize in Plumbing Fixtures and Brass 














TS 


res 












ER 








ut 
zs 


SS 


















Between 
Ourselves | 








Truth or Fiction? 

How fiction often can become 
truer than truth, may be seen 
from the universal acceptance of 
Henry L. Mencken’s story of the 
original American bathtub. The 
story originally appeared in the 
New York Evening Mail on Dec. 
28, 1917. 

Never thinking his little yarn 
would be taken seriously, he wrote 
a piece about the original American 
bathtub. He stated that the tub, 
installed in the mansion of Adam 
Thompson in Cincinnati in 1842 
was the first stationary one in this 
country with its own pump and 
drain. He went on to say that the 
medical world discussed the bath- 
tub as a menace to health, that the 
city of Boston enacted an ordinance 
prohibiting its use except on the 
advice of a physician and -that 


Hartford, Conn. and other cities 
passed laws providing for extra 
rates for water used in such tubs. 

Despite Mencken’s oft-repeated 
statement that there wasn’t a word 
of truth in the story, it has been 
used as true countless times in 
speeches, newspapers, government 
publications and reference books. 

As a matter of fact, the Boston 
directory of 1850 did proclaim to its 
readers that “frequent bathing finds 
strenuots advocates among the 
medical profession!” 


Hot Suit Over Cold Water! 

The Appelate Division looks cold- 
ly upon a hotel having a “cold” 
label on the hot water faucet of a 
shower in a guest’s bathroom. 

The court unanimously agreed 
that Morris H. Berk, 54, of Easton, 
Pa., is entitled to a new trial of his 
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HIGHLIGHTS OF THE MONTH IN OUR INDUSTRY 


unsuccessful $50,000 negligence 
suit against the Schenectady Hotel 
Company Inc., doing business as 
the Van Curler Hotel. It reversed 
a verdict of no cause for action and 
directed a new trial. 

Berk was injured Sept. 20, 1946, 
in the bathroom of his room at the 
Van Curler. He testified that when 
he pulled a handle of the shower 
marked “cold,” steaming hot wa- 
ter came out and that the shock 
made him step back suddenly and 
fall across the edge of the bath- 
tub. Later he discovered both the 
cold and hot water faucets were 
marked “cold.” 

“The events in the bathroom are 
entirely undisputed,” declared Jus- 
tice Coon, in an opinion in which 
his four associates concurred. 

“The hot water faucet had been 

(Please turn to top of next page) 
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WORTH A MILLION! 

Philadelphia—Enclosed is my 
check for a two year subscription 
to Domestic ENGINEERING Magazine. 
Please believe me, it is the most 
valuable magazine published . . . 
I receive much helpful information 
from it. The “Question and An- 
swer” department alone is worth 
a million dollars! 

WILLIAM J. PRIZER 


BEST THEY’VE SEEN! 

Spokane, Wash—We think the 
article entitled “You'll Find It in 
the Bathtub!” which appeared on 
page 104 in the February issue of 
Domestic ENGINEERING is the best 
we have seen on the subject of 
abuse to plumbing fixtures. 

Do you have any extra copies of 
this article available? We should 
like very much to have some so 
that we may circulate the trade in 


THE EDITOR 


this area calling their attention to 
the article and your magazine. 
E. F. PHILiips, mgr. 
Crane Co. 
e Extra copies of the article are being 
forwarded to Reader Phillips. Since 
there has been considerable interest 
expressed on the subject, Domestic 
Engineering invites other readers to 
send in their experiences and the 
methods they use to solve the prob- 
lem of damage to plumbing fixtures. 
Letters should be sent to The Editor, 
Domestic Engineering, 1801 Prairie 
Ave., Chicago 16.—Ed. 


CORRECTION PLEASE! 

New York—The February issue 
of your magazine contained a de- 
scription of a product similar to our 
“Protectub” (You'll Find It in the 
Bathtub, page 104). Our product, 
which is a two piece unit and is 
custom made for each manufac- 
turer and model, has been on the 
market for the past two years and 
has won wide acceptance through- 


l 


out the country. Perhaps through 
an error the description of our 
product was used in conjunction 
with another. Since your magazine 
is the Bible of the industry, we ask 
that a correction be made. 
A. YoRMACK 

Protectub Inc. 


e The two-piece, water-repellant 
bathtub cover manufactured by Pro- 
tectub Inc., is shown in the photo.—Ed. 









WE CONVINCED HIM! 
Warren, Ohio—I’d like to con- 
gratulate you on the wonderful 
work Domestic ENGINEERING is do- 
ing for the plumbing and heating 
industry. You are especially doing 


(Please turn to center of next page) 














(Continued from preceding page) 
market ‘cold’ for some time, and 
defendant’s only excuse is that 
faucets had been difficult to ob- 
tain. However, they were obtain- 
able at that time, and, of course, 
could have been relabeled in a 
number of ways. 

“The only other defense offered 
by defendant was that the heat of 
the water was_ thermostatically 
controlled at 145 degrees, and 
could not have produced steam. 
Even so, water 145 degrees is too 
hot, and its sudden application to 
the body, especially when cold wa- 
ter is expected, could produce a 
shock. An impulse to escape would 


(Continued from preceding page) 
a fine job of educating the contrac- 
tor to ideas and trends he never 
knew existed. 

I’ve been in the business for 
many years and had long wanted to 
open a store but didn’t because I 
was sure it would take a fortune to 
do so. However, reading Domestic 
ENGINEERING convinced me that I 
had as much chance as the next 
fellow. So last year I did open a 
modern showroom and now I can’t 
see how I was able to get along 
without it. 

Keep up the good work! 

E. E. LocKNEY 


AN IMPORTANT CONTRIBUTION! 


Chicago—In connection with your 
series of articles entitled “How a 
Salesman Is Made,” I'd like to point 
out two facts in the current mar- 
keting picture which I feel are 
highly significant to contractor- 
dealers in the plumbing, heating 
and appliance industry today. 

First ... recent business research 
reveals that present-day produc- 
tion is up as much as 130 percent 
over the pre-war rate, while the 
national sales force has increased 
only about 35 percent. 

Second . . . people are saving 
more money today than they have 
at any time since 1945, when high 
savings were forced on them by 
shortages of merchandise. 

These two facts are related. 
There is not a severe shortage of 
merchandise today, but there is a 
shortage of salesmen. In the second 
half of 1951, people saved at the 
rate of nearly a dollar out of every 








be inevitable in this instance. 

“Defendant’s duty of reasonable 
care was certainly not fulfilled 
when it knowingly mislabeled a hot 
water faucet. Such conduct 
amounted to an open invitation to 
a paying guest to rely upon the 
fact that turning that faucet would 
produce cold water.” 

As to the hotel’s claim that Berk 
should have tested the temperature 
of the water from outside the tub, 
Justice Coon said: 

“There was no need for plaintiff 
to ‘test’ the water, because all he 
wanted was cold. He was under no 
legal duty to follow any particular 
procedure in taking a shower.” 


ten they received; in 1950, they laid 
aside barely 50 cents out of every 
ten dollars of income. What does 
this mean to the dealer? It means 
people now prefer to save money 
rather than buy the things they 
need. In short, they are not being 
sold; there’s a shortage of salesmen! 

Some dealers need more sales- 
men right now; many more need an 
enlarged sales staff to achieve full 
realization of the market potential 
in their trading areas. Many sales 
are lost today because they are not 
being created. More salesmen are 
needed to do that job. 

This doesn’t mean dealers can 
put “just anyone” to work as sup- 
posedly qualified salesmen. Proper 
selection and training are vitally 
important in order to avoid costly 
turnover in personnel, and to real- 
ize the full worth of each salesman. 

Your series: of articles entitled 
“How a Salesman Is Made” is an 
important contribution to the solu- 
tion of this problem. 

D. D. THomPpson 
sales training manager 
Hotpoint Inc. 


IT WON’T HAPPEN TO THEM! 

Milford, Conn.—We were very 
much impressed by the article on 
page 92 of the December issue of 
DomeEsTiIc ENGINEERING entitled 
“Don’t Let This Happen to You.” 
We feel that it is most important 
for us to help get this information 
to every plumbing and _ heating 
contractor in this area. 

Would it be possible for us to get 
copies of this article so that we 
could mail it to the contractors in 
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this section. We believe it to be the 
best service we can render our 
customers at this time. 


NE tson P. Bristo. 
Waterman & Bristol Co. 


© Copies are on the way! Readers will 
recall that this article pointed out the 
importance of collecting receivables 
on time so that capital needed is not 
tied-up too long.—Ed. 
A LITTLE HELP, PLEASE! 

Nashville, Tenn.—We are just 
opening a new business under the 
name “Melrose Plumbing and 
Heating Co.,” with offices at 190— 
8th Avenue South here in Nashville 
and would appreciate very much 
receiving literature, product infor- 
mation and dealer helps from the 
different manufacturers in the in- 
dustry. 

B. J. CLARKE 


WANTS MORE COPIES 

Cleveland—We are very inter- 
ested in the excellent article en- 
titled “The Case for Incinerators” 
which appeared on page 145 of the 
January issue of Domestic ENcI- 
NEERING and would like four addi- 
tional copies of this issue. 

J. S. Wess 

U. S. Consolidated 


PLUMBING CODES 
St. Marys, Ohio—We have a new 
plumbing code in St. Marys which 
has made it increasingly difficult to 
sell to the public. We are wonder- 
ing, therefore, if you can send us 
all information and literature that 
you have on plumbing codes which 
point up the damage resulting from 
unsanitary plumbing conditions. 
We are especially interested in any 
information on epidemics started 
from improper installation of 
plumbing fixtures. 
Can you help us? 
A. HosELTON 
® The information requested is on 
the way. Glad to be of help!—Ed. 
SERVES THE TRADE WELL! 
Oyster Bay, N. Y.—It is always 
very interesting to read the many 
different problems and their solu- 
tion which appear in the Question 
and Answer Department of Do- 
MESTIC ENGINEERING. In my opinion, 
it’s not only interesting reading, 
but provides a useful service to 
the trade. 
Frep C. VALENTINE 
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New! 4 closet combinations by RICHMOND 


PLYMOUTH Close-coupled reverse trap. Round-front bowl, self-draining jet. 
G-212—14”_ Tank with fittings and shelf-type cover. 


LARCHMONT Close-coupled syphon jet, round-front bowl. Tank with adjustable 


The actual appearance and features of these 4 new closet 
combinations are your best reasons for specifying and install- 
ing them. Their addition to the Richmond line of plumbing 
fixtures now makes it even more modern, even more complete 
than ever before. 

Whether it’s a vitreous china closet combination, lavatory, 
urinal or an enameled cast iron bathtub, lavatory, sink in 
“whiter white” or pastel colors, you’ll find Richmond offers 

the widest possible selection in size 
and style, the finest quality in de- 
sign, engineering, and manufac- 
turing skill. 


G-206—12" 


KENT 
G-218—14” 


CORTLAND 
G-213—12” 


float valve, brass tank fittings, chrome operating lever and shelf- 
type cover. 


Close-coupled, washdown. Round-front bowl, self-draining jet. 
Tank with fittings and shelf-type cover. 


Close-coupled reverse trap. Elongated bowl, self-draining jet. 
Tank with fittings and shelf-type cover. 


See your wholesaler or Mail Coupon Today. 


Richmond Radiator Company 

19 East 47th Street, New York 17, N. Y. 

Please send me more information and literature on: 
O G-206—12" O G-212—14" 
O G-213—12” O G-218—14" 

No obligation, of course. 


ZONE... .STATE 
We are (© plumbing wholesalers () plumbing con- j 
tractors () building contractors. 
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TOOL UP FOR PROGRESS 


“ TOLEDO 


-ee Leader in Pipe Tools for 





? 

~S % 

Threading 3” pipe was a slow, tedious job with Today, 4” pipe can be cut off, reamed, threaded in 

this old-time device (not a Toledo). close to a minute using Toledo No. 1-2-4 machine. 
« 

Fifty years ago, plumbing was indoors to stay— Today's bathroom typifies beauty and convenience 

and Toledo Pipe Tools helped install it! of modern plumbing and heating. 


tah et: 












Fifty years ago... in the days of Henry Ford’s first car and the Wright Brothers’ 
flight ...a revolutionary new principle \n pipe threading was discovered by 
W. W. Vosper, inventor of Toledo Pipe Tpols and now Chairman of the Board. 

This was destined to ease the work an¥l save time of mechanics for years to 
come Instead of solid dies, segments weke used with only enough teeth on 
their tutting edge to form a thread—thus reducing friction. Also, as the thread 
was cut the dies receded—thereby further yelieving friction. 

This was the beginning of Toledo Pipe Tools in 1902 ... the Leader in its 
field since the very start. Today—better mechanics from coast to coast prefer 
TOLEDO hand tools and power pipe machinds . . . to speed the work and reduce 
costs! ite for new catalog. The Toledo Pipe Threading Machine Co., 
Toledo, Dhio. New York Office: 165 Broadway, Room '® 


RELY ON THE LEADER 


TO LEE 0... 


POWER PIPE MACHINES .\. POWER DRIVES 














Toledo Simpact, self. 
contained, 1” to 2” 
threader. 





Toledo No. 999 
2” Power Pipe 
Machine. 
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Keep the RED Out of Credit! 


REQUENTLY, when everything appears to be going along nicely, some busi- 

nessmen, who as human beings are subject to the many failings characteristic 

of the specie, relax a bit and take ‘things just a little easier. All well and 
good—but it can lead to trouble. 

We have in mind economic periods, such as now, when business is brisk and 
everything seems fine, at least on the surface. However, credit and collection ex- 
perts warn that all too many businessmen tend to back-slide on the collecticn 
phase of their business. They assume that money is plentiful and their receiv- 
ables, even though past due, will be paid. 

They are probably right. But the danger doesn’t necessarily lie in the loss 
of accounts that will never be paid—the problem is being able to collect the money 
when it is needed most. If the going should suddenly get rougher, the plumbing 
and heating contractor who has been lax in collection methods will be in trouble. 
Now, is not the time to be lulled into calm security by the feeling that there is 
a lot of money floating around, that wages are high and jobs are plentiful. 

Rather, it’s the time to appraise, and overhaul if necessary, credit and col- 
lection methods and, perhaps, install an efficient system. A collection system that 
will produce maximum results with economical outlay is largely a matter of 
proper recording equipment and a definite procedure to be followed. 

The equipment need not be expensive: ledger sheets to show terms, rating, 
credit limit; a filing tray with 5 x 8 filing cards; a numerical index file from 1 
to 31, for each day of the month, to operate a “tickler” system for daily follow- 
up and a place to keep credit reports and financial statements are all that is 
necessary. 

The procedure is likewise simple. The most important part is to go through 
the accounts receivable daily, and prepare past due cards for all delinquent ac- 
counts. A collection letter or reminder should then be mailed for each past due 
card and a date assigned to the card for follow-up. The date, of course, may be 
at the contractor’s discretion; in general, a ten day spacing period is effective. The 
past due cards should then be checked daily against the ledger sheets and any 
changes in the account noted on the card. The follow-up date shotild also be 
noted for proper action if the ten-day period finds the account still past due. This 
tickler system assures prompt follow-up and provides a continually current check. 


A Monthly Analysis Will Help 


It is difficult to get a proper perspective of collection efficiency unless some 
sort of a monthly analysis chart is made. Such a chart merely shows past due 
accounts according to age, bad debts written off, etc. It does give a good bird’s- 
eye-view of collection progress and total past due accounts outstanding. And 
that’s important. Some contractors lose money, even though they write collection 
letters promptly, because they do not have an over-all picture. An analysis chart, 
moreover, will quickly point up any weak spots in the system. 

Of course, most domestic engineering dealers have adequate collection sys- 
tems. Nevertheless, even the best system can go wrong for lack of attention and 
it’s probably a good idea to make sure it doesn’t happen to you. 
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William Scott, Jr., senior partner of the Scott Company, and Otis C. 


Miller, a partner in the firm, are shown discussing plans for a 314 
illion dollar plumbing job at a California base of the Army Air Force. 





Flow We Get the 
Big Jobs... 


Reaching a yearly volume of 10 million 
dollars is no accident. Read how the Scott 
Company does it in this article—part 

two of a series on the ‘largest mechanical 
contractor in the West...” 











HE SCOTT COMPANY of 
Ts Francisco asserts itself 

to be the “largest mechan- 
ical contractor in the West,” and 
if it isn’t, it doesn’t miss by much! 
Most certainly it takes in and 
executes an impressive share of 
the big jobs. 

But that is only part of the 
Scott story. Readers will recall 
the first article in this series 
(p. 98, December issue) which 
described how Scott gets big jobs 
by putting emphasis on the little 
ones. In fact, the “little ones” 
alone are emphasized to the tune 


of a $750,000 annual gross. 


Repairs Lead to Contracts 
Nevertheless, impressive and 
profitable though the Scott re- 
pair and service operation may 
be, it is a little like the sauce on 
the steak insofar as the com- 
pany’s overall operation is con- 
cerned. Real muscle nourish- 
ment comes from the big jobs 
such as the three-and-one-half 
million dollar contract for plumb- 
ing, heating and air conditioning 
at the new Camp Parks Base of 
the Army Air -Forces at Pleas- 
anton, Calif. A complete list of 
the “big jobs” handled by Scott 
might well be catalogued 
“srowth of the West,” since the 
company has been doing busi- 
ness on the same site since 1903. 


No Bargain Prices 

How does the company land 
these big jobs? William P. Scott, 
Jr., senior partner of the firm, 
has this to say: “We offer no 
‘bargain basement’ prices, nor do 
we put on any high pressure 
sales campaign. We go after the 
business with a slide rule and a 
handful of blueprints and show 
the builders that we can do two 
important things: first, we can 
start the work and finish it on a 
fixed schedule, no small feat 
when faced with the erratic sup- 
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plies of materials and shortage 
of skilled labor today, and sec- 
ond, we can guarantee top-grade 
workmanship and materials right 
down to the last inch of pipe.” 

Naturally, it probably isn’t 
quite as simple as Scott makes 
it sound. Therefore, let’s examine 
in detail some of the methods 
Scott uses. 


Maintenance Service Offered 
First, we’ve already mentioned 
the company’s vast service op- 
eration which literally blankets 
the San Francisco-Oakland area 
—and has done so for 48 years. 
Thus, everyone has heard of the 
Scott Company and quite fre- 
quently, as pointed out in our 
December article, this emphasis 
on small jobs leads to big jobs. 
A second factor under the serv- 
ice angle is the maintenance 
service offered by Scott. For a 
nominal fee Scott will check 
plumbing and heating systems 
on a monthly basis. Many big 
companies subscribe to this serv- 
ice; the Owl Drug chain and Ar- 
mour and Company are two ex- 
amples. It naturally follows that 
new stores, plants, warehouses, 
etc. generally fall to Scott, who 
has advance knowledge of con- 
templated projects, and an inti- 
mate knowledge of methods, re- 
quirements, materials and speci- 
fications called for by the cus- 
tomer. Scott thus enjoys a very 
favorable position for making the 
bid—one that is hard to beat. 


How Scott Sells 

The second major point in get- 
ting big jobs is the “selling” an- 
gle, Selling the big job is the 
function of William Scott, Jr. and 
his nine partners. They are ex- 
ecutives in every sense of the 
word. As a partner, each has a 
financial interest in the business. 
“Selling” simply means that the 
(Please turn to top of next page) 


Is Alerted 


Material 
is Ordered 


Blueprints 


Production 











How Scott Co. Hand 






the Big Jobs 


Once a bid has been awarded and the start- 
time set, the Scott Company moves quick- 
ly to get things under way. The first step 
falls to the “operations department” which 
carefully prepares detailed information 
from blueprints and specifications for the 
use of the purchasing department in order- 
ing necessary materials. 


The purchasing department then prepares 
purchase orders for the required material, 
being careful to integrate requirements 
from all other departments wherever pos- 
sible. If feasible, shipment is requested 
direct to the job site in carload lots. Where 
equipment of a highly technical nature is 
required, the engineering department may 
order direct, rather than through the pur- 
chasing department. 


Next, the operations department prepares 
detailed blueprints and layouts of the 
plumbing, heating and air conditioning sys- 
tems for the guidance of the job superin- 
tendent for his “roughing-in.” 


Production schedules are drawn up by the 
operations department for the pipe shop, 
the sheet metal shop, the warehouse and the 
shipping department. Each participating 
department is thus alerted to know what is 
coming in the way of fabrication require- 
ments, material requirements, shipping 
dates, etc. The “production order” is sim- 
ilar to shop orders used by manufacturers. 


Everything that can possibly be prefabri- 
cated in the Scott shops is handled in that 
manner, based on the production orders 
prepared by the operations department. 
The shops are equipped with every possible 
tool or machine that can be powered me- 
chanically to save labor and time. 


Transporting materials and equipment to 
the job site is accomplished by the three- 
ton Scott trucks whenever possible; if big- 
ber equipment is needed, it is leased. 
Where jobs are located far afield, common 
carriers, truck or rail, are used. 


Efficiency and savings are stressed in all 
phases. Once on the job, it’s up to the job 
superintendent to protect and increase this 
savings on the job. His first job is to 
secure cooperation from the general con- 
tractor, since he can make it tough or easy 
on the job. 


The training and experience that Scott’s 
men bring to the job now pay off. They 
know how to find and protect a work space 
(that’s important on big jobs where there’s 
so much going on). They know what the 
shop has already prefabricated; in short 
the journeymen with ten or more years ex- 
perience with the Scott methods are cap- 
able of following through until the job 
is completed. 





















(Please turn to top of page 260) 
partners contact the proper 
people at proper levels at the 
proper time—architects, general 
contractors, mechanical engi- 
neers and “top brass” of all big 
corporations are considered fair 
game. The low-pressure selling 
approach boils down to this: as 
business executives, and in con- 
sequence of their normal busi- 
ness and social relations, the 
Scott partners know and meet 
pretty much everyone who is 
anyone in the construction field. 
With this business and social en- 
tree, they are, more often than 
not, able to arrive at the point 
where the “selling” becomes a 
fact and figure proposition. 

Most Scott big jobs are won on 
competitive bids—and the bid is 
where selling that is more than 
rhetoric comes in. Scott selling 
is actually, in the final analysis, a 
fact and figure proposition, and 
the “voice with a smile” might 
just as well croak like a frog if 
the facts and figures are out of 
line. 


How Scott Bids 

Each bid is carefully prepared 
by an “operations department.” 
Herein is concentrated the job 
experience of the company. The 
operations department is not 
only responsible for installation 
once a bid is successful. To its 
wide engineering knowledge, 
therefore, is added vast actual 
job experience. The information 
on which bids are based is taken 
off in phases from the blueprints 
and specifications that the gen- 
eral contractor’s mechanical en- 
gineer has prepared. Everything 
is broken down in detail so that 
both the operations and purchas- 
ing departments can order ma- 
terials more easily. The opera- 
tions department knows what 
short cuts have proved profitable 
in the past, how much shop fab- 
rication of materials has cut costs 
and saved time on previous jobs, 
and what short cuts have been 
suggested by earlier experience. 


As a result, Scott is always in 
line or a little better. 

In short, the bid or proposition 
that Scott offers is its most po- 
tent factor in landing the big 
ones; it’s the selling lever that 
lifts the job into his hands. 

A fourth point in getting the 
big jobs is early knowledge of 
all projects in which the com- 
pany is likely to be interested. 
This knowledge is gleaned from 
many sources; the company’s 
maintenance contracts, the many, 
many contacts made by the part- 
ners, newspapers, government 
and trade association releases; 
Scott even keeps a check of all 
big sales of real estate, since, 
in many instances, such a sale is 
the forerunner of new construc- 
tion. 

Buying at Scott’s also becomes 
a selling factor since the com- 
pany can always, except in times 
of real shortages, guarantee that 
it has or can get the necessary 
materials to do a job. Most of 
the buying for the company is 
handied through a_ purchasing 


department (except for items of 
a highly technical nature which 
are handled by the engineering 
department). Scott figures he 
gains almost 10 percent on pur- 
chases by proper buying proce- 
dures. 

The fact that many opportun- 
ities to bid on jobs come to Scott 
as a matter of routine is another 
factor in getting the big ones. 
The firm’s reputation for top- 
grade work through the years of 
experience it has had simply can- 
not be overlooked. Hardly any 
builder would neglect to invite 
a Scott bid. The routine oppor- 
tunities which Scott enjoys are 
a definite factor in getting big 
jobs. 

Now, how does Scott handle 
the big jobs once they have been 
“sold” and a bid won? 

The operations department, 
which drew up the successful 
bid, now sets about doing what 
they said could be done for so 
much money, in so many work- 
ing days at such and such a prof- 

(Please turn to top of page 260) 





Convector Manufacturers Elect Officers 





Above: Newly elected officers of the Convector Manufacturers Assn., chosen at a re 
cent meeting in Louisville, Ky., are from left to right: W. G. Schlichting, Young Radiator 
Co., vice president; W. R. McMahon, Modine Manufacturing Co., president; and R. O 


Reeves, Airtherm Manufacturing Co., secretary. 


Mr. Schlichting is retiring president 


of the association and Mr. McMahon just completed a term as secretary of the group. 
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SPEAKERS... 






“ 


STANSEL BROWN 
President—NAMP 


———~ HOWARD ELLIOTT 
Chicago Contractor 





MARJORIE FLOOD 
American-Standard 





ED. C. RUST 
Association President 





FRANK PFEIFER 
Legislative Counsel 








You've Got to Merchandise 


—or Else! 


Illinois master plumbers are told at their 


annual meeting that the alternative is to 


watch their customers go somewhere else... 


HE master plumber must be 

more than a plumbing tech- 
nician—he must also be a master 
merchandiser, master retailer 
and master salesman! This, in 
addition to a review of the status 
of the Illinois Plumbing License 
Law which is currently under 
attack for the second time in two 
years, high-lighted the recent 
convention of the Illinois Master 
Plumbers Assn., held in Spring- 
field Jan. 21-24. 

Stansel E. Brown, president 
of the National Assn. of Master 
Plumbers, told the convention: 
“.. the industry will not be safe 
until every master plumber is a 
retailer who merchandises and 
sells plumbing and heating prod- 
ucts. No customer owes the mas- 
ter plumber his business . . . the 
latter must go out and earn it.” 


The Chain Store's Position 

In presenting his viewpoint, 
Mr. Brown stated, “The plumb- 
ing and heating operation is not 
something that can be taken over 
by the chain stores, as they are 
only interested in the initial sale 
of a fixture or piece of equip- 
ment and shun the responsibility 
of installation and servicing.” 

Supporting Mr. Brown’s stand, 
John J. Calnan called attention 
to the work of the marketing 
committee of the Plumbing Con- 
tractors Assn. of Chicago, which 
has aggressively urged the sale 
as well as the installation of 
home appliances and_ kitchen 
equipment. 

Speaking about the Illinois 
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Plumbing License Law, William 
R. Brookman, secretary of the 
association, warned the conven- 
tion in his annual report that 
they must accept the challenge 
to educate the public on the need 
for a plumbing license law. He 
also advised that a suit is now 
pending in court in which out- 
side sources are trying to have 
the present license law declared 
unconstitutional. 

“Every effort must be made,” 
he said, “to keep the plumbing 
industry in the channel in which 
it belongs—that of interest in 
public health and sanitation.” 

Also speaking at the conven- 
tion, Miss Marjorie Flood, of the 
public relations department of 
the American Radiator and 
Standard Sanitary Corporation 
of Pittsburgh, emphasized the 
role of the woman in retail pur- 
chases of plumbing fixtures. 

Citing the fact that women 
control over 70 percent of the 
nation’s financial resources, Miss 
Flood emphasized the need for 
attractive showrooms and win- 
dow displays . . . and the need 
for aggressive merchandising 
programs. She also told of the 
importance of putting price tags 
on fixtures and the use of news- 
paper advertising. For news- 
paper advertising, Miss Flood 
recommended use of the wom- 
en’s section in order to take ad- 
vantage of women readers who 
could be prospective customers. 

Frank J. Pfeifer, legislative 


(Please turn to top of page 255) 
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for Your Water Systems Business 





O ADD impetus to dealers’ sales efforts, May has 
been designated as National Water Systems Month 
by the National Assn. of Domestic and Farm Pump 
Manufacturers. The campaign will be geared to show 
farmers and residents of rural communities how running 
water saves steps and labor, provides more production 


The sale of a water system 
and leads to better living. 


is the first step in the sale 
. Spearhead of the promotion will be a five-color poster 
of a long list of related (below) which emphasizes the need for electric water 
equipment. This campaign ma- systems of adequate capacity during the current defense 
‘ effort. The eye-catching poster contains three colored 
terial can help you take photographs depicting the theme, “Better Health, Better 
advantage of the rural sales Production, Better Living”. Manufacturers participating 
5 - , in the program will arm dealers with posters, pennants, 
opportunities during National banners and other sales helps beginning April 21. 
Water Systems Month... Dealers are urged to supplement the poster promotion 
during May by personal contacts, showroom displays, 
newspaper and radio advertising and, of course, con- 
tinued service to existing customers. Sales aids may be 
obtained by contacting the nearest water systems whole- 
saler. See opposite page for other available sales aids. 





THIS IS NATIONAL WATER SYSTEMS MONTH 


At right: This 28 by 
42 in. five color poster 
(produced under 
sponsorship of the 
National Assn. of 
Domestic and Farm 
Pump Manufacturers) 
will be made avail- 
able to dealers from 
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or poster New Booklets Designed to Bolster Sales Presentations 
ric water 
t defense HE four booklets shown above may be ob- “It Takes Water to Produce Eggs and Meat”, 
; tained by dealers to bolster their sales pre- prepared by a University of Wisconsin poultry 
» colored sentations. They cover all major factors to be husbandry professor, tells why clean, fresh water 
h. Better considered in the applicability and selection of is important, how much water is needed, how 
Bacon water systems and contain valuable information water affects growth and egg production, what 
icipating both for the rospective customer and the dealer. factors influence water consumption, how to plan 
vennants “Planned Watering for Greater Yields in the a water system, and what to do about sanitation. 
: My Garden”, prepared by the University of California “How Water Helps Hogs Grow Faster”, pre- 
\pril 21. College "of gticulture, is a scientific study of pared by a Purdue University Animal Husbandry 
romotion water requirements for crops and gardens. It an- professor, gives the daily water requirements of 
: swers such questions as what pump capacity to use, swine, tells what factors affect water consumption, 
displays, when and how often to irrigate, how much to discusses water for cooling in the wallow, and 
“se. con- irrigate, and what methods to use under specific water needs for sanitation, tells how water hel om 
: circumstances. Charts illustrate the discussions. control hog lice and mange and other swine dis- 
may be “Making Water Pay Dividends in the Dairy eases, offers suggestions for a water piping system, 
s whole- Barn and the Milk House”, prepared by the Univer- and illustrates types of automatic waterers. 
1 a . sity of Wisconsin Dairy H usbandry Department, All four booklets are available at five cents each, 
les aids. gives daily requirements and tells how to make the from Wisconsin Advertising Service, 125 E. Wells 


best use of water in the dairy. St., Milwaukee. 


Why Push Water Systems Now ? 


By HERBERT C. ANGSTER 
Executive Secretary and Director—National Assn. of 
Domestic and Farm Pump Manufacturers 


EMANDS placed on farm production during 1952 promise to reach 

greater proportions as the national defense program continues on the 
upgrade. If called upon to face an even more pressing world crisis than exists 
today, the nation will depend upon its rural areas to supply its basic needs 
under stress. With this issue well in mind, the domestic engineering dealer 
has an obligation to make rural areas water systems conscious for without 
adequate water systems, maximum production is not possible. 

Now is the time to aggressively promote the rural water systems market 
and here’s why: 1) Farmers are beginning to think about spring planting. 
They are thinking in terms of large harvest, and for this reason should be 
most interested in employing any equipment that will insure the best possible 
harvest. The farmer willing to invest in crops, poultry or livestock should 
be willing to invest in a sound water system. 2) Many farmers and rural 
communities have electricity for the first (Please turn to center of page 264) 
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Sweat-in Flexible Supplies 

Sweat-in flexible supplies are 
designed by G&H Mfg. Co. to 
slip over and sweat directly on 
3% in. or 4 in. copper tube rough, 
minimizing the need for adapter 
fittings. All supplies have ground 
joint fittings for quick installation 
to shank of lavatory faucet or fixture, or to shank of 
ballcock. The supplies are available with or without 
valve and provide flexible connection, adjustable for 
length and offset. Sweat-in supplies are plated with 
chrome on nickel base for crack, chip and peel-at- 
point-of-bend resistance. The units are packaged 
with deep flanges to cover sweat-in joint, and made 
available in tube lengths six to thirty-six inches, 
3g O.D. Solid fiber test dises are furnished which, 
when tightened down on compression nut, permit 
water pressure test. 

Manufacturer: G & H Manufacturing Co., 
Amber St., Philadelphia 34. 
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Color Finish Toilet Seat 
« <A toilet seat with a pearl- 
like finish available in seven 
colors has been developed by 
The Royal Manufacturing 
Company. The seat is con- 
' structed of hard wood bonded 
with water-resistant glue and 
. has bar type, cast brass hinges 
| plated with brass screws. 
Dampers are of smooth live-rubber with imbedded 
invisible fasteners. Seats are offered in both open 
and closed seat models. 

Manufacturer: The Royal Manufacturing Company, 
Newnan, Ga. 





Nipple Storage Box 

A unit for conveniently 
storing, transporting and 
handling nipples has been 
developed by Thon Plumb- 
ing and Heating Co. The 
square, metal, double box 
holds nipples up to 6 in., 
each in its own section, 
and provides easy selection 
of size while, at the same 
time, guarding nipples 
against damage. Covers on 
piano type hinges open at 
top and bottom to allow for 
separate storage of black and galvanized nipples. A 
handle allows for transport of the box from truck to 
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job and on the job. Inventory is made easier by al- 
lowing instant check of nipples needed. The box, 
therefore, serves a four-fold purpose: 1) keeps nip- 
ples sorted; 2) safeguards nipples; 3) modifies labor 
procedures; and 4) simplifies inventory. 

Manufacturer: Thon Plumbing and Heating Co., 
114 E. Broadway, Owatonna, Minn. 


Horizontal Tube Boiler Series 

Portmar Boiler Com- 
pany has completed a line 
f of oil or gas fired steel 
f boilers for residential, 
’ commercial and industrial 
/ use with a new Windsor 
' horizontal tube series. 
; Operating at high heating 
) efficiency, the Windsor line 
» produces low cost heat and 
abundant clean hot water 
all year ’round, the manu- 
facturer assures. The boil- 

ers have scientifically ar- 

ranged heavy gauge steel boiler tubes, large furnace 
volume, long gas travels that permit complete absorb- 
ing of gases and large hot water tankless copper coil. 
Extended boiler jackets are attractively designed, 
adding an extra touch of beauty to basements. Sizes 
range from: steam, 320 to 3,000 sq ft; hot water, 510 
to 4,800 sq ft. Boilers operate on low pressure: steam, 
15 lbs; water, 30 Ibs. 

Manufacturer: Portmar Boiler Company, Inc., 193 
Seventh St., Brooklyn 15. 













Draft Regulator with Internal Damper 

The “Heat-Lock” is a new draft 
regulator with an internal damper 
balanced in an adjusted position by 
counterweight. The damper locks 
hot gases in the unit and allows 
speed of gases to be controlled to 
conditions of each chimney to 
create ideal combustion. The 
damper is free to open at the 
slightest “puff” because it is not 
fixed, but is balanced. The damper plate is a fixed 
adjustment which does not stick in the wrong posi- 
tion. It breaks @himney vacuum and allows cool air 
to enter an inch on one side so that the damper 
becomes a curtain between 250-300F temperature 
differential. Thus, draft fluctuations below damper 
are negligible because both damper plate and much 
hotter gases resist passage and pressure. 

Heat is locked in the heating plant while the burner 
is running and while it is off. This results in in- 
creased flame temperature, reduced chimney heat 
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loss and soot, and faster hot water and heat. The 
unit can be mounted in any position, horizontal, 
oblique or vertical. 

Manufacturer: National Fuel Conservation Co., 
Inc., P.O. Box 750, White Plains, N.Y. 


Pipe Fitting Joint 


The Robinson Clay Product 
Company has announced a 
revolutionary joint and ceramic 

pipe for industrial use in con- 
/ veying liquids and_ gases. 
a Known as “Screw-Seal”, the 
new joint development com- 
bines plastic with vitrified 
clay, and the pipe is manufactured with a threaded 
joint made of a vinyl resin. The unit employs the 
matching thread principle: the pipe is made with a 
male threaded plastic casting at each end; a plastic 
collar with matching female threads fits onto the 
stationary pipe; the next length is screwed into the 
collar. Tested for resistance to 54 corrosive acids and 
most noxious gases, the new pipe and joint is avail- 
able in four, six and eight in.-internal diameters with 
standard fittings. 

Manufacturer: The Robinson Clay Product Co., 
Akron 9, Ohio. 





Turbine Type Pump 

Jacuzzi Bros. Inc. have 
announced the development 
of a water-lubricated line- 
shaft turbine type pump de- 
signed to fit into wells of 4 in. 
diameter and greater. This 
small turbine is offered as a 
complete unit, like a jet water 
system. The turbine is in- 
tended for home and farm 
installation with deep wells 
requiring a moderate but 
consistent water supply. It is 
suitable for sprinkler or open ditch irrigation and is 
applicable to all pressure system uses. 

Manufacturer: Jacuzzi Bros. Inc., Richmond, Calif. 








Air Removing Unit 
A unit for removing air 
from hot water heating 
systems is announced by 
Taco Heaters, Inc. The 
device is called “Air- 
Scoop” and operates on the 
principle that, since heated 
water liberates air, the hotter the water the more air 
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it will liberate. Air, being lighter than water, will 
tend to travel along the upper portion of a horizontal 
pipe. As the air and water enter the “Air-Scoop”, the 
air bubbles are scooped up by the first baffle and rise 
into the upper chambers. Any air bubbles that get 
through the first baffle are scooped up by the second 
or third. Air that accumulates in Chamber No. 1 is 
removed from the system by an air valve and air from 
Chamber No. 2 passes into the expansion tank to act 
as an air cushion. 

Manufacturer: Taco Heaters, Inc., 137 South St., 
Providence 3, R.I. 


Temperature Relief Valve 

A new temperature relief valve, of 
he automatic reseating type, has been 
nnounced by McDonnell & Miller, 
ne. The valve is designed to prevent 
*xcessive water temperatures. in 
~.. 1 vater tanks and heaters and is rated 
| i ‘or heat up to 1,200,000 Btu/hr. Op- 
po srating heart of the No. 201 valve is a 
iE @ hermetically sealed thermostatic ele- 
ment containing a chemical mixture of 
erganic and metallic particles which 
expand and contract in response to variations in 
temperature. The internal forces created by these 
temperature changes serve to open and close the 
valve orifice. The valve starts to open at 188F, and 
reaches a maximum capacity of 208F. Another fea- 
ture of the valve is a fixture connection which, in 
addition to the inlet and drain connections, enables 
the service flow to pass around the thermostat with 
every demand for hot water. All three connections— 
for inlet, drain and flow to fixture—are %4 in. tap- 







pings. 
Manufacturer: McDonnell & Miller, Inc., 3500 No. 
Spaulding Ave., Chicago 18. P 


Low Capacity Oil Burner 

A new oil burner with a 
low capacity of .50 gph has 
just been added to the line 
of Sun-Ray Burner Mfg. 
} Corp. Approved under 
Commercial Standard CS 
75-42 to burn from .50 to 
1.35 gph, the burner has 
been designed particularly 
for use with small boilers 
or furnaces where a clean 
flame with a high CO: and low stack temperature are 
sometimes unobtainable. By use of the right com- 
bination of air handling devices, an efficient, trouble- 
free method of atomization has been achieved. This 

(Please turn to top of page 100) 
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HOW A SALESMAN Is 


You can't be sure you are hiring the right man for a sales 


job unless you've considered all the angles. Here are the 


more important ones that will help you avoid costly mistakes 


HE DOMESTIC engineer- 

ing dealer who is expanding 

his retail operation will find 
that selecting salesmen is one of 
the toughest problems he will 
face—today or any other day. It 
is, nevertheless, a problem which 
cannot very well be avoided and 
the dealer who is prepared to 
meet it will make fewer costly 
mistakes and will find the extra 
effort well worth while. 

As January’s article pointed 
out, appearance has little to do 
with sales ability; the fact that 
you like a person’s looks, the 
part of his hair, the crease in his 
pants and fast answers he is able 
to give you, is not enough. These 
are merely surface characteris- 
tics. The test comes in discover- 
ing what the “real” man is like. 
Personnel experts have called it 
“the key to the inner man,” “the 
human side of selling,” and vari- 
ous other terms. What it boils 
down to is this: discovering what 
the man can do and, more im- 
portant, finding out what he will 
do. The preliminary steps in 
proper selection, use of an appli- 
cation form, a telephone check- 
up, etc. were outlined last month; 
this article will be concerned 





with making effective use of 
these materials. 

First, let’s examine some of the 
mistakes made in selecting sales- 
men. According to a four-year 
study made by Robert N. Mc- 
Murry & Co., management con- 
sultants, the most common are 
these: (1) assuming there is a 
neat, short list of “sales apti- 
tudes” to look for (actually, dif- 
ferent types of selling require 
different abilities), (2) picking 
new salesmen for the traits 
shown by other “top” salesmen, 
(3) failing to discount personal 
bias on the part of the inter- 
viewer and, (4) accepting the 
applicant’s information without 
careful analysis to discount his 
wishful thinking, “coloring” of 
facts, etc. 


How to Avoid Selecting 
the Wrong Man! 


Unfortunately, these mistakes 
are all too easily made. Despite 
the fact that they have been well 
catalogued, many an experienced 
interviewer winds up with a 
“floater” who soon drifts away 
after a few unprofitable months, 
or with a man who is totally unfit 
for the sales position. Our own 
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industry is no exception. Do- 
MESTIC ENGINEERING’S all-indus- 
try survey turned up a number 
of complaints of “can’t seem to 
get the right man,” or, “have had 
several bad experiences in trying 
to select salesmen.” 

Now, let’s see what can be 
done to avoid these pitfalls. Our 
applicant has filled in an applica- 
tion blank, the dealer has checked 
it by telephone with previous 
employers. He has, therefore, all 
the information he needs. But 
what does it all mean? The next 
step, and it’s the most important 
part of the whole procedure, is 
to sort out and analyze the infor- 
mation so that it all makes sense. 

Our dealer is trying to find out 
just what the prospect will do on 
the job. If the dealer had known 
him a long time, it would be fair- 
ly easy to predict what he would 
or would not do on this job, and 
the chances are that his predic- 
tion would be right. Why is it 
apt to be right? Simply because 
people are creatures of habit, 
and habits are developed young. 
Once a person develops a habit- 
ual way of doing things he rarely 
changes, certainly not overnight. 

(Please turn to top of page 96) 
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Stability 
On the Plus Side: 


Has he spent a reasonable length of time on his previous 
jobs? 
Has he lived at the same place for a reasonable time? 
Does he own property or furniture? 
Does he carry insurance? 
On the Minus Side: 


Has he jumped from job to job, tried many kinds of work, 
moved frequently, avoided taking part in community affairs? 


Does he seem to avoid responsibilities such as marriage, 
ownership of property, participation in group activities? 


Do other pastures always look greener to him? 





Industry : 
On the Plus Side: 


Does the applicant’s work record and life as a boy show a 
pattern of hard, steady work? 


Does his record show any evidence of industry and energy 
outside of working hours .. . extra jobs, civic work, fixing 
up his home or property? 

Did he work his way through school? 
-Did he earn his own spending money as a boy? 


On the Minus Side: : 
Has he always tended to let “George” do it? 
Has he had long periods of unemployment between jobs? 
How often and how long has he drawn unemployment com- 
pensation or been on relief? 
Did he take it easy for a while after he got out of school 
before going to work? 
Has he established a habit of not working hard—whatever 
the reason? 


. 





Does he seem to get things done under his own power? 


Has he taken on responsibilities—family, community, finan- 
cial? (Checklist Continued on Next Page) 
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Self-Reliance—On the Plus Side: 


To what extent has he ever assumed responsibility for get- 
ting a job done? 
Does he depend on himself to get jobs—handle his financial 


affairs—develop his own hobbies and other activities? 


On the Minus Side: 

Does he lean on friends or relatives? 

Has he avoided family and job responsibilities? 
Is he afraid to make decisions on his own hook? 


Does he depend on others to handle his affairs and make 
decisions for him? 


Maturity—On the Plus Side: 
Does he show adequate regard for consequences? 
Does he put business before pleasure? 
Has he accepted responsibility? 
Is he able to stand on his own feet? 
Does he consider the other fellow as well as himself? 
Does he have a realistic, adult attitude? 


On the Minus Side: 

Does he let tomorrow take care of itself? 

Does he have trouble saying “no”? 

Does he make others carry his share of the load? 
Is he always out for himself? 

Does he substitute day-dreams for action? 


Is he still acting like a spoiled child? 


/ 


Ability to Get Along—On the Plus Side: 
Have his relationships with other people been good? 
Do his comments about others indicate that he likes people? 
Was he frank and friendly during the interview? 


Do his recreational activities show congeniality with his 
family, friends, or business associates? 


On the Minus Side: 
Does his record show he is quarrelsome, or has temper out- 
bursts and strong dislikes? 
Has he fought with his wife, family or business associates? 
Was he touchy, sullen or suspicious at any time during the 
interview? 
Is he a “lone wolf” type who doesn’t care to associate with 
people socially? 

(Checklist continued to top of page 268) 

96 


(Continued from bottom of page 94) 
He invariably does things in the 
same old way—no matter how 
much he talks differently, how 
many promises he makes, the 
chances are that he will do just 
as he always has. 

To say it another way, past 
actions speak louder than words. 
The problem is to find a substi- 
tute for a long and close friend- 
ship with the applicant. One 
method which has proven suc- 
cessful is the “patterned inter- 
view.” It provides a thorough 
review of what the applicant has 
done; it permits our dealer to 
spot his habitual ways of doing 
things, Once these habit patterns 
have been discovered it is easy 
to predict what the applicant will 
do with suprising accuracy. 


What Habit Patterns 
Are Important? 

The next, and obvious ques- 
tion then, is “What habit pat- 
terns are important in a sales 
position?” In filling a sales posi- 
tion, our dealer is primarily 
looking for a man who will stay 
on the job for a reasonable length 
of time, who will work hard, 
who will get along well with 
people and who will use good 
judgment. When he finds a man 
who has habitually done these 
things in the past he can be al- 
most positive that he will con- 
tinue the same habit patterns in 
the future. 

In other words, the applicant 
will show patterns of stability, 
industry, ability to get along with 
others, self-reliance and maturi- 
ty. The five points are generally 
considered the most important 
when selecting a man for a sales 
position. 

The stability pattern, for ex- 
ample, is readily ascertained by 
four questions: (1) has he spent 
a reasonable length of time on 
his previous jobs, (2) has he 
lived at the same place for a 
reasonable time, (3) does he own 
property or furniture and, (4) 
does he carry insurance? If he 

(Please turn to top of page 268) 
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The chart shows pressure 
versus delivery curves which 
are typical of all centrifugal 
blowers. See text for details. 
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of Pulsation...in centRIFUGAL BLOWERS 


HEN a centrifugal blower is end holding” periods may call for 
used in the capacity range as little as 10 or 20 percent of rated 
for which it was designed, pulsa- volume output of the blower. In 
tion is seldom a problem. There’ such cases, surging can set up a 


are, however, certain applications 
of blowers where it is necessary 
to keep the blower running during 
periods of very small demand. In 
the case of certain heating pro- 
cesses these “turn-down” or “week- 


pulsation which may disturb the 
process and cause overheating and 
consequent damage. 

Such pulsation can be prevented 
—and corrected—if one under- 
stands the mechanics of pulsation 








If Pulsation Occurs ... Follow these Steps: 


Consider the economics of replacing the blower with a smaller 
l capacity unit having a consequently lower surge point. 


Consider purchasing a small capacity unit for turn-down 
periods. 


always above the surge point by bleeding enough air out of 
the system beyond the blower. If you are handling gas rather 
than air it will be necessary to recirculate this bleed flow 
back into the blower inlet. If you recirculate the bleed, 
however, remember that you are compressing and re-com- 
pressing that portion of the gas and building up the blower 
temperature to a point which may be detrimental. 


3 Make sure that the amount of air delivered by the blower is 


not be harmful to the blower at all. Surging at the point of 
air or gas use may be eliminated by adding a surge tank or 
increasing the cubical content of the piping in front of the 
nozzle. . 


4 If the surging is infrequent and of short duration, it may 


Ask the manufacturer to make minor changes in the blower 
design to permit by-passing of the air, or take other steps 
which will eliminate the troublesome pulsation at the sacri- 
fice of a little blower efficiency or tightness of the installation. 
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and the characteristics of a cen- 
trifugal blower. These considera- 
tions are interpreted below by 
O. W. Acheson, Billmyre Blower 
Division, Lamson Corporation, 
Syracuse, N. Y. 

The pressure-vs-delivery curves 
shown in the accompanying sketch 
are typical of all centrifugal blow- 
ers, the upper curve being of a 
well-designed blower, and the low- 
er curve of a “not-so-well” de- 
signed blower. Note that in both 
cases the pressure attains a maxi- 
mum high point at some relatively 
low rate of air output, the curve 
rising at air delivery rates below 
this critical value and descending 
at rates above this critical value. 

If the demand on a blower is de- 
creased in volume from a normal 
operating point, A, to another 
normal operating point, B, above 
the maximum-pressure point, the 
pressure at the blower merely rises 
correspondingly, and pulsation does 
not occur. If, however, the load or 
volume requirement is decreased 
beyond the maximum-pressure 
point, E, to a very low point, such 
as C, the following sequence of 
circumstances may set up surging. 

The blower delivery pressure 


(Please turn to top of page 238) 














Shown in the photo at left is the ultra-modern mu- 
nicipal building housing the city government of 
Hamilton, Ohio. The cooling problem was solved with 
a two-way installation featuring refrigerating equip- 
ment with a combined cooling effect of more than 35 
tons of melting ice per day. Photos through cour 
tesy of Frigidaire Division, General Motors Corp. 


Below: The twenty-ton central system, located on the 
fourth floor of the Hamilton municipal building, is 
shown here. This system air conditions the city 
utility offices, council chamber, city manager’s of- 
fice and offices of the director of utilities. 


Below: This one-half ton capacity window room air conditioner keeps this police 
radio room in the Hamilton municipal building cool despite the hottest summer 
weather. Because this room is packed with heat-generating radio equipment, and 
because of its proximity to the roof, the radio operator literally sweltered his 
way through the summer before the window room air conditioner was installed. 


A CITY GOVERNMENT that has taken 
advantage of modern refrigeration 
equipment to facilitate and im- 
prove its activities can be found in 
the progressive city of Hamilton, a 
thriving Ohio trading and indus- 
trial center of about 60,000 persons. 
The municipal building there is one 
of the most modern in the country 
and is equipped with refrigerating 
equipment with a combined cooling 
effect of more than 35 tons of melt- 
ing ice per day. 

The equipment includes two 
large central system air condition- 
ers, one of 20 ton capacity and the 
other, 15 tons; two one-half horse- 
power window room air condition- 
ers, and a large central water re- 

(Please turn to top of page 234) 
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|g it Time to Draw the Line 


on Labors’ Demands ? 


A committee representing the Ohio association 


Otherwise, they say, many contractors will be forced to 


price themselves out of business 


F THE inflationary spiral of 
labor charges in our industry 
is further speeded up by the 

addition of various fringe costs— 
such as paid vacations, paid holi- 
days, pension plans, insurance, 
hospitalization, etc.—plumbing 
and heating contractors will rap- 
idly approach the point of pricing 
themselves out of business, be- 
cause nearly every businessman 
and homeowner will, by neces- 
sity, have to become his own 
plumber.” ‘ 
This warning was given at the 
61st annual meeting of the Ohio 
State Assn. of Master Plumbers 
last month in Cincinnati by Irvin 
L. Rechkemmer, newly-elected 
vice president of the association 
and chairman of the group’s La- 
bor Relations Committee. This 
warning on fringe demands is 





John McGowen, left, retiring president of 
the Ohio State Assn. of Master Plumbers, 
is shown welcoming the newly-elected 
President, John J 





timely, Mr. Rechkemmer empha- 
sized, because wage increases 
are currently restricted within 
the framework of Wage Stabilza- 
tion Board regulations, and 
therefore labor is seeking other 
means to improve its position. 

In support of hijs contention 
that the line must be drawn on 
labors’ demands, Mr. Rechkem- 
mer briefly examined the likely 
repercussions upon the plumbing 
and heating industry if price and 
wage spiral tendencies are per- 
mitted to continue. 

First, he said, it is quite evi- 
dent that some labor is pricing 
itself out of the market. Not all 
incomes have risen rapidly, 
therefore, a continuance of the 
wage and price spiral would 
work further hardships upon 
more and more people, with the 
result that homeowners, through 
sheer necessity, would be com- 
pelled to make their own less 
intricate plumbing repairs. Such 
activity on the part of homeown- 
ers, the speaker said, would rep- 
resent a permanent loss of busi- 
ness. “Therefore, if labor cannot 
appreciate the viciousness of this 
situation, management must in- 
sist upon restraints,” he said. 

The speaker told his listeners 
that private industry is finding it 
advantageous to hire it’s own 
journeymen plumbers, thus re- 
ducing this outlet for the services 
of plumbing contractors. Any 


99 


says it is. 







Above: Irvin L. Rechkemmer, chairman of 
the Ohio State Assn. of Master Plumbers 
Labor Relations Committee and newly- 
elected vice president of the association. 


further increase in costs would 
enhance this trend, he declared. 

Third, any increase in direct 
wage or fringe benefits would 
either squeeze severely the con- 
tractor’s profit margin or dent 
the price ceilings, Mr. Rechkem- 
mer said. 

Fourth, more and more build- 
ing materials are being allocated 
for defense purposes and cut 
backs on private and public con- 
struction are being experienced. 
It would be unwise and unsound 
business, the speaker declared, 
to increase prices in a market 
where the demand is declining. 

In conclusion, Mr. Rechkem- 
mer emphasized, “if the present 
tendency of wage spiral is al- 
lowed to continue, your competi- 
tive position is further weakened 
and employment opportunities 
of your labor forces are dimin- 
ished. Thus there is an obliga- 
tion on the part of labor to 
restrain it’s wage spiral and an 
obligation on the part of man- 
agement to restrain any profit 
spiral, which might be evident.” 

At the closing session of the 
three day meeting (Feb. 2), the 
members elected John Jamison 
as president, to succeed John 
McGowen, and Mr. Rechkemmer 
as vice president. Toledo was se- 
lected as the site of the 1953 
meeting. 











New Products 


(Continued from bottom of page 99) 


new addition to the line can be supplied with either 
pedestal or various types of flange mountings to meet 
the requirements of most boilers and furnaces. 

Manufacturer: Sun-Ray Burner Mfg. Corp., 139-24 
Queens Blvd., Jamaica 2, N. Y. 


Sink and Tub Combination 
Pon A new 48 in. sink and 
y — 4 tub combination has a 
= deep drawer for storage 
and two regular size 
drawers with a cutlery 
tray built into the top 
one. The door, opening 
a into the storage compart- 
ment under the tub, has a 
“tke ecm towel rack and wire bas- 
ket for soaps, brushes, 
etc. on the inside. An acid-resistant porcelain sink 
has one deep and one shallow bow! with a sliding top 
to serve as a drainboard. This unit comes equipped 
with a chrome swing spout faucet, chrome cup strain- 
ers and chrome handles on all drawers and door. 
Manufacturer: Capitol Kitchens, Div. of Hubeny 
Brothers, Inc., Roselle, N. J. 





Dial Type Thermometer 

A new process for welding thin 
sections of stainless steel has been 
perfected by the Rochester Manu- 
facturing Company for its line of 
stainless steel, dial type, bi-metal- 
lic thermometers. By this process 
the thermometers become one as- 
sembly of case, stem and connection nut. Like spot 
welding, no new metal is added and the stainless steel 
retains its corrosion resistance. The new construction 
offers equal ability to withstand corrosive and erosive 
conditions on exposed surfaces and promises to in- 
crease the range of applications for dial thermometers. 

Reduction in breakage and release of contaminating 
liquids, and high corrosion resistance will minimize 
costly separable sockets for many process applica+ 
tions. Since any thermometer may be broken or 
knocked off calibration with rough treatment, a spe- 
cial recalibration device is available on the units. 

Manufacturer: Rochester Mfg. Co., Inc., Rochester 
10, N. Y. 





Submersible Pump Unit 

A new submersible pump for deep 
well water supply systems is designed 
to operate when completely submerged 
in water. The unit consists of a cen- 
trifugal pump and electric motor, close- 
coupled as a unit. It is simply lowered 
into the well and suspended by its dis- 
charge pipe. No pump house or pit is 
required and one man can make the 
installation without using costly equip- 
ment. Particularly adaptable for in- 
stallation in small or crooked wells, 
the unit is located out of sight—down 
in the well, safeguarded against tam- 
pering and fully protected against 





freezing, floods or adverse weather conditions. Wate: 
is used to lubricate the motor and the rotor actually 
runs in water. Since the unit is totally submerged 
there is no suction lift nor does the pump lose prime. 
If the water table drops below the pump, it is cor- 
rected by lowering the pump deeper into the well 
with another length of riser pipe. 

Since the pump works down in the well, it is 
almost noiseless when in operation, making at par- 
ticularly suitable for homes, hospitals and public 
buildings. 

Manufacturer: A. Y. McDonald Mfg. Co., 12th and 
Pine Sts., Dubuque, Ia. 


Pressure Atomizing Furnace 

—_— — A pressure atomizing furnace de- 
ie signed for use with perimeter heat- 
ing installations and convertible 
from oil to gas has been introduced 
by International Oil Burner Co. 
A drum-type blower circulates 
warmth down to floors to provide a 
blanket of warmth at outside walls. 
The unit measures 74 by 22% by 
311% in. and has no parts protruding 
at sides, back or front. The flue is 
at the top of the furnace. The oil 
line can be connected at the side 
or can be run down in the furnace 
to a pipe in the floor. The furnace 
can be converted from oil to gas in 





a matter of hours. 
Manufacturer: International Oil Burner Co., Spring 
and Park Aves., St. Louis 10. 


Lavatory Leg and Towel Bar 
ie As a part of a substantial expan- 
sion program, Blue Jay Chrome 
Products announced the addition of 
a lavatory leg and towel bar com- 
bination to its line of chrome bath- 
room accessories. Model E110 is 
intended for enamel iron lavatories 
and model V-110 is for vitreous 
china lavatories. The legs on the combination fixture 
are made of % in. hexagonal seamless tubing and the 
towel bar is % in. tubing. The fixtures are available 
in either brass or steel. 

Manufacturer: Blue Jay Chrome Products, Pitts- 
burgh. 


Mechanical Draft Unit 





A new mechanical unit 
that creates a normal 
draft in any type of 
heating equipment where 
instant heat is called 
j o«venowe for, even when smoke 
8 Cr eens pipes and chimneys are 

cold, has been introduced 

by the Quickdraft Com- 
pany. The new unit, known as “Quickdraft”, is in- 
stalled on the chimney end of the smoke pipe of coal, 
gas and oil heating plants. The instant heat it calls 
for creates a normal draft of .07 to .08. It can be 
controlled electrically by the furnace thermostat and 
continues to provide a constant draft until the con- 
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A. G. ZIBELL 
Kohler Company 


RBAN and rural homes are 
U still so short of sanitary 
and convenience facilities that 
years of unlimited opportunity 
are a distinct possibility for the 
whole construction industry and 
its suppliers, A. G. Zibell, plumb- 
ing and heating sales manager of 
Kohler Co., told the New’ Eng- 
land Wholesalers’ Convention at 
Boston on February 5th. 

“In addition, there continues 
to be a definite, growing demand 
for schools, churches, institutions 
and commercial buildings, due 
to the rapid growth of cities and 
towns,” Mr. Zibell pointed out in 
declaring that temporary post- 
ponement of filling these needs 
will only add to the tremendous 
backlog. 

Mr. Zibell told the New Eng- 
land group that 40 million Amer- 
icans need bath and shower facil- 


NEW OFFICERS elected at a meeting of the New England Plumb- 
ing and Heating Wholesalers last month are shown below left: 
T. J. Collins, Jr., vice president; Stephen E. Kindelan, Jr., presi- 
dent; Morris Stein, treasurer. Below right are Warren G. Horton 








The Sales Outlook Is Good 


..- New England Wholesalers are told at their 


annual meeting last month in Boston 


ities, 27 million have no kitchen, 
almost as many lack indoor 
toilet facilities and another 17 
million could use indoor laundry 
facilities. He also stated that the 
farm market offers immense pos- 
sibilities due to the rapid prog- 
ress of rural electrification. He 
estimated that two out of every 
three farm dwellings still do not 
have modern bathrooms despite 
the highest level of prosperity 
the American farmer has ever 
enjoyed. 

“This tremendous potential 
makes the supply of plumbing 
and heating equipment an impor- 
tant matter today,’ Mr. Zibell 
stated. He went on to say that 
while current inventories and 
production capacity have now 
reached a higher level in relation 
to demand than has existed for 
some time, scarcity of some ma- 
terials, notably copper and brass 
might quickly pose serious prob- 
lems for all manufacturers. 

Speaking of the impact of a 


“‘peace-war program” on the con- 
struction industry, Mr. Zibell 
said that productive capacity of 
all American industry is much 
greater than ever before and is 
continuing to increase. 

“During World War II,” he 
said, “it was necessary to allot 
45 percent of all production to 
military needs. 1951 took only 
10 percent. For any year of re- 
armament, the figure probably 
wouldn’t go beyond 20 percent. 

“It is not the desire of the 
plumbing and heating industry 
to seek copper or any other vital 
material at the expense of the 
military,” he said, “but only a 
more equitable allocation in pro- 
portion to other industries, based 
on the essential need for our 
products.” 

“The health of our country 
cannot be jeopardized through 
lack of sanitary facilities, 
whether these be in homes or 
commercial and _ institutional 


buildings,’ Mr. Zibell said. 


of Marsden & Wasserman, Inc. and George Allen and Sandy 
McCleo II of Mason-Neilon Co. who represented their firms at 
the wholesalers’ convention. Attending members were told of the 
vast market potential for plumbing and heating. 






















Management Idea: 





A Practical Approach to 


COST CONTROL 
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HE business budget has a 

“new look” these days. 

Years ago the progressive 
merchandiser of plumbing and 
heating equipment who prepared 
an estimate of sales, business 
costs and net profit compiled the 
figures one year in advance, the 
period running from the first of 
January to the end of December. 

Today, the quarterly budget is 
the forecast of business opera- 
tions used by progressive mer- 
chandisers in all lines, and this 
has been brought about by the 
change in income tax payments 
from a total settlement in March 
for the preceding year to pay- 
ments each quarter based on es- 
timates of net income. 

To arrive at such estimates the 
contractor-dealer must base his 
net income upon some studied 
and approximately accurate cal- 
culation to keep out of trouble 
with the income tax office, and 
inasmuch as this calculation en- 
tails a forecast of operating re- 
sults for the quarter year to 
come, many are now “killing two 


birds with one stone” by budget- 
ing quarterly, forecasting the net 
profit they hope to earn, and fil- 
ing tax estimates accordingly. 

In the past, many contractors 
have found it necessary to 
amend their tax estimates fre- 
quently throughout the year, up- 
ward or downward, and this has 
focused attention on the diffi- 
culty of budgeting for a whole 
year in advance in these un- 
stable times, and so, the quarter- 
ly budget to synchronize with 
the quarterly tax payment is 
now considered the best man- 
agerial practice. 


Work for the "Pocket-Profit" 


Moreover, the tax increases 
and decreases with income, and 
it is now considered as much a 
business cost as depreciation or 
rent, so that the net profit is no 
longer the goal of the wise busi- 
nessman; it is the pocket-profit 
that he works to when lining up 
his estimates for a forthcoming 
period. The pocket-profit varies 
with the quarterly tax payment, 
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and this is not predictable a year 
in advance, as all taxpayers 
know from their experience with 
amended estimates as the year 
rolls on. 

However, the budgeting pro- 
cedure has not changed, neither 
has the need for a budget been 
lessened. If anything, a budget 
to guide the businessman is 
needed more than ever today. 
The only way to plan success- 
fully in this hectic period is to 
forecast sales, cost of sales, mar- 
gin, overhead expense and net 
profit for a forthcoming quarter, 
with the estimated figures 
checked against actual results 
and all substantial variances in- 
vestigated. Not only will this 
procedure assure better sales 
control and cost control, but it 
will help the contractor earn his 
anticipated profit and minimize 
amendments to tax estimates, 
which are troublesome, to say 
the least, if not a likely source of 
penalties levied by the tax office. 

The quarterly budget is set up 
in reverse, In other words, over- 
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BUDGET SHEET 
Month Sales Cost of Sales Margin || Overhead $ net % net Tax 
Est |Act |jEst Act Est {Act |/Est |Act |/Est [Act |/Est jAct |j/Est [Act 
Total 






























































Shown above is a suggested budget sheet or form which con- 
tractors may use in putting the ideas described in this article into 
actual practice. When figures for the budget have been compiled, 
they should be assembled and posted to the budget sheet. The 
estimated sales should be checked against actual sales; like- 


head expense is estimated first, 
then the desired net profit, arriv- 
ing at the sales figure last. 


How to Estimate Overhead 
In setting up his overhead ex- 
pense estimate, the contractor 
should use prior-period figures 
as the base of his calculation. 
When the yearly budget was 
feasible, experience figures cov- 
ering a prior year or more were 
used as the basis of calculation, 
but today this would be mislead- 
ing because business costs in 
ratio to sales change over a 
much shorter period of time than 
a year. Sometimes the ratios 
move upward or downward in a 
few months today, and so, the 
contractor cannot use prior-year 
experience figures as yardsticks 
with which to measure forth- 
coming operations. The prior 
quarter, and the same quarter 
for the prior year, are the period 
from which he should get the 
figures upon which to base esti- 
mates for the next quarter. 
Let’s suppose that a contractor 
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finds that his operating ratios for 
the prior quarter and the same 
quarter the prior year are as fol- 
lows: (Incidentally, the figures 
used in this article are merely 
illustrative and are not intended 
to represent the experience fig- 
ures of any member of this in- 
dustry.) 





Table A 
OW cig os oy ae hs 4 sos ee i 100% 
Cost of sales—labor— 

SRMUERINEN  55k-5 as 0'c. 00:0 8005 0.00 © 60 
Margin earned on sales ...... 40% 
Overhead expense ........... 35 
Net profit on sales .......... 5% 


When the contractor has de- 
termined his operating ratios to 
sales, he must transpose these 
percentages into dollar figures 
and to do this he works back- 
wards, so to speak. He estimates 
his overhead expense for the 
forthcoming quarter in dollars. 
This is not hard because over- 
head in a well-managed plumb- 
ing and heating establishment 
averages up about the same from 
quarter to quarter. 


103 


wise, the cost of sales, margin, overhead and net profit, and the 
results then entered in the proper column and month. This 
form can be typed or printed for a year’s entries, even though 
operations are budgeted on a quarterly basis. Other details are 
given in the article. 


$$$$35535 


If the contractor decides that 
his overhead expense for the 
next quarter will be, say, $5,250, 
and his overhead-to-sales ratio is 
35 percent as shown in Table A, 
he divides 35 into $5,250 to get 
one percent, or $150, then mul- 
tiplies by 100 to get the budgeted 
dollar sales for the next quarter 
because sales are always consid- 
ered 100 percent, in this case, 
$15,000. The remaining ratios 
then fall right in line as follows: 


Table B 


oe eee eee $15,000—100% 
Cost of sales—labor 
and materials .... 
Margin earned 
BT eee $ 6,000— 40% 
Overhead expense .. 5,250— 35 


9,000— 60 


Net profit on sales ..$ 750— 5% 


The sales volume figure, $15.,- 
000 as shown in Table B, is for 
the total quarter and the deal- 
er must split this figure into 
monthly totals to afford maxi- 
mum sales control and cost 
control. To get yardsticks for 

(Please turn to top of next page) 














A Practical Approach to Cost Control 


(Continued from preceding page) 
guidance, he must review his 
monthly sales for the same quar- 
ter in prior years, preferably the 
three years prior, and average 
them. Sales are sure to fluctuate 
from month to month in every 
business because of seasonal de- 
mands and other factors. Say 
that January sales averaged up 
for the three prior years to 30 
percent of total sales for the first 
quarter, January, February and 
March, then the _ contractor 
would use that percentage in fix- 
ing the current quota for Jan- 
uary and follow the same calcu- 
lating procedure to estimate the 
sales quotas in February and 
March: to wit: 


Table C 
Ore $ 6,000— 30% 
oo eee 4,000— 20 
EE bie ou.s sepog 10,000— 50 
oS eee $20,000—100% 


After setting his monthly sales 
quotas, he uses the dollar sales 
figure as a base to get his other 
operating figures in dollars. He 
applies the operating ratios 
shown in Table A as follows: 


” 


ly. It is much easier to “see 
ahead three months than an en- 
tire year, particularly in these 
unstable times. Businessmen 
who are budgeting quarterly 
state that they have been able to 
approximate actual results in 
about 80 percent of their com- 
pilations, which isn’t bad, con- 
sidering economic conditions 
today. Moreover, when they 
budget, they have their estimates 
under their orbs all the time, 
trying to bring actual results in 
line with their forecasts and this 
makes for the best in cost con- 
trol. 

The contractor need not follow 
the ratios exactly if he thinks 
they will deviate in the next 
quarter for any reason. He can 
adjust them in line with expec- 
tations. Maybe he wants to in- 
crease an advertising appropria- 
tion or spruce up his showroom, 
which will increase maintenance 
and repair expense over the 
prior quarter. If so, then he in- 
creases the overhead outlay and 
adjusts the percentage. 

Normally, additional promo- 
tional expense will bring in more 














Table D 
January February March % 
EE Oe Sa ere eT $6,000 $4,000 1$10,000 100% 
|. ere 3,600 2,400 6,000 60 
Margin on sales ......... $2,400 $1,600 $ 4,000 40% 
Overhead expense ........ 2,100 1,400 3,500 35 
Net profit on sales ....... $ 300 $ 200 $ 500 5% 


Estimated and actual figures 
seldom jibe, even in big com- 
panies where the managements 
have been budgeting for years 
and are quite skillful in forecast- 
ing income and outgo. However, 
when budgeting on a quarterly 
basis it is much easier to ap- 
proximate actual results than 
when budgeting on an annual 
basis. The contractor should 
have less trouble with his esti- 


mates when budgeting quarter- 


business. The contractor may 
then want to increase his dollar 
sales estimate for the forthcom- 
ing quarter. If expansion, mod- 
ernization or an increase in the 
inventory “carry” are contem- 
plated, these outlays should be 
considered, although they will 
not be figured on the operating 
statement, yet, such outlays af- 
fect operating costs and sales 
indirectly. 


Business today is getting more 
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and more complex, and so, it is 
necessary to plan every phase of 
it to keep in the clear. High 
taxes, high costs, inflation, are 
some of the factors that com- 
plicate operation today, also gov- 
ernment controls. The contractor 
cannot go ahead blindly these 
days if he is to keep out of finan- 
cial trouble. He must plan his 
work and work his plan and that 
means a quarterly budget. 


At first, of course, the esti- 
mates may vary somewhat from 
actual results because the con- 
tractor will be “green” on budg- 
etary compilation, but with the 
passing months, and close atten- 
tion to the figures, he will do a 
better job of forecasting as time 
goes by, and he will keep better 
control of his business costs, 
which is essential to maximum 
profits today. There is little use 
straining for maximum sales vol- 
ume if you can’t make a profit on 
it, and in many cases, the more 
volume a contractor does, the 
less he makes if his cost control 
is off the beam because the addi- 
tional volume over-taxes his 
organization and loss-leaks in- 
crease, sometimes substantially. 

If the reader desires, he may 
split up the master budget into 
departmental budgets, setting up 
estimated sales quotas and oper- 
ating ratios, tying the depart- 
mental figures into the total. The 
right time to start budgeting is 
right now, because higher costs, 
higher taxes, inflation, controls 
and the probability of a recession 
in a year or so will make the go- 
ing rough in the days to come. 
The National Assn. of Creditmen 
warns, “The end of the synthetic 
prosperity, in which industry has 
operated for so many months, 
may come sooner than is now 
anticipated.” 

If a slump comes the contrac- 
tor who is accustomed to budg- 
etary procedure will be able to 


ride the storm better than the 


one who barges ahead “in the 


blind.” 
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7 to 36 hp 
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STEEL BOILERS 


FOR MORE THAN THREE-QUARTERS OF A 
CENTURY the name KEWANEE has stood for the best 
in boilers... whether high or low pressure .. . for Heat- 
ing, Power or Industrial Process Steam. 

In sizes and types to produce 77,000 to 10,200,000 Btu hourly 
for low pressure heating ... or develop from 7 to 304 horsepower 
... there is a Kewanee just right for the purpose. 


KEWANEE BOILER CORPORATION 
KEWANEE, ILLINOIS 


Eastern District Office: 40 West 40th Street, New York City 18 
Ovwion of Aucnicay Rapiaroe & Standard Somtary cosrosation 









“500” SERIES 
30 to 304 hp 


meyteeee ge 
B ncetshe® : op 















Quality . . . always 


Kewanee is proud to 
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and Answers 
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FOR THE PRACTICAL MAN 





Another "On-Again, Off-Again™ 
Heating System 
To the Editor: 

Recently, we made a change in 
the basement piping of a 40-unit 
apartment building. A 500-gallon 
hot water generator was connected 
with 2-in. circulating lines to a 
high-test oil-fired heater. The coils 
in the generator and the steam con- 
rections had been abandoned and 
plugged for some time. The con- 
nections at that time were so ar- 
ranged as to give sufficient hot 
water. The oil consumption neces- 
sary to maintain this situation was 
never checked, however, but I am 


EACH month 
we offer a prize 
of $15 for the 
most _ interest- 
ing and signifi- 
cant technical 
problem pub - 
lished in this department. These 
problems can be of any sort as long 
as they deal with some aspect of 
plumbing, heating, air conditioning 
and appliances. 

The winning “Problem-of-the- 
Month,” selected for publication by 
our editorial staff, is published 
without an answer. This month’s 
winner follows below. (Address all 
entries to “Problem-of-the-Month 


Editor.”) 


The Problem-of-the-Month 
Contest Problem No. 2 
To the Editor: 

An interesting situation has de- 
veloped in connection with a 
plumbing job we have just finished. 
The architect’s plan shows the 
hookup of the sinks in the hospital 
kitchens and cafeterias as shown in 
my sketch “B” (Fig. 1., at right)— 
that is, a solid hookup with the 
house drain, using a grease inter- 





informed that there was sufficient 
hot water. 

We checked the apartments for 
capacity of storage tank and recom- 
mended to our customer a 1200- 
gallon tank with an adequate heat- 
er, from the new steam heating 
boiler which we installed to ac- 
comodate this added feature. 

The owner at this time decided 
that if the present 500-gallon stor- 
age tank was large enough to ac- 
comodate the demands, which 
eventually was the case, he could 
not see reason enough to abandon 
the present tank for a larger one. 

We then suggested that he install 


ceptor or separator properly vent- 
ed. Also there is a floor drain, 
properly trapped and revented, in 
close proximity to the sinks, 

We hooked the job up according 
to the architect’s plans. Then the 


a large enough heater with a re- 
covery for 1000 gallons, using the 
present storage tank. At last we 
installed upon his recommendation 
a heater large enough to heat 650 
gallons of water, 40 to 140 F in three 
hours, boiler water at 200 F, boiler 
ccnnections 3 in. And at this time 
we reduced our circulating lines at 
the heater from 21/, in. to 2 in. and 
connected to the present storage 
tank, which is in poor condition. 
After we completed our piping 
change, the job did not seem to 
give satisfactory performance. 
Sometimes the circulating lines 
(Please turn to top of page 108) 


State Inspectors came to look at the 
job, and they told us to change the 
hookup to conform to sketch “A” 
(Fig. 1, below). 
We are wondering why _ this 
(Please turn to center of page 175) 
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RAVENSWOOD 
PRESBYTERIAN CHURCH 


Chicago, Ill. 






















ANOTHER CASE 


GOFF 


(Below-Top) Section of radiant panel 
heating system before concrete was 
poured. 16,500 ft. of %"; 2,000 ft. 
of 1%" and 1,500 ft. of 1/2 Revere 
Copper Water Tube were used. Archi- 
tect and Engineer, Benj. Franklin 
Olson; General Contractor, Harry C. 
Bjorklund & Son; Revere Distributor, 
The Davies Supply Co., all of Chicago. 
Harden Heating & Air Conditioning 
Co., of Elmwood Park, Ill., was Heat- 
ing Contractor. 


(Below-Bottom) Shows arrangement 
of balancing cocks on a return header. 
System was designed for zone con- 
trol, a most important requirement for 
efficient operation in this type of 
edifice. 
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HURCHES, schools, colleges, municipal, office and similar === 





buildings must be built to last. It’s the only way to make 
them pay. That’s why you'll find enduring materials like 
copper, brass and bronze used in so many places in so many 
of them. 

The lasting quality of Revere Copper Water Tube was one 
of the reasons for its being used for the radiant panel heating 
system in the Ravenswood Church. Revere Copper Water 
Tube is non-rusting. It costs no more for workmen to install 
because its 60’ lengths are easy to bend and handle... it 
requires fewer fittings than rustable, short-lived materials. 
What joints are necessary are permanently soldered in a 
jiffy. That’s why more and more architects, engineers, 
builders and contractors have been using it where it counts. 

Although copper tube cannot now be used in civilian in- 
stallations of radiant panel heating, we cite the Ravenswood 
Presbyterian Church to remind you of thé merits of Revere 
Copper Water Tube over other materials so that when copper 
is once more permitted you will again use it. Meantime 
remember, you can still use Revere Copper Tube in under- 
ground service lines, domestic hot and cold water supply 
lines, industrial processing and for gas equipment. 

Revere Copper Water Tube is available in hard and soft 
tempers in straight lengths; also in 60’ coils in soft temper. 
Each length is marked with the Revere name. Look for this 
mark, It assures you of uniform quality. These materials are 
available through your Revere Distributor, who will also put 
you in touch with Revere’s Technical Advisory Service in the 
event you wish to discuss your technical problems. 
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REVERE 


COPPER AND BRASS INCORPORATED 


Founded by Paul Revere in 1801 
230 Park Avenue, New York 17, N. Y. 


Mills: Baltimore, Md.; Chicago and Clinton, 1/1; Detroit, Mich; 
Los Angie and Riverside, Calif.; New Bedford, Mass.; 
¢ ales Offices in Principal Cities, Distributors Everywhere 


SEE "MEET THE PRESS" ON NBC TELEVISION EVERY SUNDAY 


Rome, N. Y.— 











Questions and Answers 


(Continued from page 106) 





Fig. 2: Below is the boiler and hot water 
hookup for a job that first functioned poor- 
ly, recovered for three months, and then 
tailed again. Possibly, this was due to the 


fact that a higher temperature was main- 
tained during the three months of good 
operation. 
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“On-Again, Off-Again"™ 
System (Continued) 


would work and occasionally they 
would not. This faulty operation 
occurred for about two weeks. 

However, it started to function 
and continued to operate to the 
satisfaction of all concerned for the 
months of November, December 
and the first two weeks of January. 

At that time it stopped circulat- 
ing, and since then the system has 
not worked. We are now installing 
a circulating pump between the 
heater and the storage tank, con- 
trolled by an aquastat on the same 
line. (See Fig. 2, above.) 

Is it possible that a valve in a 
remote location could be the cause 
of this condition? 


As an example: we had an ex- 
perience in a home involving a 
volume control valve in the shower 
stall. This was closed by mistake 
instead of the actual control valves, 
and this situation prevented the 
water in the automatic storage tank 
in the basement from heating. 

Pennsylvania E. W. 


To the Reader: 
It is difficult to understand how a 
system would fail to function, then 


work for 214 months, and then fail 
again. One possible explanation is 
that the boiler may have been 
maintained at a higher temperature 
during November, December and 
January, and now, during the 
milder part of the season, is grad- 
ually being lowered. This would 
generally mean that water would 
recirculate by gravity much faster 
at the higher temperatures, and 
hence might have overcome some 
minor restrictions in the recirculat- 
ing lines. Perhaps if the recirculat- 
ing lines were opened up and the 
pressure drop measured by running 
cold water through them, the pipe 
with the defective valve or obstruc- 
tion could be found and repaired. 


Another Point to Check 


One other point to check is that 
the cold water supply tank is rather 
close to the cold water supply from 
the tank to the heater, and possibly 
the fresh water is short-circuiting 
and going from the city supply to 
the heater and then directly to the 
faucets. If this condition exists, you 
are trying to use the heater as a 
tankless heater, and it no doubt 
does not have enough capacity. 

Pennsylvania E. J. W. 
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Drainage of Plumbing Systems 


To the Editor: 

As a manager of a hotel one of 
my most serious problems is the 
heating maintenance of our main 
building during the closed periods. 
This building is a two-story struc- 
ture containing approximately 
seventy rooms and is about thirty 
years old. It has settled consider- 
ably, and of course the plumbing 
has deteriorated as a result. 

Is there any way that we can 
close down this building in the 
winter without jeopardizing the 
plumbing system? It is our under- 
standing that were we to drain this 
structure, some water would still 
remain in the curved portions of 
the pipe and that this would freeze, 
causing a rupture in the piping. Is 
this true? 

This building also has a sprinkler 
system for fire which also must be 
drained. 

N. Y. V. B. 


To the Reader: 

If in draining down a plumbing 
system it is feared (or known) that 
water will remain in the pipes due 
to sags or traps in the line, espe- 
cially the water supply lines (per- 

(Please turn to top of page 175) 
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Say goodbye fo the hard-to-get lead pan for Tile Showers 


€ A: 





Save money . . . Save time 
Make a better tile shower floor 














































‘ rt 
y Rater ee Lo 9h SN aR, 1 find that Fiat precast receptors 
cee fe! i are readily accepted by building 
ss : | 
and tile contractors because they 
ar iy save money and speed construc- 
tion time. And you can get them 
on the job without delay; avail- 
FSi ith 3 able under the government 
— ; . defense materials program. 
oe ae 
€: ne: Ra Skee ; z ¢ 3 : STANDARD SIZES: 
Bs iM : - SS < ei Sons y ‘ 
AR one ‘< ar Square type 
" my he ts 2» * : ‘ “ 
SS See eee ae LOR 32” x 32 
i 5 4 apt nS ’ “ 
ay ages Baty al he ee 36” x 36 
S ; 40” x 40” 


Corner type 
‘| 36" x36" 
, 40” x 40” 


The Fiat one piece precast — struction of fill, lead pan, 


receptor slab will not be — grout and tile. The rustproof Available for prompt delivery 


affected by settlement of the —__ metal receptor flange encases 


the tile walls making a 


building as would the old- 


fashioned “multi-layer” con- _— leakproof connection. 


FIAT METAL MANUFACTURING COMPANY 
THREE COMPLETE PLANTS 
(Chicago area plant) Franklin Park, Ill. 
Long Island City 1, N. Y. Los Angeles 33, Calif. 
In Canada: Fiat showers are made by Porcelain and Metal Products, Ltd., Orillia, Ontario 








According 


ro LAW 


DURING THE PAST FEW MONTHS the courts have 
handed down many legal decisions of interest to 
plumbing, heating and appliance retailers. Do- 
MESTIC ENGINEERING feels that the causes and re- 
sults of some of the more outstanding cases will 
assist its readers to avoid costly litigation in the 
operation of their business, as well as assist them 
to win law suits which cannot be avoided. 


= 
= 
= 
= 
= 
= 
= 
=> 
= 
= 
= 
= 


MOopERN HIGHER COURTS consistently hold that a 
contractor may, without liability, cancel a con- 
tract of sale, if the seller fails to make delivery 
or shipment of the purchased merchandise on the 
promised date. 

In one case the testimony showed facts as fol- 
lows: A plumbing company signed a contract with 
a distributor for certain plumbing materials. The 
contract contained a clause that the materials 
would be shipped within thirty days from that 
date. The materials were not shipped until two 
weeks after such 30 day period. The plumbing 
company refused to accept delivery of the mate- 


Orders Should 
Specity 


Delivery Dates 





rials and the distributor sued the company for 
the full contract price. The higher court held that 
the distributor could not recover any payment, 
and said: 

“Delivery was to have been made to the carrier 
within thirty days. This was not done; in fact, as 
said heretofore, such delivery was only made some 
two weeks after expiration of the thirty day 
period. This delay brought about cancellation of 
the contract under which defendant was acting. 
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This continuing review of legal decisions 
will help plumbing, heating and air con- 
ditioning contractors avoid litigation . . . 





The judgment that absolves defendant from lia- 
bility for the price of the cabinets is not only 
supported by law, but is bolstered by equitable 
principles and considerations.” 

Citation: Levingston Supply Co. v. Lincoln Sup- 
ply Co., 49 So. (2d) 633. 


RECENTLY A HIGHER CouRT held that a law is valid 
which requires plumbing contractors to furnish 
employees with safe tools. 

In this particular case, it was shown that an 


Contractor 
Must Furnish 


Safe Tools 





employee was seriously injured when a ladder fur- 
nishe’ by his employer broke. The employer was 
convicted in the lower court of “causing his em- 
ployee” to use a ladder with wood side rails hav- 
ing a slope in the cross grain greater than the 
minimum safety standards provided by a law. The 
higher court approved the verdict, saying: 

“Clearly it is within the power of Congress to 
impose upon an employer the duty of ascertain- 
ing at his peril whether or not his equipment com- 
plies with set minimum standards.” 


Citation: Davis v. District, 59 Atl. (2d) 208. 


Wholesaler Asks a Question 

Recently a reader wrote an interesting letter, 
in part as follows: I am a wholesaler of plumb- 
ing goods and some time ago I made a verbal con- 
tract to sell certain materials for a manufacturer. 

I hired two salesmen and added other salesmen 
later on and took orders for a large quantity of 
merchandise. The manufacturer now refuses to 

(Please turn to top of page 240) 
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WHERRY HOUSING PROJECT, CHA- 
NUTE AIR FORCE BASE, Rantoul, IIli- 
nois—all 800 units of this government 
housing project are equipped with American 
Sanitary brass goods. 

JONATHON WOODNER COMPANY, 
Washington, D. C., General Contractor 


la ina! HAYS PLUMBING & HEATING CO., 
Champaign, Illinois, Plumbing Contractor 
yer was MAY COMPANY, 
his em- Galesburg, Illinois, Plumbing Wholesaler 
ails hav- 
han the 
law. The ; 
1g: < ’ @ Yes, the “top brass” can be sure 
gress to = Ss > of the best brass in plumbing when they 
scertain- ' 2300-2302 pick American Sanitary. In this case, 


ent com- ; <3 \ Tubing Traps it’s American Sanitary wastes and 
ae uy . overflows, sink and lavatory traps and 


—* Ns & 2588FC-2768FC supvli ini : 

i . pplies throughout. Combining high 

) 208. RS Oe © oe FavatorySupply quality with moderate price, American 
Sanitary plumbing supplies naturally 
make superior installations. 

letter, ~ a _ - as , as 

sien WE DISTRIBUTE THROUGH WHOLESALERS ONLY) 

‘bal con- 

aoe AMERICAN SANITARS 

alesmen 6 


untity of 


oe 4 MFG. CO. ABINGDON, ILLINOIS 
OVER FORTY YEARS’ LEADERSHIP IN THE PLUMBING INDUSTRY 
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“You may have to stand outside!” 


REMEMBER Aesop’s fable of the camel 
and his master--how the kind master allowed 
the shivering beast to put into the tent first 
his head, next his shoulders, then his forelegs! 

And then the camel said, “Master, I think J 


ought to come wholly inside,” and crowded 
in. Immediately he said, “There is hardly room 
for us both, soI think it would be better for you 
to stand outside so I can turn around and lie 
down.” And without further ado, the camel 
kicked the man out and took the entire tent. 

Men have heard this story for 2,500 years-- 
repeatedly have seen how it illustrates what 
happens when one man or group of men gain 
power over others. Men saw it happen in 


Italy and Germany when Mussolini and Hitler 
took over. Men saw it happen in Russia. 
Even here in America a similar trend is evi- 
dent. Powerful influences overlook no op- 
portunity, through political manipulation, 
central controls and bureaucratic regulations, 
to intrude more and more in our private lives. 
The situation demands continual, alert watch- 
fulness by all citizens who believe in indi- 
vidual liberty and freedom, to prevent this 
camel of big government from creeping fur- 
ther into the tent. Before we realize it, “we, 
the people,” the master, may find ourselves 
“standing outside.” In America it is govern- 
ment, which is the servant of the people. 


The Youngstown Sheet and Tube Company 
General Offices -- Youngstown 1, Ohio 
Export Offices--500 Fifth Avenue, New York 


MANUFACTURERS OF CARBON ALLOY AND YOLOY STEELS 


The steel industry is using all its resources to produce more steel, but it needs your help and 
needs it now. Turnin your scrap, through your regular sources, at the earliest possible moment 
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The Leaders’ Story for this Month .. . 


How to Sell the $3000 ‘Package’ 


POSSESSING UNIQUE ADVANTAGES enjoyed by no 
other type of retailer, the domestic engineering 
dealer is in the best position of any merchandiser 
to successfully and consistently sell the $3,000 
complete kitchen “package.” 

A survey of typical dealers in all sections of 
the nation does more than confirm this opinion. 
It provides striking evidence that more and more 
dealers, capitalizing on these inherent advantages, 
are intensifying their complete kitchen merchan- 
dising, planning and installation activities. 

In its broadest sense, ‘the complete $3,000 
kitchen “package” would include major elements 
of three basic components: 

1. Plumbing, including sink and, in custom 
installations, sink frame and counter top. 

2. Major appliances—refrigerator, range, 
dishwasher, freezer, automatic clothes washer 
and dryer, ironer and, upon occasion, table-top 
water heaters. 

3. Cabinets, both wall and base, and including 
accessory items such as tiling and counter tops. 
Sometimes it is necessary or desirable to assume 
reponsibility for intallation of other items like 
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ventilating fans, auxiliary heaters and lighting 
fixtures. 

Sale of the complete “package” provides many 
benefits other than the obvious profit gain. 

If any evidence of versatile efficiency were 
needed, it is most certainly provided when the 
domestic engineering dealer installs a complete 
kitchen, in the course of which he may assume 
full responsibility for the work of related crafts— 
tiling, carpentry and electrical, for example. Be- 
sides being liked by the purchaser, this single 
authority responsibility enhances the already 
good reputation possessed by most domestic engi- 
neering dealers. Increased volume in all depart- 
ments is a logical result. 

If properly planned—well-balanced and co- 
ordinated—the complete kitchen becomes a har- 
monious and appealing “silent salesman” when 
viewed by friends of the proud purchaser who 
often turns out to be a volunteer salesman. 

Among other benefits are those relating to ap- 
pliances included in the “package.” 

When merchandised on this basis, the “season- 


(Please turn to top of page 116) 


A Leader in Transition .. . 





New showroom of E. E. Hubbard and Son, Monticello, Ill., 
constituted major phase of program which boosted this 
domestic engineering dealer to local prominence as out- 
standing leader in plumbing, heating, appliance and com- 
plete kitchen sales in just two months. 
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SELLS 
BEST | 


because.. 


Every dealer in kitchen cabi- 
nets or bathroom fixtures 
knows the powerful sales ap- 
peal of the Formica name cre- 
ated by colorful, hard-hitting, 
national consumer advertising. 
There are several ways to harness 
this popular demand for Formica to 
make it work for you. 
Many national and regional manufac- 
turers of kitchen cabinets and the bathroom 
Vanitory® offer genuine Formica tops on 
their standard units. Specify it by name when you 
order. 
But beyond this, there is a Formica fabricator near you with 
whom you should have a working agreement for custom making 
of kitchen tops and bathroom counter top lavatories. The magic of Formica can help you sell complete jobs 
that include profitable but less glamorous equipment. 
Look under ‘Plastic’ in your classified phone book. If you fail to find one listed, we will be happy to rec- 
ommend one near you. Write Formica, 4659 Spring Grove Ave., Cincinnati 32, Ohio. 


—— 


—— 
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“Just as good” is a fable. Look for the label. 
Insist on genuine Beavty Bonded Formica. 


_ 


Kitchen by Urban Woodworks, Inc., Corona, 
N. Y. Bathroom, Robert Kennedy, Architect. 
Hume Corwin, Contractor. Cincinnati, Ohio. 
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NUTONE, INC., Dept. DE, Cincinnati 27, Ohio 


Fee_Ee Gentlemen: Rush complete information. 
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Address 
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(Continued from bottom of page 113) 
al” factor is virtually eliminated. For example, a 
refrigerator can be sold as part of a complete 
kitchen as readily in December as in June, July or 
August, the months normally considered best for 
single sales of this product. Thus, a stabilizng 
factor is introduced into the individual dealer’s 


appliance sales program. 

Deluxe quality appliances can be sold more 
easily when included as a part of the “package,” 
because they most readily comply with the usual 
high standards of quality established in the total 
plan. Better individual item profits result. 

At the same time, the necessity of meeting 
“cut rate” competition can be virtually eliminated 
as a sale factor, since in selling the complete 
“package” the dealer is stressing tailored harm- 
ony and quality rather than indivdual product 
price. 

Complete kitchen selling is much more than 
the multiplication of its components. It is, in fact, 
a different kind of business, requiring superior 
qualifications by the dealer, in three primary 
operational fields—planning, merchandising and 
installation. 


Planning Considerations 

In planning, the dealer must understand the 
mechanics of kitchen utilization—the science in- 
volved in proper positioning of the various ele- 
ments for most efficient, labor saving use. More 
than this, though, planning involves an under- 
standing of the supply and waste piping in the 
building, since the key fixtures and appliances 
will be water connected 


Since a well-planned kitchen design often is 





Plumbing 
+ Appliances 

+ Cabinets 

+ Allied Lines 
= the $3000 


Kitchen Package 


the key to a sale, kitchen planning overlaps and 
integrates with merchandising. The complete 
kitchen merchandiser will employ every possible 
means to stimulate interest in his service, identify- 
ing himself strongly as a complete kitchen special- 
ist, emphasizing the quality products he stocks 
and sells, and using. all modern sales tools and 
techniques. 


One Installation Sells Another 

Installation is, of course, keyed to the other 
two activities. Good instalation, a “must” if the 
dealer intends to remain in the complete kitchen 
business, often sells other installations. At the 
same time, efficiency of the installation hinges 
to a large extent on the care and efficiency dem- 
onstrated in planning the kitchen. Actual installa- 
tion means much more than a license and the 
ability to hook up. It means the management of 
installation crews and the scheduling of equip- 
ment and manpower in order to provide quick 
dependable and economical installations. 

In this connection, supervision over (or co- 
operation with) related crafts such as carpenters, 
tile setters or electricians, often is a basic require- 
ment to satisfactory installation of a full kitchen 
“package.” If the domestic engineering dealer 
does not do such work with his own employees, 
he usually has good relationships with appropriate 
subcontractors as a result of his contract experi- 
ence. 


What Are the Dealer's Advantages? 

In summary, the outstanding advantages en- 
joyed by the domestic engineering dealer in the 
complete kitchen field are as follows: 
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Merchandising + Planning + 
Installation = the Sale of the 


$3000 Kitchen Package... 


1. Ability to plan properly, based on con- 
struction “know how.” 

2. Installation efficiency, a “natural,” with the 
domestic engineering dealer. 

3. Ready entree to the home, a definite mer- 
chandising advantage for the development of 
leads for complete kitchen sales. Service work 
provides a continuing contact between the home 
owner and the dealer. He and his employees 
work in the kitchen, laundry room and utility 
room of the home owner and are in a position to 
note remodeling needs. 


How New Projects Can Be Sold 


The relationship between the domestic engi- 
neering dealer and his customer is even more 
fortunate when kitchen and home laundries are to 
be supplied in new apartment buildings or hous- 
ing projects. In these instances, the domestic en- 
gineering dealer is in touch with architect and 
general contractor at the inception. His bid for 
the complete plumbing installation may, and often 
does, include kitchens and laundries as an alter- 
nate. Because of the economies to be effected by 
single management of related instalations, the do- 


In merchandising the broad scope of complete kitchen and other 
activities, E. E. Hubbard and Son, Monticello, Ill., employes the 
statement, “We Sell, Install, Service and Guarantee” at his 
store entrance and in all advertising and promotional literature. 


mestic engineering dealer usually gets the entire 
contract. 


4. Reputation for quality. When a complete 
kitchen and/or laundry is to be purchased, the 
buyer is unwilling to take chances with firms 
which cannot provide a complete, unqualified 
guarantee, or which lack a high reputation for 
mechanical installations. High pressure selling 
offers no substitute for a relationship based upon 
the confidence of the customer in his domestic 
engineering dealer. As an illustration of this 
point, surveys have shown that the domestic en- 
gineering dealer actually controls the brand of 
mechanical equipment to be purchased in at least 
80 percent of the cases. 


Coupled with these advantages are the do- 
mestic engineering dealer’s stability, his good 
standing in the community, and the total scope of 
his operation, embracing as it does allied and rele- 
vant goods and services. 


The domestic engineering dealer should be 
fully aware of these advantages so that he can 
capitalize upon them fully in his complete kitchen 
and laundry business. This month’s section shows 
how leading domestic engineering readers are 
making these advantages mean profits for them, 
























Merchandising 


Smart merchants are using all modern 


sales aids to build “package”’ volume. 
** Advertising Helps Get the Prospects.” 


WITH MORE THAN HALF of his complete kitchen 
business coming from old customers, the average 
domestic engineering dealer who has achieved 
success in this field is expanding his use of modern 
merchandising aids to develop greater kitchen 
sales volume. 

Cooking schools, consumer contests and in- 
creased outside sales staffs are among devices 
being employed in addition to other more general 
techniques. 

A recent survey among representative dealers 
with aggressive complete kitchen operations sug- 
gests, however, that certain basic merchandising 
activities are prerequisites to expanded promo- 
tional activities. 

All those questioned had good showrooms with 
one or more complete model kitchens; all consider 
a completely satisfied and happy customer a prime 
sales asset; all identify themselves strongly, in 
one way or another, as complete kitchen spe- 
cialists, and all advertise their services widely and 
consistently. 

With a new store and a 60 by 120-foot showroom, 
W. E. Gilbert, West Chester, Pa., rates the result- 
ing store traffic as his most important sales asset. 
A complete model kitchen is prominently visible 


from the street through broad windows; the re- 
mainder of the salesroom is liberally stocked with 
all major appliances, together with plumbing and 


heating products. He reports that his salesroom 


And On Display has produced jobs up to $10,000 including, of 


In Stock course, plumbing and heating equipment in addi- 


tion to kitchens and appliances. 
At the same time, Gilberts employs all other 
advertising methods, including billboards, coop- 


(Please turn to center of page 256) 


4 
In a aie --- pa eae The F Se ibaa! Top: Hubbard employs a wide variety of sales aids to dramatize 
Come s Plan his business. Included here are sound-slide projector, baseboard 
Ask Us About Our Easy Term heater cutaway, glass insulating wool, temperature recorder, tile, 
s linoleum and porcelain samples, and “piggy bank” giveaway. 


bbard & Son Center: Direct mail, using manufacturers’ literature and his 
own material, keeps customers aware of Hubbards products and 

services. 
Plumbing - Heating - Appliances 
We Sell- install-Service-Guarantee Bottom: “Freezer sales in January?” When local locker plant 
burned down, Hubbards saw the chance to push freezer sales; 


ran big newspaper ads and moved freezers to salesroom window. 
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Series 2000 Packaged 
Hydro - Jet Fractional 
Horsepower for deep or 
shallow wells. 


Series 420 Shallow Well | 
. Pump. For total suction | 
_ lift not exceeding 25 feet 


Series 2500 Hydro-Jet with 5 Horse- 
power for deep or shallow wells. 


C McDonald- 


Series 5 26 
Automatic-Electric 
Cellar Drainer 


FOR RUNNING WATER UNDER PRESSURE IT’S MSDONALD PUMPS 


Whether the job calls for a deep or shallow well recipro- 
cating system, or if the most practical installation would 
be a jet or submersible, McDonald’s production is 
geared to meet your needs. Above are five of our 

most popular models . . . each individually tested, ready 

to go on the job immediately. The best way to sell run- 


ning water is to sell McDonald. 


Write for our Free Catalog P-50P. It contains information 


on our complete line. 


A. Y. MCDONALD MFG. CO., 





UOC aah ewe §=PUMPS » BRASS GOODS - Oil EQUIPMENT 
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Planning... 





A good plan is the knot on the 
‘package,’ ’tieing all complete 


kitchen elements into one unit 


Sound, scientific planning is vital to success 
in the complete kitchen business. 


A good plan often sells the “package.” 


A good plan means good installation and a 
satisfied customer. 


A satisfied customer means future business. 


The plumbing-heating-appliance dealer gen- 
erally is better equipped to execute a good plan 
than are retailers of other types. 


This is the consensus of representative domestic 
engineering dealers who have achieved local 
prominence as specialists in merchandising the 
$3,000 complete kitchen “package.” 

Planning and merchandising are intermingled 
and interrelated—dependent upon each other. The 
initial contact may be developed from advertis- 
ing; the prospect’s interest may be whetted by 
a visit to the salesroom and an inspection of model 
kitchen displays, but the actual sale may not be 
consummated until tangible plans and sketches 
are made which allow the prospect to visualize 
her future kitchen. 

Virtually every dealer questioned reported the 
use of floor layouts, rough sketches and/or other 

(Please turn to top of page 125) 





A plan (left) becomes a reality (below). Many 

dealers use miniature kitchen kits in laying out 
’ prospective kitchens; customer can see easily 
what remodeling will do for this important room. 

























Three steps can save steps—help sell the “package.” Diagram 
below shows major centers for food storage, cooking and prepara- 
tion. “This scientific approach ‘Rings the Bell’ with most women,” 
dealers say. 
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“The Electric Water Heater can bo 
sold to present appliance users,” 
says Mr. Fletcher, ‘‘and it can be a 
worthwhile part of total sales. I’ve 
yet to find a person who wasn’t 
interested in water heating which is 
automatic, safe, highly efficient and 


installation and low operating cost. 
‘And the installed profit is the net 


ten to fifteen years old that have 

never had a service call. Users will 
thank you for having sold them an 
Electric Water Heater.” 





Be sure your customer buys 
a size that’s big enough to 


take care of any day's maxi- 6411 and Install ELECTRIC WATER HEATERS... They're what people want! 


ELECTRIC WATER HEATER SECTION 


clean—plus the factors of convenient 


profit. There is practically no service 
liability. We have many installations 


Are you taking advantage of Electric Water Heater 
features—the cleanness, the economy, the long life, com- 
pletely automatic operation and freedom from trouble? 
Installation can be made anywhere that’s most efficient 
and convenient, because there’s no flue or vent. Another 
Electric Water Heater advantage you can stress—the 
choice of either tank or table-top models which can be 
installed right “‘in line’ with other kitchen appliances. 


National Electrical Manufacturers Ass2-iation, 155 East 44th Street, New Yorx 17, N. Y. 


ALLCRAFT + BAUER - BRADFORD + CRANE-LINE SELECTRIC - CROSLEY + DEEPFREEZE + FAIRBANKS-MORSE - 


FOWLER + FRIGIDAIRE 


GENERAL ELECTRIC - HOTPOINT + HOTSTREAM + JOHN WOOD ~ KELVINATOR - LAWSON + MERTLAND + MONARCH + NORGE 


PEMCO . REX + RHEEM - SEPCO + A.O. SMITH + THERMOGRAY + TOASTMASTER - 
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Water Bearing Appliances 
Make a Double Profit for Me, 





sca 7 





C. J. ERICKSON 


Progressive master plumber 
and Hotpoint dealer in Chicago. 





And there’s a double profit for all plumbers who 
merchandise as well as install Hotpoint’s complete 
line of water-bearing electric appliances. Why be 
satisfied with just labor-profits when you can make 
a double profit by effecting the sales? Somebody 
makes the sales profit... it might as well be you! 

Recommend electric appliances bearing the 
Hotpoint label. Your customers know the quality 
values and enviable performance record of all 
Hotpoint products. They build prestige for those 
who sell them. 

Hotpoint’s full line of electric water-bearing 
appliances includes Magic Circle® Water Heaters 
... Automatic Electric Dishwashers ... the amazing 
Hotpoint Disposall® Food Waste Disposer . . . Auto- 
matic Clothes Washers, plus the sensation of the 
i ~_- industry —the new Hotpoint Automatic Clothes Dryer 


HOTPOINT Combination Dishwasher-Sink and Disposall Wil CAREW Dey Fatien. Cet he Seuh wih 
Here's the double-profit combination that's tailor-made for the Hotpoint distributor and get on the track to 


merchandising plumbers. The Hotpoint Combination Dishwasher-Sink double profits with Hotpoint. 


with Disposall Food-Waste Disposer offers the biggest potential market in 
;} the business—First with Front Opening . . . First with Electric-heat 
Drying ... First in Consumer Demand . . . First in Sales. 
















HOTPOINT INC. (A General Electric Affiliate) 5600 West Taylor Street, Chicago 44, Illinois 
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Strong identification with 
the kitchen and appli- 
ance business is made by 
W. J. Baumbach, Inc., 
Arlington, Va., on front 
of this modern, complete 
showroom. 


Planning. . . 


(Continued from bottom of page 120) 


Visualization mediums in connection with the sale. 
Blueprints, specifications, manufacturers’ suggest- 
ed setups and miniature facsimiles are among de- 
vices utilized in this behalf. 

The Success Plumbing Co., Racine, Wis., goes 
to what some might consider “exceptional” effort 
in kitchen planning. But according to W. A. San- 
derhoff, owner, the company reasons, “When you 
sell a complete kitchen, you are selling an intan- 
gible . . . something more than just placing sink, 
cabinets, counters and appliances in a room. We 
must be satisfied the customer is satisfied.” 

Thus, before any measurements are taken at 
a prospective customer’s home, anywhere from 
two to six hours are spent with both husband and 
wife determining: How many meals are cooked 
at home, what type of cooking is done most, what 
is the extent of entertaining, how much cabinet 
space is required, what is normally stored in the 
kitchen besides food and utensils and where are 
meals eaten? 

At this same interview the prospect’s views on 
kitchen design and decor and intended expendi- 
tures are also elicited. 


Lets the Rough Sketch “Age” 


In cooperation with Mrs. Sanderhoff, who 
studied interior decoration in order to be of help 
in this activity, a rough plan is drawn—“some- 
thing anyone can do”—and allowed to “age” for 
a week or. two or even longer. Then, after pene- 
trating consideration, a final design is prepared 
incorporating, where functional, such features as 
islands, angle walls, snack bars and multiple 
sinks, for example. This is usually a combination 
of a floor plan and perspective drawing. 

That this infinite care in planning “pays off” is 


W. W. Ellett and Son, Richmond, Va., believe in identifying 
their place of business as the “kitchen planning center”, by 
this attractive letterhead and other methods. 


| 





W.W. Sllett & Son 


Kitchen Planning Center 


PLUMBING APPLIANCES HEATING KITCHENS 








| 420) NORTH AVENUE RICHMOND 22. VA, DIAL 5.2368 








Styling themselves as “kitchen specialists” and assuming respon- 
sibility for the entire job is the keynote used by John G. Webster, 
Washington, D. C., in phone book ad. 


GENEVA KITCHENS 


Installed by JOHN G WEBSTER CO. 


WE DO. THE ENTIRE JOB — 
ONE RESPONSIBILITY. 
Licensed electricians and plumbers. 
We have our own carpeoters. 
FREE ESTIMATE AND PLAN 
Eavventent Terms © Evening Estimates 
Visit eur model hitchens 


+ §Terling 6100 


















Gorn Satordays Ti 6 


txbtiched 1912) 
- : Open. Thorsday: TH! ¢ 


Free Patking 


O27 F ST HW. 
(Oppevite the Hecht Co.) 











attested by the fact that in the two years in which 
complete kitchens have been an active depart- 
ment of Success Plumbing, this work has been 
responsible for 57 percent of total volume. Mean- 
while, plumbing has increased 200 percent. 

However, it is in the relationship between the 
plan and the installation that the domestic engi- 
neering dealer emerges and assumes his true stat- 
ure as the best qualified man for the complete 
kitchen job. 

Discussing this phase of the operation, George 
Groote, head of Groote Plumbing and Heating 
Co., Chicago, says, “It’s basic!” 

“Most kitchen jobs are for remodeling. (Survey 


(Please turn to top of page 263) 


























Top of page: Using 
the frame as template 
for sink opening. 


2nd from top: Placing 
the sink into opening. 


2nd from bottom: 
After caulking the 
seal, special clamps 


hold sink. 


At right: The finished 
job—water-tight and 
sanitary. 


+ 


Installation... 


Water-tight counter top sink seals are a 
“must”? if kitchen installations are to 
be satisfactory. The new sink frames 
provide a full answer to this problem 


Installation comprises the third component of 
the complete kitchen “package.” Obviously, un- 
less merchandising and planning result in installa- 
tion, there is no “package.” The importance of 
this step will be discussed in future issues of 
DomeEstTIc ENGINEERING. One branch of this opera- 
tion is reviewed herewith. 


AN IMPORTANT DEVELOPMENT in kitchen plan- 
ning and one which has been a boon to discrim- 
inating purchasers in recent years is the clamp-on 
type of sink frame, used in installing custom-built 
counter tops. Its ease of installation and its appeal 
from the standpoints of sanitation and durability 
have helped the complete-kitchen business greatly 
by these improvements in the custom-built coun- 
ter top. It should be given serious consideration 
in quality planning. 

The clamp-on sink frame was designed to solve 
the problems encountered in sealing the space 
between top and sink in a counter installation. 
Even semi-skilled mechanics can install it quickly 
and easily and be reasonably assured of com- 
pletely sanitary and waterproof results. No rab- 


(Please turn to center of page 255) 
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There’s so much to SELL about Whirlpool Auto- 
matic Washers and Dryers... great features, made 


Syds-Miset doubly famous through the contagious over-the- 








back-fence selling of owners everywhere. 
(Optional) cn : sel > 
ghe hot gn and hot The gas or electric Whirlpool Dryer — fully auto- 
est se. Saves OF es! matic— with Forced-Flo circulation and “‘outdoor- 
wates fresh” Sun-a-tizing lamp — the Automatic Washer 





with its Suds-Miser and the Seven Rinses—Agiflow 
washability — Ultra-Violet Sun-a-tizing — Cycle- 
Tone step-saving and Lifecoat beauty... 








ok All these plus unequalled performance are but 
Rinses some of the reasons for “stay-sold” satisfaction. 






"Stay-sold’’ satisfaction means profit-protection for you. 





OUR ARMED FORCES NEED YOUR BLOOD © CONTACT YOUR LOCAL RED CROSS TODAY 
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General-purpose motors. A widely varied selection of The 

Capacitor-Start, and Poly-Phase Motors give distributors new k 

and dealers a line that means business. forma 

Special-purpose motors. With specific mechanical and dh 

electrical characteristics for pumps, oil burners, fans and and hi 

blowers. Many will meet most of your customer's require- since | 
ments “‘as is.”” 
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It isn’t put there for steady use. But heavy-duty Ace 

Hubb: 


Hoover Motors have an overload capacity that makes ' 

each one of them a working giant in a small package. } Monti 

Like those last miles of speed in your automobile, have s 

this overload capacity is a safety reserve beyond usual appliai 

. needs. And it’s good to know it’s there. this w 

You see its benefits in smoother, faster starts for “Thi 

hard-to-start machinery—in running speeds that re- § n our 

main almost constant even with wide variations in load. | nal ob; 
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Motors run cooler, stay quieter on the job, and keep “Spa 

their youthful vigor through a long, full life. sarily 

since 1934 And service? When you need it, where you need it. | kitcher 
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BE.A LEADER! 





A New Leader 
Ils Born... 


E. E. Hubbard and Son reached top 
position in Monticello, Ill., just two 
months after start of a new program 
aimed at boosting appliance and com- 


plete kitchen sales 


INAUGURATION OF A COMPREHENSIVE, long-range 
plan designed to bring integrated balance into the 
plumbing-heating-appliance operations of E. E. 
Hubbard and Son, Monticello, IIll., has elevated 
this 36-year-old organization to a position of dom- 
inant domestic engineering leadership in its trad- 
ing area in just two months. 

The program hinged on a strikingly handsome 
new building with showroom which was opened 
formally on Dec. 1, 1951. The major plumbing 
and heating operation up to that time, Hubbards 
since has skyrocketed into top spot in appliance 
and complete kitchen sales as well. 

According to Norman Hubbard, son of E. E. 
Hubbard, who launched the original enterprise in 
Monticello in 1913, “In the last two months we 
have sold seven complete kitchens and 48 major 
appliance items—about $20,000 in all—and all 
this was ‘plus’ business. 

“This,” he says, “is evidence that we are well 
on our way toward the achievement of our origi- 
nal objective—to balance out our operations, giv- 
ing equal emphasis to all phases. 

“Space and other limitations in the past neces- 
sarily restricted the scope of our appliance and 
kitchen sales activities. Now all branches are on 
the same plane and so interdependent that we 
don’t really know where one begins and the other 
ends. A plumbing job may get us kitchen work; 
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kitchen work helps sell appliances, and appliance 
sales efforts may result in heating installations.” 


Recognition. of the interdependence of all 
branches of the domestic engineering operation 
was partially responsible for the Hubbard reor- 
ganization program. 

“When I came back from the Navy in 1946 and 
joined Dad in the business, I immediately urged 
the addition of appliance sales to our operations. 
I thought they would fit in well because we got 
so many leads from service calls and besides, I’d 
spent five years before the war with Common- 
wealth Edison Co. in Chicago selling appliances 
door-to-door. 

“T guess he didn’t think too much of the idea, 
but I was enthusiastic, so we took them on selling 
mostly from manufacturers’ literature. We knew 
this wasn’t the best way, but didn’t have the room 
in our basement shop for any kind of an adequate 
display. In spite of this limitation our appliance 
business grew slowly and in time we added 
kitchen cabinets. 


"We Had to Get In... Or Out" 


“About six months ago we saw that we'd either 
have to get into the appliance and complete 
kitchen business with both feet or get out of it 
entirely. There just isn’t any middle ground. Not 
only that, but our plumbing and heating opera- 
tions had grown from Dad, one man, myself and 
one truck, to five men, besides Dad and myself, 
and three trucks and one car. We were losing a 

(Please turn to center of page 130) 
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Hubbard floor plan (right) 
was own design, but help 
was obtained from manu- 
facturers. Note interest- 
ing “maze” pattern for 
bath display using waist 
high dividing partitions. 
Complete kitchens with 
working appliances are 
on wall at plan’s base. 




















































In planning their showroom, the Hubbards were careful to allow 
unobstructed view from street of all products being displayed. 


Heating equipment is exhibited prominently in one section of 
showroom. Operating furnace is used to heat the new building. 


Faced with a choice of buying old building or erecting new one, 
Hubbards did the latter because of opportunity to create such 
facilities as truck level loading platform adjacent to warehouse. 


(Continued from bottom of page 129) 


lot of appliance and kitchen sales and our other 
facilities were inadequate to our needs. We just 
plain needed more room.” 

In making a choice between the purchase of the 
building in which they were situated and erecting 
their own structure they decided on the latter. 
The first had at least one major advantage—loca- 
tion directly across from the square with plenty 
of street traffic. But this would be more than off- 
set by putting up their own building more than a 
block from the square, because of other advan- 
tages. 

By doing the latter they would have a new and 
completely modern building housing facilities tail- 
ored to their specific needs, expanded shop space 
with platform loading at truck bed height, plenty 
of truck and customer parking space and, most 
important, an adequate showroom carefully de- 
signed to give proper emphasis to all products— 
appliances, kitchens, bath fixtures, and heating 
and plumbing equipment. 

When residents of Monticello (population, 

(Please turn to top of page 140) 
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| Here is the most talked about bathroom feature in years. Stellar beauty is but one eye-catching feature of Beauty Queen 
ur other 
We just Doubles bathroom convenience. Powdering, shaving, combing, cabinet sinks. Housewives also notice the quiet, smooth- 
J washing ... all can be done sitting down. running drawers... the toggle type hinges . . . the wonderful, 
Picture the sales appeal this glamorous, practical feature wonderful one-piece, seamless drawers with no corners to 
se of the has. No wonder the Lavanette has been acclaimed by women catch dirt. 
erecting as one of the most desirable features in the entire house. Best of all, these features are available through three entire 
e latter. It’s easy-to-install , . . all metal . . . Formica top... bowl Beauty Queen lines. There Is a model for every type kitchen 
ee a with acid-resistant porcelain enamel finish . . . three sizes... . and the correct size in the line you select, 42” to 66". 
: four color combinations . . . drawers on right, left, or both Furthermore, matching Beauty Queen wall and base cabinets 
h plenty sides. Even a lock is provided on one drawer so medicines are available to make a Beauty Queen kitchen of any floor 
than off- may be locked from small children. — Five — — — kitchens are included in 
e than a The Lavanette has breath-taking sales power . . . which can apneic Rete on pies sa | 
* advan- be quickly demonstrated. Actually, the possibilities for using Another important point: Beauty Queen products are un- 
Lavanette are unlimited since it’s ideal for bath, bedroom or usually well crated for shipping. When they arrive they are in 
powder-room. And it’s pre-sold for you in House Beautiful, perfect condition. And they install easily and quickly without 
new and House & Garden, Living, and Small Homes Guide. oe because their four-side base frame provides extra 
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ties tail- Our new four color folder with suggested applications will seis - 
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3models...4 color 14 models in a 5 different com- 3completelines. 7 models. Var- ; 1 
yulation combinations. For wide size vari- plete kitchen Also available iety of colors... H Firm 4 
’ both, bedroom, or ety. High qual- assemblies 312’ for castironsink linoleum top, 
powder-room. ity construction. to 10’ wide, tops. half shelf. 1 City 
THE TOLEDO DESK AND FIXTURE CO., MAUMEE, OHIO ! State 1! 
(Unit of Estate Heatrola, Home Appliance Division of Noma Electric Corp., Hamilton, O.) Bee cee cane GD GOS GD GS GD SE GD GE ND OD ce ee ee ee ee cee om cael 
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All New 
or ‘52! 


Brand-new REX Electric Water Heaters to provide lasting 
dependability and trouble-free service. Trim, attractive and 
well made, these “Round” models are equally suitable for 


new houses and old homes. 











There's a lot more behind the pleasing looks of the new REX 
Electric Water Heaters than meets the eye—values that give 
you definite advantages in selling automatic hot water 


service. Consider these plus features: 


1. A correctly located temperature and pressure relief valve. 


2. The Elno Anodic Rod that retards tank corrosion and lengthens 


tank life. 
* 


3. Extra-heavy, copper-bearing steel tanks, thoroughly galvanized. 


4. Ample insulation, 3 to 4 inch thickness of Fiberglas wool. 


5. The finest heating elements for performance, economy, efficiency 


and long life. 


6. Surface type thermostats accurately calibrated, with sensitivity 





maintained indefinitely. 


j 


7. Tank drain valve located near bottom at front of heater. 





8. Generous 10 year warranty which simplifies service claims. 


Here is the dependable heater which permits you to spend less time 
servicing and more time selling, an automatic heater for the modern 
kitchen and laundry. 


For complete information, ask your jobber or write us. 


THE CLEVELAND HEATER CO. 


REX ELECTRIC DIVISION 


2310 SUPERIOR AVE. CLEVELAND 14, OHIO 
MANUFACTURERS OF REX WATER HEATERS SINCE 1905 
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Berger Wall Cabinet instal- 
lation is quick and simple. 





Berger Steel Undersink Cabinets fit all 
the standard-make sinks you now handle. 


A *120,000,000 business 
that every plumbing 
dealer can share 


@ A big, booming $120,000,000 . . . that’s the latest figure on 
sales of steel cabinets for kitchens in 1951. It means that more 
than 2,600,000 steel undersink, counter and wall cabinets were 
sold at an average retail price of nearly $45 ... and at a profit 
higher than many other appliances. 


You can share in this hundred-million dollar business simply by 
stocking, displaying and selling Berger Steel Cabinets for Kitch- 
ens. In fact, plumbers are in a good spot to sell the biggest share. 





\q 


\ 4 






Just about all kitchen remodeling starts with a sink that has 
to be repaired or relocated. Or, with the purchase of a new 
sink. That gets plumbers in on the job first ... gives you the 
first chance to suggest a sparkling white steel undersink cabinet. 





Berger Steel Counter Cabinets 
are standardized units that fit 
any-size kitchen space easily. 






Then, you can quickly size up the job for matching Berger 
Steel Counter and Wall Cabinets. You can even show your 


\ customer just how her new kitchen will look, using the Berger 
\ scale model planning kit. 
\ 
\ Plan to make 1952 your biggest steel cabinet year. Get more 
\ details from your plumbing supply wholesaler who handles 
\ Berger Steel Cabinets for Kitchens, or write us: 


BERGER MANUFACTURING DIVISION 
REPUBLIC STEEL CORPORATION 
1038 BELDEN AVENUE CANTON 5, OHIO 





STEEL CABINETS FOR KITCHENS 
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What to say toa 
water soffener prospect 


> ma 





TELL THEM face, hands and hair are soft, smooth 
and beautiful after being washed in soft water. 
With hard water it’s hard to work up a lather and 
the sticky soap curd doesn’t rinse off. It clogs 
delicate skin pores—can and does cause skin 
infections. 


TELL THEM cash savings on soap and fabrics in a 
home with a Myers Softener is as much as $92 a 
year. Just as important, there’s no gummy gray 
hard water curd (which is a fine culture for 
breeding dangerous germs) on clothes, dishes or 
glassware. Clothes wash snow-white too! 




















A 
ta 
He 
SHOW THEM an actual sample of replaced pipe so , 
they can see what hard water scale does to plumb- Di 
ing. Explain that in a hard water home a family al 
of four spends $19 a year more for plumbing ne 
repairs and fuel to heat pipes caked with scale. 
i 
— = <a <u © -_- 2 -—— — = 
Myers ‘‘Autorinse’’ is semi-automatically regenerated. - 4 
Myers “‘Hydrochief" is same as “Autorinse’ except for man- a8 
vally operated regenerating valve. Both offer 44% greater ha 
softening capacity than any comparable make. Ss “ 
* 


It’s profitable to sell softeners as a basic appliance. 
Get in on the ground floor with Myers — write for 
complete trade information. 


THE F. E. MYERS & BRO. CO. 
249 Orange St., Ashland, Ohio 
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Colorful counter top material samples do double duty! 
A Hubbard idea, this exhibit forms sales desk surface, 
lets customer select shade and texture for own kitchen. 


Actual preduct demonstrations are impor- 
tant in selling appliances, Hubbard says. 
Here, he puts detergent in dishwasher. 


Display of heating equipment, some of 
which is in use, occupies showroom cor- 
ner. All products get proper emphasis. 


Hulsbard's Salesroom Sells—Pictures Show How ... 


spoon 


Making a delivery, this man stopped to 
inspect kitchen exhibit, became prospect. 
E. E. Hubbard (right) explains new faucet. 


Vacuum cleaners, a pump and some fix- 
tures are exhibited in an island set in 
traffic stream leading to rear of store. 


Allied kitchen and bathroom products like tiling add 
importantly to Hubbard volume. Here, prospect chooses 
tile to be 


















installed in remodeled kitchen and bath. 








The Hubbards are ready when gas arrives 
in Monticello. Features of new model gas 
range attract interest of kitchen buyer. 





Hubbards is loyal to suppliers. Water 
heater producer “‘took care of us when we 
needed him—now we take care of him.” 
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ESTATE GAs AND ELECTRIC RANGES 


Kitchen Engineered for Modern Living 
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What can ESTATE Ranges do for 
4 PLUMBING-HEATING contractor ? 


INCREASE SALES IN EVERY LINE YOU CARRY! 


BY BUILDING TRAFFIC 


“Operation Duncan Hines’’—Estate’s sensational '52 pro- 
motion built around the fact that the nation’s foremost 
authority on good food has chosen an Estate range for 
use in his own kitchen—will bring the buy-minded 
home-makers of your community flocking into your store 
to see “The Range That's Used by Duncan Hines’”’. 


BY BUILDING PRESTIGE 
Estate ranges—first with the finest range features for over 
100 years, and the only tange that: Grills, Bakes, Bar- 
becues all at once—will establish you as the dealer in 
your community who deals in quality . . . will enhance 
the value of a// your merchandise. 


BY ATTRACTING BUYERS 


Home makers from coast to coast will read Estate’s com- 
pelling sales story in McCalls, Saturday Evening Post, 
House Beautiful, Woman's Day, Farm Journal, House- 
hold, Christian Herald and Christian Science Monitor. 
These ads show the Estate range in use in Duncan Hines’ 
own kitchen! 4 popular network radio and TV shows 
carry the story of Estate Ranges, week after week, into 
American homes from coast to coast. 


BY PROMOTION AFTER PROMOTION! 


“Operation Duncan Hines’ is a sure-fire, hard-hitting 
all-out campaign destined to make Estate the most talked- 
about range of the year! There’s a special cook book 
offer (which includes 12 of Duncan Hines’ own favorite 
recipes) to give us a red-hot prospect list for you! There's 
a more-than-generous advertising co-op plan to give you 
valuable local publicity . . . colorful window streamers, 
striking POP displays . . . bill-boards, plastic signs. . . 
the works! 


Ce ee Eee ell el ele ee 


The Estate Stove Company, Hamilton, Ohio | 
| I'd like more complete details about what ESTATE 


| ranges can do for me. 
| Name paeerantee Sas tawed wie doth ee oui on es 
‘venciedeaal eee j5 Ota WOR ae hes 
. Address .. EW eeatlas Mea Parca eeeeiee ; 
| City re ee |, ee | 


oe ee ee ee ee ee 

















What other gas range offers so much? 


Gas Model 5242 @ Hide-away Grid-All for 
unique new greaseless grilling @ Converto- 
Grate (accessory) provides super-giant fifth 
burner @ Flush-to-top cover, when in place 
over Grid-All, restores precious center work 
space @ Bar-B-Kewer meat oven that im- 
parts new “charcoal done” flavor to roasts 
. also doubles as high broiler @ Giant 
Air-Flow bake oven with exclusive ‘“tem- 
pered heat” that assures even heat, uniform 
results, even when crowded @ Oven win- 
dow and light e TimeEstate automatic oven 
control for “absentee cooking” @ Automatic 
appliance outlet controlled by TimeEstate 
@ ThermEstate oven heat control 
Plus 9 other gas models, 
retail prices Metios at $99.95 
(Slightly higher in areas remote from the 
Factory ) 


The last word in Electric Range features! 


Electric Model 5218 @ New Converto-Grid 
—a built-in griddle that converts to super- 
giant unit for large vessels @ When not in 
use, Converto-Grid “hides away” under flush- 
to-top cover that restores precious center 
work space @ Up-Down Electri-cooker unit 
that lifts to surface level @ Bar-B-Kewer 
meat oven that gives 2-oven convenience . .. 
also doubles as a high broiler @ Balanced 
Heat Bake Oven eliminates hot spots and 
cold corners . . . insures uniform results, 
even when crowded @ Oven light and win- 
dow @ TimeEstate control with selector 
switch, for completely automatic “absentee 
cooking” 

Plus 4 other electric 


models, retail prices $169.95 


stesting Gf ......... 
(Slightly higher in areas remote from the 
Factory) 








Made by the makers of those Twin Terrifics of the 
Space Heater Line. ESTATE GAS « OIL HEATROLAS. 
Fully 10% more efficient than accepted testing standards. 


FA LLAL@_ RANGES 


The Estate Stove Co., A subsidiary of Noma Electric Corp., Hamilton, Ohio 
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OMPETITION 


OMPARE! 


/ 


Sell the best—that’s just good business. 
It makes sales easier—gives you selling 
points that really clinch the deal—demon- 
strable features that make your job easier 
—gives you pride in what you sell. 


That’s one of the reasons, dealers have 
discovered, why it’s easier to sell American 
Kitchens. They are proud to point out the 
exclusive American Kitchens features that 
they know make it a better product—that 
customers can see make it a better buy! 
For you can see the difference in Ameri- 
can Kitchens better construction. Ameri- 
can Kitchens are fully drawn over dies 
and that requires a superior grade of steel; 
they are insulated with the most expen- 
sive insulating material; they are designed 
more beautifully and for more working 
comfort. 


Point out the American Kitch- 
ens competition-beating features 
~and watch your sales. It’s the 
kind of a story you can really 
shout about —it’s the kind of story 
that brings immediate results in 
sales. Here’s the way tolick com- 
petition—cut yourself a bigger 
thare of profits. Mail coupon at 
right today! 


CONNERSVILLE, 


AMERICAN KITCHENS 
D INDIANA 


VISION 


AO 


ZA 


American Kitchens’ one 


piece rounded drawers 
—dye-formed, no seams. 


American Kitchens’ ny- 
lon slides, drawers pull 
out noiselessly. 


eu 
piece sink base, arrives 
ready for installation. 


“ 


KITC 


pas an 
Other kitchens have 
cheap brake-formedcon- 
struction—square corners. 


Other kitchens’ metal or 
soft brass drawer guides 
that screech, bend. 


Other kitchens’ sink base 
panels must be screwed 
or bolted on in the field. 


—— a 


wiENS 


American Kitchens’ 15% 


larger sink bowl than 
other make sinks. 


American Kitchens’ con- 


cealed door and drawer 
pulls eliminate handles. 


American Kitchens’ 
rounded contours, extra 
knee and toe room. 


Add ress 


City— 


Other kitchen sinks hav 
old-fashioned ledge 
that use up bowl spac 


for on kitchens, with han 
dies, catch dirt, mak 
cleaning difficult. 


Other kitchens hav 
square or jutting cabin 
lines, square corners. 
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If you did not feature known brands in 
your establishment — your volume could 
actually go down that much! 


For nation-wide surveys show that your cus- 
tomers prefer manufacturers’ brands by 
eight to one! - 


But that’s not all!... Branded names cut your 
selling costs in three ways: 


1 Self-service and self-selection are possible 
with brands—very difficult without them! 
2 It is easier to sell branded products, as 


advertising has already pre-sold them to the 
consumer. 


A NON-PROFIT EDUCATIONAL FOUNDATION e 


37 WEST 


3 It is easier to promote —and tie in your 
own advertising with known brands, and 
this also gives your establishment prestige 
as a place to shop! 

The shortest cut you can make to increase 
your already closer profit margins is to 
feature and promote the names you can 
recommend with confidence ! 
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100% SANITARY 
100% WATERTIGHT 
EASILY INSTALLED 
COMPLETELY SELF-SEALING 


BIG REASONS 9 Cres © 


WHY PLUMBERS PREFER HUDEE 
1. Patented installation makes completely self-sealing unit. 
2. A sink frame that is 100% watertight — 100% sanitary. 
3. A continuous welded frame with an inconspicuous weld. 
4, Easy to install—no rabbeting, scribing or special tools. 
5. Installed with equal efficiency in-the-shop or on-the-job. 
6. You confidently guarantee every installation with Hudee. 
7. Used with any top-covering — linoleum, rubber, plastic. 
8. Installed after all top-covering material is applied, bow! may 

be removed at any time without damage to top-covering. 





Wabtes ZSebh aud Ger 


MANUFACTURERS AND DISTRIBUTORS 
* CHICAGO 10, 1LLINOIS 


IN CANADA, WALTER E. SELCK AND CO., LTD., TORONTO 
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MORE DEALERS, EVERY DAY, FIND IT’S 


Paster and Easier 


TO INSTALL SINK FRAMES - 
WITHOUT RABBETING, SCRIBING 
OR SPECIAL TOOLS - WHEN THEY 














OMIT RA 
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ss 








[works ow 6! Ta vise!) 


Hudee is the amazing Sink Frame that has earned the 
enthusiasm of Dealers, Builders, Architects, Cabinet Manu- 
facturers, Plumbers and Home Owners. The eight reasons 
for Hudee superiority, as listed at the left, justify its ac- 
claim as the "World's Finest Sink Frame." 


Builders particularly appreciate the Easy-To-Install feature 
of Hudee and its great saving of time. Actually, the Hudee 
is installed in four easy steps: 


(1) Using the frame itself as a template, mark the location 
of the cutout for the sink bowl. This can be done either be- 
fore or after covering material is installed. (2) Cut out the 
hole as marked, using an ordinary keyhole saw. (3) Place 
the bowl and Hudee frame into position. (4) Space lugs 
around frame and tighten lug bolts. The Result—A Perfect 
Installation Every Time. 


See your distributor for the complete story of the Hudee 
Sink Frame System, or write for the Hudee Bulletin. 


ORDER FROM YOUR NEAREST DISTRIBUTOR TODAY 
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A Typical Hubbard Installation 
Includes Kitchen, Laundry, Bath. . . 





The Hubbard “package” often includes more than just a 
complete kitchen. With customer satisfaction high after in- 
stallation of a modernized kitchen and laundry equipment 
sales, bathroom remodeling frequently follows. 








The outmoded laundry in this home suffered by comparison 
with the new kitchen planned by Hubbard. He was given the 
job of renovating this area to modern standards. The 
finished product, including appliances, is shown above. ’ 





To complete the job 100 percent, Hubbard’s customer de- 
cided to remodel the bathroom. Judged by past performance, 
Hubbard was given thig job. The end result is shown 
above, providing a happy owner and more dealer volume. 
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(Continued from bottom of page 130) 


about 3,000) and the trading area (population 
about 15,000) which extends from 15 to 20 miles 
from Monticello and embraces a dozen other com- 
munities, flocked into the new building on open- 
ing day, they were treated to a lot more than 
coffee and doughnuts provided by hosts Hubbard 
and son. They saw a completely modern show- 
room which would do credit to any major metro- 
politan shopping center. 

The one story structure is of contemporary de- 
sign with wide expanses of double-paned window 
glass and carrara glass tile facing. The showroom, 
laid out carefully in cooperation with leading ap- 
pliance, kitchen, bath fixture and heating equip- 
ment producers, is ample for an uncluttered and 
comfortable display of these products. Color is 
predominant throughout, with pastels and deeper 
tones in bath ensembles, kitchen cabinets, tiling 
and store fixtures. 

Hubbards features displays of complete kitch- 
ens of two manufacturers and a cabinet exhibit 
of a third; the appliances of three major firms, 
together with representative lines of leading 
manufacturers of plumbing, bath and heating 
equipment. 


Ads Keep Traffic Up 

“We had plenty of traffic opening day,” Norman 
Hubbard says, “and obtained more than 1,000 
leads for all types of products and services. Since 
then, however, development and maintenance of 
a steady traffic flow through the salesroom has 
been our biggest problem. 

“To lick it we advertise every week in the local 
paper, every month in the 15,000 circulation 
county farm publication, do a lot of direct mail 
promotion with manufacturers’ literature, and 
carry seven different listings in the phone book. 

“Naturally, I’m convinced of the value of door- 
-to-door solicitation and plan to expand this prac- 
tice just as rapidly as possible. After all,” he 
grins, “I made my living doing that for five years. 
It was either sell or go hungry. I ate!” 


Wanted—Good Salesmen 


Because the company wants only full-time em- 
ployees who can be assured of a good and con- 
stantly increasing income, the Hubbards are very 
careful about adding salesmen. “We want to be 
sure they’ll make good money and stay with us.” 
But they’re looking around for the right man or 
men. At the same time, Norman Hubbard is keep- 
ing the present service and installation staff thor- 
oughly informed on sales information with manu- 
facturers’ sales training literature and by taking 
staff members to sales meetings. Furthermore, he 

(Please turn to top of page 142) 
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Men folks worked from sun to sun... but Mother’s 
work was never done... in the 90’s. Wash days added 
to her burden...she spent many hours toiling near a 
hot, kitchen stove. 

The electric motor has worked miracles to relieve man- 
kind of time-consuming, laborious tasks and provide for 
the living standards we enjoy today. 

Emerson-Electric is recognized as a leader in producing 
motors which power a long list of MODERN home 


MODERN LIVING ts POWERED 





WITH ELECTRIC MOTORS 





OIL 
BURNER 
MOTORS 





montays were really LUE 











appliances. To name just a few: automatic washers, iron- 
ers, dryers, refrigerators, freezers, oil burners and stokers. 


Founded more than half a century ago, Emerson-Electric 
builds dependable, efficient motors for use in appliances 
and equipment for the home, on the farm, in business 
and in industry. Your inquiry is invited on the complete 
Emerson-Electric motor line, in horsepower ratings from 
1/20 to 5. THE EMERSON ELECTRIC MEG. CO., 
St. Louis 21, Mo. 































LEADERS 


No matter how good your Oil Burner 
may be, it can be no more reliable than 
the motor that drives it. Emerson-Electric 
oil burner motors are specially designed 
and precision-built for this job... they 
are totally enclosed, extra quiet in ‘opera- 
tion, require a of t e 
and meet Underwriters’ Laboratory speci- 
fications for oil burner service. Write for 
Oil Burner Motor Data Bulletin No.M91. 














IN THE FAN 


MOTORS «+ FANS 


AND MOTOR 





INDUSTRY SINCE 


TN Leesa: 


APPLIANCES 





1890 























(Continued from bottom of page 140) 
is working out a bonus arrangement so service 
men may capitalize on sales made as a result of 
service calls. 

He is also a firm believer in actual product 
demonstrations. “That’s why I have every possible 
product hooked up and running in the salesroom, 
and we're setting up a program of home economist 
demonstrations of all major appliances in the near 
future. 

“One of our most successful promotions has 
been to invite housewives to bring in their laun- 
dry and wash it free in our automatic washer. 
Following the washing we toss the clothes into 
the automatic dryer and while waiting for them 
to dry, I show the prospect manufacturers’ colored 
sound slide films of appliances and kitchens in 
our projection space in my office.” He considers 
the sound slide projector one of his most valuable 
sales aids and takes it with him on all calls. 

Besides the sound slide projector, he also carries 
such things as spun-glass insulation sample for 
refrigerator and range sales presentations, a 
miniature kitchen model kit; and samples of wall, 

counter top and bath tile of plastic, linoleum, steel 
and ceramic. “You never know what you're going 
to run into, so I’m always ready.” 

A friendly, soft-spoken man, he is known to all 
customers and prospects as “Norm,” and he in 
turn calls them by their first names, regardless of 
sex. His sales technique is of the low-pressure 





Manufacturers Cite Sales Potential 
of Complete Kitchen Packages 


“The plumbing dealer benefits by more than in- 
creased sales volume alone by selling complete 
kitchens. It is frequently necessary and desirable to 
change the location of the sink unit for reasons of 
efficiency of design. This of course means more 
plumbing installation work and more profit to the 
dealer. Moreover, by selling complete kitchens, it is 
possible for the dealer to sell quality and appearance 
whereas by selling single sinks the dealer is forced to 
sell on price almost exclusively. Price objections melt 
when the dealer can point out the beauty of a com- 
plete kitchen.”—R. S. Ralph, sales manager, Harrison 
Steel Cabinet Co. 


“We feel that the people in your line of business 
(domestic engineering dealers) have an excellent op- 
portunity to do an outstanding job. Reason number 
one is that they have men getting into the home who 
can pick up leads on new kitchens. In the second 
place, they are mechanics and, certainly, putting in a 

(Please turn to center of page 251) 


variety, but he makes no apologies for an obvious 
desire to sell all he can of top quality. 

“We tell the customer what we think the, 
should have and make every effort to get their 
agreement.” Hubbards features only the deluxe 
top models in appliances, kitchen cabinets and 
other products, “We’ll get them the less expensive 
models if we have to, but would rather not be- 
cause we know they'll get their greatest satisfac- 
tion from the best. 

“For the same reason, we also like to do com- 























“Okay on that automatic dishwasher, ironer, 
washer, dryer, T-V combo and vacuum—I'm 


Mrs. Alfred Gotlots now!” 


plete kitchen and bath jobs, including tiling, and 
any other auxiliary items.” 

As evidence of the soundness of this policy and 
the persuasiveness of his merchandising presen- 
tation, he has sold complete kitchens, except for 
relevant appliances, to competitive appliance deal- 
ers for their own homes. In one, he sold all major 
kitchen and laundry appliances except for refrig- 
erator and freezer; in the other he provided the 
disposer and dishwasher. 

“There’s another reason we sell only the best 
and try to do the complete job ourselves—that’s 
our reputation for standing back of our products 
and services. We give a year’s guarantee on every- 
thing we sell regardless of the manufacturer’s 
warranty. And if the purchaser doesn’t require 
at least one service call in the first year we believe 
he’s still entitled to one free even if it shouldn’t 
be necessary until the second or third.” 

Monticello is a relatively wealthy community 
situated in the rich central Illinois farm country 
about 21 miles from Champaign-Urbana, site of 

(Please turn to center of page 264) 
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IN APPEARANCE, this new “Table- 
Top” water heater can’t be beat. 
First to fit flush against the wall and 
also flush with adjacent cabinets. And 
its dimensions (25"x25"x36") stream- 
line it with other kitchen cabinets. 





IN OPERATION, it's thoroughly tested 
for 30 gallon capacity (A.G.A. 
approved). Magnesium anode, Gray- 
son Unitrol controls, enamel top and 
back-splasher, a recovery of 28 gal- 
lons per hour at a 60° rise. And it’s 
available for ALL GASES! 





Patent Applied For 








—— : It's an outstanding new addition to 
: the BRADFORD and PENNSYLVANIA lines 
... with features that can’t be beat! 


AND 


« BRADFORD 


( WATER HEATERS 


| e ji atio mail HS coup’ ' 
m ( fein ‘orm 


aa 
Pennsylvania and Bradford Gas and Electric Water Heaters iii 
are also available in a full range of sizes from 12 to 82 ia RaNGe 
gallons. 
They're tops for dependability, performance and high 
volume sales! 
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“Quality Products since 1881" 























The 
Built-in 
Range... 
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Sales Aid for Complete Kitchens 


HE built-in range or “component stove,” 

which five years ago was just an “infant” 

appliance, has become a potent and some- 
times vital factor in the sale of the complete 
kitchen “package.” 

Even though production is expected to hit a 
minimum of 100,000 units in 1952 and be double 
that in 1953, consumer acceptance is running far 
ahead of manufacture and distribution, makers 
of the product point out. Dealers selling complete 
kitchens presently account for 60 per cent of the 
total sales of this equipment today, according to 
one manufacturer. 


How the New Range Was Developed 


This “new” appliance product was achieved by 
separating the oven and surface cooking units of 








electric and gas ranges for custom installation. 
According to its- producers, the item has several 
virtues from the user’s and planner’s standpoints: 

1. Flexibility and convenience—Either of the 
two components may be positioned in a number of 
places in the kitchen. The oven and broiler unit 
may be installed flush with the kitchen wall or 
incorporated as a distinctive part of cabinet ar- 
rangements; surface elements can be set into 
counter tops either adjacent to the oven or in 
other areas of the kitchen—in islands or penin- 
sulas, for example. 

2. Eye-level oven-broilers-—Oven and broiler 
unit may be installed at the most efficient and 
desirable height for the user. 

3. Storage space—Full utilization of cabinet 
(Please turn to top of page 147) 
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ILLUSTRATION TOP 
OF OPPOSITE PAGE 


Tnermador Electrical Mfg. Co., Los 
fornia, produces this electric built-in 
fully automatic; fot 





} 


ir element surface unit may ve 





tained with deep-well cooker replacing one element 


Separate griddle is also available. Finish is stainle 
steel with satin tone. Corners are rounded for easé 


cleaning 


Chambers Corp., Shelbyville, Ind., makes this gas c 
ponent stove. In illustration at left are shown “I: 
Wall Oven,” “On-A-Top” four-burner surface unit 


broiler grid. Drop-in three-burner cooking to} 





available. Oven is automatic, exhausts to front unde 
overnang at top. Available in stainless ste: 
porcelain colors 

















’ 
A. J. Lindemann & Hoverson Co., Milwaukes 
manufactures is electric model. Oven 
surface elements are available in groups of tw 
application stainless steel counter top is p1 é 
switches mounted on backguard. Ov 
porcelain enamel with rounded corner Deliverie 
Start in near future 
Western-Holly Appliance Co., Culver City, C 
duces this gas model with tour-burner top ; 
oven. The oversize, one-piece constructed 
installed vented or unvented and is e ved w 
glide-out broiler. Top-burner and owen 
able in stainless steel, white or pastel 
enamel. 
d 

The Universal Major Electrical e Cc 

hio, produces this electric four-e t toy j 
matic oven combination. The fully SI ed 





porcelain enameled inside and out and is equipped w 
push button preheat, slotted broiler grid and non-v 
broiler pan. Top elements are of one-coil constr 


and swivel-mounted 


Presteline Appliance Division, Leeson Steel | 





Inc., Chicago ll., produces the electric 
stove shown on opposite page. Oven is automati¢ 
face elements are available in units of two. Finishe 


of stainless steel, copper and pastels in porcela 
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EVERYBODY'S TALKING 


about this modern gas control 
GASAPACK ... THE ONLY REALLY NEW GAS CONTROL 


Two-Stage Flame Control 
po ci exclusive 
intermediate-flame principle 

e = ; 
stages” flame for steady, 
even heat control, 
without violent swings. 







Completely Silent 





Gasapack eliminates 
“bang-on, bang-off” flame 
ignition and extinction noises, 
common to ordinary “snap 
action” controls. Positive 

— but quiet. 












Cc letely Adaptab! 





P P 
Design allows instant 
conversion of ma 1 unit 
to electric thermostatic 

gt mechanical Thermomatic 
operation, with no change 
in basic unit, 






, ae 


With GASAPACK =~ 





Compare the Gasapack with old-fashioned, gas furnaces and heaters. One simple-to-install 
cumbersome hookups, and you'll discover it’s unit eliminates as many as 5 separate controls. 
the modern, efficient way of installing modern Cuts costs of assembly, too — as much as 67%. 


i eemmmmeane TEPeeeee for modern gas heating 
A-P CONTROLS CORPORATION 


(formerly Automatic Products Company) 
N. 32nd Street @ Milwaukee 45, Wis. @ In Canada: A-P Controls Corporation Ltd., Cooksville, Ont. 
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One Simple Unit 


Combines all 
necessary controls 
in one compact 
unit, Easy to 
install . . . simple 
to service and 
ficient in operation. 


SY 


5) 


Saving 





o . 
The Built-in Range 
(Continued from center of page 144) 


space can be obtained beneath surface elements 
and above and below ovens. 


In recognition. of the product’s definite sales 
value, kitchen cabinet manufacturers are “co- 
operating wonderfully” in styling cabinets to ac- 
commodate oven and surface units, according to 
one manufacturer. The majority, he points out, 
are also showing these cabinets with the com- 
ponent range in their literature, while some are 
cooperating in promotion of the “built-in” stove. 

Its value as an aid in the sale of the complete 
kitchen cannot be overemphasized, in the opinion 
of its several producers. “The built-in range is 
the ideal sales lever for the entire proéess of sell- 
ing complete kitchens and upgrading customers. 
By increasing the design possibilities of the 
kitchen and improving its appearance as no other 
item can, the way is open for selling other kitchen 
refinements to go with it,’ one manufacturer 
states. 

It is also pointed out that: Being built-in, the 
range may be figured as an integral part of the 
overall job, whether for remodeling or new work, 
thus eliminating the stove as a competitively 
priced unit. Furthermore, because it is incor- 
porated as a definile portion of the cabinet and 
counter work, it is more easily financed. 


How to Create Demand 

Employing “using the user” and actual example 
sales techniques, the domestic engineering dealer 
can create additional consumer demand for in- 
clusion of the “component stove” in new jobs. 

It costs about the same as the standard range 
with comparable quality features. 

Installation of the built-in range apparently is 
economically feasible in new or remodeled homes 
in virtually any price class. Because of the unit’s 
space saving characteristics, it is being included 
in compact kitchens in $10,000 dwellings, accord- 
ing to one producer; another emphasizes greatest 
acceptance in homes ranging from $12,000 to $20,- 
000 and up. ‘ 

There are six producers presently in the field. 
Four makers of electric units are: A::J. Linde- 
mann & Hoverson Co., Milwaukee; Presteline Ap- 
pliance Division, Leeson Steel Products, Inc., Chi- 
cago; Thermador Electrical Manufacturing Co., 
Los Angeles; and Universal Major Electrical Ap- 
pliance Co., Lima, Ohio. The two gas range manu- 
facturers are Chambers Corporation, Shelbyville, 
Ind., and Western-Holly Appliance Co., Culver 
City, Calif. 

All are enthusiastic as to the potentialities and 





Peninsula installation of three-burner gas surface unit allows 
ample counter space and gives two-sided accessibility. 


outlook for the built-in cooking units. A typical 
comment is “the built-in ranges have tremendous 
profit possibilities and future sales potential for 
the alert plumbing, heating and appliance dealer.” 

Another says, “Our entry into the field was the 
result of an extensive survey to determine the 
extent of consumer interest. We found this to 
be almost overwhelming. 

“Many people who cannot build today can re- 
model kitchens. Purchase of a built-in range is 
a logical starting point in remodeling and may 
often be the means of bringing customers to a 
decision to do a more complete remodeling job 
to go with the range.” _. 

The first built-in units were produced approxi- 
mately five years ago. Since then, consumer in- 
terest and demand has mushroomed as more pro- 
ducers entered the field and national magazine 
advertising and publicity was expanded. 

“The solid impact on public thought caused by 
the space saving, versatile built-in product has 
been almost overwhelming,” sums up one sales 
executive. “Kitchen authorities agree that the 
equipment has produced the strongest impression 
on consumers of any appliance introduced in the 
past quarter century.” 

The units are obtainable in a variety of finishes 
to blend with enameled or natural wood cabinets: 
white enamel, several pastel shades in porcelain, 
and in copper or stainless metal. Ovens are fully 
automatic. Surface elements are available in units 
of two, three or four, depending upon the pro- 
ducer. 
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Sure, they are electrical appliances, but more important 
the G-E Disposall and Dishwasher are also plumbed-in 
appliances. The big profits from them are yours—if 
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THERES STILL ROOM ON 
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... of the newest money-making 
branch of your business! 


Lot of smart plumbers, right in your area, are al- 
ready in on the ground floor with tomorrow’s best- 


sellers in plumbed-in appliances—the field where your 
greatest future business will be found. 
The General Electric Disposall® and Dishwasher are 
the high-volume appliances of tomorrow—just as the 
refrigerator and range are the appliances of today. 


you’re in on the ground floor. 


And, like every growing business, the fellows who get 
in now are going to make the big profits tomorrow. 


Let’s be partners in the coming boom! 


WHY 


GENERAL ELECTRIC? 


1. 


Because those who are already in 
on the ground floor have found out: 


Surveys show that 53 out of 100 
people prefer G-E appliances over 
all other brands. This means that 
1 out of 2 of your potential custom- 
ers are already pre-sold on G.E. 


And one of the reasons for this 
great preference is that these ap- 
pliances are backed by the biggest 
newspaper, magazine, and T'V ad- 
vertising ever put behind an elec- 
tric-sink line. 


G.E. is the leader in the plumbed- 
in home-appliance field, having pio- 
neered for 20 years in Dishwashers, 
and 17 years in Disposalls. 


Both the G-E Disposall and Dish- 
washer are easy and profitable to 
install—and you benefit from the 
broad G-E service policy. 






WHY 


G-E DISPOSALL? 


i. 


2. 


3. 


4. 


Because the Disposall was designed 
with the plumber in mind. 


Safety Twistop control is both sink- 
stopper and strainer. Disposall runs 
only when Twistop is locked in drain 
opening. Twistop keeps food-wastes 
in and hands out. It’s an important 
G-E safety feature. 


Permanently oil-lubricated Timken 
bearings give rugged dependability 
to this long-life appliance. Mean 
fewer service problems for you. 


With your problems in mind, G.E. 
has designed a new, simple-to-oper- 
ate drain-enlarging tool which in 
about ten minutes will adapt any 
kitchen sink to take the Disposall. 


To insure ease and flexibility of 
installation, General Electric makes 
available adapter flanges to fit all 
types of kitchen sinks. 





G- 


5. 


EA AER ES aE 
BE SURE TO TELL YOUR CUSTOMERS... 


THAT the G-E Disposal is specially de- 
signed for use with septic tanks, too. 


THAT the General Electric Disposall ac- 
tually helps keep drain lines clean. 






WHY 


E DISHWASHER? 


Because it has the extra features 
which make it easier to sell. 


Women prefer the General Electric 
Undercounter Dishwasher, which 
glides out at a touch, loads easily, 
offers extra counter space for 
kitchen work, and pre-rinses the 
dishes. 


Special Calrod® heating unit keeps 


_ hot water hotter than hands can 


stand—while the powerful spray- 
rub-wash-rinse action washes dirty 
dishes . . . even pots and pans... 
reaily clean. 


Dries dishes with fan-driven, elec- 
trically heated air. 


Large capacity that homemakers 
want... holds average service for 
eight—including ten glasses. 


Designed to satisfy strictest plumb- 
ing codes. 
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THE GROUND FLOOR 











Drop in to see your local General Electric distributor. 
Find out about the G-E Electric Sink line. See how you'll 
profit by getting in on the ground floor now. 


If you’d like details by mail, write General Electric 
Company, Major Appliance Division, Louisville 2, Ky. 


G-E SINKS —DISHWASHERS — DISPOSALLS 








G-E Electric Sink with Automatic G-E Automatic Dishwasher (Model G-E Disposall (Model FA4). 
Dishwasher (Model SE-113). New, UC-110) —fits under existing counter The finest food-waste dis- 
pre-plumbed feature provides easy surface—or may be installed asa free- poser for your customers 
installation of Disposall. standing model. (Top not supplied.) ... quiet, efficient, safe. 


GENERAL €@ ELECTRIC 














SUITABLE SALESMEN to work in our organization was 
a problem for a number of years, for we sell appli- 
ances, plumbing material, electrical material, and we 
do contract work. 

We tried employing straight commission salesmen, 
and found these people were only experienced in 
closing out the sale. After a large number of repos- 
sessions, slow paying customers and conflict between 
commissioned employees and our salaried people, we 
changed our method completely. 

Now our salesmen are all from rural homes. They 
are married, have children, and are comparatively 
young. These men are able to sell appliances, plumb- 
ing and electrical material, give estimates, do minor 
repair service, and create good will in general with 
our customers. 

Each of these salesmen was made. They were first 
employed as plumbers’ helpers. If they wished to 
work up in the sales department rather than become 
journeyman plumbers, we placed them with the 
plumbers until they knew the basic plumbing rules. 
After a period of time with the plumbers, they 
worked with the electricians as helpers. From there, 


they went to the store floor where they learned the 
product and salesmanship. 

While working on the store floor, the salesmen are 
sent to Dale Carnegie’s school. This school, we noted, 
is very good in developing their confidence. 

At the end cf the apprenticeship, these men were 


. and that’s no bull!” 
jokes Home Improvement Co. 
salesman as he delivers a wash- 
er to a customer and explains 


its operation. In agricultural 






Salesmen Are Made = Not Born! 






By ROBERT A. SCHAEFER 
Home Improvement Company 
Cullman, Alabama 


sD 
y 


more than qualified to be outside salesmen. During 
the whole period of learning, they were taught to pro- 
mote good will first and allow the sales to follow 
through. 

Instead of supplying a salesman with a car, we pro- 
vide a pick-up truck. This means they are able to 
make the sale and then deliver the product. If there 
is a minor adjustment to be made on the site, they 
are capable of the repair. After the product is in- 
stalled, they always give a complete demonstration. 
We find this creates good will with the customers. 
Then, too, we are in a rural area where a car often 
sets up a barrier between the salesman and customer. 

At all times we try to keep our employees on the 
same footing with our customers. On rural sales, we 
request that the men never wear ties or dress in any 
way to cause resentment from the customers. We 

(Please turn to center of page 238) 





ABOUT THE AUTHOR 


This is the first of a series of articles by 
guest writers who have attained prominence 
as outstanding domestic engineering dealers. 
Mr. Schaefer, pwner of the Home Improve- 
ment Co., certainly fits in this category. In 
1940, at the of 19, he began his business in 
the rural community of Cullman, Ala., popu- 
lation 5,000. Last year, he was top winner in 
Domestic Engineering’s All-Industry Mer- 
chandising Contest. 





















areas, selling the farmer at his 
home is an important phase of 
major appliance merchandising. 
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Anyone buying a water heater today is looking for one 
important thing: LONG, SERVICE-FREE LIFE. Corrosion- 
protected tanks make a sales story with a punch. And 
Dow Magnesium Rods are as timely as tomorrow’s 
headlines: longer heater life . . . cleaner, clearer water 
... and all this at a price within every customer’s reach, 


Dow Magnesium Rods offer you this added emphasis: 
Dow is the pioneer producer of magnesium, a fact well 
advertised to your customers. The original develop- 
ment and research on magnesium rods for water 
heaters came from Dow. A Dow Magnesium Rod is the 
best your customer can buy . . . manufactured to 


THE DOW CHEMICAL COMPANY 
Magnesium Department ¢ Midland, Michigan 
New York ¢ Boston © Philadelphia ¢ Atlanta © Cleveland ¢ Detroit ¢ Chicago 


St. Levis © Houston ¢ San Francisco ¢ Los Angeles 


Dow Chemical of Canada, Limited, Toronto, Canada 


“LAST LONGER! 
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with 


Dow 
MAGNESIUM 
_RODS 


a sales story made for 
today’s market 











carefully controlled specifications that assure maximum 
life and efficiency. When you sell a heater equipped 
with a Dow Magnesium Rod, you’re selling the best 
... and your customers know it! 


It’s a sales story tailored to today’s market—a 
merchandise mover that will make bigger sales, more 
profits. Get the facts. Ask your manufacturer about 
Dow Magnesium Rods—or write to Dow. 



































. For the name of your field man—write 


_ UN-SHIK-ERATOR MANUFACTURING COMPANY 
Wisconsin 
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PARTNERS FOR PROFIT— you and the specially trained 
In-Sink-Erator field service man! This field man can help you 
promote and sell disposers profitably. He knows how you can get, 
or increase, sales of the fastest moving specialty items in the industry. 


YOUR IN-SINK-ERATOR field man will furnish display material 
and help you dress up your store. He will show you how to tie-in 
with In-Sink-Erator national advertising that will go to 

42,000,000 readers in 1952! You can count on him to help plan 
your local advertising efforts .. . and what’s more, he stands 

ready to train your help to make them better disposer salesmen. 


YOUR IN-SINK-ERATOR field man is a good man to know, 
because he’s a specialist in your business. He calls on men 
like you—he knows the potentials in a product that is sold 
only by Master Plumber Contractors—he knows bicthe 
and so should you! Let _ put you 
into this profitable picture 





IN-SINK-ERATOR 
Dealer Promotion Department 


IN-SINK-ERATOR 
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IN-SINK-ERATOR ANNOUNCES 
EXPANDED ADVERTISING 
PROGRAM FOR 1952 


Racine, Wis., February 27—A stepped- 
up advertising and sales promotion pro- 
gram greatly expanded over previous 
years and containing many new sales- 
stimulating elements entirely new to 
the food waste disposer industry will 
be unveiled by IN-SINK-ERATOR 
Manufacturing Company during the 
second quarter of the year. 


National Ads in 9 Magazines 


IN-SINK-ERATOR ads will appear 
regularly in nine great national con- 
sumer magazines: 


Saturday Evening Post 


American Home 

Small Homes Guide 

Better Homes & Gardens 
Time 

Woman’s Home Companion 
House Beautiful 

Sunset 

Living for Young Homemakers 


Additional ads will appear in three na- 
tional building books: 


House Beautiful Building Manual 
House & Garden Book of Building 


House and Home edition of The 
Magazine of Building 


Architects, builders and _ contractors 
from coast to coast will be reached by 
advertising in their own Specialized 
magazines, and by a novel direct-mail 
program. 


More Help for Dealers 


To help dealers cash in on the biggest 
advertising program in IN-SINK- 
ERATOR history, special factory- 
trained field representatives will be 
available to help Plumber Dealers tie 
in their local advertising with the na- 
tional IN-SINK-ERATOR campaign. 
These field men will also show dealers 
how to make full use of the IN-SINK- 
ERATOR Sales Kit that contains a 
complete assortment of displays, ad 
mats, direct-mail ideas, plus television 
film and radio copy. 


Write for Name of Field Man 


For the name of the IN-SINK-ERATOR 
Field Man in your territory, write to 
the Dealer Promotion Department, IN- 
SINK-ERATOR Manufacturing Com- 
pany, Racine, Wisconsin. 
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The Case for INCINERATORS 


NSTALLATION of the gas-fired incinerator is sim- 
] ple, following, as it does, a pattern similar to 
that of the automatic water heater. The gas line 
installation is routine, but care must be taken 
to run a big enough line for long runs. Many gas 
companies suggest, some require, a pet cock on 
the line unless the piping is such that the unit 
can be serviced without disrupting other appli- 
ances in the home. 


Venting is the only real problem and most in- 
stallations more or less take care of themselves. 
The hotter incinerator gases will create extra 
stack lift, enough extra to provide capacity for 
the extra load. These hotter gases in some cases 
will be enough drier to permit installation with 
gas heat without the use of the innerliner often 
installed in gas heat flues. Dampers or regulators 
should not be used on the incinerator vent pipe. 
Barometric dampers or draft diverters on other 
equipment are not as necessary when the in- 
cinerator opening is also on the same stack as 
these other appliances. 

When venting, cutoffs of flow should be 
avoided, and care should be taken to assure that 
when the gases meet they combine in a manner 
that will enable them to push, rather than com- 
pete with each other. When connections are 
made into other breachings, this should be done 
with a “Y” rather than a “T.” An effort should 
be made to get the incinerator gas outlet on top 
of the other outlets when these enter the same 
stack, and thus the hotter incinerator gases will 
lift up the lower gases. If placed below other 
flues, the incinerator gases tend to pull on the 
upper openings and may disrupt their flow to 

(Please turn to top of page 170) 


This article, part two of a new series, 


niques for domestic gas-fired incinerators 


discusses in, detail the installation tech- 







Where Is the Market? 


All homes (especially those which now 
have automatic heat or air conditioning) ; 
but the larger the family (the more com- 
bustible waste) the greater the need. 

Small shops (printing, lunch rooms, shoe 
repair, etc., any business establishment 
which has a waste problem is a good 
prospect) 

Schools (especially grade schools, and all 
other similar institutions which are too 
small to have a large built-in incinerator, 
but with a waste problem of a size suit- 
able for a large domestic incinerator) 

Tubercular hospital wards (also, all in- 
fectious wards) 

Convents, rectories (most religious in- 
stitutions) 

Medical clinics (also, many doctors’ of- 
thee) especially those with a large prac- 
tice 

Veterinary clinics (kennels, all animal 
hospitals) 

Women’s wash rooms (small industrial 
plants, theatres) 

Lunch rooms (especially in small industrial 
plants) 


Installation Tips 


1, Vent with gas How of other appliances 

2. Y in, if necessary, in direction of flow 

3. Try, if possible, to vent above other 
appliances 

4. Adjust other equipment on the same 
stack 

$. — so that a red hot flue will be 


6. re ae ilet and main burners 

7. Check for gas leaks 

8. Clean up thoroughly 

9. Tell housewife how to operate unit 
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Product 
Trends .. . 


SEVERAL SIGNIFICANT product feature innovations 
which highlight recent appliance developments are 
being subjected to close study by the domestic engi- 
neering trade. These include sliding shelves on the 
new 1952 Frigidaire refrigerator, an auxiliary water 
heater incorporated in a new Bendix automatic wash- 
er, and a mobile utility table designed as an integral 
component of one Universal gas range model. For 
data on built-in ranges, see page 145. 


What Appliance 
Lines Are 
Available? . . . 


Product: Miller twin-bow] sink. 


A feature of one 1952 Universal automatic gas range 
model is a wheeled table, designed as an integral part 
of the unit, for extra kitchen use. Other types of gas 
ranges are also made by the manufacturer, and are 
distributed nationally on a direct-franchise basis. 
Major dealer requirement is good sales organization. 
To get line write directly to: Cribben and Sexton, 700 
N. Sacramento, Chicago. 











Product Features: This model has 
two drain boards, four drawers, a 
built-in bread box with slicing board, 
an end cupboard and a two-door sink- 
front cupboard. Dimensions are 66 by 
25 by 36 in., with a four-inch back- 
splash. The finish is acid-resistant 


ufacturer. 
Manufacturer: 


Mil 


ucts, Inc., Baltimore 30, Md. 


control dial, air drawn into the heater 
passes over the heat exchange and, 
when the pre-selected temperature is 
reached, the air is _ floor-forced 
through heater ducts and pushed 


ler Metal Prod- 


porcelain on steel. Completely en- Product: Evans gas-fired radiant through louvres built into the bottom 
closed cupboards have inch-thick  } caters, of the heater. Sets of louvres are at 
doors and drawer-heads, are sound- Product Features: Models have a_ the front and at both ends. Volume of 


insulated and have concealed hinges. 
Other Products: Metal kitchen cabi- 
nets. 
Major Dealer Requirements. Finan- 


down flow, 
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cial stability, sales organization and 
service organization. 

Distributed: Nationally on a direct- 
franchise basis or through independent 
distributors. 

To Get Line: Write directly to man- 


three-directional 
level heat with 35,000, 50,000 and 75,000 
Btu input capacities. Heat is provided 





in a 180 deg arc by means of a thermo- 
static control unit. Once desired tem- 
perature setting has been made on the 
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heat is controlled by manually-oper- 
ated dampers. Protective glass shields 
the radiant burner from accidental 
contact. 

Other Products: Oil space heaters. 

Major Dealer Requirements: Horse- 
sense. 

Distributed: Nationally through in- 
dependent distributors. 

To Get Line: Write directly to the 
manufacturer or contact the nearest 
distributor. 

Manufacturer: The Evans Products 
Company, Plymouth, Mich. 


floor 


Product: Coleman gas water heater. 
Product Features: Heaters operate 
with a jet recovery action, a multiple 
unit heating chamber and a Blue- 
Arch burner. Automatic pilot shuts 
off pilot and burner both in case of 
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A built-in heating unit keeps washing water at the 
sanitizing temperature on the new Bendix “Snow 
White” automatic washer. Other products made by 
Bendix are ironers and dryers. Distribution is na- 
tional, by direct franchise and independent distrib- 
utors. Financial stability is prime dealer requirement. 
Contact nearest distributor to get the line. Manufac- 
turer: Bendix Home Appliances, South Bend, Ind. 


Sliding shelves and a new system for automatic 
control of temperature and frost are improvements 
made in 1952 Frigidaire refrigerators. Other products 
in the line include ranges, washers, ironers, dryers, 
freezers. Distribution is national, by direct-franchise 
only. Contact nearest distributor for full details con- 
cerning the line. Manufacturer: Frigidaire Division, 
G. M. Corporation, Dayton, Ohio. 

















fuel or pilot failure. A full length dip 
tube keeps water temperature even 
throughout tank. 

Other Products: Gas floor furnaces, 
wall heaters; oil floor heaters, space 
heaters, heating and ventilating sys- 
tems. 

Major Dealer Requirements: Finan- 
cial stability, sales organization, ad- 
vertising support, excellence of store, 
service organization, reputation in 
community, size and wealth of area, 
entree to home. 

Distributed: Nationally through 
franchised local distributors, on a 
dealer franchise basis. 

To Get Line: Write directly to the 
manufacturer or to the nearest dis- 
tributor. 

Manufacturer: The Coleman Co., 
Inc., Wichita, Kan. 


Product: Locke gas heater. 

Product Features: The “360-Series” 
of gas heaters have a “Basco” shut- 
off valve and safety pilot as standard 
equipment as well as the inclined 
convector tube, radiant glass front, 


and double and triple section burners. 
The Units furnish heat by radiation, 
gravity circulation and forced air. 

Other Products: Coal and gas heat- 
ers. 

Distributed: Nationally. 

To Get Line: Write directly to the 
manufacturer. 

Manufacturer: Locke Stove Com- 
pany, Kansas City, Mo. 


Product: Shelvador freezer. 
Product Features: The Shelvador 





freezers have shelves recessed into 
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the lid of the freezer compartment for 
extra storage space and greater con- 
venience in the selection of food as a 
standard feature. The custom model 
shown here holds 287 lbs of assorted 
food within an 8.2 cu ft interior. Also 
featured are: a self-opening “floating 
action” lid which rises automatically 
at the touch of a pressure bar in the 
lid handle; temeprature control and 
signal light mounted on the front of 
the cabinet; and “soft-glow” interior 
trim and interchangeable nesting type 
baskets. 

Other Products: Electric ranges. 

Major Dealer Requirements: Finan- 
cial ability, sales organization, service 
organization, excellence of store. 

To Get Line: Contact nearest dis- 
tributor. 

Manufacturer: Crosley Division, 
Avco Manufacturing Corp., Cincin- 
nati 25. 


Product: Duo-Therm fuel oil home 
heater. 

Product Features: A trailer model 
with 27,000 Btu capacity has a built-in 

(Please turn to top of page 162) 
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designed 
especially for 


MODERN 
ECONOMICAL 
LIVING 


Here in the WILSHIRE Line of 
Automatic Water Heaters you will 
find your customers answer to the 
demand for an economically operated, 
efficient and trouble-free hot water 
heater. True, with today’s rising 
prices in about everything involved 
in living, your customer, more than 
ever before, wants value received ... 
plenty of hot water when and where 
he needs it, and at a price he can 
meet. This is where WILSHIRE 
shines, for there is a WILSHIRE 
capacity to meet every human need 

.. at a price that means economy 
to your customers and profits to you. 
Turn to WILSHIRE and see! 


MANUFACTURED ALL UNDER THE 
ONE SUPERVISION! 


Every component part of the WILSHIRE HEATER Line is 
manufactured under exclusive SOUTHERN HEATER 
methods and design including tanks, controls, steel parts 
and burners. This provides SOUTHERN HEATER with 
economy controls over production. This produces top quality 
at a minimum cost. 











GCUARANTEE: So sure are we of the 
* superior job well done 
by our WILSHIRE specialists that WILSHIRE 
heaters are backed by 1, 5, and 10 year 
(prorated) factory guarantees . . . the most 
generous in the country. 


Sguthern 
CGLO/GORPORATION 


133 E. PALMER AVENUE 
COMPTON, CALIFORNIA 








~ 
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Appliance News 





Plan Hotpoint Plant 

A tract of more than 400 acres, approximately 20 
miles from Chicago, has been acquired by Hotpoint, 
Inc. for industrial development. The plant, to be 
erected on the new site as soon as defense restrictions 
permit, will have approximately a 1,000,000 sq ft area. 
Its specific use has not, as yet, been designated. Ulti- 
mately it is planned to give the company expanded 
refrigeration products facilities. 

While the erection of the new plant “wraps up” the 
expansion program announced four years ago, James 
J. Nance, company president, said that the new tract 
was procured after completion of studies of the 
growth potential of the electric industry. 


Coolerator Training Conference 

Launching an expanded home service program, The 
Coolerator Company will hold the first of a series of 
three-day factory training conferences for distributor 
home economists. Groups will be limited to approxi- 
mately twelve home economists at a time, for more 
personal instruction. The conferences will include the 
introduction of the new Coolerator Home Service 
Manual, and will outline the expanded activities of 
this department as well as train the home service 
directors on how to conduct demonstrations, training 
sessions, 4-H Club activities and other home service 
functions. 


General Electric Supply Reorganized 

The General Electric Supply Corporation is being 
reorganized to handle the greatly increased business 
anticipated for the electrical industry in the next 
three years, Charles R. Pritchard, president, has an- 
nounced. Outstanding changes in the company include 
the appointment of four regional vice presidents, the 
establishment of 11 new sales districts and more than 
70 new locations, and a finer division of responsibility 
among district sales personnel. 

A by-product of the reorganization is a large scale, 
nation-wide office and warehouse building program. 
Mr. Pritchard said the expansion is based on the 
industry-wide belief that the market for electrical 
appliances, radios, television and supplies of all kinds 
will be approximately 50 percent larger in 1954 than 
in the record year of 1950. 


New Westinghouse Outlet 

The O’Keefe Distributing Company, Carrier Mills, 
Ill. has been franchised to handle the Westinghouse 
line of electric housewares, fans, vacuum cleaners 
and electric bed coverings. O’Keefe will distribute 
these products in 23 counties of Illinois and four coun- 
ties in western Kentucky. 


Crosley Division Appointment 
The appointment of Richard H. Schneberger as 
general service manager of the Crosley Division of 
Avco Manufacturing Corporation was announced re- 
cently by W. A. Blees, Avco vice president. Mr. 
(Please turn to top of page 158) 
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FEATURES (‘ercticrccn ) 
1. Harmonize with fixtures—easily installed. 


2. All Bubble-Streams operate on high, medium or low 
pressures. 


3. Patented, one-piece, internal construction—cannot get 
“out-of-order.” 


Pree Displays and Selling r¢ide 


MAKERS OF Bubble-Stream 
Showerheads and Faucet Aerators. 









4332 OAKENWALD AVE., CHICAGO 15, ILL. 
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ELECTRIC water heaters 


with TWO 


royal subjects 


Designed with queenly beauty, they give 
king-size performance. Long, dependable, 
trouble-free service has made National 
the Royal family of water heaters. 


NATIONAL ELECTRIC water heaters, the 
complete line of round and table-top 
models, contain these two exclusive 
ROYAL SUBJECTS: 











Patented Snap Action Thermostats, sub 
ed in the water for accurate, posi 

e temperature control. A SNAP to 
ervice or remove the tank stays 
full no strain no drain’ with 


Nationals copper wells 


Exclusive, 100 efficient Immersion 
Type Heating Elements rapidly transfer 
ii! the heat generated directly into the 
UE LLIB ED ES 

out of National's 

copper, wells. Sold through”. @& O°" eee 


ding plumbing wholesalers 
ie a q 
j se 


NATIONAL STEEL CONSTRUCTION CO. 
500 MYRTLE STREET, SEATTLE 8, WASHINGTON 
301 WATER STREET, LOGANSPORT, INDIANA 


CONTINENTAL WATER HEATER CO. 


1801 PASADENA AVE tes ANGELES 34 CALIF 


( L FIRED WATER HEATERS ¢ RANGE BOILERS 
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DOUBLEX ELECTRIC 
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NATIONAL 




















































(Continued from bottom of page 156) 


Schneberger succeeds H. A. Newell, whose resigna- 
tion to handle newly acquired personal business 
interests was also announced. 


Air Conditioner Promotion 


A stepped-up promotional campaign is planned by 
the United States Air Conditioning Corporation for 
its 1952 window type air conditioners. The merchan- 
dising program will be concentrated in the major 
metropolitan areas of the Eastern half of the United 
States and a few other selected sections because of 
limitations on production due to the shortage of crit- 
ical materials. 

Since distribution will not cover the entire nation, 
the promotional campaign will be conducted at the 
various local levels, and will include radio, newspaper 
and direct mail. The campaign will also mark the 
company’s entry into television advertising. 


New Mitchell Display 


The 1952 room air conditioner 
_ recently announced by the Mitch- 
ell Manufacturing Company will 
be displayed on a stand construct- 
ed of heavy-wall tube aluminum 
and masonite. It can be quickly 
| jassembled and can support three 
times the 250 lb. weight of an air 
conditioner and will accommodate 
from 44 to one hp models. 

A display board which fits over 
the cabinets of the three larger 
models is printed in three colors, 
and shows the essential features 
of cooling, filtering, ventilation and dehumidification, 
and allows for salesman demonstration. Pictured on 
the board are examples of home and office installa- 
tion. 

Another display offered to Mitchell dealers is hung 
above and in front of an operating air conditioner. 
Suspended from an invisible black cord, the five- 
color device revolves slowly, illustrating the air con- 
ditioning process. 


R. F. Dooley Retires 

Richard F. Dooley, vice president, retired from the 
Admiral Corporation after 18 years with the firm. He 
will continue as a director for counsel. 


Gas Range Style Show 


Automatic gas ranges will go on parade to the tune 
of $6,000,000, the American Gas Association and the 
Gas Appliance Manufacturers Association having 
budgeted that amount upon completion of their plans 
for a nationwide promotion to carry through April, 
May and June. More than 400 utilities, 50 gas range 
manufacturers and thousands of appliance dealers 
will participate. 


REMA Seeks Standardization 


At a recent meeting of the Mechanical Dehumidifier 
Section of the Refrigeration Equipment Manufac- 
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turers Association it was decided to inaugurate a 
statistical reporting program through the offices of 
REMA. All manufacturers of mechanical dehumidi- 
fiers will be invited to participate in the monthly re- 
porting of shipments to distributors by units and dol- 
lar value, and shipment to contract accounts by units 
only, in two size catagories: less than % hp and % hp 
and over. It was also decided to compile a summary 
of shipments for the calendar year 1951 on the same 
basis as the monthly reports scheduled with January, 
1952. 

Start of work on the preparation of an industry 
standard was also decided. This would constitute a 
yardstick in reference to ratings, performance, no- 
menclature, etc. All manufacturers of mechanical 
dehumidifiers were invited to appoint an engineer to 
serve on this committee. 


New Westinghouse Campaign 

A record budget of more than 12 million dollars is 
announced by the Westinghouse Electric Appliance 
Division for promoting the sale of electric appliances 
in 1952. For cooperative advertising, in which the 
dealer pays half the cost, a total of about six million 
dollars is anticipated being spent. Customarily half 
this amount is spent on newspaper advertising, the 
remainder on such media as television, radio, bill- 
boards, displays, literature, movie trailers and ex- 
hibits. 

One of the opening guns in this campaign is a 12- 
page booklet called “Guide to the Weather,” offered 
free by Westinghouse retailers. This points up poor 
clothes drying weather conditions and is aimed at 
merchandising clothes driers. 


Appliance Makers Step Up 
War Contract Activity 

The fact that a substantially increased portion of 
gas appliance makers’ facilities is being devoted to 
defense production “is encouraging both as to the de- 
fense effort and the industry’s outlook for 1952—but 
it has become apparent that smaller companies must 
either get more liberal materials allocations or be 
given a larger share of defense work.” 

This observation was made recently by Edward R. 
Martin, director of marketing and research for the 
Gas Appliance Manufacturers Assn., in reporting on 
an industry-wide survey by GAMA. The survey 
showed, he said, that some 19 percent of the facilities 
cf all companies reporting to GAMA is now devoted 
to defense work. 

Those manufacturers who have converted to war 
work or who anticipate doing so, Martin said, are 
employing about 30 percent of their facilities to de- 
fense production. The survey indicated that the 
larger companies have been given the majority of 
government contracts because of their greater and 
more diversified facilities, with the smaller ones feel- 
ing the pinch of materials allocation. 


Cabinet Manufacturers to Meet 
Federal legislation and restrictions will be the topic 
under discussion at the Cleveland Hotel, Cleveland, 
Ohio on March 5, when the Steel Kitchen Cabinet 
(Please turn to top of page 169) 
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| GAS water heaters 


with TWO 


royal subjects 


Continental’s royal performance is 
crowned with slim, space-saving beauty 
fit for a queen. This complete line of 
gas water heaters is designed to give 
economy, efficiency, and reliability. Two 
exclusive Continental ROYAL SUBJECTS 
assure customer satisfaction: 
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Exclusive Mushroom Burner operates auto 
matically. Ninety-six 


faster but cannot clog. This burner gives 


side ports heat water 


remarkable recovery with maximum economy 


Built-in Condensation Sump in the floor pan 
of the heater catches all moisture. No water 
Continental is the 


gas water heater 


escapes to the floor 
perfect ‘housebroken 


Sold through leading plumbing wholesalers 
jos: SS C a 


NATIONAL STEEL CONSTRUCTION CO. 
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CONTINENTAL WATER HEATER CO. 
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Other Popular Westinghouse 
Plumber Business-Boosters” 











/ «of course, it’s electric! 


Y-Tail Pipe Permits Use of One Drain a es a ———— 
Line for Both Sink and Dishwasher iH Fr: 


The Westinghouse Dishwasher drain is pump- " 
operated. There is no need for separate drain i" 
line or trap. Water is discharged through a " 
special Y-tail pipe installed in the sink drain : 
line, (see diagram at right) or through the 
Waste-Away® if this food waste disposer is 
part of the sink. 
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THREE MODELS Under-Counter Model fits under standard 
height counters. The Cabinet Model has 
™ = <———, its own porcelain counter surface. Both 
| ‘| =T =! models are gnly 24 inches wide. The 
* ™ |=. 48-inch Electric Sink is available with 
| | {| ||| or without porcelain sink top and bowl. 

j~ | + | |} With th dels (sh lef 
| \} i ese models (shown at left) you 
bey a — can meet any kitchen situation. Easier 
a — to sell too, due to front-opening, top- 
. Cabinet Electric Sink loading, greater capacity, perfect wash- 
— Model potas ing and drying and low-cost installation. 


- 
aoseoee” 
o<<--- 


*AVAILABLE THROUGH 
LEADING PLUMBER 
WHOLESALERS AND 
ELECTRICAL DISTRIBUTORS. 
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NOW! 

















CASH IN 





KITCHEN SALES! 














Sell cabinets for any sink -- or complete kitchens ... sell 
cabinets in white or any of 5 pastel colors! Take advantage 

of the big demand for steel kitchens and cash in on this 
profitable business. It's EASY! Harrison now has available 

to you the striking display unit shown above, featuring cabinets 
in COLOR, It comes complete in every detail and can be 
assembled in less than two hours. It is free-standing, it attracts 
attention, and it shows the beauty and superiority of Harrison 
steel cabinets in the most attractive way. 


More than 20 sink.cabinets! 


Harrison offers a complete line of standard and 
custom cabinets and accessories. Features include 
insulated, spring-hinge doors, roller bearing 
drawers, "knee-zone" recessed sink fronts (except 
on economy models), heavy gauge welded steel 
construction, and baked enamel finish. 














SEND THIS COUPON NOW! 


Harrison Steel Cabinet Co. 
ATTACH | 4718 West Fifth Ave. 


TO YOUR Chicago 44, Il. 
LETTERHEAD Please send more information on HARRISON 


steel kitchens to: 
TODAY! Name 
Company 
Street 
City si 
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What Appliance Lines Are Available?. . . 


(Continued from bottom of page 155) 


automatic power-air blower and three 
register outlets plus “living level” 
louvres to provide any combination of 
over-the-floor or under-the-floor duct 
connections. Both the unit and flue 
shield have the platinum finish. Other 
restyled home heater models are 





offered in mahogany finish and have 
radiant doors that may be replaced 
with optional automatic power-air 
blower. The blower turns itself on and 
off according to the amount of heat 
coming from the unit. 

Other Products: Full line of oil and 
gas space heaters. 

Major Dealer Requirements: Fi- 
nancial stability, sales organization, 
advertising support, service organiza- 
tion. 

Distributed: Nationally through in- 
dependent distributors. 

To Get Line: Write directly to the 
manufacturer or contact the nearest 
distributor. 

Manufacturer: Duo-Therm Div., 
Motor Wheel Corp., Lansing, Mich. 


Product: Duchess clothes washer. 

Product Features: The wringer of 
the Duchess clothes washer is the 
newest type “Pressure Cleaner” with 





balloon rolls; it swings and locks au- 
tomatically in five positions with ad- 
justable pressure, Pressure indicator 


shows the correct pressure for every 
fabric. Tub has a 23 in. diameter, 10 
Ibs dry clothes capacity. Uniform 
washing action is provided by a spiral 
agitator. Controls are located in front 
of the unit. A silent mesh clutch has 
long, tapered teeth which slide silent- 
ly into engagement with the pinion 
gear which drives the agitator shaft. 

Distributed: Nationally through 50 
wholesale distributors. 

To Get Line: Write directly to the 
manufacturer for nearest distributor. 

Manufacturer: Appliance Manufac- 
turing Co., Alliance, Ohio. 


Product: Gibson Defrost-o-Matic 
electric refrigerator. 

Product Features: This model 962 
has a 53 lb capacity freezer locker 
with a plastic door and a plastic com- 
partment for fruits and vegetables 
that swings out and places its con- 
tents in full view. Door racks provide 
extra space to keep bottles, jars, eggs, 
etc. A single dial control is located 
at eye level. The unit has a net ca- 
pacity of 9.59 cu ft with a shelf area 
of 13.47 sq ft. 


Other Products: Electric ranges and 
food freezers. 


Major Dealer Requirements: Finan- 








cial stability, sales organization, repu- 
tation in community. 

Distributed: Nationally through in- 
dependent distributors. 

To Get Line: Write directly to the 
manufacturer. 

Manufacturer: Gibson Refrigerator 
Company, Greenville, Mich. 


Product: General Electric “Constel- 
lation” range. 

Product Features: This electric 
range has pushbutton controls for sur- 
face cooking units and a double oven. 
Controls include an electric minute 
timer and an automatic oven timer. 
The unit has five controlled heats for 
each surface unit located over the 
range work surface. The master oven 
has a bake unit with built-in baffle 
and an open-coil, waist-high broiler. 
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The companion oven is fully equipped 
for warming baking, roasting and 
broiling. A built-in lamp lights up 
surface cooking area. 

Other Products: Refrigerators 


freezers, dishwashers, clothes washers, 


—— 
———=_ 0607? 


dryers, disposers, ironers, window 
room conditioners, water heaters. 

Distributed: Nationally. 

To Get Line: Write directly to the 
manufacturer. 

Manufacturer: Major Appliance 
Div., General Electric Co., 310 W. 
Liberty St., Louisville 2, Ky. 


Product: Hotpoint automatic wash- 
ing machine. 

Product Features: The washing ma- 
chine has a single control dial which 
gives complete automatic performance 
when set. The user can select the 
quantity of water and also the tem- 
perature of it, depending on the 
amount of clothes to be washed. The 
washer loads from the top and has an 
agitator type of action. A spin dryer 
mechanism is equipped with auto- 
matic type fluid drive to minimize 
vibration. The machine uses a maxi- 
mum of 15.8 gallons of hot water in a 
complete cycle. Washing time varies 
from 1914 to 3014 min. It holds 8 lbs of 
clothes. 

Other Products: Refrigerators, elec- 
tric ranges, freezers, clothes dryers, 








dishwashers, disposers, ironers. 

Major Dealer Requirements: Finan- 
cial stability, sales organization, size 
and wealth of area. 

Distributed: Nationally through in- 
dependent distributors. 

To Get Line: See nearest distributor. 

Manufacturer: Hotpoint, Inc. 5600 
W. Taylor St., Chicago 44. 

(Please turn to top of page 165) 
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B | PUT THE BITE ON 
E EVERY WATER HEATER! 










1 “Ruthless Rust” . . . water 
* heater enemy No. 1 . 
murders ordinary water - 
heaters! 





, ' 2 Four B. I. protects Permaglas Water Heat- 
| AIN'T LICKED YET; * ers with glass-surfaced steel tank! 


| GOT CONNECTIONS ! 























3 “Ruthless Rust,"’ still defiant, 
* plans attack on fittings and ex- 
posed metals! 


Four B. I. puts Officer Newt on the job 
to thwart Ruthless Rust’s new attack! 

















PERMAGLAS Water Heaters are completely 
protected from all corrosive attacks ... pro- 
tected by Four B.I., the four basic improve- 
ments provided by A. O. Smith in Permaglas 
Water Heaters, exclusively. 


There's only ONE Permoglas . . . and it 


COSTS NO MORE 


than ordinary water heaters! 


ONLY PERMAGLAS HAS 


| Few B. I. PROTECTION 4 


The Four Basic Improvements are: 
|. Glass-surfaced steel tank that can't rust because 
glass can’t rust! 
2. Absence of dissimilar metals inside the tank! 
3-Interior tank fittings shielded from electrolytic 
action, the cause of all corrosion! 
4.“Neutrolizer” . . . the anti-corrosion stand-by 
protector! 


Lt et 





AO.Smith 


AUTOMATIC WATER HEATERS 
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IN THE TANK! 


A gripping tale that points a moral: 
water heater sales are easy when you sell... 


rmaglas 


AUTOMATIC GAS WATER HEATERS 





THE FIRST water heater with a glass- 
surfaced steel tank that can’t rust 
because glass can’t rust! 


THE ONLY water heater with Four B.I. 
Protection against all corrosive attack! 


UG-G-GH! CAN'T 
PUT THE BITE 
ON THAT 
WATER HEATER! 


5 “Ruthless Rust'* is completely de- 
* feated by Four B. I. Protection! 








Millions of home owners...will read this 
uncensored story in full page ads in: LIFE, 
April 7th issue, April issues of BETTER 
HOMES AND GARDENS and LIVING FOR 
YOUNG HOME MAKERS... and in May 
issues of AMERICAN HOME and HOUSE 
BEAUTIFUL. 


This advertising is the beginning of a con- 
tinuing campaign that will keep Permaglas 
in commanding lead with nation-wide 
consumer acceptance. 


Contact your Permaglas supplier for your 
Four B.I. promotion kit. 


For the complete, uncensored story of 

“MURDER IN THE TANK” and how it can 

put more money in your pocket, write: 

A. O. Smith Corporation, Water Heater Division 
Dept. DE-352, Kankakee, Illinois 
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For this new and profitable market, 


0.9? 























a new leader... 





The Built-in Electric Range 


You Can Put in Any Kitchen! 


Costs NO MORE than an ordinary range! 


More and more home-buyers 
and home-builders today are 
demanding the advantages of 
built-in cooking units. 


Presteline meets this demand 
with a new built-in electric 
range that offers every luxury 
feature at a moderate price. 

Low in initial cost, Presteline 
ranges are also easy and in- 
expensive to install . . . skill- 
fully designed to fit standard 


Here’s what makes Presteline DIFFERENT 


Eye-level 


AUTOMATIC OVENS 
Largest on the market. 
Fit standard 24” 





cabinets. 





Individualized 


cabinetry . . . so compact and 
space-saving that surface cook- 
ing elements can be installed 
even on a 15” counter with 
only 4” depth clearance re- 
quired. Presteline Built-in 
Units offer new ease and flex- 
ibility in kitchen planning. 
They create new kitchen 
beauty through exclusive dec- 


orator colors and new non- 
tarnish metal finishes. 


years- ahead 


© Fastest Pre-heat 

© 3-Position Oven Rack 

© Automatic Oven 
Control 

© ‘Minute Minder’ 
Signal Bell 

© Fire-proof Asbestos 
Construction 

®@ Non-tarnish Anodized 
Aluminum and High- 










baked Lifetime 
Porcelain Finishes 
COOKING TOPS @ Choice of Top 


Fit standard cabinet 
units (15 and larger.) 
Versatile—adaptable to 

any kitchen plan. 


Take theTIME-See... 






Arrangement includ- 
ing SAFETY TOP 
® Remote Control 
Switch (Optional) 








luxury features 














For Full information Please rush us complete information about 
MAIL THIS COUPON the new Presteline Built-in Range Units. 
PRESTELINE 
Appliance Division NAME 
Leeson Steel Products, inc. 
666 Luke Shore Drive ADDRES 
Chicage 11, Iilineis 
city 





STATE 
€-a0 








IF AN APPLIANCE 
USES WATER... 


SELL Zerosoft 


WATER CONDITIONING 
ALONG WITH IT 


Major water-using appliances need 
the right kind of water to operate ef- 
fectively. Regardless of its mechani- 
cal agitation, no washing machine 
can get clothes clean with economi- 
cal soap consumption if the water is 
hard. Dishwashers can deliver gleam- 
ing sparkling clean dishes only if 
there is no problem of impurities, dis- 
agreeable odors, or tastes in the water 
or film deposited on glassware. And 
hot water heaters quickly choke up 
with precipitated mineral in hard 
water. 


“ed {OGETHER NATUp ure : 





You can sell more appliances 
by showing them in action at 
their best with perfectly conditioned 
water. When you sell washing ma- 
chines, dishwashers or hot water 


heaters, make extra profits and render your cus- 
tomer real service by pushing Zerosoft water con- 
ditioning at the same time. 

Ask for catalog and prices now 
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What Appliance Lines Are Available? . . . 


(Continued from bottom of page 162) 


Product: Fresh’nd-Aire portable 
electric dehumidifier. 

Product Features: Outstanding fea- 
ture of this portable electric dehu- 
midifier is its unusually compact size: 
17 by 12 by 18 in. It weighs 58 lbs and 
has a convenient handle to facilitate 
easy movement to various places, The 
unit has a removable drawer into 
which water drops as it is removed 
from the air. When full, this drawer 
can be easily removed and emptied. 
The unit is designed to dehumidify 





areas up to 10,000 sq ft of space, re- 
moving two to three gal. of moisture 
from the air in a period of 24 hours. 
Operation is for 115 volts, 50/60 cycles, 
AC current only. . 

Other Products: Air conditioning 
units, heaters, fans, air circulators. 

Distributed: Nationally, through 
independent distributors. 

To Get Line: Write directly’ to the 
manufacturer for the nearest local 
distributor. 

Manufacturer: Fresh’nd-Aire Com- 
pany, Div. of Cory Corp., 221 N. La- 
Salle St., Chicago 1. 


Product: Two-Door Kelvinator re- 
frigerator. 

Product Features: This 12 cu ft 
model in the 1952 line has a separate 
“home freezer” across the top and a 
lower food compartment with con- 
trolled humidity and cold. Freezer is 








separately insulated and controlled 
and is designed for long-term frozen 
storage as well as fast-freezing of 
foods. The “humidiplate” in lower 


food compartment controls cold and 
moisture and defrosts automatically at 
proper dial setting. The model features 
cold-clear-to-the-floor design, large 
twin sliding crispers, door shelves and 
butter chest. 
Other Products: Electric ranges, 
home freezers, electric water heaters. 
Major Dealer Requirements: Fi- 
nancial stability, service organization, 
reputation in community. 
Distributed: Nationally through in- 
dependent distributors. 
Manufacturer: Nash-Kelvinator 
Corporation, 14250 Plymouth Rd., De- 
troit 32. 


Product: Western-Holly automatic 
gas range. 

Product Features: The unit has four 
burners, with a concealed aluminum 
alloy griddle. The one-piece oven is 
18 in., insulated and available with 
a sealed window. The finish is of acid- 
resisting porcelain fused on steel. Tops 
come in colors, and fully automatic 
models are available. 

Other Products: Built- in ranges and 
ovens. 

Major Dealer Requirements: Finan- 








cial stability, sales organization, ad- 
vertising support. 

Distributed: In principal cities of the 
East, Midwest and West on direct- 
franchise basis or independent dealers. 

To Get Line: Write directly to man- 
ufacturer. 

Manufacturer: Western-Holly Ap- 
pliance Co., Culver City, Calif. 


Product: Blackstone automatic 
washer. 

Product Features: Loading from the 
top, this unit is counter height and 
can be installed without floor bolts. 
It washes, rinses and damp-dries au- 
tomatically and is equipped with an 
aluminum agitator. It has a manual 
water temperature control and dries 
centrifugally. A lint collector is ac- 
cessible through hinged front doors. 

Other Products: Electric ironers. 

Major Dealer Requirements: Repu- 
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tation in community, sales organiza- 
tion. 

Distributed: Nationally on a direct- 
franchise’ basis and through inde- 
pendent distributors. 

To Get Line: Contact nearest dis- 











tributor. 
Manufacturer: Blackstone Corpora- 
tion, Jamestown, N. Y. 


Product: Philco electric range. 

Product Features: The Philco line of 
electric ranges feature griddle, broiler 
and automatic timer units, and a 
“cooking by color” system. The griddle 
slides out of the range and utilizes the 
heat of the broiler element for sur- 
face cooking. The broiler has a tem- 
pered glass shield to minimize smoke 
and soot in the kitchen. The timer has 
two controls, one to be set for the 
time cooking is to be finished and one 
to be set for the number of hours and 
minutes required to cook the meal. 
Each heat of the surface unit lights up 
in color to show the heat selected. The 
colors may be seen from any place in 
the kitchen. 

Other Products: Refrigerators, 
freezers, room conditioners. 

Major Dealer Requirements: Finan- 
cial stability, sales organization, ad- 





vertising support, reputation in com- 
munity. 

Distributed: Nationally on a direct- 
franchise basis, or through independ- 
ent distributors. 

To Get Line: See nearest distrib- 
utor. 

Manufacturer: Philco Corporation, 
Philadelphia. 


Product: U. S. air conditioning unit. 
Product Features: This is a window- 


(Please turn to top of page 166) 























What Appliance Lines Are Available? . . . 


(Continued from bottom of page 165) 


type model and is available in % hp 
size. It is 26% in. wide, 15% in. high 
and 27% in. deep. It conditions air by 
cooling, dehumidifying, filtering, cir- 
culating, exhausting and ventilating. 
Having a capacity of 5800 Btu per 
hour, it is designed to cool a room of 
200 sq ft, under average conditions, 
about 10 degrees below outside tem- 
perature. It operates on 115 volts, 60 
cycle, single phase current. 

Other Products: Larger window- 
type conditioners. 

Major Dealer Requirements: Sales 
organization, financial stability, service 
organization. 

Distributed: Nationally, on a direct- 
franchise basis and through inde- 
pendent distributors. 

To Get Line: Write directly to man- 
ufacturer. 

Manufacturer: United States Air 
Conditioning Corporation, Minneapol- 
is 14. 


Product: Tappan gas range. 

Product Features: This model has 
one large burner, two standard and 
one small, with Pyroglas units on the 
rear burners. It has automatic igni- 








tion with safety shut-off, automatic 
clock control, oven heat control and 
non-tilting oven racks. Containing 
warming and storage compartments, 
doors are recessed for storing trays. 
Designed flush-to-wall, with one- 
piece welded body construction, the 
base is the toe-cove type. 

Other Products: A complete line of 
gas ranges. 

Major Dealer Requirements: Finan- 
cial stability, sales organization, serv- 
ice organization. 

Distributed: Nationally, by direct- 
franchise and independent distributors. 

To Get Line: Write directly to man- 
ufacturer. 

Manufacturer: Tappan Stove Co., 
Mansfield, Ohio. 


Product: “Laundry Queen” washer. 
Product Features: With full-view 


wringer, the washer is powered by a 
%, hp motor. The finish is baked 
enamel, with a 14 by 23 in. porcelain 
tub and electrically welded steel chas- 
sis. Agitation is by aluminum duo- 
disc and drainage by gravity hose. 








Transmission lubrication is lifetime 
sealed at the factory. A six GPM 
pump is optional. 

Other Products: Complete line of 
washers. 

Major Dealer Requirements: Sales 
organization, service organization, fi- 
nancial stability. 

Distributed: Nationally, by direct- 
franchise and independent distribu- 
tors. 

To Get Line: Write direct to manu- 
facturer or nearest distributor. 

Manufacturer: Automatic Washer 
Co., Newton, Iowa. 


Product: Dixie gas range. 

Product Features: A flush surface 
eliminates dirt-catching, made possi- 
ble by the use of a glare-proof, direc- 
tional top-surface lighting. Locking- 
type valves are standard and auto- 
matic models shut off the gas auto- 
matically in case of gas failure. Titan- 
ium porcelain enamel finish gives a 
high reflectance. It has corner post 
construction, large oven, Fiberglas 
two-inch insulation, and rounded cor- 





ners for easy cleaning inside the oven. 
Other Products: Complete line of 
gas ranges. 
Major Dealer Requirements: Finan- 
cial stability, sales organization, serv- 
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ice organization. 

Distribution: 
franchise. 

To Get Line: Write directly to man- 
ufacturer. 

Manufacturer: Dixie Foundry Co., 
Cleveland, Tenn. 


National, by direct 


Product: Spark oil burning heater. 

Product Features: Models have 
modified “gravity-flow” vaporizer unit 
and are finished in a golden tan color 
with a heavy-duty finish. 

Other Products: Gas ranges. 

Major Dealer Requirements: Finan- 
cial stability, sales organization, adver- 
tising support. 

Distributed: Nationally on a direct- 





franchise basis. 

To Get Line: Write directly to the 
manufacturer. 

Manufacturer: Spark Stove Co., Inc., 
2619 E. 12th St., Oakland 1, Calif. 


Product: Hardwick gas range. 

Product Features: The Model 5526- 
1-EM range, shown here, features 
built-in lamp, Telechron clock and 
timer, and “Simmer-Center” burners. 
Simmer-Center is two burners in one, 








adjustable for boiling and rapid fry- 
ing, for keep-boiling or just keep- 
warm use. Oven control is built in 
the oven itself. A pin point pilot light- 
ing system makes unit fully auto- 
matic. 

Other Products: Full line of do- 
mestic gas ranges. 

Distributed: Nationally on a direct- 
franchise basis or through independent 
distributors. 

To Get Line: Write directly to the 
manufacturer. 

Manufacturer: Hardwick Stove 
Company, Cleveland, Tenn. 
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Demand for Elkay Lustertone at 
All-Time High-Production 


Again Increased! 


Chicago, February 27—Demand for 
the nationally advertised Elkay 
LUSTERTONE Stainless Steel Sink 
has been increasing steadily ever 
since production was resumed in 
October, 1951, and has now reached 
such an all-time high that the com- 
pany has been forced to expand pro- 
duction again, said Robert C. Har- 
ris, Elkay president, today. 

“The demand for our products has 
never been so great as in recent 
months,” Mr. Harris said. “We are 
increasing production as rapidly as 
is humanly possible, and are now 
shipping standard _ stock sizes 
promptly. We take a lot of pride in 
the fact that, under today’s condi- 
tions, we are still able to set new 
production records. 

“Of course,” Mr. Harris said, “we 
cannot guarantee to continue 
prompt shipments indefinitely. But 
we want all our customers to know 
that we will do our level best to 
meet the huge demand for LUSTER- 
TONE. I urge the trade to place 
orders with us as early as possible, 
for earlier orders will get prefer- 
ence if the time comes when we are 
unable to make prompt shipments. 





BIG SELLERS 


“Volume-wise and profit-wise, our 
line of STURDIBILT Scullery Sinks is 
more important to the trade right 
now than at any time since 1945,” 
Mr. Harris continued. “The big 
place occupied by institutional con- 
struction in the current building 
picture—schools, hospitals, and sim- 
ilar projects, both government and 
private—no doubt accounts for our 
continued big STURDIBILT sales. We 
are prepared to work with any con- 
tractor or dealer to help him de- 
velop a bid, and offer our engineer- 
ing facilities to anybody with a spe- 
cial problem. Like LUSTERTONE, 
STURDIBILT Sinks are still being 
shipped promptly.” 


ELKAY EXPANDS 1952 
AD PROGRAM 


Elkay advertising and sales promo- 
tion programs for 1952 have been 
completed, and during the coming 
months millions of consumers, as 
well as all trade factors in the 
building industry, will be reached 
by the. largest advertising cam- 
paign in the company’s history. 
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again in production! Yes, Elkay 
LUSTERTONE Stainless Steel Sihks are now on their 
way, via Plumbing Wholesalers and Master 
Plumbing Contractors, to homeowners from Coast 

to Coast! Remember, first come first served. To get your 
share of LUSTERTONE production, order from 


~ 


your wholesaler now! 


again the winner! The vustertone 


Stainless Steel Sink won the Fashion Academy Gold 
Medal for 1951—and every day wins more and 

more acclaim! Elkay LUSTERTONE is still the only product of 
the plumbing industry ever to win this coveted award! 


and still the Only Sink Guaranteed 


to Outlast the Home! LusterTONE is the sink that’s 

easy to sell because it’s backed by the strongest of all guarantees 
. . and by constant, powerful, consumer advertising 

in leading national magazines! 


HEM] manufacturing company 


1868 South 54th Avenue, Chicago 50 


Since 1920...The World's Oldest Manufacturer 
of Stainless Steel Sinks 
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RAWN STEEL INSERTS 
Type “‘E” Ceiling Inserts 
are made of Heavy Gauge 
Z Steel and are designed 
to carry ordinary work- 
ing loads. 
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manufacturers 


GATEWAY ENGINEERING CO. GATEWAY COMPANY of Ohio 
CINCINNATI 25, OHIO 


CHICAGO 51, ILL. 
3233 W. Grand Avenue 2836 Colerain Ave. 
NE vada 2-1100 Kirby 6517 


GATEWAY ENGINEERING CO. of Maryland 
¥% inch Y_ inch 5 inch BALTIMORE 18, MARYLAND 
2003 Lovegrove Ave. 


TYPE ‘‘X’’ SPECIAL NUTS (also 1/,” size) Belmont 3119 
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(Continued from bottom of page 159) 


Manufacturers Association holds its quarterly meet- 
ing. Subsequent meetings will be held during 1952 
on June 4, September 3 and December 3. 


Admiral Appoints Distributor 

Covington Distributing Corporation has been ap- 
pointed the Admiral Corporation distributor at Hous- 
ton, Texas, it was recently announced. The new dis- 
tributor will handle the complete Admiral line. 


Appointments 

Remington Air Conditioning Division, Auburn, 
N. Y.— Lorimer Dunlevy as regional manager for 
Minnesota, Iowa, Nebraska, Colorado, Wyoming, 
North Dakota and South Dakota. J. C. Gant to repre- 
sent Remington in Oklahoma, Texas, Louisiana and 
New Mexico. 


Avco Manufacturing Corp, Crosley Division, Cin- 
cinnati, Ohio—Herbert F. Koether as manager of the 
refrigeration sales section. New zone managers: East- 
ern division: New York zone: F. D. O’Sullivan, re- 
frigeration-operations; P. J. Reed, television and 
radio; W. A. Cheever, appliances. Atlanta zone: L. R. 
Walker, refrigeration-operations; J. C. McDevitt, 
radio and television; J. F. Tubbs, appliances. Phila- 
delphia zone: H. A. Hoffmeir, radio and television- 
operations; I. G. Knaebel, Jr., refrigeration; W. C. 
Appleton, appliances. 


Central division: Cleveland zone: C. E. Schick, re- 
frigeration-operations; L. Molenda, radio and televi- 
sion; J. Stanitz, appliances. Cincinnati zone: B. M. 
Morehouse, radio and television-operations; C. A. 
Groene, refrigeration; F. O. Brocksmith, appliances. 
Chicago zone: J. A. Shelton, refrigeration-operations; 
H. T. Preston, radio and television; H. A. Kamin, ap- 
pliances. R. L. Baker is in charge of builder and 
trailer activities for the central division. 


Western division: Kansas City zone: E. W. Silver- 
man, refrigeration-operations; J. T. Caviezel, radio 
and television; J. E. Westrich, appliances. Dallas 
zone: R. O. Adkison, refrigeration-operations; J. B. 
Phillips, appliances. San Francisco zone: C. E. Ger- 
maine, refrigeration-operations; C. F. McGraw, radio 
and television; F. P. Williams, appliances. 


Bendix Home Appliances, South Bend, Ind.—C. E. 
Bick as service manager. 


Servel, Inc., New York—C. A. Stockhoff as general 
sales manager of Servel New York Corporation. 


General Electric Company, Louisville, Ky. —C. J. 
Enderle as assistant to the manager of marketing of 
the major appliance division. H. T. Hulett as general 
manager of the electric sink and cabinet department. 


The Coolerator Company, Duluth, Minn.—Gregory 
L. Rees as president. Stuart W. Skowbo as executive 
vice president. H. C. Beresford as director of sales 
and advertising. F. C. Margolf as sales manager. 


Empire Stove Company, Belleville, [1l—J. E. Well- 
muth as branch manager, Chicago territory. 

Cory Corporation, Chicago—Harry Roehm as sales 
manager of domestic products. 
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amt... 


A line of fine Quality sinks reasonably 
priced... 


A line of sinks that appeals to dis- 
criminating housewives .. . 


A line that has gracefulness plus 
utility... 


A line that’s styled ahead for lasting 
good-looks... 


A line that will give you satisfied 
customers... 


A line manufactured the MODERN 


ey... 


A line that’s considered the fastest 
growing line in the industry today... 


A line that protects its dealers .. . 
A line that commands respect. . . 


A line that’s well accepted through- 
out the land... 


THEN WRITE TODAY for details on how 
YOU can become an ACTIVATED dealer 
of ACTIVE QUALITY WARE. 


y 


ACTIVE soos « url 


888 CLAIRPOINTE AVE. 
DETROIT 14, MICH. 
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CAS WALL 










14" MIN. 


16" € to€. 


HEATER 


25,000 BTU Size, single unit 

50,000 BTU Size, dual unit, (heat outlets for two rooms 
on opposite sides of wall) 

Easy to install. Fits between studs on 16” center. 
Entire unit above floor level for easy cleaning below. 
Entire burner and control assembly easily removed. 
Adaptable for use with Robertshaw or General controls. 
Royaltex finish blends with any color. 

Has famous lifetime Royal cast iron burner with drilled 
raised parts. 

Ask for name of NEAREST DISTRIBUTOR. 

AGA approved for Nat., Mfg., or LP Gas. 


CHATTANOOGA IMPLEMENT & MANUFACTURING CO. 
TENNESSE 
189) 


CHATTANOOGA 6, 
Quality 


. Since 
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| The Case for Incinerators 


(Continued from the bottom of page 153) 
a certain extent. When several appliances are 
installed on the same stack, the dampers should 
be adjusted for this new draft condition. 

An incinerator breeching run should be in- 
stalled in the same manner as that of a pot bellied 
stove. Care should be exercised to see that the 
clearance to combustibles is such that a red hot 
stove pipe will not be damaging. After all, some 
housewives will fill the unit with loose paper, 
turn the burners wide open and then wonder 
why the metal gets red hot. Such conditions 
should be allowed for in the installations. 

After installation, the pilot and main burners 
should be adjusted so that they work properly. 
A thorough check should be made for gas leaks 
on the gas service and flue. And then a complete 
cleanup of the adjacent area should be made. 
Special care should be taken if furnace cement 


has been used to provide a tight chimney flue 


fitting. A nail should be driven (or a wire put 
up) so that the housewife has a convenient place 
to hang her poker (furnished with the unit.) 
Finally, the housewife should be taught how to 
operate the unit. The instructions which accom- 
pany the incinerator should be read to her, with 


_ special points emphasized. Five minutes instruc- 


tion to the homeowner, even if this consists only 
in the reading of the information contained in a 
booklet or plainly lettered on the unit itself, will 
make this customer feel more secure and confi- 
dent that the dealer has her best interest at heart. 

The homeowner should also be informed of 
the safety devices supplied. These usually in- 
clude a standard pilot-main burner safety shut 
off in case of pilot failure, pressure reducers, 
gum filters. Added safety features may be: a 
self-closing top (away from the apron level), 
charging doors, serrated brickwork that allows 
the flame to bypass the charge and ignite the 
upper chamber gases before an explosive at- 
mosphere will form, the use of heat resistant 
cast iron, the venting of gas control area contin- 
uously to the flue, and air cooled sides and in- 
sulation. 

Aside from a number of excellent sales aides 
made available by manufacturers, national pro- 
motions to the homeowner by the American Gas 
Association, the LP Gas Association, and by the 
Gas Appliance Manufacturers’ Association can be 
utilized by the domestic engineering dealer. The 
market, relatively untroubled by labor shortages 
(one man can make an installation in a short 
time) and free from cut-rate competition, is, for 
all practical purposes, a virgin one. And it offers 
to the domestic engineering dealer an opportun- 
ity to add to his line of products designed for 
“gracious living,” and thus tap another poten- 
tially large sales volume. 
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BRULE Automatic 


BRU-LAY 


GAS INCINERATOR 


Buy ‘em: 


AND 


Youll 
Profit ! 


n both remodeling and new construction jobs, tell your 






DOMESTIC ENGINEERING 


the 


e Provides 50,000 B.T.U. input 

e No studs or flooring to cut 

e Requires no basement or 
floor space 

e Thermostatic or manual 
control at convenient 


171 


that fits! 
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hand height a 


You'll like the quick sales, easy 
installation, good profit that 
Pion-Aire gives you. Customers 
like your beautiful installation 


customers how a Brule’ Gas Incinerator adds to modern, luxury living. 
They'll buy and you will profit! 

Paper, cardboard, disposable diapers, food wastes, anything combustible 
will burn to a fine gray ash without smoke, soot, or fly ash in the 


Brule’ Incinerator. Easy, safe, automatic. 
Can be installed in the modern kitchen, utility room, or basement. 
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And don’t overlook the big market in stores, 









places where large amounts of combustible 
wastes must be disposed of. ‘Assurance Every- 


way with Brule” 


BRULE’ AUTOMATIC GAS INCINERATORS: 


Distributed exclusively through the Plumbing 
Trade—Wholesalers and Contractors. 


BUILT for a LIFETIME 
of TROUBLE FREE SERVICE 
e 
A. G. A. APPROVED 
e 
Clock Controlled Timing Device 
* 


Ceramic Firebrick Lining Holds 
(In Heat. 


e 
Continuous Pilot Burner 
* 
Automatic 
Controlled 


Main 
Burner 


Useable with Natural, Manu- 
factured and LP Gas. 


Special Discounts on Display Units 
Write For Full Particulars Today 


BRULE’ INCINERATOR CORP. 


407 S. Dearborn St. Chicago 5,111. 





schools, kennels, clinics, drive-ins and other 


job with saving of valuable floor : 


space, no cutting of floor or 
floor covering. 


Fine for second floors. Priced 
low. Economical to operate. 
Heating elements guaranteed 
10 years against burning or 
rusting out. 


11 convenient warehouse points, 
one near you. Order today. 


» FREE BULLETIN 
WING ¢ omplete line 0] 


ion-Aire Wall Heaters 















































FURNACE 
COMPANY 































___ fer tee} 
Has — bo 


[ 
| 


fk Cheer fb 


2 STEAM INSULATED SLOPED 
2own ——-B 


socked OU cuhaias 


——w 










| 






















FREIGHT b GOMER GP 
S COLORED MENS ) 
vidi tana Ig LOCKER ROOM Prmad = t 
woooaru FR 36000 ATU, WASH 







UNIT HEATER. UNIT HEATER 


oven out __ © “3 —[]ww_ RUN id eeepc Rerenn ro peyton aone_3/D6 OrgeAM 
ee Peco he Feevuen_|  @ _ 











ee 
SEE 


ae a 


; 


2) 2i STEAM 2 















1 RET 


2°sTi 


| , en pt” SINSATER STEAM A a* INSULATED STE Pay 
HEATING ! 5 4 & 
LER © 24 oroR/ZED 8000 &Fu, 58000 B7U. GOTTOM OF : 
9 Ee STéare VALVE UNIT HEATER UNIT HEATER HEATER 
7B RETURN apne 9° ABOVE FA. ) 


BOILER LLWAY 


Poo 





/o~9" 
ABOVE FL. 










WIT HEATERS 


22000 STU 





S rrvey 














Down 
2s STEAM INSULATED SLOPED 





‘| 
| 


~ 
i 
= 
=| 











as 


hijecan ft 








Heating Problem... 


...and How It Was Solved! 


Unit heaters team up with convectors to provide 


top comfort in a 5 acre building in St. Louis 


HE Missouri Pacific Lines’ 

new Consolidated Freight 
Terminal in St. Louis, a facility 
occupying an area of five acres, 
was placed in service January 2 
of this year. Under construction 
for more than a year, the new 
building is a city block wide and 
three blocks long and was erect- 
ed at a cost exceding one and a 
half million dollars. 

Although it measures, in all, 
about 800 ft by 315 ft, it was ne- 
cessary to heat only about one 
twenty-fifth of that area. Ade- 
quate protection from the weath- 
er had been found to be about 
the only condition necessary for 
the loading and unloading of 
jess-than-carload non-perishable 
freight. 

Nevertheless, it was impera- 
tive that the heated portion of 





this facility be heated adequately 
and dependably. The heated por- 
tion consists of three locations: 
the head-house and two almost 
identical bays called platform 
foreman’s offices, on inbound and 
outbound platforms. 

The headhouse, approximately 
210 ft by 40 ft, is a two-story 
brick structure without base- 
ment, abutting the main portion 
of the building. The secortd floor 
of this building is devoted to a 
large storage room which is truly 
not a part of the head-house, but 
is a second floor over a part of 
the inbound platform. The lower 
floor of the head-house contains 
locker and washing facilities for 
250 men, a copper-shop, a perish- 
able freight storage room, a 
freight salvage room, private of- 
fice, and a 22 ft by 19 ft boiler 
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room. Each block office is about 
20 ft square, and the first floor is 
used as the name implies. The 
second floor is divided into toilet 
facilities for employees. 

It was determined that about 
5600 sq ft of steam radiation 
would be essential to heat the 
head-house. A vacuum steam 
heating system was selected for 
the job with gas as fuel. 

Each floor of each block office 
indicated about a 54,000 Btu per 
hr heat loss, and it was decided 
to utilize direct-fired gas unit 
heaters for the block offices be- 
cause of the comparatively small 
heating demand and the remote 
location with respect to the head- 
house. Because the second floors 
of both block offices were to 
serve as toilet rooms it was de- 
cided to heat entirely with 
warmed outside air—a feature 
which provided positive ventila- 
tion. 

Steam for heating the head- 
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house is generated in a sectional 
cast iron gas-fired boiler. Steam 
pressure in the boiler is held 
constant and supplies all unit 


Above is a reproduction 
of a blueprint showing 
the steam piping and the 
location of the unit 


heaters continually throughout heaters in the head- 

j house of Consolidated 
the heating season. Steam supply Frclabt Terminal ia St. 
to the convectors is based on Louis. 


yed! 


three zones controlled by two- 
position motorized steam valves. 

About half of the steam radia- 
tion consists of projection and 
horizontal unit heaters which 
serve locker rooms, corridors, 


Shown at right is one of 
the unit heaters used on 
this big job. Both gas 
fired and steam operated 
units were employed. 
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stairs toilet rooms account for 
the other half of the steam radia- 
tion which is of the sloping-top, : 
wall-hung convector type. 
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Vacuum Steam System Used 


The selection of a vacuum 
steam heating system, after com- 
parison with a vapor system, was 
based on its ability to heat with 
lower air temperatures yet main- 
tain the reserve capacity under 
greater operating pressure to 
satisfy the building’s needs dur- 
ing severe weather. The use of a 
vacuum steam system also per- 
mitted the use of smaller lines 
than should be installed with a 
vapor system. 

Flow into each vacuum pump 
is entirely by gravity, so use of 
a vacuum system to obtain a 

(Please turn to top of next page) 











173 





























Above are the propane tanks used for fuel 
storage. The Terminal’s system was de- 


signed for natural gas, but local restrictions 
later made necessary this conversion. 


Heating Problem . . . and How It was Solved! 


(Continued from preceding page) 


hydraulic lift for the condensate 
lines was not mandatory. The 
larger of the two pumps (10,000 
edr) is located under a stairway 
and remote from the boiler room. 
This pump carries about two- 
thirds of the heating load. The 
remainder of the heating load is 
served by a smaller vacuum 
pump adjacent to the heating 
boiler. Twenty-two 34-in. float 
and thermostatic traps serve to 
drip the steam supply mains and 
the unit heaters. 


How Control Is Achieved 


Room temperature control in 
the offices is maintained by three 
clock thermostats, each of which 
actuates its own low-voltage 
steam valve. Control of the unit 
heaters is through operation of 
the fans and is accomplished 
through line-voltage thermostats. 

In shop and heated storage 
areas it was decided to maintain 
a 60 F temperature both day and 
night. The locker rooms, record 
storage room, and toilet facilities 
were subject to daytime occu- 
pancy only—much like the of- 
fices. In these areas it was de- 
cided to use two line voltage 
thermostats, one for day and one 


for a lower night temperature, 
and to delegate the action of each 
thermostat with a day-night time 
switch. 

The lower floor of each block 
office is heated by a direct gas- 
fired propellor-type unit heater. 
Inasmuch as the upper floor of 
each block office is divided into 
two toilet rooms and a corridor, 
it was considered wise to distri- 
bute the heat by duct work. The 
second floor of each building is 
heated by a blower-type direct 
gas-fired unit heater. 

Because the entire air supply 
to each heater comes from out- 
side the building, it is subject to 
a 75 deg variation in tempera- 
ture. Thus, to prevent the intro- 
duction of cold air into the build- 
ing during freezing weather, a 
two-speed motor was supplied 
with each blower-type heater. 
Whenever the thermostat calls 
for heat and the temperature of 
the incoming air falls below 30 F, 
a bulb-type thermostat causes 
the motor to operate at slow 
speed and consequently raise the 
temperature of the outgoing air. 


How Heaters Are Vented 


Venting of the gas unit heaters 
in the block offices is accom- 
plished by cast iron chimneys of 
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the capped type. Each heater 
is vented individually. Heating 
equipment in the boiler room of 
the head-house is vented through 
a brick chimney, lined with 20- 
in. by 20-in. flue tile. 


Hot Water Demand 


The necessarily large wash- 
room facilities of Consolidated 
Freight Terminal create a big 
demand for hot water, the tem- 
perature of which is set at 115 F. 
Moreover, the demand for this 
water occurs during a half-hour 
period in the afternoon when em- 
ployees are washing prior to 
returning home. To meet this de- 
mand a direct fired gas storage 
water heater was installed. This 
horizontal type water heater op- 
erates on forced inlet combustion 
air and has a recovery capacity 
of 1,344 gal. per half-hour over a 
60 deg temperature rise as well 
as a storage capacity of 518 gal. 
of warm water. 

Because of restrictions placed 
on natural gas consumption in 
St. Louis during construction, it 
was decided to adapt the head- 
house steam heating boiler for 
the use of propane as well as 
natural gas. This conversion to 
alternate fuels is accomplished 
by the use of two solenoid gas 
valves which open when outside 
temperatures descend to 25 F, 
thus allowing propane to enter 
the burners. Concurrently the 
supply of natural gas is then cut 
off in accordance with an agree- 
ment with the local gas utility 
company. 


Gas Conversion Necessary 

Conversion to the use of two 
gases was not recommended for 
the unit heaters in the block of- 
fices, so they were converted to 
the exclusive use of propane. 
Likewise, the water heater did 
not lend itself to the use of two 
different kinds of gas because of 
the horizontal Bunsen-type 
burners, and this unit was also 
converted to exclusive use of 
propane. 
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Questions and Answers 


(Continued from page 108) 





haps due to settling, etc.), and if 
the building is to be without heat 
during the period when freezing 
temperatures may be encountered, 
the thing to do would be to blow 
out the piping system with com- 
pressed air. This can be done by 
attaching an oxygen cylinder to the 
pipe line on a top opening of a riser 
or fixture faucet, and disconnecting 
the riser from the mains in the 
basement and blowing the com- 
pressed air through the riser. In 
this way, the trapped water, if any, 
will be blown out of the lines. 
This method could also be ap- 
plied to the sprinkler system. 


A Reader's Suggestion 


To the Editor: 

We hope that it is not too late to 
comment on a problem which ap- 
peared in your October issue, for 


we feel that we have a better solu- 
tion than the one which was of- 
fered. 

The piping arrangement shown in 
Fig. 4 on page 139 could be im- 
proved by changing it to a reverse 
return system. By this change the 
main return line would start at the 
connection to the return branch 
from the radiator nearest the boiler 
and would pick up the return 
branches from all other radiators 
before it returned to the circulator. 

New York D. L. M. 


To the Reader: 

You are absolutely correct in sta- 
ting that the system suggested by 
us in Fig. 4 (Domestic ENGINEERING, 
October, page 139) could have been 
improved by changing it to a re- 
verse return system. However, in 
answering questions of this type, 
we usually try to give the most in- 
expensive method of adequately 
overcoming the reader’s difficulty. 

Please bear in mind that your 





method, although probably a better 
one than that which was suggested, 
would add a considerable cost to 
this particular installation. On a 
new job this cost would naturally 
not develop. But, in the case under 
consideration, all return piping 
would have to be removed and re- 
placed in order to follow your plan. 


Because of the expense involved 
in such a change, we did not think 
it wise to make such a suggestion to 
our reader, and we therefore at- 
tempted to suggest to him how he 
could alter his existing hookup 
slightly and thus obtain the better 
performance desired. However, if 
it had seemed to us that the job 
would not have functioned properly 
without such a change—no matter 
what the expense—we would cer- 
tainly have recommended it. 


It is good, however, to have such 
alternate possibilities brought to the 
attention of the reader, the thought 

(Please turn to top of page 176) 





Problem-of-the-Month. 
(Continued from page 106) 
“change was made. Is it so impor- 
tant? And if it is, what, then, is 
wrong with the original hookup 

(Fig. 1, “B”)? : 


Illinois CaD.k. 


Readers are invited to contribute 
their solutions to this Problem-of- 
the-Month. To the first correct (or 
most nearly adequate) answer re- 
ceived, Domestic ENGINEERING will 
award, upon publication of this 
answer, a prize of $5. In order to 
be eligible for this Answer Award, 
a reader must mail his answer to 
the Problem-of-the-Month Con- 
test within the 30-day period im- 
mediately following the publication 
of the Problem. 

The winner of last month’s An- 
swer Award will be announced in 
the April issue. (For other details 
of this contest, please see last 
month’s issue, pages 127, 128.)—Ed. 


This Is One on Us 
To the Editor: 

An item entitled “Troublesome 
Hot Water Heating System” 
(Domestic ENGINEERING, December, 
page 112) attracted my attention. 
I am inclined to question your sug- 
gested solution as shown in Fig. 2, 
and I would like to ask two ques- 


tions: (1) What is the purpose of 
the circulating pump which ap- 
pears to be on the pipe that carries 
tempered water to feed the booster 
heater? 


(2) Since the aquastat is sub- 
merged in the warm water storage 
tank, I do not see how it controls 
the temperature in the booster 
heater; moreover, the temperature 
in the booster heater would usually 
be controlled by its own thermo- 
static control on the gas line to the 
heater burner. 


Here is a sketch (Fig. 3) show- 
ing my idea of how the require- 
ments of this problem might be met 
successfully. If I am wrong, please 
correct me. 

Virginia W.R. B. 

(Our congratulations to this 
keen-eyed reader. He is correct in 
his suggestion: the circulating pump 
should be placed on the line from 
the bottom of the heater to the bot- 
tom of the automatic gas water 


heater.—Ed.) 




















Fig. 3: At right is a \20 
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sketch by reader W. + soosTsay 
R. B., correcting our HEATER 
hookup shown in De- 
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Questions and Answers 


(Continued from page 175) 
being that in some cases he may 
wish to recommend the more ex- 
pensive correction, and it is for this 
reason that letters such as the above 
are often published in this depart- 
ment. However, it is obviously im- 
practical to advise the reader ini- 
tially on all of the possible solutions 
to any one problem, especially if 
cost is removed as a determining 
factor. 





Pipe Failure in Hot Water 
Heating 


To the Editor: 

I have a question in connection 
with a high-temperature hot water, 
zone-controlled heating system 
which is to be installed in a school. 
The pipe specified will be black 
steel. In the past, with jobs de- 
signed as this one, we have had 
considerable trouble. 

As shown in my sketch, the pipe 
frequently breaks at the point in- 
dicated (see Fig. 4, below). 

Usually, the pipe is imbedded in 
sand, and when it breaks there is 
no way to get at the trouble spot 
other than breaking concrete. From 
the information that we have, the 
only reason for running it this way 
is to save the price of tunnels and 
pipe space. What is your opinion 
of this method? 

Also, some pipe has been in- 
stalled with type L. copper welded 
with sill foss rod or sweated with 
95-5 solder. Anything you can of- 
fer in the way of a suggestion will 





Fig. 5: At right is 
our suggested solu- 
tion to the problem 
of pipe breaking in 
the fill under a con- 
crete slab when no 
trench or tunnel was 
used. If pipe breaks 
on this type of job, 
the conciete must be 
broken to do the re- 
pairing. 
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be deeply appreciated. 

Missouri 
To the Reader: 

It is true that not bedding the 
supply mains under the slab is 
much cheaper than building a cost- 
ly tunnel around the outer edges 
of the building; however, this is 
sort of a false economy, for if the 
job is not properly installed and 
the floor must at some time be torn 
up to repair leaks due to expansion 
and contraction of the pipes, the 
initial saving is thus cancelled out. 

Your sketch (Fig. 4) reveals that 
you do not have expansion joints 
in the main, or swing joints in the 
branches to the radiators. These 
are two very important items, es- 
pecially when long runs are utilized 
and/or when high temperature wa- 
ter is concerned. Some jobs have 
rock wool or some other flexible 
substance packed around the pipe 
and the fittings where expansion 


A. D.F. 
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may occur (see Fig. 5, above). 
This has proven very successful on 
many jobs of this type. 

Copper pipe and fittings with foss 
or solder joints are naturally softer 
(more ductile) than steel pipe with 
screwed cast iron fittings, and will 
probably stand a little more move- 
ment in the sand fill without crack- 
ing or breaking, according to some 
authorities. 

We can also suggest another and_ 
slightly less expensive way to run 
@ main on a job of this type: run 
it a few inches above the floor, un- 
der the radiators, and drop to the 
slab only at the doorways. This 
may be a little unsightly, but the 
maintenance on this type of job 
would be much less expensive than 
on the sort of job which has given 
you trouble, that is, with the im- 
bedded or underground mains. 


Questionable Plumbing System 


To the Editor: 

I am sending you a rough sketch 
of a plumbing job installed in our 
city. The plumbing inspector passed 
this one, but I would appreciate it 
if you would give me your honest 
opinion of it. (Fig. 6, page 176.) 

Texas m. fa. ds 
To the Reader: 

To begin with, there are six fix- 
tures wasting into this plumbing 
system, and only three of them are 
protected against siphonic action. 
These are: the kitchen sink on the 
2-in. waste stack, which is extend- 
ed through the roof; the lavatory 
on the 4-in. stack; and the closet 
on the 4-in. stack, below the lava- 
tory, which is protected against 
siphonic action because the 4-in. 
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stack passes through and above the 
roof. 

The trap serving the dishwasher 
immediately below the sink trap 
could be acted upon by the dis- 
charge of the kitchen sink waste. 
This action would take the form of 
siphonage by aspiration. This would 
also apply to the trap serving the 
laundry tub and the automatic 
washing machine. 

It must be realized that if a trap 
is not properly vented or revented, 
there is always the danger that the 
trap may lose its seal if the condi- 
tions giving rise to siphonage ac- 
tion are fulfilled. 

Therefore, because of the above 
facts we do not consider this a 
good job. The fact that it was 
passed by some plumbing inspector 
sometimes has little to do with the 
quality of the actual installation; 
basing our judgment on the details 
of the job itself, we find it lacking. 


That "Roving" Cold 
Radiator Again 
To the Editor: : 

We have a steam heating job in a 
60-room hotel that has worked well 
until about two weeks ago. At that 
time we commenced to get minor 
complaints. Now, the number of 
complaints have increased con- 
siderably, and they are more 
serious. 

First one room and then another 
complains that they have no heat. 
In each case the radiator will be 
cold when checked, and the same 
room never complains twice in a 
row. . .. it is always another 
room. 

This is a low pressure steam and 
vacuum pump system. The pump 
starts at 4 lb. and stops at 8 lb., 
and the only time the boiler has 
any steam is when there is a call 
for heat. The boiler is gas-fired 
and about eleven years old. 

Could you please suggest some 
solution to this troublesome prob- 
lem? The chief difficulty turns 
about the fact that the complaint 
rarely if ever comes from the same 
room two times in succession. 

Colorado G FH: 
To the Reader: 

Difficulties of this type, when the 
cold radiators seem to “rove” from 
place to place, are usually caused 
by defective radiator traps. 


If one or more of the traps in the 
building do not close tightly when 
the steam hits them, this steam 
passes into the return and tries to 
enter other radiators through their 
traps. Steam pressure on both ends 
of the radiator will stop circula- 
tion, and eventually this radiator 
will condense whatever steam it 
contains and grow cold. 

Checking the discharge side of 
each trap with a sensitive pyrocon 
will soon enable you to weed out 
the defective ones, and the thermo- 
static elements and seats can be 
replaced for a very small cost. 


Noisy Steam Boiler 


To the Editor: 


We have a steam boiler that has 
been giving us some trouble. Fre- 
quently a loud rushing sound is 
heard—as if steam is trying to force 
its way into the tankless heater. 
This is followed by a loud bang 
which causes all the pipes in the 
system to vibrate violently. 


After the burner shut off, the 
boiler water can be heard furiously 
boiling. We have determined that 
this loud bang does not originate 
from the domestic supply lines, be- 
cause we have an anti-knock coil 
installed in the lines. The sound 
seems to originate in the heater. 


When the faucets are opened and 
closed we do not hear this bang. 
Curiously enough, this job has 
worked without such a noise for as 
long as one month. Any help you 
can give us will be deeply appre- 
ciated. 
New York W.R. 


To the Reader: 

Noisy steam plants are generally 
caused by slugs of water rushing 
through pipes and suddenly hitting 
an elbow, a tee (or even a tankless 
heater coil). Water carried into the 
mains is the result of a bad water 
condition in the boiler. This can 
usually be corrected by treating 
the boiler water with a good clean- 
ing compound. 


Power Speed for Pipe Dies 


To the Editor: 
Can you tell me the correct speed 

for pipe dies up to two inches, if 

power-driven? 
Kansas 


To the Reader: 

The power speeds for pipe dies 
on the moder pipe cutting and 
threading machines for pipe sizes 
up to 2 in. (power-driven) are 
between 16 to 30 revolutions per 
minute. The lower speeds would 
be for the 2 in. pipe and the higher 
speeds for the smaller sizes. 


L. E. E. 
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Fig. 6: This is a reader's sketch of an in- 
stallation that passed a plumbing inspector. 
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It is our suggestion that the hookup is faulty 
and that it should definitely be changed. 
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How many of these advantages 


do you get in the convectors YOU buy? 


Model U Convectors 
provide clean, uniform heat 
as well as comfortable radiation. 


You get all these in 


NESBITT 


Model U Convectors 





Nesbitt Convectors are the 
delight of heating contractors because 
of their light weight and ease of installation. 


Order Convectors by name: NESBITT 


Scientific design: an engineered product resulting 


from 40 years of Nesbitt pionairing in the comfort 
heating field. 


Superior construction: of heavier than customary 
furniture steel; sturdily reinforced; built up to a 
reputation, not down to a price. 


Artistic styling: conformable to the best décor; 
rounded edges; functional curved-top grille for 
added heating capacity. 


Pleasing finish: phosphated metal, hardcoated in 
a neutral prime gray that takes a color coat well, 
but does not require it. 


Universal application: to one or two-pipe hot water 
systems (forced or gravity), or to two-pipe steam 
systems, 


Optional placement: the one casing may be in- 
stalled free-standing or semi-recessed, as desired, 
with front easily removable. 


Easy connection: with universal headers tapped 
for every practicable hookup without removal of 
element from casing. 


Stock sizes: modular lengths in two heights, offer- 
ing 23 standard sizes—from wholesaler stock—for 
practically every requirement. 


Honest ratings: in generous conformance with 
Commercial Standard 140-47 and approved by the 
Convector Rating Committee. 


Individual packing: fully assembled in a durable 
corrugated carton for delivery to the job in mint 
condition. 


Dampers optional: in complete separate packages, 
with all attachments, for easy installation, origi- 
nally or later. 


Competitive prices: with the savings of large- 
volume, production-line manufacture passed on 
to you. 


Reliable guarantee: against original defects in 
material or workmanship, for one year from date 
of shipment. 


Sold exclusively through Plumbing and Heating Wholesalers 


A product of JOHN J. NESBITT, INC., State Road and Rhawn Street, Philadelphia 36, Penna. 
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UTOMATIC HEAT 
AIR CONDITIONING — 


to papers and discussions on 


the year’s progress in research 


HE continued and extensive 
cna of the heating and 
ventilating portion of our indus- 
try was effectively illustrated at 
the 58th Annual Meeting of The 
American Society of Heating and 
Ventilating Engineers in St. 
Louis, January 27-30. 

At the five technical sessions 
and numerous luncheon meetings 
papers were presented on nearly 
all phases of the industry. There 
was also a symposium on “The 
Industrial Atmosphere.” 

These papers, reflecting an 
awareness of significant problems 
in the field, revealed that the 
continued research by members 
of the Society is an essential part 


Heating Trends Aired At 
ASHVE Annual Meeting... 


Members and guests listened 


Section 





of the industry’s progress. In all 
cases, the individual papers con- 
sidered in detail a specific prob- 
lem that in one way or another 
had tended to block continued 
advancement. Each, in its own 
way, was a significant contribu- 
tion to that vast body of technical 
information that helps to make 
American industry unique. 

Typical of these papers was 
“The Performance of a Warm- 
Air Radial-Feeder Perimeter- 
Loop System in a Residence,” by 
M. E. Childs, R. W. Roose, and S. 
Konzo. 

Presented in this report, were 
experimental data and conclu- 

(Please turn to top of page 181) 
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Lauren E. Seeley, retiring president, 
presides at the Fifth Technical Session. 








The new president, Ernest Szekely, at 
his introduction during Annual Banquet. 





Shown above is S. Konzo delivering a 
paper on warm-air perimeter heating. 
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Levitt, world’s largest home 


builder, again selects PERFEX’ 


LEVITTOWN, Penna. ' 
1952—Perfex Controls again 
selected for 5000 Levitt homes 


to be built this year! 


pRimaRy 
CONTROL 


4 SERIES 100 
Light Duty Line Voltage Thermostat 






Get your copy of the new Perfex Condensed 
Catalog from your distributor, or write . 


ERFEX 


CONTROLS YOU CAN TRUST 


PERFEX CORPORATION, MILWAUKEE, WISCONSIN 
In Canada, Perfex Controls, Lid., Guelph & Toronto 1 


STOP AT BOOTHS 669-670 @ S14 HEAT BX O-O8 61 T2O 'N 
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RR STATION 
SHOPPING CENTER 





LEVITTOWN, Long Island 
< 1947-’48 -’49-’50-’51— 





Perfex Controls installed 
in 17,500 Levitt homes! 


Perfex 
Dependability 

is proved again 
by being selected 
for the sixth 
consecutive 

year on 
Levittown 


projects 
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ASHVE Meeting 


(Continued from page 179) 
sions that should have immediate 
practical results in the field. Per- 
formance data were given for a 
radial-feeder perimeter-loop 
heating system installed in Warm- 
Air Heating Research Residence 
No. 3 at the University of Illinois. 
This Residence was a low-cost 
basementless house with a con- 
crete slab floor laid on the 
ground. 


The radial-feeder perimeter 
system consisted of an 8-in. dia- 
meter warm-air duct embedded 
in the concrete slab in the form 
of a single loop around the peri- 
phery of the floor, and of a series 
of 8-in. diameter radial-feeder 
ducts connecting the perimeter 
duct wth a subfloor plenum be- 
low the furnace. 


Four arrangements of feeder 
ducts were studied, including two 
arrangements with three feeders 
each, a four-feeder arrangement 
and a five-feeder arrangement. 
Best results were obtained with 
the arrangements in which the 
feeder ducts were extended into 
the corners of the Residence. 
And it was established that such 
a system should be designed so 
that the total air-flow distances 
from the subfloor plenum to the 
registers are relatively short, and 
relatively high air-flow rates are 
maintained in all sections of the 
perimeter ducts. 


Such a system gave excellent 
results: room-air temperature 
differentials were small; cold 
areas on the floor surfaces were 
practically eliminated; and no 
difficulty was experienced in the 
thermostatic control of room-air 
temperature during periods of 
rapidly changing weather condi- 
tions. 


Another paper, “A Design Fac- 
tor in Heat Gain and Heat Loss,” 
by George V. Parmelee and 
Warren W. Aubele, discussed the 
radiant energy emission of atmo- 
sphere and ground and estab- 


lished this factor as significant 
in heat loss calculations. 

The paper outlined the nature, 
magnitude, and significance of 
the low-temperature long-wave- 
length radiation received by 
building surfaces from the atmo- 
sphere, the ground and other 
building surfaces. Observations 
made with a special radiometer 


were compared with similar data 
from the field of meteorology. 
Experimentally determined 
heat flow data on sunlit glass 
revealed that the net radiant 
energy exchange between a 
building surface and its outdoor 
environment, exclusive of solar 
radiation incident upon the sur- 


(Please turn to top of page 182) 





Venting Hot Water Heating Systems 


A CCORDING to the findings presented in this paper by F, E. 
Giesecke, forced circulation hot water panel heating systems 
can be vented by means of a vent placed in the main flow line 
directly above the boiler. Air traps in such systems need not be 
vented if the pressure head is sufficient to force through the traps. 
The feasibility of using this simple method of venting was de- 
monstrated by operating results obtained in an experimental heat- 
ing system which was operated during two heating seasons. 

The experimental system consisted essentially of a boiler, two 
circuits of coils, an open expansion tank, an open vent pipe, a 
pump, and a set of controls. 

The coils were made partly of new 1%-in. steel pipe with finned 
radiators, partly of new 1-in. wrought-iron pipe, and partly of old 
2%-in. and old 3-in. pipe, the last being in position from a former 
heating system. 

The 1-in pipe coil was embedded in a concrete floor slab; the 
other pipe coils were suspended in the crawl space under the floor 
at approximately 18 in. below the 1-in. pipe coil. The system had 
one major air trap, about 18 in. high, and it had several smaller 
potential air traps where the pipes passed over or under floor sills. 

The pump was in the return main near the boiler. The expan- 
sion tank was connected to the return main on the suction side of 
the pump and near the pump. As gases were liberated in the 
boiler, they passed out through the open vent pipe, the upper end 
of which was about 3 ft above the top of the expanson tank. 

The volume of water in the system was 6.92 cu ft; the friction- 
head in the piping was equal to 2 ft of water. From the pump 
performance chart it was found that water was circulating at a 
rate of 30 gpm, or at about fps in the 1%-in. flow riser. 

The experimental system was operated during two heating sea- 
sons. In the summer period separating these two seasons, the 
system was out of operation and no water was drained out or 
added. No air was removed or added, except possibly a very small 
quantity passing in or out of the expansion tank. 

About 1 cu ft of gas was vented from the boiler to the air cham- 
ber during the initial 6-mo heating season. During the first two 
days about 0.25 cu ft was vented. This quantity was probably the 
air which had been trapped when the system was filled. The 
principal portion of the remaining 0.75 cu ft was vented during 


three separate periods when the temperature of the boiler water 
(Please turn to top of page 184) 
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Lauren E. Seeley, at left, is presented with 
the Past President’s Emblem at Annual Ban- 
quet. 


(Continued from page 181) 


face, is of the same order of 
magnitude as the convective ex- 
changes. The radiant exchange 
cannot be treated by use of an 
equivalent surface conductance, 
but can be dealt with by a modi- 
fication of the well-known sol-air 
temperature concept. 


Examples revealed that on a 
quiet cloudless night, a well in- 
sulated flat roof loses 35 percent 
more heat than when the sky is 
overcast, 25 percent more than 
when it is windy and overcast, 
and 15 percent more than when 
it is windy and clear. 

It was further demonstrated 
that the effect on vertical sur- 
faces is smaller, and that the heat 
flow through a sunlit roof calcu- 
lated without regard to radiant 
energy exchange will be about 
40 percent too high for a 24-hour 
period. 

Two papers on warm-air peri- 
imeter heating should be of con- 
siderable interest to heating con- 
tractors. These continued a series 
of research problems in this field 
conducted in the Floor Slab 
Laboratory at the University of 
Illinois. 


The first paper, part two of the 
series, “Temperature Drop in 
Ducts Embedded in Concrete 
Floors,” by J. R. Jamieson, R. W. 
Roose, S. Konzo and H. T. Gilkey, 
dealt with the temperature dis- 
tribution and heat emission of a 
concrete floor slab, heated by 
means of a warm-air perimeter 
duct. 





Samuel R. Lewis addresses Banquet guests 
after receiving the F. Paul Anderson Medal. 


Both the floor surface tempera- 
ture distribution and the heat 
emission from the floor surface 
were studied for an embedded 
feeder duct connecting the fur- 
nace to the perimeter duct. Uni- 
formity of floor surface tempera- 
tures along the feeder duct was 
obtained by varying the thick- 


ness of concrete between the 
duct and the floor surface. 

The temperature drop of the 
air flowing between any two sta- 
tions in both the feeder and per- 
imeter duct was found to be pri- 
marily a function of duct-air 
temperature and velocity. Good 
agreement was obtained between 
the calculated and experimental 
values of temperature drop. 
Practical design curves were 
presented for estimating the tem- 
perature drop through 8-in. dia- 
meter embedded ducts for vari- 
ous conditions of duct-air tem- 
perature, duct-air velocity, out- 
door temperature, and type of 
edge construction. 

Part three of this series, “Heat 
Losses from Floor Slab,” by J. 


(Please turn to top of page 202) 





' Social Functions at ASHVE Meeting 


 pesatee life was not neglected at the 58th annual meeting of the 
American Society of Heating and Ventilating Engineers. A 
“Welcome Luncheon” was given Monday, January 28, at which 
Bill Veeck, president of the St. Louis Browns, told in a humorous 
fashion of “Engineering a Pennant.” That evening members and 
guests dined and danced at the “Meet Me in St. Lous” Party. 

At the Annual Banquet, Wednesday evening, a Memory Book 
was presented by Prof. G. L. Tuve to Lester T. Avery. M. F. Blan- 
kin presented the Past President’s Emblem to retiring president 
Lauren E. Seeley. And the F. Paul Anderson Medal was awarded 
to Homer Addams and Samuel R. Lewis. An address, “New 
Strength for America,” was given by Ralph W. Carney, Wichita, 
Kansas. The address was followed by dancing. 





Bruce L. Evans, general chairman, addresses members and guests at the “Welcome 
Luncheon.” At second from right is Bill Veeck, president of St. Louis Browns who 
gave a talk, “Engineering a Pennant.” To speaker's right are Reg. F. Taylor, the new 
first vice president, and L. L. Hamig, the president of the welcoming St. Louis chapter, 
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HORIZONTAL FLOW CONTROL VALVE 


HERE'S THE valve you need for zoning hot water heat. Just 
the thing for low basements. It saves pipe, simplifies installation 
and gives more head room... especially important on long runs. 
As the illustration shows, this valve feeds straight out from the main 
and saves several inches of head room over angle type valves. 
There's a Thrush Flow Control Valve for every need ... the line is 
complete with angle and vertical valves, with or without air tube, 
and the new horizontal space-saving valve announced here. All 
have the same time-tested operating principle and working parts. 
For easy zoning of hot water heat and assured customer satisfac- 
tion, install the complete forced circulating Thrush Flow Control Sys- 
tem. See your wholesaler today or write Department A-3. 


H. A. THRUSH AND COMPANY 


PERU, INDIANA 









New Venting Data 


(Continued from bottom of page 181) 

was above 120F. The gases vented during these 
| periods, were partly carbon dioxide, liberated 
from the bicarbonates, and partly oxygen and 
nitrogen, dissolved in the 80 F water with which 
the boiler was filled end of which a part was re- 
leased when the water was heated above 80 F. 

At the beginning of the second heating season, 
the system was full of water from the previous 
season. It was assumed that the system contained 
no gases, except those dissolved in the water or 
bound in bicarbonates which had not broken up 
during the first season. 

In this season, the gas vented was less than 0.3 
cu ft. One-half of this quantity was vented during 
6 days when, due to a low outside temperature 
| and the control method used, the water tempera- 
) f P é N y) A i [ [ | T y | ture in the boiler rose repeatedly to 212 F (with 

pump stopped), thereby causing release of oxy- 
gen, nitrogen, and carbon doixide dissolved in the 
water at lower temperatures. 
A C C F S S 5 | [ | T 7 A re-absorption of gases by the water was noted 
on March 4, when a 3-in. height of gases in the air 
chamber disappeared in one day. This disappear- 
ance undoubtedly was due to absorption by the 
ONO Mi '¢ AL IN STALL ware). water which was unsaturated with gas after 
boiling temperatures were experienced. 

The total gas vented during the second season 
was 0.3 cu ft (about 4 percent of system volume), 
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conomical 
arco thereby making the total gas vented during two 
Vertical Saais tadiners seasons equivalent to 1.32 cu ft, or almost 20 per- 


cent of the system volume. 


From the results secured during the two-season 
operation of the experimental system, it was con- 


cluded: 


1. Gases can be removed easily from a system by 
connecting a vent to the flow main directly above 
the: boiler. 

2. Water circulating through the system will 
| move gases and carry them to the boiler, if the 
| pump produces a pressure-head sufficient to force 
| where gases are lodged. 











NORSE Horizontal 
Tubular Boilers with 
CIRCUMBUSTION 
Firing Chamber. 








| 3. It is advisable, when a system is first filled 
| with water, to heat the water to a high tempera- 
| ture to remove as much as possible of the dissolved 
| 























gases and of the gases which will be liberated 
when mineral matter in the water is heated. 


NORSE Commercial 4. In a well constructed system, when the gases 
Series—Scotch | have been removed, no more gases will enter the 
Marine Boilers | system other than those which are transmitted 


through the expansion tank. 
5. In a poorly constructed system, in which 


oe YOUR a. leaks exist and make-up water must be supplied, 
Write eer the make-up water will supply additional gases. 
TUustrated 


6. When pressure-heads are very low, as they 
generally are in gravity-circulation systems, all air 
traps must be vented. 
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I. EXTRA CAPACITY 


(on smaller sizes) 


Y%"—] ” 
1%4"—1Yo” 


convectors, radiators or baseboards 














FLEXIBLE INVENTORY 


(on popular sizes) 
interchangeablefia 


ngesmeanone 
four sets of — 
or 1%”) equals 
lators in stock. 


circulator plus f 
(%" s 1 Vs 

’ . 
four sizes of circu 


3. A CINCH TO SERVICE 


All you need is an Open end 
wrench, screw driver and 
allen set screw wrench. 
Taco’s carbon seal runs 
Against a stainless steel 
seal eliminating any wear 
in bracket. 








March, 1°52 








March, 1952 DOMESTIC ENGINEERING 187 


SAVE THAT EXTRA PIPE 


- it’s almost enough for 
your next job! 









When you can save precious pipe today 





it's news, and a saving of 40%* is BIG 
news! Hundreds of Burnham BASE- 
RAY** Radiant Baseboard installations 








made with the Series Loop System (see 


diagram ) are what make this big news. 





Try this hook-up yourself. It will be a 
surprise for you and for your customers! 


Youll not only save pipe, but fittings 


And to assure your customers abundant, low-cost, 
will be 49% less . . . installation labor year ’round domestic hot water, there's nothing 
54% less. And remember... with BASE- like a super-efficient Burnham PACEMAKER or 

YELLO-JACKET Boiler. Each has built-in cop- 
RAY youll be giving your customers per water heater — tankless or storage type. 





the most efficient, space-saving radiant *Compared with conventional one-pipe forced circulation 
system in a 1-story basementless house. Comparable sav- 


ings made in other types of houses. 


baseboard heating available! ©°Reg. U.S. Pat. Off. 


pail 

























BURNHAM 
SERIES LOOP 
BASE-RAY “(dd gant 


RADIANT BASEBOARD 


The Series Loop System shown here is ideal for ranch 


Women, especially, prefer the low, sweeping type and basementless houses. Can be used with 
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as well as its clean, even, dust-and-draft-free heat. See page 10, IBR Installation Guide No. 5. 
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Part 1 of a New Series on Heat 
Distribution Methods 


INCE their introduction 
in the '30s ceiling air 
diffusers have had a rapid 
growth in industrial and 
commercial application. They have 
made it possible to move and dis- 
tribute huge volumes of air great 
distances and over vast areas. This 
has been accomplished without 
causing drafts or noise even in 
the face of low ceiling heights. In 
recent months diffusers have been 
developed which satisfactorily han- 
dle air driven at relatively very 
high pressures and velocities 
through small, pipelike ducts. 


With the accomplishments of 


overhead distribution so amply 
demonstrated it is logical to inquire 
why it has not been adapted in 
household heating. 

There are probably _ several 
reasons, perhaps the chief be- 
ing the fact that the two persons 
responsible, more often than not, 
for the selection of the heating sys- 
tem and its fixtures, the homeown- 
er and the heating contractor, in 
the past have known little about 
the possibilities offered by ceiling 
diffusers in home heating systems. 
Another likely factor has been their 
cost, which, on the basis of the 
standard commercial and industrial 
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units, with the controls and damper 
features, would be out of line in 
today’s averge home. Air diffusers 
were originally designed to handle 
far more involved and complex 
problems than those encountered in 
a home, far greater air volumes, ve- 
locities and pressures—hence the 
frequent mistaken notion that they 
can be used successfully only for 
such work. Added, of course, is 
the idea that warm air must in- 
evitably rise. 

Yet any heating project—wheth- 
er it be in a huge plant or small 
home—is basically a matter of de- 
termining the best means of gen- 
erating, moving and opportioning 
a required number of Btu’s, and 
overhead diffusion is as practical— 
and as efficient—in a home as any- 
where else. The experience and 
development work in air handling 
that has made the air diffuser a 
standard fixture in industrial and 
commercial buildings can make 
possible a household heating sys- 
tem that has much to recommend 
it in distribution efficiency, econo- 
my and cleanliness. Properly 
installed, and the installation is 
quite simple, overhead diffusion, 
using inexpensive outlets specifi- 
cally designed for this type of 
application, provides an excellent 
indoor environment. 

A year’s research in a Danbury, 
Connecticut house under actual 
living conditions proved enlighten- 
ing to both owner and contractor. 
The house, one story, six room, full 
basement and full expansion attic, 
is located on a ridge north of Dan- 
bury at about 800 feet elevation. 
Architecturally it is a standard de- 
sign dwelling of modern construc- 
tion and is insulated thoroughly. 
Doors and windows comprise ap- 
proximately twenty-five percent 
of the wall space, All exterior 
doors have the interlocking type of 
weatherstripping. Original heat 








‘AT | DIFFUSION IN HOMES... 


.d damper loss was calculated at 77,000 Btu 


of line in per hour but this figure was based F : j 
- diffusers on single glass, double hung win- A year's research in @ Danbury, Connecticut 


to handle dows. In the final plans casement home under actual living conditions has dem- 
complex windows and large double glass 
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Oil Burner 
Servicing 


e Part 26 of a Series—Domestic Burners e 


HEN making an oil burner installation, 

whether conversion or complete unit, the 

contractor-dealer is often required to provide 
a year-around domestic hot water hookup. While this 
would appear to present no great problem to a man 
with heating, piping, or plumbing experience there 
are a number of factors involved that are worthy of 
his consideration if the job is to perform satisfactorily 
for the customer. Other automatic methods of sup- 
plying domestic hot water serve as a challenge to the 
oil heat dealer to. demonstrate that those used with 
the oil burning heating plant are also effective, 
economical, safe and trouble-free. 

Probably too many dealers assume the attitude that 
domestic hot water is a secondary, almost makeshift, 
function of the oil burner, hardly the equal of the 
“package-jobs” using other fuels. If an indirect, 
oil-fired system does not deliver on a par with the 
package units there is something wrong with its 
design or construction. 

Few realize, except oil burner servicemen, how 
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HOT WATER CONTROL 


MANIFOLD FULL SIZE WITH GENERATOR INLET 











Fig. 1: If the indirect heater is not connected to all of the sections 
there will be some heating of the house during the summer 
season. Additional attention to details helps build goodwill. 


many poorly installed domestic hot water hookups 
exist. Each serviceman encounters hundreds of them, 
all summer long: jobs that don’t heat the water; 
others that deliver hot-and-cold; still others that 
heat the house in warm weather. Most of the “no- 
hot-water” and other complaints have their roots in 
the original installation. If all these systems were 
properly designed and piped there would be a lot 
of summertime unemployment among oil burner 
servicemen. 

The year-around hot water hookup has other 
advantages besides efficiency and safety. It keeps 
the oil burner exercised all summer. There is no 
need for a spring shutdown or autumn startup. The 
customer can have heat at any time, spring, summer 
or fall, simply by setting his thermostat for it. Heat 
will come up quickly, for the boiler water is already 
hot. Also the boiler water is kept active, reducing 
settling out of solids into the “mud-ring;” and the 
heating surfaces are kept free of destructive moisture 
from the humid summer air. 

In a great many oil burner con- 
versions the contractor will find that 





the wintertime hot water has been 
supplied by a firepot water-heater, 
~ sometimes called a waterback, or 

hand. Some are tempted to leave 



































A B 
SIDE INLET TOP INLET wee we we we we ow oe 
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HORIZONTAL-TYPE GENERATORS 
AND TANKLESS COILS ARE MORE 
GENERATOR WITH EFFECTIVE BECAUSE THEY CAN 
SIDE-INLET CAN BE BE INSTALLED IN HOTTER REGIONS 
INSTALLED CLOSER NEAR THE WATER LINE OF 
TO BOILER WATER LINE THE BOILER 


this device in the boiler or furnace 
and to continue its use with the new 
fuel, particularly in hot air furnaces, 
in which an indirect hot water hook- 
up is impossible; or in hot water 
L] heating boilers, where the standard 
type hookup is more complex and 
costly than with steam. The general 
tendency reflects an unwillingness to 
disturb an installed item. 
The contractor should resist this 
temptation to save the customer the 

















Fig. 2: For best results the generator selection should be based on ability to pro- 
duce at 140 F. Extra capacity is thus made available simply by raising the control 
setting if it ever becomes necessary. Side inlet tappings to shell are recommended. 
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cost of the more modern methods; 
in fact, he should refuse to allow the 
(Please turn to top of page 193) 
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RELIEF VALVES 


vard Preventing Hot Water Tank Explosions | 
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Self-closing 
? temperature relie 
Self-closing 

temperature and 
pressure relief. 





Self-closing 
temperature relief. 


KLIXON MOTOR PROTECTORS 
PREVENT MOTOR 
BURNOUTS 

Fusible plug-type 


temperature and 
pressure relief. 








ot water tanks 





You can safeguard and prote 
from possible explosions by installing Klixon 
Relief Valves on all hot water tanks. Available 








for temperature, pressure or both, Klixon Relief To keep movort operating longer in ol burn 
Valves “open” should the temperature or pres- | su uer euculuors gad ome: mtn dpe 
° in Klixon Protectors. Built-in by the motor 

sure reach the danger point. When the water manufacturer, they prevent motors from burn- 
: 7 f d ing os aed — “off” a = should ihe 

motor become dangerously overheated. When 

cools sufficiently, or the pressure is relieved the Reopls to sults the protector suaps the power 
valves reclose automatically. is specihed or by Ant J the red arrange es 


the manual resét type is used. 





Klixon fusible plug-type valves are also avail- 





able. They relieve temperature by the melting of : 

a fuse and are ready to operate again when the L = 

fuse plug is replaced. ed LEIXO _ 
Use Klixon Relief Valves on your jobs. Bulle- SPENCER THERMOSTAT 

tin PR-55 has complete information. Write for a Division of Metals & Controls Corp. 


copy, today. 1803 FOREST ST., ATTLEBORO, MASS. 
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L to today’s demand 
5 for space-saving 
equipment... 


No. “100” | INCH THE NEW 


’ P| B&G BOOSTERS © 
“5 +4 
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COMPACT... 
ECONOMICAL... 
OUTPUT! 


All the famous B&G Booster features in smaller, lighter units 


Today’s trend to smaller homes makes it imperative that operating equipment 
be made as small as possible. This new series of B & G Boosters was designed 
specifically to answer your requests for more compact, space-saving units. 


The small 1/12 H.P. motor, designed and built i in the B & G plant, consumes 
less current ... keeps operating costs at a minimum. Ideal in every respect for 
residential installations or for zoned jobs where individual circuits are compara- 
tively short in length. 

Important, too, is the conservation of critical metals. The smaller sizes of B& G 
“75”"—"100”" and “125” Boosters permit more units to be produced from any 
given allotment. 


Nearly a quarter of a million of these new-design Boosters are installed at the 
present time. Their performance has proved the soundness of B & G engineering 
—you can install “75”, “100” and “125” Boosters with complete confidence in 


Famous builder of small homes says— their efficiency and dep endability. 


“These are the pumps for us—they are ideally 
suited to our small home designs. We never 


could see the idea of a large, overpowered pump 
to do the job required by a few hundred feet of F L L ce ° © s F T 


radiation. Congratulations on the way you have 
answered a growing problem.” {e Cc 
a: CK- : nares seiaad Sy: 


*Reg. U.S. Pat. Off. Canadian Licensee: S.A. Armstrong, Ltd., 1400 O'Connor Drive, Toronto, Canada 
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Oil Burner Servicing 


(Continued from bottom of page 190) 


firepot heater to remain in the boiler, even though 
persuaded to do so by the owner. These are dangerous 
devices. 

The objection is often raised, “But this waterback 
worked perfectly before; we never had any trouble 
with it. Why should it be more dangerous with oil 
than with coal?” 

The answer is that it will not be more dangerous; 
in fact, it will probably be less so. The oil fire is on 
only part of the time, whereas the coal fire burned 
continuously. Also the coal fire could not be ex- 
tinguished as readily as the oil fire. The heater was 
dangerous with coal, even though the customer might 
not have been aware of it. And there will be danger 
if it is used with oil. 

There is no means of controlling the heat in this 
type of heater, or in the storage tank it supplies. 
Dangerous pressure could be built up because of this 
lack of control. The contractor is installing a firing 
mechanism with modern safeguards against excessive 
heat and excessive pressure, and other dangers. He 
would be extremely rash to permit an unsafe, un- 
controlled device to remain in contact with the oil fire. 

The simplest, and least expensive, hot water hook- 


ups are made with steam systems. The average small 
house installation may cost much less than some of 
the package hot water units. Its overall effectiveness 
will depend on how well it is planned and piped. 

The most important consideration is the relation of 
the indirect heater and the boiler water line. During 
the summer the hottest water will be at the water 
line. To make the best use of this heat the supply 
piping to the indirect heater should be taken off the 
boiler as close to the water line as possible, 3 in. 
below at most. When a lower outlet is used, the 
hottest water will not be available. Fuel will be 
burned to keep a body of water hotter than that 
used to heat the domestic water. 

Pipe-sizing between the boiler and the indirect 
heater should be kept as large as possible. The shell- 
tappings of the heater should be a guide to this sizing. 
No part of the piping should be smaller than these 
tappings, either for top or bottom runs. This will 
often make it necessary to cut and tap openings 
of the proper size in the boiler. At the bottom a 
bushing may need to be removed. It is especially 
important not to reduce pipe sizes at the-lower part, 
where rust accumulation may still further reduce the 
water passage in a year or two. Very few systems 
become inoperative as a result of plugging in the 

(Please turn to top of page 195) 
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Fig. 5: Drawings “X” (left) and “Y” (right) show the right and 
wrong way to hookup domestic hot water systems. (X) Errors com- 
monly made. (A) Steamside outlet to generator too low, pipe size 
too small. (B) Generator too small, top inlet used. (C) No means 
of draining. (D) No way to drain circulating domestic water. (E) 
Top tank temperature cannot be higher than generator tempera- 
ture. (F) Limit of heating by circulation, tank cold below this line. 
(Y) Factors in good domestic hot water hookup. (A) Pipe full 


size to generator, use side inlet. (B) Use full size generator, 
horizontal type, kept as close as possible to water line. (C) 
Provide for draining. (D) Tank well above top of generator. (E) 
Best location for draw-off cock. Closing gate valve (F) while 
draining permits flushing coil and entire lower piping. (F) Gate 
valve to be closed partially for throttling circulation during 
winter operation for heat. (G) Tank in _ horizontaf position 
is fully heated, has quicker recovery than a vertical tank. 
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IDEAL FOR STORES, SHOWROOMS, SCHOOLS, BANKS, 
HOTELS, HOSPITALS, THEATERS, CHURCHES, OFFICES, VESTIBULES 
AND OTHER COMMERCIAL AND PUBLIC BUILDING AREAS 


A remarkably useful unit 
with dozens of applications 


GET FREE ILLUSTRATED BUL- 
LETIN 550 TODAY and find out 
how you can profitably use 
Modine Cabinet Units. Call your 
Modine representative listed in 
the classified section of your 
phone book. Or write direct to 
Modine Manufacturing Company, 
with chilled water. Cooling models may be used for both chilled 1502 DeKoven Ave., Racine, Wis. 


re; Cabinet Units meet the requirement for fast, positive 
and quiet distribution of heated or cooled air — where 
the expense and elaborateness of unit ventilators or air condition- 


ers are not warranted. 





Models for heating with steam or hot water . . . cooling 


water cooling and hot water heating. 


Exceptionally attractive in appearance and versatile in applica- ~g 


tion, Modine Cabinet Units offer many interesting possibilities 


for new buildings and remodeling jobs, Available in five sizes C A 4 i he 7 T U b } T $ 


from 120 to 640 Edr. 


FOR HEATING & COOLING 


C-1145 





Type C—basic Modine Cab- Attractive louvered plenum Type C with optional inlet Type CR with face outlet 
inet Unit for wall mounting base —- with or without fresh grille for ceiling use — (heat- grille and plenum base for re- 
where off-the-floor installation air damper — makes Type Ca @ ing only). Duct connectors cessed installation. This unit 


is desired. floor mounted cabinet. also available, for heating only. 
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Oil Burner Servicing 
(Continued from bottom of page 193) 


upper piping. In storage tank systems the generator 
selected should be the product of a known manufac- 
turer, one whose research has made it possible to pub- 
lish ratings on the oil-fired capacity of the heater. For 
best results the generator selection should be based on 
ability to produce at 140 F. This may sound like 
oversizing, but it will pay off in years of trouble-free 
hot water generation. Extra capacity is made avail- 
able simply by raising the control setting if it ever 
becomes necessary. (See Fig. 2, page 190.) 

The horizontal-type generator is most efficient: 
its entire body can be kept in the hot level close to 
the water line. For the same reason the generator 
should have side inlet tappings to the shell. Those 
with only top inlets will be several inches farther 
below the water line than the side-inlet types. 

Rectangular sectional boilers present a_ special 
problem for the summer hot water hookup. The 
older boilers of this type have small push nipples 
between sections. These do not allow circulation of 
water at the top of the boiler, since the water line is 
below their level; therefore, each section becomes a 
separate steam generating unit. If the indirect heater 
is not connected to all of the sections there will be 
some heating of the house during the summer season. 

Circulation must be provided between the sections. 
A manifold is constructed on the outside of the boiler, 
as shown in Fig. 1, page 190. The run of this mani- 
fold is piped full-size with the inlet tapping of the 
generator or tankless heater. The branches between 
the boiler and the manifold are of smaller size. 

There are many errors prevalent in building this 
type of manifold. The most common is to omit 
branches from some of the sections. This is a way 
to breed future service problems. The system might 
work reasonably well the first season or two, while 
the piping is clean, but at some future time it will 
be necessary to increase the aquastat setting to com- 
pensate for the poorer circulation resulting from rust. 
Steam will then be generated in the unconnected 
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HEATER Fig. 3: At left is one 
method for keeping 
lower circulation 
lines flushed. If the 
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Fig. 4: The firepot 
hot water coil (wa- 
terback or hand) 
shown at right must 
be removed for a 
conversion installa- 
tion. With it re- 
maining in the sys- 
tem it is impossible 
to control tempera- 
ture or pressure. 









































sections, heating some or all of the radiators. 

Installers object that it is difficult to make the re- 
quired short connections when all the sections are to 
be used. This difficulty can be reduced in various 
ways. In the first place the branches need be no 
larger than required to deliver full circulation. 
(Many installers construct branch piping a size or 
two larger than necesary). If there are five or more 
sections in the boiler the branch piping need be no 
larger than half the manifold size. For example, if the 
run is of 1% in. pipe the branches can be % in. If 
the run is 2 in., the branches can be 1 in. 

Another means of making manifold fitting easier 
is to use long (6-in.) nipples in the branches. Mak- 
ing up unions when the nipples are short is difficult 
work and results in great strain on the boiler sections 
and the cast iron fittings of the manifold. The use of 
brass nipples is also recommended. These are more 
flexible and lighten the work considerably. 

Some contractors build these manifolds entirely or 
partly of copper, using solder fittings. This is an 
easy and practical method, requiring just one caution. 
Low temperature solder must not be used. In the 
event of low water the joints can become so hot that 
the solder melts out. The use of a low-water cut-off 
is also good insurance against this eventuality, as 
against the other dangers of excessive water loss. 

One of the elements that can reduce future service 
calls is the proper placement of the hot-water control. 
When poorly located this control can be responsible 
for improperly heated domestic water, or summer 
steaming conditions. 

The best location for the hot water control is in 
the boiler itself, as close to the water line as possible. 
In this position it can be set to a high temperature 
without producing steam. 

Because it is often difficult to find an outlet on an 
old boiler in the correct position for the aquastat, the 
next best location is often chosen. This will be in 
the upper piping between the boiler and the gener- 
ator. A tee is substituted for an ell, close to the 
boiler. The control is installed in the run of the tee, 
never in the bull, where it might partially obstruct 

(Please turn to top of page 235) 
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Overhead Heat Diffusion in Homes 


(Continued from center of page 189) 


es of heat” method, standard for forced warm air 
systems. 

Five 30 by 4 in. return grilles were installed, one 
in the living room, dining room and each of the bed- 
rooms. If the system were to be redesigned, the 
owner and contractor agree that a sixth grille would 
be put in the hall, chiefly for the benefit of the guest 
bathroom. This arrangement would provide about 
75 percent returns which is current practice. All the 
grilles are located directly below windows. 

The 24 by 24 in. heater bonnet rises vertically 
through the house and is concealed in a closet. There 
is practically no heat loss in the basement. Main 
attic supply ducts and branch ducts are insulated 
with balsam wood batts. The furnace is rated at 
141,000 Btu per hour and 120,000 Btu at the outlets, 
and the blower at 1800 cfm free air delivery—12 in. 
size with % hp motor. 

The thermostat is 5 ft above the floor in the dining 
room just inside the living room archway and is 
adjusted to within % degree cut-in and cut-out. 
Readings were taken periodically at five ft heights 
on interior walls in each room with laboratory ther- 
mometers. All were within % degree of the 72 degree 
setting. Return grille readings showed 70% degrees. 
The ceiling line showed 73 to 73% degrees but it is 
not thought that such readings will ever have any 
significance as with overhead discharge there is slight 
chance of stratification, especially with the relatively 
low ceiling heights of modern construction and be- 
cause a basic consideration in the design of any 
diffuser is to avoid stratification. 

A total of 1378 gallons of fuel oil was used between 
October 27th, 1950 and April 25th, 1951 at a cost of 
$179.14 for the 254% week period. However, plaster 
was not dry until December 4th, return air ducts not 
connected and attic not insulated until February Ist. 
Given the same weather conditions, the estimate for 
1951-52 is $157.30. 

If, at some future date, it is decided to install air 
conditioning, the distribution system already exists. 
Simply running the blower in the summer will pro- 
vide a certain amount of air motion through the 
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house, with cooler air drawn from the basement. 

The addition of attic rooms after the house has been 
completed doesn’t require extensive alterations in 
the heating system. It is a simple job to run a 
branch from the main attic supply duct. And low 
headroom basements are no problem as the heater 
bonnet goes directly up to the attic with only shal- 
low, horizontal returns. 

The crucial feature of the overhead system is the 
diffuser. It must be considerably more than an 
ornamental fixture. Its design must take certain 
aerodynamic laws into account as well as the specific 
requirements of household heating. It should bring 
to the home the advantages—and luxury—of scientific 
diffusion, yet be simple, functional, inconspicuous. 

Installation is the same as in any forced warm air 
design except that the furnace bonnet rises vertically 
and the duct work is laid across the attic rather than 
below the floor or between the walls. The same 
“inches of heat” method is used, e.i. a duct size is 
selected which will supply the required volume of 
Btu’s for individual rooms. Proper sizing of the 
diffuser is simply a matter of choosing one with the 
same neck diameter as the duct. Prefabricated round 
ducts and elbows are used, which means a saving in 
installation cost. 

The air stream leaving the diffuser is directed out- 
ward and downward, preventing smudging or streak- 
ing of the adjacent ceiling area, 

The supply air has sufficient mass and velocity to 
entrain or induce room air to mix with it in the 


ration of 4.5 parts of the latter to 1 part of the former. 
This blending process takes place within a foot or 
two of the outlet, well above the head of the oc- 


cupants. The kinetic energy or “throw” of the 
mixture is sufficient to set in motion, gently and 
imperceptibly, all the air in the room, thus maintain- 
ing temperature equalization. 

Added to the diffusion process is the effect of the 
return grilles. As the room air gradually cools it 
settles to the floor and is syphoned off down the 
grilles to the furnace for reheating. Another and 
important function is performed by the baseboard 
returns. Located directly below the window areas 
they set up an efficient barrier against cold air cot 
vection, collecting and drawing off the chilled air as 
it washes down the windows. 

One residential ceiling air diffuser consists es- 
sentially of a neck or collar and an inner and outer 
cone, the air passing between the two. The inner 
cone is so positioned as to discharge the air at the 
proper angle away from the ceiling. The unit extends 
about 2 in. below and the outer cone has a built-in 
shoulder which further deflects the air stream from 
the ceiling and thus prevents smudging or streaking. 
The ceilings in the Danbury house are as clean today 
as when plastering was completed. 

Location of the outlets is never a problem. Most 
spaces require only one unit which is centered. 
Where one dimension of a room is more than one 
and a half times the other, two units, placed on 
quarter centers, are required. 
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ONE SOURCE GIVES YOU EVERY- 
THING YOU NEED IN FITTINGS 
Malleable Iron Pipe Fittings and Unions... 


Plugs and Bushings . . . Steel Pipe Nipples 
. .. Cast Brass Solder Joint Fittings. 


Backed by more than a Quarter Century of experience é 
in the manufacture of Quality Pipe Fittings. 














A Fast-Moving Quality 
Line of Plumbing 
Brass 


Barnes also Has a Stellar 
Array of Hard-Hitting Dealer Sales 
Aids that Really Moves Inventory ! 
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The Most Complete Line 
of Water Systems in 
the Industry 


J 








\ aes DRAINERS Z . 
\ for Added Profits! 


_ 
Write Ta Today for Details | 





WATER SYSTEMS 


MANUFACTURING CO. 
MANSFIELD, OHIO 
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NOW FEATURES COMPLETE 
BATHROOM ENSEMBLES , 








Shelf-back lavatory, porcelain-on-steel Model L-2018 has 
a bowl of generous capacity with a deep apron at front and 
sides that creates an unusual smartness in style. May be 
wall-hung or installed with legs as illustrated. | 

AllianceWare porcelain-on-steel BA5 

bathtub combines three important 

selling features—(1) an attractive 

panelled front (2) a wide seat with 

roll-rim and (3) a convenient 


height of 15 4% inches. 


For details of these AllianceWare‘units, 
write for complete specification sheets. 


ITH the recent addition of vitreous china closet combinations 
of recognized quality to the AllianceWare line, you can now 


offer a complete AllianceWare bathroom in any of four decorator 
color selections — blue, pink, green, and suntan — as well as white. 
With stainproof surfaces, modern styling and ehoice of units 
matched in color, AllianceWare also possesses practical details of 
construction and ease of installation that win the praise of 
architect and builder. Now—more than ever — you can make 
AllianceWare a profit and prestige builder for your business. 





Close coupled reverse trap closet combination in 
a smartly-styled unit. The design incorporates X 


quiet, efficient, whirlpool jet flushing. lhianee are 


PORCELAIN ON stece 


ALLIANCEWARE, INC. e Alliance, Ohio 


Bathtubs e Lavatories ¢ Toilet Combinations ¢ Sinks 























IMustrated above are two other WARWICK tapping 
machines, specially designed for the precteren 
threading of WARWICK “ELL and “TEE” 

tings. These machines assure technical accuracy 


and close tolerance of parts. 


Every WARWICK union and 
fitting is the result of modern 
production methods and precision equip- 
ment such as the tapping machines shown 
above. Accurate machining by highly 
skilled craftsmen assures you of the highest 


If you are not familiar with the WARWICK Line, write for descriptive folder today. 


Illustrated above is one of many specially 
designed WARWICK nut tapping machines 
used for the precision threading of all WAR- 
WICK Unions. Only the finest in modern 
threading machinery is used, insuring perfect 
fit and easy installation of all WARWICK 


Unions. 


degree of perfection in the 

finished product. That’s why, 
when you specify WARWICK, you take your 
most important step toward permanently 
a performance on all your piping 
jobs. 
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reduce your 






steam costs 







3 ways with the 
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Model 3 


Powermaster—15 to 500 
H.P.; high or low pressure 
models for steam or hot water. 


° 







ad 


Now you can make your own comparison. No other steam on 7 Y t h e 


generator gives you all of the Powermaster’s advantages. 
A special burner design (patent applied for) reduces your 





cost of hot water and steam for processing or heating. a 
" Powermaster is the only self-contained steam generator 
in ng that offers you— 
t's w 
ike y bi . 1. Full boiler efficiency at 30% to 100% of capacity. You 


get fuel savings in slack periods as well as during ° 
ceed peak loads. Jl yes yo uU 
—" 2. Less time (and money) spent for boiler clean-up because 

of complete fuel combustion. (Plant studies show that 

you clean the Powermaster steam generator less than 

other units under average conditions.) a I I 3 






3. You take advantage of low fuel rates by changing from 
oil to gas (or gas to oil) in a matter of minutes. No fuel 
shortage worries, either. 









advantages 










Write for your free copy of this catalog 





















' It gives you the complete story of the Powermaster 
Steam Generator . . . ease of installation, construction 
details, automatic controls and fuel saving features. 


Just write for a copy of Catalog 1218, 


: { pia 
heating ° 
wt etc. the Powerm 


7 


ment 













ORR & SEMBOWER, INC., Established 1885 


, 920 Morgantown Road, Reading, 








Pennsylania 























ASHVE Meeting 


(Continued from page 182) 


R. Jamieson, R. W. Roose, and S. 
Konzo, investigated the heat 
losses from a concrete floor slab, 
heated by means of a warm-air 
perimeter duct. A large portion 
of the subfloor heat losses oc- 
curred at the outer edge of the 
floor slab. 

Of the four types of edge con- 
struction studied, that which in- 
corporated a 2-in. thick L type 
edge insulation was found to be 
most effective in reducing the 
subfloor heat losses. 

These losses were reduced 
when either the duct-air temper- 
ature or duct-air velocity was 
decreased. Practical design val- 
ues of the subfloor heat losses 
were presented for two 


cles of dust, smoke, soot and 
other dispersed solids from the 
atmosphere. When prepared in 
suitable form such electrostatic 
materials serve as effective self- 
charging electrical precipitators. 
Air filters made of porous 
masses of these materials will re- 
move dust and carbonaccous 
smoke particles from the air 
when employed in heating and 
ventilating systems. Such filters 
are economical and easily clean- 
ed. Atmospheric humidity with- 
in the normal ranges has very 
little effect on their efficiency. 
The effectiveness of these fil- 
ters has been established by ex- 
tensive laboratory tests employ- 
ing a new method of evaluation 
and has been demonstrated by 
numerous test illustrations in 





types of edge construc- 


tion. 

Heat-flow diagrams for 
each of the floor con- 
structions indicated the 
proportionate heat flow 
into the room, through 
the edge insulation, and 
into the ground and by- 
passing the insulation. 

A supplemental study 
of the durability of nine 
different materials for 
use as edge insulation 
was conducted. In addi- 
tion, an analysis was 
made of the time lags in- 





heat-gases could be exhausted. 
The results revealed the effect of 
the removal of gas upon the con- 
ductivity of various types of ma- 
terials. In some materials tested, 
an increase in density resulting 
from increased pressures served 
to decrease the conductivity. 
“The ASHVE Environment 
Laboratory,” by Cyril Tasker, C. 
M. Humphreys, G. V. Parmelee 
and L. F. Schutrum was a paper 
of considerable interest. It de- 
scribed in detail the new En- 
vironment Laboratory located in 
the ASHVE Research Labora- 
tory, Cleveland. It was reported 
that the facilities provided will 
contribute to the study of panel 
heating performance and also the 
further study of human reactions 
to environment involving various 
combinations of temper- 


a atures of air and interior 
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wall surfaces. Tempera- 
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tures of all surfaces or 
portions of them may be 
varied at will to stimu- 
late field operating con- 
ditions. Ceiling height is 
also adjustable. Ventila- 
tion may be varied as de- 
sired. For comparative 
studies, the large room 
may be divided into two 
smaller rooms. 

At the Annual Ban- 
quet, held in the Jeffer- 
son Hotel, the newly 
elected officers were in- 
troduced to the attend- 








volved in heat transfer 
by conductor from the 
perimeter duct. 

The well-known prin- 
ciple of electrical precipi- 
tation has been utilized for the 
efficient removal of highly dis- 
persed particulate matter from 
atmospheric air, according to an- 
other paper, “Self-Charging 
Electrostatic Air Filters,” pre- 
pared by W. T. Van Orman and 
H, A. Endres. 


When subjected to an air 
stream, certain plastics, resins, 
and waxes develop an electro- 
static charge of sufficient magni- 
tude to attract and retain parti- 


“Don’t gimme that ‘she’s only a customer’ 
routine! Remember, | used to be only a 


customer to you!” 


ing and ventilating systems. 


“Gas Is an Important Factor in 
the Thermal Conductivity of 
Most Insulating Materials,” by F. 
B. Rowley, R. C. Jordan, C. E. 
Lund and R. M. Lander, estab- 
lished that the conductivity of in- 
sulating materials is affected by 
the quantity of air or gas con- 
tained within its pores. The re- 
port described special hot plate 
apparatus enclosed in a sealed 
chamber from which the air and 
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ing members and guests. 
Ernest Szekely was se- 
lected as president. Other 
new members are: Reg 
F. Taylor, first vice president; L. 
N. Hunter, second vice president; 
J. Donald Kroeker, treasurer. 
Members of the Council are: R. 
T. Kern, Fitchburg, Mass.; P. B. 
Gordon, New York; D. M. Mills, 
Houston; M. K. Fahnestock, Ur- 
bana, IIl. 

Attendance at the meeting was 
good, according to retiring presi- 
dent Lauren E. Seeley, with re- 
gistrations from nearly every 
state in the union and from 
several foreign countries. 
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COAL BURNING 
y 


KOHLER “'D,"’ for larger hand firing operations. 
Convertible to stoker or oil firing. 


OIL BURNING 


KOHLER ‘'G,"’ for hand firing. 
Convertible to stoker or oil firing. 


KOHLER BOILERS 


for hand, stoker and oil firing 


Kohler Boilers, durably constructed of time-tested-and- 
approved cast iron, embody fuel-saving features and op- 
erating advantages developed in accordance with the latest 
thermal research. A range of types and sizes provides for 
clean, economical heat in homes, stores and other buildings. 
Each boiler has a spacious fire box, ample heating sur- 
faces, large upper openings that promote internal circula- 
tion between sections, heat-trapping flue design, high heat 
retaining insulation. A built-in water 
heater is available for low-cost domestic 
hot water. All Kohler Boilers are tested 
and rated according to I-B-R codes and 

built to A.S.M.E. requirements. KOHLER “22,” Fuel-saving ‘wet bose” 


Send for folders, illustrated in color, for distribution construction provides completely 


in your showroom or by mail. water-surrounded fire box. 





Kohler Co., Kohler, Wisconsin. Established 1873 


KOHLER or KOHLER 


PLUMBING FIXTURES +» HEATING EQUIPMENT © ELECTRIC PLANTS + AIR-COOLED ENGINES + PRECISION CONTROLS 
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NEW STANDARD OF QUALITY! 
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RIPPLE-FIN CONSTRUCTION 


Now, the new, improved Ripple-Fin makes McQuay Water 
Cooling Coils even more rugged and efficient. Consider 
these advantages of the new Ripple-Fin Coil construction: 
@ Easy to drain of condensed moisture. Water hang-up has 
been sharply reduced on coils requiring vertical (up) air flow. 


@ Produces a rippled air flow pattern . . . closer and longer 
contact between the air stream and the coil surface, prevent- 
ing air by-pass and producing faster heat transfer. 


@ Permits increased face velocities without danger of mois- 
ture carry-over from fin surface to air stream. 


@ Offers greater heat transfer surface. 


@ Gives higher flexible strength with minimum air friction 
and cleaner operation. 


@ Copper tube headers provide inherent flexibility. 

@ Hydraulic expansion of all tubes into fins having wide 

smooth collars assures permanent mechanical bond. 
Available in a wide variety of styles and sizes. Standard 
and special coils for cold water, brine, direct expansion, 
refrigerant condensing, steam, hot water, and other appli- 
cations. Write McQuay, Inc., 1636 Broadway St. N.E., 
Minneapolis 13, Minn. Representatives in principal cities. 
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HEATING © AIR CONDITIONING 


INC. 


HYDRAULIC 
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EXCLUSIVELY YOURS 


IN M'Quay COILS! 
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Field investigations—coupled 
with research—result in this new 
design and installation manual 
for warm air perimeter heating 


NEW edition of the National 
Warm Air Heating and Air 
Conditioning Assn’s. booklet on 
warm air perimeter heating is now 
ready for distribution to the indus- 
try. Considered the most complete 
book covering the subject of perim- 
eter heating, it contains applica- 
tions for basementless structures 
built over crawl spaces as well as 
those constructed on concrete slabs. 
The authoritative design and in- 
stallation recommendations pre- 
sented in the new book have been 
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obtained from the perimeter heat- 
ing research work sponsored by the 
association at the University of IIli- 
nois and from its field investigation 
program. This program, in which 
the Mobile Field Laboratory is 
used, has supplemented the formal 
research by testing actual installa- 
tion methods and practices in 
homes throughout the north cen- 
tral states. 

Following a general discussion of 
warm air perimeter heating, site 
selection, and performance charac- 


Reproduced below are typical pages from the new edition of the National Warm Air 
Heating and Air Conditioning Assn’s. booklet on warm air perimeter heating. Subjects 
covered include, classification of systems such as loop, radial, lateral, crawl space duct 
and crawl space plenum as well as a section on perimeter warm air outlets and returns. 





stctiom 5 Classification of Systems 
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teristics, the new manuals describe 
the various applications for struc- 


tures built on concrete slabs. In- 
cluded with these are the perim- 
eter loop system, the radial system 
and the lateral system. 

The next section is devoted to 
perimeter heating systems for 
houses built over crawl spaces. 
These applications include three 
variations of crawl space duct sys- 
tems and the crawl space plenum 
system which uses the space under 
the house as a warm air supply 
chamber. 

Realizing ‘that the supply of gal- 
vanized metal may become more 
critical in the months ahead, the 
authors of the new manual have 
included installation . suggestions 
for using several types of duct 
materials. These are sheet metal, 
fiber tubing, virtirfied clay pipe 
and cast concrete forms. Advan- 
tages and disadvantages for each 
of these duct materials are out- 
lined in the book. 

Another section of the new 
manual is devoted to installation 
practices common to all types of 
perimeter heating applications for 
basementless houses. The material 
discussed in this section covers the 
selection and installation of the 
furnace unit, temperature control 
equipment, ventilation and com- 
(Please turn to center of page 239) 
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A Statement by 
Anaconda on the 


Copper Situation 


ANY users of copper have vital decisions 
M to make . . . usually in connection with 
the present defense-induced shortages of cop- 
per and aluminum. This statement is an effort 
to remove the smoke screen surrounding the 
copper picture . . . to wipe away the confusion 
caused by too much talk supported by too few 
facts. 


Substitution poses problems — Industry has 
been urged to substitute aluminum and other 
materials for copper. In some instances this 
may be logical and practicable. In many others 
it is difficult, if not impossible. But — before 
making any long-term decisions that may cost 
a great deal of money in engineering, new plant 
facilities or rescheduling of production opera- 
tions — one should know the facts about the 
future of copper. 


New Anaconda projects — The first major in- , 


crease in copper production will come from 
Anaconda when the Greater Butte Project and 
the new Sulphide Plant at Chuquicamata, 
Chile, begin operations this spring. By 1953, 
these two projects should raise present levels of 
copper production by about 95,000 tons yearly. 

Toward the close of 1953, Anaconda’s new 


ANACONDA ve trcioss01coner 


Anaconda Wire & Cable Company 


Yerington project in Nevada is expected to 
start producing at an annual rate of 30,000 tons. 
By then, Anaconda will be adding to the pres- 
ent yearly copper supply at the rate of about 
125,000 tons. 


Other new projects — During 1954-55 still 
other new projects in the U. S. and friendly 
foreign countries will further augment the 
increasing copper supply. All told, it is esti- 
mated that by 1955, not less than 450,000 tons 
of copper could be produced annually — over 
and above present production levels. 

Accordingly, in 1955-56, domestic produc- 
tion plus imports could bring the U. S. copper 
supply to 1,800,000 tons yearly. This would 
represent an increase of about 20% over present 
levels. Based on historical comparisons, and 
barring a large-scale shooting war, this amount 
of copper could support a Federal Reserve 
Board Index of Industrial Production of 270, 
an increase of 24% over the present, and 45% 
above the first half of 1950. 

eee 

These are the ‘things to come’ in copper. On 
the basis of the facts there is no necessity for 
considering long-range substitution of other 
materials for the red metal. aoe 


Andes Copper Mining Company 
Chile Copper Company 


COPPER MININ G COMPANY international Smelting and Refining Company Greene Cananea Copper Company 


PRODUCERS OF: Copper, Zinc, Lead, Silver, Gold, Cadmium, Vanadium, Superphosphate, Manganese Ore, Ferromanganese. 


MANUFACTURERS OF: Electrical Wires and Cables, Copper, Brass, Bronze and other Copper Alloys in such forms as Sheet, 
Plate, Tube, Pipe, Rod, Wire, Forgings, Stampings, Extrusions, Flexible Metal Hose and Tubing. 
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Hajoca Holds Annual Meeting 
More than 300 officers, execu- 
tives, managers, salesmen, chief 
clerks and invited guests attended 
the 25th annual managers’ and 
salesmen’s meeting of Hajoca 
Corporation in Philadelphia. An 
industry panel discussed the sup- 
ply situation. The panel was com- 
posed of D. D. Couch of American 
Radiator & Standard Sanitary 
Corp., C. T. Hapgood of Jones & 
Laughlin Steel Corp., W. B. Brown 
of Bridgeport Brass Co., W. J. 
Welch of National Lead Co., D. H. 
Denicke of Stockham Valves & 
Fittings, Inc., D. W. Hallman of 
Hajoca Foundries. 
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charts showing _ specifications, 
chemical compositions and physical 
properties of brass, bronze and 
nickel silver casting alloys, alumi- 
num bronze casting alloys, man- 
ganese bronze casting alloys, and 
aluminum and zinc casting alloys. 
These charts will be of interest to 
all manufacturers of brass, bronze 
aluminum and zinc die casting 
products. Copies are available from 
R. Lavin & Sons, Inc., 3426 S. 
Kedzie Ave., Chicago 23. 


Viking Contest Winner 

The committee in charge of judg- 
ing entries in the contest to name 
the new 7 in. blower package of 
Viking Air Conditioning Corp. has 
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Above: The panel composed of Hajoca 
office and selected branch managers is 
ing. In center of photo, President 


Hold Winter Conference 

Executives of the D. T. Williams 
Valve Company, a division of the 
Schnaible Company, and its dis- 
tributor in the Detroit area, The 
Taylor Supply Company held a 
winter get-together to discuss 
changes in the 1952 line of valves 
and preview a major advertising 
campaign. The campaign will em- 
brace the theme, “This Year Look 
into D. T. Williams’ Valves,” in 
advertising. 


Alloy Specification Charts 
The December issue of The La 
Vingot News and Views, published 
by R. Lavin & Sons, Inc., refiners 
of non-ferrous metals, contains 


executives from the Philadelphia general 
shown at the firm’s 25th annual meet- 
W. A. Brecht greets D. D. Couch. 
announced Robert G. Brunton, en- 
gineer for the Advance Furnace 
Company as winner. Brunton re- 
ceived a polaroid Land camera. 
Judges were: George Boeddner, 
National Warm Air Heating and 
Air Conditioning Assn.; I. E. Seith, 
Niagra Furnace Div. of Forest City 
Foundries Co.; and E. L. Wyman, 
National Heating Wholesalers Assn. 


Dow Named Distributor 

The Dow Chemical Company will 
assume distribution of cathodic 
protection products from Dowell, 
Inc., W. S. Loose, sales manager, 
has announced. This change was 
made to effect closer coordination 
between research and sales. 
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Wm. J. Grede, left, and H. P. Mueller are 
shown at Mueller Furnace Co. conference. 


Grede Guest Speaker 
At Mueller Conference 

Mr. Wm. J. Grede, president of 
the National Assn. of Mfrs., was 
guest speaker at a banquet during 
the L. J. Mueller Furnace Com- 
pany annual sales conference in 
Milwaukee. Mr. Grede spoke on 
“Free Enterprise”. The three day 
meeting also featured president H. 
P. Mueller’s annual message, the 
unveiling of new products for 1952 
and the company’s expanded ad- 
vertising and sales promotion pro- 
gram. 


National Tube Produces 
Technicolor Film 
Steel mill operations are made 
understandable to the layman in a 
new motion picture, “Walls With- 
out Welds,” produced for The Na- 
(Please turn to top of page 208) 


Frank Fern, Ray Cox and Hank Couples (left 
to right) of H. H. Horn, Inc., watch Joe 
Galanty, purchasing agent of Federal Homes 
Development Co., sign a contract for the 
largest single order ever placed for Youngs- 
tow) Kitchens in So. California area. The 





contract calls for 1,000 of a 3,500 unit order. 














News of the Month 


(Continued from bottom of page 207) 
tional Tube Division of U. S. Steel 
Co. by The Jam Handy Organiza- 
tion. The film deals with the step- 
by-step procedure of making seam- 
less steel pipe and tubing, from the 
time the iron ore is received from 
the mine until the pipe is delivered 
to the customer. 

The National Tube Division will 
present the film to engineering and 
architectural organizations, trade 
and technical societies and similar 
groups. 





Launch Scrap Metal Drive 
The Non-Fer- 


rous Scrap Met- 
al Mobilization 
Council has es- 
tablished head- 
quarters at 205 
E. 43rd St., N.Y. 
§ with J. C. Blake 
as director. The 
function of this 
organization will be to encourage 
an increased flow of aluminum, 
brass, bronze, copper, lead, zinc, 
nickel and tin scrap into the nor- 
mal channels of distribution so that 
a greater quantity of these metals 
can be made available both for the 
manufacture of war armament and 
to alleviate the critical shortage for 
civilian use. The council will work 
closely with the National Produc- 
tion Authority and other govern- 
ment agencies in Washington as 
well as with the industry in gen- 
eral. 





In-Sink-Erator Representative 
Initiates Traveling Showroom 

Jeff A. Hedden Co. of Atlanta, 
representative for In-Sink-Erator 
food waste disposers, has outfitted 
a jeep station wagon that is a 
traveling showroom by day and an 
animated outdoor display at night. 
The jeep contains three disposers 


At right: A jeep sta- 
tion wagon is used by 
Jeff A. Hedden Co. 
of Atlanta as a travel- 
ing showroom for In- 
Sink-Erator food 
waste disposers. The 
units are mounted on 
turntables for display. 


mounted on a revolving turntable. 
One model is a cutaway unit. The 
jeep is used for curbside demon- 
strations outside plumbing dealers’ 
stores. Hedden operates in Ala- 
bama, Florida, Georgia, eastern 
Tennessee and the Carolinas. 


Stoker Group Maps Meeting 

The Stoker Manufacturers’ Assn. 
has announced that its 1952 annual 
meeting will be held at the South 
Shore Inn near Syracuse, Ind., 
June 22 through June 24. B. O. 
Fink, president of Auburn Found- 
ry, Inc. has been appointed general 
chairman of the planning com- 
mittee. 


Bridgeport Brass Exposition 
A progress exposition has been 
opened by Bridgeport Brass Co. to 
better acquaint employees and their 
families with the firm’s facilities, 
fabricated products and the end use 
of its mill materials. Murals and 
both company and customer ex- 
hibits (see photo below) carry out 








two main themes of the exposition: 
1) the innumerable products in 
which copper, brass and bronze are 
used and 2) the industrial growth 
of the firm. 

Schedules are arranged for every 
employee along with members of 
their families to see the exposition 








at a rate of 600 persons a day. All 
exhibits will be manned by quali- 
fied laboratory, engineering and 
sales and manufacturing personnel. 
Customers as well as students will 
be invited to attend. 


Tutt Addresses ASHVE 
R.D. Tutt, chief 


engineer, Tuttle 
& Baily, Inc., 
told Illinois 
Chapter mem- 
bers of the Amer- 
ican Society of 
e Heating and 
=\ Ventilating En- 
gineers to expect 
a notable change in the design 
of air conditioning systems dur- 
ing the next 10 or 15 years. Ac- 
cording to Tutt, the use of high 
pressure air distribution systems 
will be increasingly popular. 

The basic difference between a 
conventional distribution system 
and a high pressure system, he 
pointed out, is in the air velocities 
encountered. Chief interest in the 
newer system, he reported, is pri- 
marily economic and centered on 
consideration of relative ductwork 
costs, the costs of furring ceilings, 
and the possibilities of reducing 
building heights by one or more 
floors. He emphasized the fact that 
to obtain full value of a hi h pres- 
sure system, the return side must 
be handled in the same mangiéf and 
each job should be considered and 
analyzed as an individual problem. 


Alert Holds Dealer Promotion 

The Alert Pipe and Supply Com- 
pany conducted an exposition-type 
promotion at the Saginaw Audi- 
torium, Saginaw, Mich. last month. 
About 750 dealers and their per- 
sonnel attended and more than 35 
manufacturers contracted for 
booth space. Speakers on the pro- 
gram were: L. G. Miller, chair- 
man, Technical Education and 
Codes Committee, National Warm 
Air Heating and Air Conditioning 
Assn.; L. G. Shields, chief of the 
Bureau of Plumbing, Detroit and 
president of the American Society 
of Sanitary Engineering; H. C. 
Angster, secretary of the National 
Assn. of Domestic and Farm 
Pumping Equipment Mfrs.; and 

(Please turn to top of page 211) 
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1 S. ; . 
tional and Reading 85% Grade A Red Brass Pipe WORKS: READING, PA. STillwell 6-9200 


eer Stocks Available at ALL Reading Distribution Depots: 
11) © READING, PA. © HOUSTON, TEXAS: 1121 Rothwell St. 
© LONG ISLAND CITY, N.Y. © CHICAGO, ILL.: 724 W. 50th St. 
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Specify the pumps engineered to do the best job There is a nee pump 
for every heating problem and ‘unusual condition. Ratings, receiver 
capacities and performance of 1 jumps meet ASHVE standards. 

















| FOR LOW PRESSURE 
| UNDERGROUND SYSTEMS 
INSTALLATIONS T VC 
| NRG LOW RETURN: 
ale = Requires minimum space. CAST IRON RECEIVER 
Send for — : 0 EDR 
BULLETIN NRG 200-C pempnecd 
Tells you when to use and BULLETIN TVC 300-B 
| how to efficiently install an uatlable from GYobbers' Stocke 
| underground condensate TVC-29—2000 Sq. Ft. E.D.R., 20# P.S.I. 
pump. TVC-35—4000 Sq. Ft. E.D.R., 20# P.S.I. 
| SEND FOR DESCRIPTIVE BULLETINS INTELLIGENTLY DESIGNED TO MAKE 
| PUMP SELECTIONS AND INSTALLATIONS SIMPLE AND EFFICIENT 










FOR 
. ——. 
| CAPACITIES SYSTEMS 
TO 50000 SQ. FT. EDR . e 
| | @ Re C Capacities to 150,000 sq. 
ft. EDR and discharge pres- 
| | Send for sures to 125 lbs. 
| | BULLETIN SRC 450 Send for 
| BULLETIN TR 100-D 





i THE EFFICIENCY OF YOUR HEATING PLANT IS DEPENDENT UPON EFFi- 
| CIENCY AND DEPENDABILITY OF YOUR CONDENSATE RETURN PUMP 


| weil pump co. 


| ' 1N SWEET’S 
; 1530 N. Fremont St., Chicago 22, Ill, 1951-1952 
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News of the Month 


(Continued from bottom of page 208) 
Frank Gall, consultant for the In- 
stitute of Boiler and Radiator 
Mfrs. and instructor for the IBR 
School of Modern Heating. 





Lipschutz Adds Accounts 

Chas. Lipschutz, manufacturers’ 
representative of plumbing and 
heating supplies, has announced 
the addition of the United Sanitary 
Corporation account for Pennsyl- 
vania, Delaware, Maryland and 
New Jersey, south of Trenton. 

The firm now represents the fcl- 
lowing manufacturers: The Enamel 
Products Co., Cleveland; Plumbers 
Woodwork Co., Algoma, Wis. Un- 
ion Pipe Fitting Co., Ft. Atkinsoa, 
Wis.; Detroit Float & Stampinz 
Corp., Detroit, Mich.; Union Metal 
Works, Chelsea, Mass.; Ziegler 
Foundry Co., Chattanooga. 

Lipschutz, who has been calling 
on the trade since 1914, also reports 
that his son, Allan, has joined the 
firm. 3 


Medina Ownership Change 

The Medina Iron and Brass Co. 
has changed ownership and man- 
agement and is now operating 
under the name of Medina Iron 
and Brass Corporation. D. G. Will- 
mot will head the new company; 
Thomas Boyd, president of the 
former company, will continue with 
the organization, devoting most of 
his time to the Sales Division; and 
W. J. Cameron has been appointed 
manager. 

In most respects the new corpor- 





Above: Personnel of Munro Van Helms Company recently attended the firm’s first gen- 
eral sales meeting in the company research engineering building at Talladega, Ala. A 
newly designed line of specification type drains and allied products was introduced. 


ation is merely a continuation of 
the former company, and _ the 
manufacturing plant and _ head 
office will still be located at Medina, 
N.Y. There will be no major 
changes in sales or business policies 
of the company. 


Pass Educational Budget 
A budget was approved at a 


meeting cf the board of directors 
of the Refrigeration Equipment 
Manufacturers Assn. for three edu- 
cational conferences in various 
sections of the country prior to 
November, 1953. An educational 
conference committee was appoint- 
ed by W. A. Siegfried, president of 
REMA, to supervise and run these 
conferences. The committee con- 
sists of: J. H. Spence, Hussman Re- 
frigeration Co., chairman; G. E. 
Graff, Ranco, Inc.; Paul Dompke, 
Mueller Brass Co.; A. M. Esberg, 
Eston Chemicals, Inc.; R. H. Israel, 
Virginia Smelting Co.; and G. E. 
Mills, REMA. 

A feature of each conference will 
be displays by 100 leading firms in 
the industry. 





Heating wholesalers from all parts of the United States attended Armstrong Furnace 
Company's Third Annual Jobbers’ Meeting, held in Columbus, Ohio. The banquet session 
(above) featured several guest speakers and a short talk by D. H. Kinnan, president. 
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Holds First Annual Meeting 

Munro Van Helms Company 
held its first general sales meeting 
recently in the company research 
engineering building at Talladega, 
Ala. The meeting, attended by all 
sales representatives and company 
executives, centered around the 
introduction of a newly designed 
line of specification type drains and 
allied products. One day was set 
aside for touring the company’s six 
plants, and the other three days 
were devoted to a review of a new 
catalog covering the drain line. The 
firm plans to make the meeting an 
annual mid-winter event. 





Above: E. C. Morefield, White Water Heat- 
er divisional manager for Ohio, Kentucky 
and West Va., is shown being awarded a 
parchment scroll and robes of office as 
“Mr. Water-Hotter of 1951" by A. D. 
Vining, vice president and general manager 
of White Products Corporation. The award 
was made to the divisional manager achiev- 
ing the greatest percentage of sales quota. 


Auxiliary Installs Officers 
The Women’s Auxiliary of the 
North and West Side Master 
Plumbers Assn., Chicago, cele- 
brated its annual installation of 
officers with a buffet supper held 
at the Fine Arts Club. New officers 
are: Mrs. George Treutelaar, presi- 
dent; Mrs. Ludwig H. Koepke, vice 
(Please turn to top of page 212) 
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(Continued from bottom of page 211) 
president; Mrs. George Groote, 
treasurer; Mrs. Daisy Finn, finan- 
cial secretary; and Mary Grosch, 
recording secretary. 





Above: Some of the forty-seven women, 

representing 14 states, who attended a sales 

clinic for women conducted by U.S. Machine 

Corp. at the Winkler Training Institute in 

Lebanon, Ind. N. J. Gill, advertising director, 
served as an instructor. 


1-B-R School Mailing 

The I-B-R School of Modern 
Heating was featured on the front 
cover of the January issue of a 
monthly memorandum pad which 
the Petroleum Heat and Power Co. 
has sent to 15,000 heating contrac- 
tors throughout the country. Copy 
points out that all heating men who 
have attended a session strongly 
recommend that every other heat- 
ing man take full advantage of the 
1952 program. The inside cover 
contained a tear-off coupon for ob- 
taining additional data on school 
sessions in the vicinity. 


Employs Touring Instructors 
Perfection Stove Company has 
employed three touring service in- 
structors to represent its Superfex 
Furnace Sales Division. The three 
men (J. N. Johnston, J. J. Madden 
and H. F. Hange) will conduct 
furnace service training meetings 
with distributors, dealers, oil com- 
panies and gas utilities. The in- 
structors will cover application, 





installation and _ trouble-shooting 
operations for the line of gas and 
oil furnaces. 


Expansions 





Eagle Copper Expands 


Recent completion of an expan- 
sion program by Eagle Copper 
Products has been announced by 
J. J. Mittleman, president. General 
offices and production facilities of 
Eagle Copper are now located in 
the new plant in Brooklyn. The 
new plant makes possible greatly 
expanded production for the pres- 
ent line of copper tube fittings and 
added production of new items. 





Cambridge Forms New 
Mechanical Division 

A mechanical division has been 
formed by Cambridge Corporation 
for handling a large scale develop- 
ment and manufacturing program 
in the extreme low temperature 
field. Manufacturing facilities and 
headquarters of the mew division 
are located in Sommerville, Mass. 
with Roger S. Warner, Jr. desig- 
nated as vice president ard project 
manager. ' 

On completion of the present de- 
velopment and manufacturing as- 
signment, the facilities and person- 
nel of the mechanical division will 
be devoted to the development and 
custcm-production of specialized 
equipment required by manufac- 
turers, government agencies and 
laboratories. Initial emphasis will 


At left: J. T. Peirce, 
vice president of 
Peirce-Phelps, Inc., 
receives national sales 
championship award 
from F. S. Cornell of 
A. O. Smith Corp. 
Also shown are: W. 
W. Stake, S. E. Wol- 
kenheim and J. F. 
Donnelly of A. O. 
Smith Corporation. 
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be placed upon research tools and 
machinery for use in the extreme 
low temperature field. 


Mueller Brass Makes Purchase 

Mueller Brass Co. has announced 
the purchase of all outstanding 
stock of the Valley Metal Products 
Co. of Plainwell, Mich. The new 
subsidiary will operate as a di- 
vision of the parent company al- 
though retaining its own trade 
name of VAMPCO. The Valley 
Metal Products Co. is engaged in 
the manufacture of aluminum 
windows for residential, institution- 
al and commercial buildings as 
well as the extrusion of aluminum 
into special shapes. Tyler Riggin 


At left: General of- 
fices and production 
facilities of Eagle 
Copper Products are 
now located in this 
new Brooklyn plant. 
The new plant marks 
completion of a new 
expansion program. 


has been named executive vice 
president of the Vampco division. 


New Detroit Brass Warehouse 

In order to better serve its ex- 
panding west coast business, The 
Detroit Brass & Malleable Works, 
has opened a new modern ware- 
house in Los Angeles. R. L. O’- 
Brien, president, reports that the 
new warehouse will provide more 
than 15,000 sq ft of floor space and 
will nearly triple the size of the 
Los Angeles warehouse. The ware- 
house will feature one floor, all- 
concrete construction with truck- 
high doors and adequate car load- 
ing docks. 

Resident officials will be W. A. 
Longobardi and A. A. Jacquot. 
Territory to be covered will include 
California, Washington, Oregon, 
Nevada, New Mexico, Arizona and 
western Texas. 


John Wood Opens Engineering 
And Research Division 

The John Wood Company has 
announced the organization of a 
new engineering and research divi- 
sion with P. S. Lyon, vice president 
of engineering, at its head. The 
new division, part of an over-all 

(Please turn to top of page 215) 
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PRACTICAL WAY TO SLASH OVERHEAD 


Successful plumbers know that their profits are greatly 
increased by economies effected in their truck operation. 


They have found that their Dodge trucks help keep 


overhead down, because they’re “-Job-Rated”’ for thrifty, — 


dependable plumbing service. 


A Dodge truck high-compression engine, for example, 
is a money-saver from the word “‘go’’! Such features as 
lightweight, aluminum-alloy pistons, chrome-plated top 
piston rings, and positive-pressure lubrication system 
combine to assure savings in gas, oil, and upkeep costs 
—plus long, trouble-free engine life! 





popG 





What’s more, chair-height seats are one of many 
reasons why these trucks are so comfortable to ride in. 
And shorter turning diameters help make them amaz- 
ingly easy to steer and maneuver. 


You can get gyrol Fluid Drive, too! This Dodge exclu- 
sive—the proved fluid coupling between engine and 
clutch— gives extra-smooth performance, makes driving 
easier, cuts upkeep costs, and lengthens truck life. It is 
available on 14-, 34-, 1-ton and Route-Van models. 


Ask your Dodge dealer to tell you more about how a 
Dodge ‘‘.Job-Rated’’ truck will help slash your overhead. 
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News of the Month 


(Continued from bottom of page 212) 
program of expansion, will be en- 
gaged primarily in the acquisition 
and development of new products 
for all manufacturing divisions. 





At right: Increased 
demand for ‘“Kant- 
leak” products has 
prompted Anderson 
Brass Co. to open this 
new Detroit plant. 
Offices are situated 
across building front. 


Servel Forms New 
Contract Department 
Organization of a new air condi- 
tioning contract sales department, 
with R. M. Anderson as manager, 
has been announced by Servel, Inc. 
The new department will handle 
sales to chain store operators and 
other large-scale national users of 
air conditioning equipment. It will 
also handle the sale of component 
parts to other air conditioning 
manufacturers on a contract basis. 


Willis Makes Purchase 

Willis Plumbing Supply Com- 
pany has purchased the entire 
stock and good will of Save Plumb- 
ing Supply Company, one of Knox- 
ville’s oldest wholesale plumbing, 
electrical and heating supply 
houses. Controlling stock holders 
of the new firm are: Wm. Sexter 
Willis and John K. Willis. 


AAF Forms New Branch 

The Canadian business of the 
American Air Filter Co., Inc., will 
be handled by the newly formed 
American Air Filter of Canada, 
Ltd. Mr. Wm. G. Hole will be in 
charge of all Canadian operations. 
Representatives will be established 
in the larger Canadian cities to 
handle the AAF line of air filters. 


Obituaries 


Norman Boosey, founder of the 
Norman Boosey Manufacturing 
Company in Detroit. 

James H. Bridge, Sr., president 
of the Bridge, Grimes & Company, 
Lawrence, Mass. 

John F. Chester, Carl U. Spriggs 
and H. Lee Sterry of Carrier Corp- 
oration in a plane crash at Eliza- 


beth, N. J. 
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C. M. Gilbert, 56, of American 
Sanitary Manufacturing Co. 

P. O. Minor of Consolidated 
Brass Company. 

L. P. Markowski, 65, Chicago 
plumbing contractor. 

Nick M. Seger, 56, plumbing and 











heating contractor, Ferdinand, Ind. 

W. G. Winter, 63, plumbing and 
heating contractor of Richmond, 
Va. 

Harry Vonhof, 50, combustion 
engineer for the Socony-Vacuum 
Company, Rochester, N. Y. 

Edward J. Young, 50, president 
of E. J. Young Plumbing Corpora- 
tion of Chicago. 


Coming Events 


Mar. 10-18—NEMA—Meeting of the 
National Electrical Manufacturers’ Assn.; 
to be held at the Edgewater Beach Hotel, 
Chicago. 


Mar. 13-15—Oklahoma—The Golden 
Anniversary convention of Associated 
Plumbing & Heating Contractors of Okla- 
homa, Inc.; to be held at the Biltmore 
Hotel, Oklahoma City. 


Mar. 26-28—-REMA—Annual meeting of 
Refrigeration Equipment Manufacturers’ 
Assn.; to be held in The Greenbrier, White 
Sulphur Springs, W. Va. 


April 14-18—OHI—29th Anniversary 
Oil Heat Exposition and 29th annual con- 
vention of the Oil Heat Institute of 
America; to be held at the Commercial 
Museum, Philadelphia. 


April 15-17—California—The 5lst an- 
nual convention of the Associated Con- 
tractors of California; to be held at the 
Biltmore Hotel, Los Angeles. 


April 17—New Hampshire—22nd annual 
convention of the New Hampshire Assn. 
of Master Plumbers, Inc.; to be held at 
the Hotel Carpenter, Manchester. 


April 17-19—North Dakota—The 3ist 
annual convention of the State Association 
of Master Plumbers of North Dakota; to 
be held at the Dacotah Hotel, Grand Forks. 


April 21-22—Virginia—Annual conven- 
tion of the Virginia Assoc. Plumbing & 
Heating Contractors, Inc.: to be held at 
the Chamberlin Hotel, Old Point Comfort. 


May 2-4—Louisiana—Annual conven- 
tion of the Associated Plumbing Contrac- 
tors of Louisiana; to be held at the Bentley 
Hotel, Alexandria. 


May 9-10—Oregon—Annual convention 
of the Oregon State Association of Master 
Plumbers; to be he!d at the Pilot Butte 





At right: The new 
bui'ding and show- 
room of B. Anton 
and Son Restaurant 
and Plumbing Sup- 
plies of Tampa has 
7,200 sq ft of space. 
There is parking 
space for 30 cars. 
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Inn, Bend, Ore. 


May 12-14—LPGA—The 1952 conven- 
tion and trade show of the Liquefied 
Petroleum Gas Assn.; to be held at the 
Palmer House, Chicago. 


May 12-14—SBlI—Annual meeting of 
the Steel Boiler Institute; to be held at 
the Hotel Hershey, Hershey, Pa. 

May 21-23—GAMA—Annual meeting of 
the Gas Appliance Manufacturers’ Assn.; 
to be held at the Broadmoor, Colorado 
Springs, Colorado. 


May 23-24—North Carolina—The 42nd 
annual convention of the North Carolina 
Assn. of Plumbing and Heating Contrac- 
tors; to be held at Asheville. 

June 2-5—NAMP—Annual convention 
and exposition of the National Assn. of 
Master Plumbers; to be held in Atlantic 
City, N. J. 

June 13-15—New Jersey—22nd annual 
convention of the New Jersey State 
League of Master Plumbers, Inc.; to be 
held at the Hotel Claridge, Atlantic City. 


Oct. 27-31—AGA—Annual convention 
of the American Gas Assn.; to be held in 
Atlantic City, N. J. 

Nov. 10-13—NEMA—Meeting of the 
National Electrical Manufacturers’ Assn.; 
to be held in Haddon Hall, Atlantic City, 
N. J. 


Jan. 26-30, 1953—IHVE—The llth In- 
ternational Heating & Ventilating Exposi- 
tion; to be held at the International 
Amphitheatre, Chicago. 


Appointments 


Fairbanks-Morse & Co., Chicago 
—J. A. Cuneo as general sales 
manager; H. L. Hilleary as assistant 
sales manager; M. C. Roy as man- 
ager of the Chicago branch; J. W. 
Wright as manager of the Omaha 
branch; C. E. Dietle as manager of 
the Diesel sales division; W. B. 
Wylly as manager of the Atlanta 
branch; L. A. Weom as manager of 
the St. Paul branch; C. J. Schroeer 
as manager of the St. Louis branch; 
G. R. Anderson as general manager 
of the electrical division; G. C. 
Worthley as general manager of the 
Scale Division; and O. O. Lewis as 
vice president in charge of sales. 

The Sawhill Manufacturing Co., 
Sharon, Pa.—Roy B. Siegrist as as- 
sistant general superintendent. 

American Radiator & Standard 
Sanitary Corp., Pittsburgh—Nicho- 
las H. Richfield as manager of the 
application selling department; and 
Wm. A. Bauer as a member of the 
Operating Committee, the presi- 
dent’s advisory board. 

Calumet & Hecla Consolidated 

(Please turn to top of page 217) 
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STURDY, WATER- 
PROOF CASE. 


SWITCH & PUMP 


RUSH 


me the follow- 
ing informa- 
tion I've check- 
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Jobber 0 Free 
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WATERPROOF ELEC- 
TRICAL CONNECTIONS, 


2° 


COMPRESSED AIR TRAP- 
PED IN SKIRT, ACTUATES 


PUMP HOLDS PRES- 
SURE ON SWITCH. MOTOR SHUTS OFF, WHEN 





@ Recommend and install 
KENCO Sump Pumps... the 
industry's fastest growing line! 
THEY'RE AVAILABLE NOW 
FOR IMMEDIATE DELIVERY. 
They’re NEW, and thor- 
oughly proved. Thousands 
of installations in homes... 
factories .. . farms . . . con- 
struction. Easy to install. Fool 
proof. Never fail to operate. 
NO - FLOAT. Sealed motor 
operates under water. Bear- 
ings run in oil bath. Big capa- 
city . .. 3300 GPH on 10 foot 
head. WIN FRIENDS by finish- 
ing your jobs on schedule. 
WIN LIFETIME CUSTOMERS 
by handling a line that lasts! 


INSIDE STORY OF THE SUBMERSIBLE 
PUMP THAT REALLY WORKS! 


1/3 H.P. MOTOR, 3300 
GPH AT 10 FT. HEAD. 













ALL WATER IS REMOVED. 


KENCO, INC. 


1125 North Ridge Road, Lorain, Ohio 
My Name 
Company. 
Address. 

City. State 
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Model 200 Pressure Controt 
and Relief Valve 


FLOW FITTINGS BY Sail 


Available in Cast Iron or Copper 


° 






SALL Fittings 
greatly improve 
the efficiency of 
the jentire hot 
water system. 
One fitting on the return line is 
all that is needed. This directs 
the free flow of the water through 
the radiator. SALL Fittings are 
applicable to both cast iron and 
copper radiation. 





SALL one pipe fittings are avail- 
able in either cast iron or cop- 
per. Sweat type for use with 
copper tubing. 


All sizes1” to 2” upfeed return 
or down-feed return. 





ANGLE FLOW CHECK VALVE 


Designed for one and two pipe 
systems, the SALL Flow Check 
Valve performs its function un- 
failingly. Automatic in opera- 
tion, but when necessary can 
8 be locked in position for gravity 
circulation. Small 4%” port at 
top permits installation expan- 
sion tank, preventing air-bind- 
ing. Learn more about the 
complete SALL Line... get in 
touch with your SALL repre- 
sentative. 
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(Continued from bottom of page 215) 
Copper Co., Inc., Wolverine Tube 
Division, Detroit—George D. Pot- 
ter as director of sales; and John 
M. Dumser as general sales mana- 
ger. 

Blue Seal Chemical Co., Roselle 
Park, N. J—Thomas E. Morse as 
Pacific Coast representative. 

Eagle Copper Products Co., 
Brooklyn—Bill Mittleman as sales 
manager. 

Penn Controls, Inc., Goshen, Ind. 
—R. S. Penn as vice president for 
operations; E. B. Maire as vice 
president and director of sales; J. 
M. Reid as a member of executive 
committee; K. W. Cash as manager 
of control sales for refrigeration, 
air conditioning, engines, pumps 
and air compressors; R. H. Lus- 
combe to continue as general sales 
manager; and R. V. Clark to con- 
tinue as manager of heating and 
appliance control sales. 

L. J. Mueller Furnace Company, 
Milwaukee, Wis.—Frank J. Nun- 
list, Jr. as general sales manager. 

Sid Harvey Inc., Valley Stream, 
N. Y.—Wnm. C. Archer as president 
and John Walencis as general man- 
ager of Sid Harvey of Va., Inc. 

Everite Pump and Mfg. Co., Lan- 
caster, Pa.—Paul P. Emery as gen- 
eral sales manager. 

Cutler Metal Products Co., Cam- 
den, N. J—Joseph V. Hutelmyer as 
vice president in charge of engi- 
neering. 

John Wood Company, Chicago— 
P. S. Lyon as vice president, in 
charge of engineering for the newly 
organized Engineering and Re- 
search Division. 

Rheem Manufacturing Co., N ew- 
ark, California—R. P. Williams, Jr. 
and Clarence Graham, Sr. as vice 
presidents and John Cheney as di- 
visional manager of the Wedge- 
wood Division. 








J. V. Hutelmyer J. Walencis 





E. B. Maire 





C. T. Moyer W. W. Hutchinson 


Murray W. Sales & Co., Detroit 
—Robert Dinning as plumbing and 
heating sales manager. 

International Heater Company, 
Utica, N. Y.—Wm. W. Hutchinson 
as sales representative for Iowa, 
Missouri, Eastern Nebraska; and 
Clyde T. Moyer, Jr. as sales repre- 
sentative for Connecticut, Lower 
New York State and Northern New 
Jersey. 

Youngstown Sheet and Tube Co., 
Youngstown, Ohio—James A. Hale 
as district sales manager in charge 
of the Cleveland office. 

D. J. Murray Mfg. Co., Wausau, 
Wis.—Cosper Company, Inc. as 
representative for Georgia, North 
and South Carolina. 

Motor Wheel Corporation, Duo- 
Therm Division, Lansing, Mich.— 
Louis C. Vandertill as sales promo- 
tion manager. 

Phelps Dodge Copper Products 
Corp., New York City—Fabian W. 
Kunzelmann as manager of elec- 
trical manufacturer sales; C. D. 
Dimity as manager of utility sales; 
W. K. Dunbar, Jr. as manager cf 
electrical distributor sales; and J. 
C. Williams as manager of Rod and 
Wire sales. 

Huron Pipe & Supply Co., Port 





P. P. Emery 














K. W. Cash 
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W. C. Archer 





F. J. Nunlist, Jr. 


Huron, Mich.—Leonard L. Cooper 
as purchasing agent. 

Rackcliffe Distributing Co., New 
Britain, Conn.—as distributor of 
the York-Heat residential line of 
automatic oil and gas-fired heating 
equipment for Connecticut. 

Given Mfg. Co., Los Angeles— 
Milton Shaw as district sales man- 
ager for Southern California; and 
Elm Weingarden as regional sales 
manager for California. 

Master Plumbers’ Assn. of Mont- 
clair, Bloomfield, Verona and Vi- 
cinity, Inc., N. J—John Schenk as 
president; Michael Schillaci as vice 
president; Joseph Samuel as re- 
cording secretary; Paul Zeim as 
financial secretary; Samuel Pal- 
mese as treasurer; Joseph Caputo 
as sergeant-at-arms; and James 
Fitzgerald as ‘a five-year trustee. 

The Mussun Equipment Co., 

Cleveland—as representative for 
Wade Mfg. Co. of Elgin, Ill.; The 
Rittling Corp., Buffalo, N. Y.; and 
Standard Fire Hose Co., Los An- 
geles. . 
William Wallace Co., Belmont, 
Calif—Joseph Malo as assistant to 
A. L. Hawley, Jr., vice president 
and sales manager. 

Price-Pfister Brass Mfg. Co., Los 
Angeles—Steven J. Boldvich as 
assistant production manager and 
John H. Stacey as chief engineer 
of the war contracts division. 

L. J. Mueller Furnace Co., Mil- 
waukee, Wis.—Harry M. Harris as 
sales representatives for parts of 
Missouri, Nebraska, Iowa, Kansas 


and Oklahoma. 
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(Continued from bottom of page 100) 
trols cut it off. The smoke pipe section is free from 
obstructions. Air, under pressure, is injected into 
the pipe by an electric blower attached to the out- 
side of the pipe. 
Manufacturer: Quickdraft Co., Div. of The Hall’s 
Safe Co., Inc., 808 10th St., N.E., Canton 5, Ohio. 





Bathroom Accessory Package 

A new packaging program for 
the entire line of Blue Jay chrome 
bathroom accessories has been 
completed by Blue Jay Products. 
Streamlined modern boxes were 
designed by the Industrial Divi- 
sion of Cavanaugh Morris Agency, 
, with emphasis on durability in 
handling, ease in shelving and continuous manufac- 
turer identification. The two color cartons are 
heavily varnished with content labels on box ends. 

Manufacturer: Blue Jay Chrome Products, Pitts- 
burgh 17. 





Gas Heat Converter 

The new “Radiant 
Glow” gas heat con- 
version unit of Bur- 
dett Manufacturing 
Company employs a 
combustion _ principle 
operating without dis- 
cernable flame and re- 
ducing fuel waste. In 
the new unit the gas-air mixture is blasted against a 
high-temperature refractory (2300F) which is spe- 
cially designed to keep the fuel mixture in contact 
with the burner surface. Burdett engineers claim 
that in a Radiant Glow burner the gas-air mixture 
cannot pass the combustion zone without reaching 
combustion temperature, and for this reason maxi- 
mum combustion and economy of operation are at- 
tained. 

The unit will convert any gravity feed or forced 
air furnace, or any steam or hot water boiler of 
100,000 to 200,000 Btu requirements for operation 6n 
any type of heating gas—manufactured, natural, 
mixed propane or butane. 

Manufacturer: Burdett Manufacturing Company, 


3433 W. Madison, Chicago. 
Warning Machine Valve 


A new valve has been spe- 
cifically designed for use with 
washing machine hoses. The 
valve, called the Symmons 
Duplex Protector, is actually 
two valves in one unit. It 
inserts in the hot and cold 
supply lines at the take-offs between the hoses and 
the lines themselves. A simple flick of the finger 
shuts off both hot and cold water by means of a 
single, small lever-type handle, minimizing dripping 
and removing pressure from both hoses when the 
machine is idle. The valve is available with male 
union connections to take standard threaded % in. 
LP.S. fittings or with % sweat union ell connections 
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complete with wall support. 
Manufacturer: Symmons Engineering Co., Boston. 


Ground-Joint Trap 
; —— te. An improved 
ground-joint trap 
, with a patented 
_ rolled edge has 
» * < been introduced 
by the Keeney Snasiestartag Co. The new “Multi- 
Code” unit has the edge of the tubing rolled back on 
itself to form a smooth, triangular collar of exception- 
al strength. The advantages of this type of rolled 
edge are that it is uniform, has no turn marks or 
ridges and affords a leak-resistant connection with 
only hand-tightening of the slip nut. Another im- 
provement provided by the rolled edge is that it 
makes a straight line connection, doing away with a 
shelf and giving a more uniform flow of water in 
waste, since the tube is not flared at or below the 
opening. 
Manufacturer: Keeney Manufacturing Co., New- 
ington, Conn. 


Submersible Pump 

A new water-cooled, water- 
lubricated, self-priming submer- 
sible pump has been introduced by 
Fairbanks, Morse & Co. The pump 
can be installed below the water 
level by adding pipe lengths to the 
depth of the water. It features a 
motor and pump assembled in a 
tubular frame so that the entire 
unit can be installed below pump- 
ing level. It is designed to deliver 
high capacities at settlings in ex- 
cess of 70 ft. with well diameters 
of 4 in. and larger. The entire 
effort of the pump is concentrated 
toward raising water through the service line. No 
jets, rods, shafts or suction line are required, it is 
reported. The motor relay and capacitor are located 
in a control box above ground where they are easily 
accessible and may* be removed without disturbing 
the main well installation. 

Manufacturer: Fairbanks, Morse & Co., 600 S. 
Michigan Ave., Chicago 5. 





Duct Calculator 

Here is a handy slide 
calculator designed to 
save the contractor time, 
trouble and money both 
in the office and on the 
job by computing forced 
warm air and gravity warm air systems. Gravity 
warm air systems are figured by setting either First 
or Second Floor with Length of Leader Pipe under 
Number of Elbows. Tables printed on the calculator 
enable leader pipe and register size and Btu require- 
ment to be determined. Forced warm air systems are 
computed on the reverse side by setting Btu require- 
ment under Register Air Temperature and reading 
the cfm necessary. The cfm scale is set opposite Duct 
Length on the second scale to find Round Duct 
Diameter or Rectangluar Duct Size for the system’s 


(Please turn to top of page 221) 
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_. HERE'S WHERE 





ren Here's HOW YOU 


SELL YOUR PRODUCTS 


DOMESTIC ENGINEERING CATALOG 
DIRECTORY provides"a multiple-service plan 
that is designed to cope with all catalog prob- 
lems of manufacturers ithe plumbing, heating, 
air conditioning and allied industries. Our 
proven plan enables you to keep your catalog 
up-to-date at all times &nd will assure you of 
a no-waste distribution to selected wholesalers, 
consulting and specifying engineers, architects, 
larger contractors and dealers as well as im- 
portant government agencies. Your product in- 
formation will be at tgeir fingertips for easy 
buying and specifying reference every business 
day in the year. 

Use the 1952 Suppleméht Edition to give the 
latest mid-year changes in your products and 
specifications. . . . follaw through in the 1953 
Annual Edition for the complete presentation of 


your line. 
a 


a 





CLOSING DATES 


ANNUAL EDITION 


MAY 15 OCT. 1 


Consult Your 
Advertising Agency 


or write direct to 


\ TALOG IN 


DECD 


YOU 
SELL YOUR PRODUCTS 





“We find the advertising section of the di- 
rectory helpful because there are advertisers 
who enclose their complete catalogs .. . and 
we are able to get information for orders 
and specifications directly from DOMESTIC 
ENGINEERING CATALOG  DIRECT- 
ORY.” 


WHOLESALER Shreveport, La. 


“_., it has become one of those habits that 
fit so snugly in our daily lives. Daily use, is 
a bit often to use any one reference in our 
business, but I will say the DOMESTIC EN- 
GINEERING CATALOG DIRECTORY 
has always been available for daily use . . .” 


ARCHITECT Nashville, Tenn. 


“_.. I use the Directory almost every day, 
and since I am making your Directory avail- 
able to all members of the American Associ- 
ation of Engineers residing in this territory, 
you will realize that the advertisers in your 
Directory are certainly getting their money’s 
worth.” 


ENGINEER Chicago, III. 


“it provides the quickest and most complete 
method of getting information about con- 
cerns ... We use it in preference to all other 
means of getting such information.” 


CONTRACTOR Philadelphia, Pa. 


‘... use it as a reference in connection with 
items used in the mechanical equipment ot 
buildings.” 


INDUSTRIAL PLANT Detroit, Mich. 


DOMESTIC ENGINEERING CATALOG 
DIRECTORY stands ace-high with Govern- 
ment Agencies as is shown by such typical 
comments as ... “being placed to the best 
advantage of all concerned”... “very com- 
plete and useful to buyers of the various 
commodities” . . . “Enables us to give refer- 
ences of the companies from whom more 
specific information may be obtained”. . . 
“a very necessary part of our day’s work.” 
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For 50 years Frost 
Co. has helped 


the plumbers 
with new and im- 
proved products — 


NOW... 








To the trade on our 
anniversary year the 


No. 276 ' modern bathtub installation 
WASTE AND OVERFLOW 
equipped with a 3-WAY 


Patent Pending 
; OFFSET TEE. 









SALES OFFICES 
George Barman, Charlotte, N.C. @ Albert Singer, Rochester, N.Y. 


Henry Miller, Fairhope, Ala. @ R. E. Russell, Union Grove, Wis. 
Sidney Spiegel, Millburn, N.J. @ T. A. Rockett, Cambridge, Mass. 











W. J. Frost, Jr., Granville, Ohio 
Jeu de Vine & Woodcox, Detroit, Michigan 
Pat O’ Brien and Associates, Dallas, Texas 


FROST CO. 


1902 QUALITY PLUMBERS’ BRASS 
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Main Office and Factory — 6523 14th Avenue, Kenosha, Wisconsin 
Warehouses: Los Angeles — James A. Riordan Co. ® San Francisco — Earl H. Jones & Co., Inc 
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(Continued from bottom of page 218) 
frictional resistance. Another set of slides and tables 


on this side calculates Dust Weight per ft in length. 
The calculator is made of heavy cardboard riveted at 
all corners and coated with enamel. 

>see from: Armco Steel Corp., Middletown, 
Ohio. 


Fabricated Steel Blower 

A new line of 
fabricated _ steel 
blowers is an- 
nounced by the Bill- 
myre Blower Divi- 
sion of Lamson Cor- 
poration. Standard 
models range up to 
200 hp. Three styles 
are offered: SG 
(multi-stage) and 
SM (single-stage) operating at 3500 rpm; and ST 
operating at 1750 rpm. Standard outlet pipe sizes run 
from 4 to 24 in. The smaller models are particularly 
useful for meZzanine or elevated mounting in either 
vertical or horizontal positions. Blower outlets may 
be orientated in any of fourteen positions depending 
upon the desired discharge angle and offset. 

Manufacturer: Billmyre Blower Division, Lamson 
Corporation, Syracuse, N.Y. 





Flame Modulator Control 

A new flame modulator (CRC- 
239-MP) add-on control recently 
placed on the market by Detroit 
Lubricator Company provides users 
of oil burning space heaters 
equipped with Detroit float valves 
a simple, inexpensive means of ob- 
taining thermostatic control. As its 
name implies, the flame modulator 
modulates the oil burner flame 
from “high” to “low” in accordance 
with room temperature demand. The temperature- 
sensitive bulb is usually installed in a wire clip which 
is fastened to the valve mounting bosses on the valve 
proper. Because of this full modulating action, the 
unit provides just enough heat to the room to over- 
come the heat loss. 

Manufacturer: Detroit Lubricator Company, De- 
troit. 





Cabinet Unit Heater Line 

Three new models of a 
cabinet heater line have 
been introduced by The 
Trane Company. The 
models are designed to 
heat locations requiring a 
high volume of heat from 
an attractive source. 
These models comprise a 
free-standing unit, a 
semi-recessed unit and a completely recessed cabinet. 
All have front inlet and front outlet grilles designed 
for blanketing doorways or other areas where air 
must be discharged horizontally from the unit. The 
cabinet front is removable by loosening two cam locks, 













and grilles are integral parts of the cabinets. Models 

have a headering system that permits concealed 

piping in any position, including ceiling mounting. 
Manufacturer: The Trane Co., La Crosse, Wis. 


Dual Temperature Water Heater 
A water heater that de- 
livers 300 to 1500 gallons of 
hot water per hour without a 
separate storage tank has 
been developed by The Port- 
mar Boiler Company. Twin 
coils deliver dual tempera- 
. tures of hot water through 
copper tubing. When two 
temperatures are required 
the heater supplies both tem- 
peratures from the same unit. 
Temperatures of 227 degrees 
are maintained in the heater. 
Capacities are rated at 100 deg. rise with boiler tem- 
perature at 180F. The unit is full automatic and is 
fired by gas or oil for domestic, commercial and in- 
dustrial use. 
Manufacturer: The Portmar Boiler Company, Inc., 
193 Seventh St., Brooklyn 15. 





Window and Attic Fans 

Newest addition to the Rex- 
Airate line of window and attic 
4 fans manufactured by Air Con- 
trols, Inc. is the 28 in. “Head- 
liner” model for window and 
attic cooling. Built to meet a 
need created by many new five 
J and six room homes, this model 
a can be placed either in a win- 
dow or in the attic. Specifications, beside the 28 in. 
blade assembly, include sliding brackets for quick, 
easy window installation; nine feet of extension cord 
with a built in switch; a reversing switch for intake 
or exhaust cooling; a wire mesh safety grille on the 
“indoor” side for protection; and a 1/3 hp split-phase 
motor with overload protection, rubber mounted to 
absorb shock and noise. 

Manufacturer: Air Controls, Inc., Div. of The Cleve- 
land Heater Co., 2310 Superior Ave., Cleveland 14. 





Self Priming Water System ; 

The Lancaster 
Pump and Manufac- 
turing Company has 
introduced a new 
packaged jet pump 
system for all types of 
shallow wells, desig- 
nated as “Zephyr- 
Pak”. The unit offers 
self-priming and air 
handling features that, 
when used on drive 
solve the sometimes difficult 





satisfactorily 
problem of quick elimination of the air between the 


wells, 


check valve and the water level. The Zephyr-Pak is 
equipped with a %4 hp—110 volt capacitor type motor. 
It is furnished complete with pressure switch, air valve 
and 5-gal. galvanized tank. Lifts up to 25 ft can be 
(Please turn to top of page 222 
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handled. With dimensions of 23 by 19 by 11 in., the 
unit can easily be installed in locations where space is 
at a premium. Besides its specialized use on drive 
well points, this system also provides service on dug 
and drilled wells. 

Manufacturer: The Lancaster Pump and Manufac- 
turing Company, Inc., Lancaster, Pa. 


pies Drive Utility Blower 

Several new size belt drive 
utility blowers are now being 
produced by The Peerless 
Electric Company. The new 
, models include smaller units 
for use in electronic cooling 
and larger units for general 
drying, exhaust, ventilation 
«4 and air driven conveyor sys- 
tems. Sizes now range from 9 in. diameter wheel to 
30 in. diameter wheel, with hp ratings from 1/6 to 
744. Special features include adjustable pulley speeds, 
vibration dampeners, weather-resistant covers and 
interchangeble motors. All models can be supplied 
with standard acid resistant finishes. 

Manufacturer: Fan and Blower Div., The Peerless 
Electric Company, Warren, Ohio. 


Storage Tank Preheater 

Here is a preheater 
for 14% in. manholes 
which features an all 
steel shell and coil as- 
sembly that is inserted 
into a bulk storage tank 
for preheating oil and 
other liquids before 
they enter the suction line. The unit rests on the 
bottom of the tank. Suction pipe and inlet and outlet 
pipes for heat—either steam or hot water—go through 
the manhole cover. A special flow accumulator 
causes the heavy oils or other liquids to flow over 
heated pipes before entering the suction line. In 
this way liquids are heated to proper flow tempera- 
ture. The load is taken off the suction pump. Proper 
length inlet and outlet pipes to fit any diameter tank 
are furnished. The unit is completely tested with 
400 lbs air pressure under water after fabrication. 

Manufacturer: Rempe Co., 340 N. Sacremento 
Blvd., Chicago 12. 





pannity Control 
” A sensitive, low-cost humidity con- 
| trol has been developed by the Minne- 
apolis-Honeywell Regulator Company 
)'for portable and package humidifying 
and dehumidifying systems and for 
other applications which require a low- 
cost humidity controlling device. The 
new control (H 64A), when tested in 
a special chamber, proved to have an 
operating differential of less than five 
(During the test, air was moving through 





percent. 
the chamber at 1,200 fpm, the approximate air move- 
ment when the controller is mounted in a duct.) 
Honeywell engineers said the differential would be 
even less when the rate of change of humidity is 














slower. Heart of the electrical humidity device is a 
hair element, extremely sensitive to moisture in the 
air. 

Manufacturer: Minneapolis-Honeywell Regulator 
Company, Minneapolis. 


Electric Water Heater 

A new line of automatic elec- 
tric water heaters has been in- 
troduced by Ford Steel Products 
Corporation. The new line fea- 
tures a half inch rocklining 
within an extra heavy gauge 
steel tank for protection against 
corrosion and electrolysis; three 
inches of insulation as a safe- 
guard against heat loss, mois- 
ture, fire and vermin; immersion 
type heating elements to supply 
all generated heat into the 
water; and all welded inner 
pressure tank with convex heads for maximum 
strength. Capacities of 52, 66, 82 and 120 gal. are 
included in this line. 

Manufacturer: Ford Steel Products Corporation, 
Tarrytown, N.Y. 





» Swedish Crucible Company 
announces that two toilet seats 
for industrial and commercial 
installation (models 5 and 10) 
are now available with self- 
sustaining hinges. This new 
friction-type hinge keeps the 
= seat at any desired angle from 
bea | fully raised to lowered posi- 
tion. The sustaining action does not put a strain on 
the bowl because it does not depend upon the tight- 
ness of the seat to the bowl. Both seat models are 
open front, extended back, coverless types. 
Manufacturer: Swedish Crucible Company, Detroit. 


Mobile Heat Machine 
For indoor or outdoor use, a 
new 140,000 Btu heat machine is 
announced by Fageol Heat Ma- 
chine Co. By blowing warm air 
out of the machine’s base along 
the floor, the machine creates a 6 
ft high heat blanket, maintains 
manufacturer. This model PW- 
140 sprays heat from all sides 
across the floor and, consequently, 
can be advantageously located in 
the center of large areas. It is 
designed to heat areas up to 3,000 
sq ft of confined space or 1,600 sq 
ft of open space. Burning regular 
furnace type fuel oil of No. 3 or lighter grades or 
kerosene, Model PW-140 requires no flue or chim- 
ney. Self-contained, it has an attached 6 gal. fuel 
tank and is equipped with wheels for portability as a 
hand truck. With dimensions of 21 by 33 by 58 in., 
the machine weighs 245 lbs and can be started or 
stopped by simply snapping a switch. 
Manufacturer: Fageol Heat Machine Co., Detroit. 
(Please turn to top of page 225) 
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“We sometimes speak of winning 
reputation as though that were the { i 
: Cw 7 | 
final goal. The truth is contrary to this. a 
Reputation is a reward, to be sure, but is \ 
really the beginning, not the end of \ ye 
oO 


endeavor. It should not be the signal for a 
let-down, but rather, a reminder that the 4\ 
standards which won recognition can never 4 | 
be lowered. From him who gives much— , 
much is forever after expected.”’ 


Alvan Macauley 


the standard of tha industry... 











OIL BURNERS 





AUTOMATIC BURNER CORPORATION 
1823 Carroll Avenue °* Chicago 12, Illinois 
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Saves you more time 
than any other 


tool in your kit 


A Journeyman’s 
tool, built to stand 
up under constant, 

on-the-job Contractor 

or Industrial use. 


* 


Built-in Blower—Anti- 
friction replaceable 
bearings—No starting 
hole needed—Blades to 
cut all materials—Fits any 
heavy duty %” or Ae” drill. 

















Super Saws and Blades are 
listed on Federal Supply 
Schedules, Class 40 Material. 






Cutting opening in oak flooring in less 
than 3 minutes—no starting hole needed! 


RCS TOOL SALES CORP. 


JOLIET, ILLINOIS 





All 
W ODAY ! 











1 Gentlemen: | 
| Please send us Bulletin ¢3, and name of the nearest | 
l Super Saw distributor. | 
| | 
1 Name | 
| | 
| Address | 
om l 
| City— Zone State | 
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SAVE INSTALLATION TIME AND MONEY... 
hold up to 10,000 Ibs. in any Solid Material 


When you find it necessary to fasten objects such as ma- 
chinery, shelving and electrical equipment to solid floors, 
walls and ceilings, you can save yourself time and trouble 
by using Paine Expansion Screw Anchors No. 900 (screws 
are not included). These anchors are quickly set in place 
to make a permanent anchorage that is capable of sup- 
porting up to 10,000 lbs., depending on the size used. 
They can be used in stone, marble, concrete or any other 
solid material. They are rust proofed and vibration re- 
sistant. A Setting Tool comes in every box. The anchors 
are stamped with size and thread of bolt or screw to use 
and have a directional arrow identifying which end goes 
in the hole. 

Use a Paine Sudden Depth Rotary Drill bit for quick, 
accurate holes or, for the occasional user, use a Paine 


Hand Hammer Star Drill. 
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Screw the object 


lace set tool on 


*For the Paine Place the anchor 


¥4-20 drill a Y2” in the hole with anchor and to be anchored 
hole, at least the arrow on the pound until as oT Saal as 
7%," deep. anchor pointing anchor is set. possible. 

down. 


*Dimensions in first illustration apply to Paine %-20 only. 


THE PAINE COMPANY 


2955 Carroll Ave. Chicago 12, Ill. 
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New Products 


(Continued from bottom of page 222) 
Combination Home Conditioner 
Announced recently by 
the Carrier Corporation 
is a new combination 
heating-and-cooling 
home conditioner. The 
unit, an addition to the 
Weathermaker line, is 
capable of switching from 
summer cooling to winter 
heating and back again at 
the flick of a switch. It 
operates on any type of 
gas — natural, manufac- 
tured or mixed. 
Manufacturer: Carrier Corporation, Syracuse, N.Y. 





A new combina- 
tion oil and gas 
burner which switch- 
es immediately from 
one fuel to the other, 
either automatically 
or manually, has 
been announced by 
Synchronous Flame, 
Inc. The new burner was developed by engineers of 
the Wisconsin Southern Gas.Co. in their search for a 
highly efficient dual burner to solve the peak load gas 
problem. By automatically switching from gas to oil 
during the coldest weather, the new burner permits 
gas companies to control their gas supply and offer a 
more attractive lower rate to consumers. The burner 
is made in four sizes, with capacities from 100,000 to 
1,350,000 Btu/hr, for all types of residential, com- 
mercial and light industrial use. 

Manufacturer: Synchronous Flame, Inc., 327 S. La 
Salle St., Chicago. 





New Literature 


Air Distribution Bulletin 

An informative four-page bulletin (F4960) has 
been released by Barber-Colman dealing with the 
comparatively new subject of high pressure air dis- 
tribution. The bulletin includes typical information 
on noise levels and pressure drop, as well as diagrams 
and discussion of the application of equipment to 
meet requirements of high pressure installations. 

Issued by: Barber-Colman Company, Rockford, III. 





Valve and Fitting Periodical 

“Valve Topics” is the name of a new periodical 
edited by The Cooper Alloy Foundry Company for 
those who design, specify, use or purchase steel valves 
and fittings. The series will be devoted to the task 
of providing information about the uses and abuses 
of stainless steel valves; application stories depicting 
how valves and fittings serve in industry, and will 
contain special features such as: Items of Interest, 
a review of current literature available; Questions 
and Answers, selected from engineering files; and 
technical topics, a column devoted to a detailed ex- 
(Please turn to top of page 226) 
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‘A Yew and Simple 


- Tool for the Pipe Trade! 
, it shows the 
PITCH 
Accurately! 

















No More 
Guesswork 


Now You Can Boas 
of Your Pitch-Precision 


















It's Gasy to Get and Set 
the Putch-- 


This new tool that shows the pitch of pipe or drain was 
only recently introduced and it “caught on” instantly! The 
pipe trades everywhere are now using the TRUE-PITCH 
LEVEL as standard equipment. No more “half bubble” 
reading. Now you don’t have to guess! You can KNOW 
and can keep each run to the exact pitch. You merely 
adjust the level to the pitch you want just as you would 
set your wrench to the size pipe you’re running! Then 
when the bubble shows “level”, the pipe will have the 
correct pitch. 

It’s easy to catch on to the use of this un‘que tool by 
following the simple instructions furnished. 


Set to Pitch Desired...when bubble shows “level” 
PIPE HAS PITCH REQUIRED! 

NOTE THESE PRACTICAL FEATURES: 
The TRUE-PITCH LEVEL is perfectly calibrated— 
accurate to a thousandth of an inch. Frame of genuine 
Honduras solid mahogany, 2012” long (won’t warp 
or get out of line!). The vial (“bubble”) is made of 
Pyrex and is virtually breakpréof. The adjustment nuts 
and scales are of solid aluminum, black anodized with 
white figures for quick, easy reading. Adjustment is 
locked by simple knurled thumb nut. This is the only 
level made that makes direct setting possible. (It can 
also be used as an ordinary level simply by setting 
adjustment at zero. Contains plumb for vertical work.) 
Don’t be without this dependable tool any longer! 
Order a TRUE-PITCH LEVEL today (from your 


jobber or by mail direct)—for a more precise tomorrow! 


Price $7.50 


Satisfaction Guaranteed or Money Back 


Manufactured by DREIER BROTHERS 
845 So. Wabash Ave., Chicago, Ill. v 
Use this easy way to get a “TRUE-PITCH” today! 


DREIER BROTHERS 

845 So. Wabash Avz., Chicago, Ill. 

Send the TRUE-PITCH LEVEL, either through jobber or direct. 
I understand the price is $7.50 delivered with satisfaction guaranteed. 








































lly LaCUN  FOU Banas ctecctcenicapntiscnnesspnsocrrinonnnsocs 
[] Have jobber bill me. ] Check enclosed. 
f] Send C.O.D. Will pay postman plus carrying ard C.O.D. 
charges. 
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Accurate as a Micrometer But Simple as a Wrench ! 





| SALES PROMOTION” | 








The “Bargain Counter” for 
’52 is now open. Here you'll 
be served the latest Nu-Way 
promotional material avail- 


make your selling job easier. 


SCOPRESSHSSSSOSSESEESSEESEEEEEEEEEESE 


NATIONAL 
ADVERTISING 


Hard-hitting ads like the 
one on the right will be 
seen regularly in Ameri- 
ca’s 4 leading home publi- 


seven million families. 
This ad will tell the “Bar- 
gain Hunters” simply and 
clearly why the Nu-Way 
Oil Burner will mean 
added savings now and 
in the years to come. 





| COUNTER 











. all designed to 


. reaching over 









_—_ LOCAL 
fe Way PROMOTION 
a Nu-Way’s “counter” also 
contains a fine supply of material for that 
important local advertising. A new four-page 
folder, attractively designed newspaper ad mats, 
window streamers, radio spot commercials, an 
eight-page booklet, etc. are offered to help 
bring the entire Nu-Way story right to your 
local market area. 


Nu-Way Oil Burners are sold through 
jobbers and distributors. Also, special 
applications for furnace and boiler 
manyfacturers. For details write: THE 
NuAW ay Corporation, Rock Island, Ill. 









“Automatic Oil Heat Exclusively Since 1921"' 
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(Continued from bottom of page 225) 
amination of specific valve problems. 
Issued by: The Cooper Alloy Foundry Company. 
Bloy St. and Ramsey Ave., Hillside 5, N. J. 


Heat Loss Instruction Book 

A revised edition of a heat loss instruction book 
has been announced by Climatemaker Heat Loss 
Calculator Co. The booklet has been redesigned, fi- 
lustrations have been added and the copy has been 
rewritten in order to explain the computation 
methods of the calculator more comprehensively. A 
sample heat loss problem on an average room with 
answers for each step is included as well as an ex- 
ample of how to figure cost of heating per season. 

Issued by: Climatemaker Heat Loss Calculator Co., 
Dept. 649, Box 378, Bloomington, II. 


Air Filter Testing Booklet 

A new method for testing air filter efficiencies has 
been made available in a complete technical booklet, 
which shows the equipment used and the results 
obtained. Principles of the new method and efficiency 
tables are included in the booklet. 

Issued by: Farr Company, Los Angeles. 


Plumbing and Heating Catalog 

“Products for the Plumbing and Heating Industry” 
is the title of a new 24-page illustrated catalog just 
published by Johns-Manville. The catalog covers in- 
sulations, refractories, packings and gaskets, and 
asbestos-cement pipe of particular interest to the 
trade. On each product presented there is a close-up 
photograph of the material under discussion and 
drawings or photographs that demonstrate applica- 
tion. The text gives pertinent physical properties and 
descriptive information. Size and packaging data is 
tabulated on each product. 

Issued by: Johns-Manville, 22 E. 40th St., NYC 16. 


Water Heating System Guide 

A completely revised and expanded engineering 
and installation guide manual, form No. FCE-1251, 
is being offered by H. A. Thrush & Co. The new 
booklet contains 40 pages of simplified drawings, 
tables, wiring diagrams and examples of the most 
widely used types of water heating systems. Design- 
ing of one pipe and two pipe forced circulating water 
heating installations is explained step by step with 
comprehensive reference tables. A complete section 
is devoted to radiant heating. Domestic water hook- 
ups are also covered. 

Issued by: H. A. Thrush & Co., Peru, Ind. 


Filter Mailing Piece 

American Air Filter Company is now placing in the 
hands of its dealers a set of three attractive and timely 
double postcards as part of a program for changing 
replaceable filters more than once a year. Each card 
features a seasonal reason for changing furnace filters. 
“It’s time to check your furnace for Fall” is the 
theme of one card decorated with oak leaves. Christ- 
mas is represented by a green and white card with 
holly berries and twisted rope candle bearing the 
words, “Christmas may be over but winter is not.” 
The spring theme concerns making a filter change as 
part of spring cleaning duties. 

Available from: American Air Filter Company, 
Louisville, Ky. 


(Please turn to top of page 229) 
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Everybody 
likes it! 


Mueller 
Climatrol 


Type 150 Gas Unit Heater 
— superior Mueller Climatrol design 
sets new standards for unit-heater industry 


Yes, unit-heater designs are following Mueller’s lead — 
but the Mueller unit is still way out front. Your custom- 
ers just can’t beat it for extra value — longer life, greater 
Operating economy. 

What’s more you can fit every application with the Type 
150 (propeller fan type) and Type 151 (blower type) — 
with four input capacities: 60,000, 90,000, 120,000, and 
150,000 Btu. AGA approved for all gases. 

Get behind the Types 150 and 151. Proof of superiority 
is in the product. Sales come easy — installation is simple 
(units shipped pre-wired and assembled). Write for 
information ...L. J. Mueller Furnace Co., 2033X W. 
Oklahoma Ave., Milwaukee 15, Wisconsin, eae 
* ’ t fa 4 ie , 


hs. Ups mths ¢ 


Proof of 
e 7 

Superiority 
One piece — all 
welded heavy gauge 
steel: No tie-rod, 
bolted, gasketed, or 
slip joints to leak, 
separate, or crack. 
High crown sheet: 
No flame impinge- 
ment, no ‘‘hot spots."" 
No joints or welds 
exposed to flame or 

path of flue gas. 











Uniform air flow and 
heat distribution: 
Even flow of air in- ; 
sures moximum heat 
transfer and fuel 
economy. 


Mueller Climatrol 
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THREE-WAY BONUS 


for New Burner 
Installations 















SERVICE NAME - 
Another Scully —~? — i 
eat name cara ! aie 
FREE with every VENTA ee 


combination. 
n top of gauge 
pany name 


OIL HEAT— PROVED AND 
APPROVED BY MILLIONS 









into place ° 
in P Sas your com 






























Spaces rs. 
MODERN OIL BURNER CO. al telephone numbe are 
re 
Company Neme Hove rominent, constant 4 burner 
UN 4-1345 UN 4-1596 P | oil an 





of your fue 
service. 








FUEL OIL 
TELEPwone mumeeR 









SUPER-VISIBLE TANK GAUGE 


Big black figures on a white back- 
ground, Adjusts at any angle for 
instant, dependable reading. Easy- 
to-see white button indicator in- 
side leak-proof plastic tubing, ac- 
tuated by oil resistant cork float. 











VENTALARM® Signal 


The whistling fill signal for 
“automatic” fuel oil deliv- 
ery. Eliminates need for oil 
man to enter the home. He 
just fills ‘til the whistle 
stops. No damaging spills. 
Faster, more accurate fills 
day or night. Complete 
freedom for the customer, 





See _us at the 
0.H.I. Show 
Booth 1052 





jt! 
ering from 
y House. 






A BONUS for YOU, too... 


VENTALARM GAUGE is installed directly on 
the fuel oil tank as an integral part of the vent 
pipe. No reducing bushing needed. You install 
one item instead of three. ‘"Button-Lift’’ allows 
installation whether or not there is oil in 
the tank. 


SCULLY SIGNAL COMPANY 
72B First Street, Cambridge 41, Mass. 


Canadian Licensee: Empire Brass Mrc. Co., Ltp., London, Ont. 


















Pays Off in Profits! 


Delco Appliance makes a complete line of reciprocating and 
jet pumps for shallow and deep well operation, with which 
you can cover the complete range of domestic water needs. 
This means increased volume and profits. And the many 
— features of Delco Pumps add greatly to salability... 
ependability . . . and ease in servicing. It will pay you to 
look into the profit possibilities of Delco Water Systems ! 





Delco Tank Mounted 
Convertible Jet Pump 
—available in 4 and % hp 
04 with capacities up to 
gph at depths of 25 
“nee 3 eal for installation 
where the water demand 
does not require a large 
tank. And it’s easily con- 
verted from shallow to 
deep well operation. 


Delco Tank Mounted 
Shallow Well Pump 
—mounted on.an 18-gal- 
lon tank with % hp Delco 
Rigidframe motor. This 
pump delivers 350 gph at 
lifts of 25 feet or less. It’s 
designed for installation 
where space or headroom 
is limited. 


DelcoC-12ShallowWell 
Pump has a 225 gph ca- 
pacity. You can sell the 
C-12 for use on small 
farms, suburban homes, 
cottages or summer 
camps. Or it can supple- 
ment the operation of 
another pump to meet 
additional water require- 
ments. 





For complete information about the Delco Water Systems line, 
and to get the facts on the profit possibilities of a Delco Water 
System franchise, write Dept. DEW, Delco Appliance 
Division, General Motors Corporation, Rochester 1, N. Y. 


GENERAL MOTORS 
For a good deal WATER 


DEAL WiTH DEteO AINA Peeacag 
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The Complete Line OF 
DELCO WATER SYSTEMS 
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: LINGS Hs 
is 
CHATTER ‘ 
pc 
te 
dc 
i | : | : 
There was something surreptitious about the hill- ‘ 
i billy and the mountaineer’s daughter as they ap-  : ar 
proached the hotel desk to register. ro 
“Sign here,” said the clerk. ie 
The hill-billy drew an X and then circled it. A 
The clerk was puzzled. “I’ve seen many people 
} who can’t read or write sign with an X but this 1 
is the first time I ever saw it Circled.” } H 
| The hill-billy winked. “When I’m a divilin’, Bo, 
| I never sign mah real name f 
—X-L Couplings— Eo 4 Ww 
A man who isn’t fired by enthusiasm is apt to be ; | fr 
fired with enthusiasm. { by 
—X-L Couplings— Cc 
Poet’s Corner: di 


You kissed and told, 
But that’s all right; 
The guy you told | 
Called up last night. P 

—X-L Couplings— | 
You can always rely on the quality of “X-L” Pipe 


. . - ’ 4 A Cé 
Couplings. They’re accurately machined to industry 
standards. Ask your supplier for couplings bearing a 
the trademark “X-I al 
ni KA Couplings— de 
A draftee, stationed somewhere in the South, sent 
the following letter to his young wife: “If you can ‘, 
possibly make it, come down this week-end. Also, 
I’m broke, so please bring me ten dollars. If you P 
can’t come, send me twelve dollars.” 


—X-L Couplings— 
From the “X-L” Fictionary: SYMPATHY—What | li 


one girl will offer another in exchange for details. ‘ fs 
—X-L Couplings— al 
A New England mission worker among the south- fc 
ern mountaineers was quizzing her class in Bible lore. f 
“Ruthie,” she asked, “tell us please, who was the ‘ 
first man?” ' 
The mountain ga! flushed defiance. “I'd ruther die i 
first!’ . 
X-L Couplings C 
There's an “X-L” Pipe Coupling for every pipe 
coupling purpose. All sizes, too: from Ys" to 12”, | 
| If your jobber can’t supply you, let us know; then | | 0. 
f maybe we remedy the situation, fc 
—X-L Couplings— | fe 
We hear there is a toy manufacturer who is getting | is 
out a new gadget for kids which he enthusiastically n 


believes will go like the proverbial hot-cake. “It’s an 
educational toy designed to adjust a child to live 
in the world of today—any way he puts it together I 
is wrong.” 


——— 


—X-L Couplings— F 

We'll be back next month; in the meantime, keep 
using “X-L” Pipe Couplings, won’t ya? . . . Thanks. fi 
h 
hb ss il 
b 


Every Size and Type PIPE 
COUPLING From One Source n 


WHEELING MACHINE F 


PRODUCTS COMPANY ; 


WHEELING, WEST VIRGINIA : 
FACTORY PHONE: WOODSDALE 3296 
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: (Please turn to top of page 226) 
Heating Plant Catalog 
Pertinent information concerning the design, con- 
struction and operation of an all-in-one heating plant 
is presented in Catalog No. 595 of The National 
= Radiator Company. The catalog pictures the com- 
ad ponent parts of the heating plant, such as the water 
temperature control, circulating pump, stack switch, 
domestic water heater, combustion chamber and in- 
the hill. | sulation. Ratings and specifications for flush jacket 
they ap- | and enclosing cabinet models are supplied with 
: roughing-in dimensions. 
| 4 Issued by: The National Radiator Co., 221 Central 
Ave., Johnstown, Pa. x 


SE RTT | 


1 it. 





iy people | 
but this 
ts | Heating Coil Bulletin 
ilin’, Bo, : ; 
A complete line of steam and hot water coils for a 





wide range of applications, in both standard and non- 

it to be 5 | freeze types, is described in a new bulletin published 

by The Trane Company. The bulletin outlines 

capacities, selection, performance, installation and 
dimension data on the heating coil line. 
Issued by: The Trane Company, La Crosse, Wis. 


always... 


ALL WAYS! 







Plumbing and Heating Specialties | 
ee | The Wal-Rich Corporation has published a 48-page 
~ sae catalog which displays the firm’s line of plumbing | 

| 
| 
| 
| 





indus ree : ‘ 
preeril and heating specialties. Over 130 items, ranging from 
air valves to wrenches, are indexed, illustrated and 
described with specifications in the catalog. 

uth, sent Issued by: Wal-Rich Corporation, 38-20 32nd St., 
Ln Kang See Sey depend on milvaco... 
If you ga ° P : 

Pipe Covering Catalog ; 

| ¥ T let lumb 

| A new four-page catalog pictures, describes and oe 
—What lists specifications for six products presently manu- and heating requirements. Milvaco 
etails. P factured by Lynch Asbestos Co. Products covered offers a complete line of valves 
are “Aircell” pipe covering, wool felt pipe covering, | : ae 
Pap sae foil anti-sweat pipe covering, anti-sweat covering, | and heating specialties. 
ee te” I foil insulation and corrugated asbestos paper. 

=, Issued by: Lynch Asbestos Co., 2939 S. Sunol Dr., ‘ 

ther die Los Angeles 23. depend on milvaco... 
oe Oil Burner Folder | To build satisfied customers and 
to 12”. | | A new 4-page folder on the Model CO-2 oil burner | ie th 
v; then | | of the Nu-Way Corporation has been made available see eeanean Cee game Tae 

| for consumer use. This folder points out the many | unquestioned quality of Milvaco products 

features exclusive with a Nu-Way burner. One page : 6 eae 

getting is devoted to questions and answers regarding auto- | he 
eco | matic oil heat satisfaction on every installation. 
77 t’s . 
‘sc Aone x Available from: O. K. Gipple, Nu-Way Corp., Rock 
ogether Island, Ml. : 


depend on milvaco... 
- Fan, Pump Catalog 
f, Ree A 24-page catalog covers the major part of a line of 
a fans, pumps, motors, condensers, accessories, etc. for 
heating, refrigeration, ventilation, and air condition- 
ing systems. The catalog was designed primarily to 
be a handy, everyday estimating guide for contrac- 
tors. The condensed catalog illustrates information 


Your fellow tradesmen have been 





doing it for over 50 years! 


Now in its 51st year of service to the 


plumbing and heating industry, Milvaco 





ce necessary for the estimating contractor. is a respected name among users of 
Issued by: M. Blazer & Son, Passaic, N.J. valves and heating specialties. 
INE Panel Vent Bulletin | 
a DeBothezat Fans Division of American Machine 
INY and Metal company is offering a bulletin containing MILWAUKEE VALVE COMPANY 
IA ustretions, construction details, certified capacity Milwaukee 7, Wisconsin 
ratings and dimensions for a new panel vent set for NOW IN OUR SIst YEAR OF SERVICE 

296 use at free delivery or relatively low static pressure. TO THE PLUMBING 

| Issued by: DeBothezat Fans Division, American AND HEATING INDUSTRY 

4 Machine and Metals, Inc., East Moline, Il. 
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NEW MEMBER OF THE ‘DETROIT BRASS FAMILY’ 


An Important Addition 


fo the Detroit Brass 


GATE VALVE line 





a © 





DETROIT BRA SS and 
MALLEABLE WorRKS 
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R.Omilh 


a MFG. CO. 


Now, Improved 
PLUMB EASY ¢ 


COMBINED WALL CLOSET 
CHAIR CARRIERS 


Series 5-H illustrated, of a 
on jete gg of combined Chair "e tans + ro ~~ 





= ew  & * Smith 
Easy Choir Carriers are full §f 
tile » & — ~ = se tting fix- 





igned for ease 
id te iin ing =| fixture, 
all or structural va- 
er: Plumb Easy 
Plumb. 








R.Omilh 
US 


ROOF DRAINS 
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povece ah hainrch 
ANTAL. ACTIN GRATE 


Representatives—Some 
territories availabie. 


WRITE FOR CATALOG € 


MFG. CO. Ee ; 
Union, New Je > “i 
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COMBINATION FLOOR DRAINS 
SHALLOW PATTERN 


yi 
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Tool Display Unit 
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New Sales Aids 


Kitchen Planning Manual 

A new, 24-page Youngs- 
town Kitchens’ consumer 
‘ manual is now available for 
dealer use. It features kitchen 
photographs in full color, and 
illustrates all the cabinet 
sinks, wall, base and utility 
cabinets in the Youngstown 
line. Sections of the book are 
devoted to the Jet-Tower 
electric sink and automatic 
: dishwasher and the food 
waste disposer. Kitchen planning is discussed and 
basic kitchen arrangements are illustrated. 

Issued by: Mullins Manufacturing Corporation, 
Warren, Ohio. 





Spray Paint Display 
NO, Chase Products Company has 
~% introduced an all-metal counter 
display for its line of self-spraying 
paint. A feature of the display is 
that the dealer may select an as- 
sortment of any 23 colors—all 
—f-<— listed on the front of the display. 
fa The display has been designed to 
s@gtake up a minimum of counter 
space. It is 18 in. square and 
accommodates 36 cans prominently, permitting easy 
visual inventory for the dealer. 
Available from: Chase Products Company, May- 
wood, III. 
























An ultra-modern tool merchan- 
diser, the “Rotomat Toolmart,” 
has been announced by Plomb 

‘ Tool Company. The unit was de- 
signed to draw customers, create 
extra impulse sales and thereby 
increase turnover. The round 
stand is 30 in. in diameter and dis- 
plays 187 types and sizes of fast- 
selling tools that meet most users’ 
needs. All tools are visible since 

i : the display rotates easily. The 

Rotomat uses an eye-catching color scheme of yellow, 

red and blue. Additional stopping power is secured 

by a flashing light inside a translucent dome. 
Available from: Plomb Tool Company, Los Angeles. 


A compact, colorful and 
asily read counter display 
for replaceable air filters is 
available to dealers upon re- 
~ quest from American Air 


_, Filter-Co. The new display | 


“Semphasizes the “seasonal- 
sales” approach. It is printed 
Bin red, yellow and blue and 
"= features an AMER-glas filter 
recessed in the unit. 
Available from: American Air Filter Co., Louis- 
ville, Ky. 
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we TOUK 


Just spread tripod legs, place pipe in chuck, flip 
the switch and this powerfully geared VERMETTE 
does your muscle work! It's built for rugged use 
and carries a full year’s guarantee covering mate- 
rials, workmanship and ACCIDENTAL DAMAGE. 





A folding (tripod) pipe rest, oveileble at very 
little cost (only $13.50) affords solid support 
for long pipe or tubing. 


FEATURES 


| Handles 2" to 2" pipe. 


) Operates on 110 or 115 volt A.C. or 
é- pe. 


ally in forward or reverse. 


A Screws fittings on tighter than by 


hand. 


own. 


Tightens and centers pipe automatic- 


5 Makes jobs easy with tools you now 


Ask Your Jobber For Full Details Or Write 













































ates STREN 


Conserve Your Men's Time and Energy 
To Finish Jobs Sooner and Better! 


With this 75 Ib. portable drive you can CUT, 
THREAD, REAM and FIT pipe . . . easier, faster, 
cheaper . . . than you've ever done it before. 









One 
carries the Vermette 
power drive. 


mon easily 










FINEST CONSTRUCTION 
and MATERIALS 
include high-strength allo 
frame, full load 2 H.P. moto 
and hardened steel gear 
mounted on ball bearings fo 
long satisfactory operation 


price $19 75° 






F.0.8., Hammond, Ind. 















































Are Known Far 
and Wide for Their 


DEPENDABLE 
LONG LASTING 
SERVICE to the 
NATION! 


Heavy = construe 
tion, swivel dise 
holder, ejuipped 
with upper seal, 
May be packed 
uuder pressure. 





AVAILABLE 
in Angle No. 1126 
in Globe No. 1226 


> 2 


With respect to achievement, MARSH VALVES, like 
the proverbial mouse trap you have so often heard about, 
have received the recognition which goes to a worthy line 
of products. In MARSH VALVES, such as are shown 
here, you will find nation-wide installations in hotels, 
apartment buildings, residences, churches, government 
buildings and Veterans Hospitals. Yes, MARSH VALVES 
faithfully serve the outposts of every heating system they 
are a member of . . . unfailing control in the release cf 
heat at the extremities where it is needed most. 








Cone Disc, packless, re- 
inforced metal to metal 
hair line bearing be- 
tween collar on stem 
and seat in bonnet. 


4b@ @ Oi 


AVAILABLE 
in Angle No. 1141 
in Globe No. 1241 


TIME TESTED © EFFICIENT ® RUGGED 





MANUFACTURED BY 


MARSH VALVE COMPANY 


Dunkirk, New York, U.S.A. 
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MARSH VALVES 


Plumbing Fixture Color Folder 

A new bathroom 
plumbing fixture color 
folder is being offered 
by Kohler Company 
which reproduces the 
four basic Kohler fix- 
ture colors for the con- 
sumer. The folder shows 

= how the four colors 

have delicacy and refinement adaptable to a wide 
variety of decorative schemes. A new printing method 
transmits to the folder the true texture, sheen and 
color of the ceramic finishes themselves. The folder, 
therefore, can be used by the customer and the con- 
tractor alike in selecting the proper color for bath- 
room fixtures. 

Issued by: Kohler Company, Kohler, Wis. 








Humidifier Display Rack 
4 A newly designed box for a 
Ee humidifier-plate replacement kit 
and a rack for counter display 
of the containers is being made 
available to dealers by Vikng 
Air Conditioning Corporation. 
The display rack serves as a re- 
minder for replacing evaporator 
plates in furnaces. The new 
package obviates bulk handling 
of plates. Each kit contains five 
silica glass evaporator plates. 
Available from: Viking Air 
Conditioning tral aestls Cleveland. 


“Janke 


TEMPERATURE | 
REGULATORS 








Entirely self-contained and self- 
operated. Ideal for temperature 
control of hot water tanks and 
process work. Operate steam, 
water, brine or gas valves. Any 
temperature between 0° and 
300°F, Cat.Nos. 600, 650,700. 














SARCO COMPANY, INC. 
Ss A a 8 @) Represented in Principal Cities 


Empire State Building, New York 1, N.Y. 
SAVES STEAM SARCO CANADA, LTD., TORONTO 5, ONTARIO 


IMPROVES PRODUCT QUALITY AND OUTPUT 
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eA ieee 
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being made S POWER-TYPE GAS 
Coontint | = CONVERSION BURNER 


Corporation. 
rves as a re- 
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. The new 
ilk handling 
contains five 
or plates. 

Viking Air 





Regardless of the size of the heating £ 

plant, Lo-BLAST Gas Burners deliver & 

more heat per fuel dollar. In 19 years : 

of actual operation, these power-type A on * 
units have consistently cut fuel and sery- b a eas | ing Ps | n S 
ice costs. “3 - . 

Because primary and secondary air eo OY ee ae eee or Nae, 3 - I 
is perfectly controlled from a blower OE ig OD aa NE be ae Be ‘ aor 
source, the Lo-BLAST Burner is inde- 4 : : 
pendent of variable natural draft. Hence 
it is particularly well suited for down- 
draft boilers. Combustion is completed 
in an incandescent firebox, with radiant heat ap- 
plied to crown sheet as well as side walls: 

Other features include soft, quiet flame. . . stand- 
ard controls with positive acting pilot and blower 





r 






*Available at present 
in commercial 
sizes only. 


safetys ... sturdy, fool-proof design ... easy to in- 
stall because completely assembled and factory- 
tested on gas... competitively priced. 


ALo-BLAST dealership 
is profitable! Complete 
range of capacities 
and a nation-wide 
reputation for econ- 
omy make this burner , e 
a strong seller. Write SAFETY SWITCH 
Ser Gneunaten, Now there’s a Field for gas, too! And the , pate 

A Optional auxiliary 


same accuracy and sensitivity that have switch will close main 
7 gas valve or sound 











lf- 
re ; v ' 
nd made Field first for coal and oil-fired G/9"™m,'n case o 
blocked flue or pro- 
~ heating plants make the new Field longed down-draft, 
ny preventing escape of 
nd “M-G” first for gas-fired heating plants. carbon monoxide into 
0 building. 
: It’s the first and only barometric draft 
The Draft Control 
control engineered exclusively for gas... . that’s advertised 
nationally in BETTER 
Write today for complete details. HOMES & GARDENS 
| See our Display Booth 152, Oil Heat 


- Homes: Institute Convention, Philadelphia. 
Beller Woe | 
a ge L& y | CONTROL 

; A@C cf DIVISION 


H D CONKEY & CO., MENDOTA, iil 





The standard Lo-BLAST 
Gas Conversion Burner 







lY, INC. 


AFFILIATES 


MID-CONTINENT 


‘Cities 
York LN Y Conco Building Products, Inc 
hes Brick Tile Stone 
> 5, ONTARIO 1) @ 2.0 ee =o -2@) 0) OL On mn OOP PR Map OM 
Crones Hoists 











1960 N. Clybourn Ave., Chicago 14, Ill. 
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Two-Way Installation | 
(Continued from bottom of page 196) 


frigeration system providing fresh, cool water for 
three remote drinking fountains. 

Installed in a large machine room on the west side 
of the fourth floor is the large 20-ton central system , 
which supplies, cool, fresh, filtered, air to the utility 
offices, council chamber, city manager’s offices, and 
utility director’s offices. 

This unit is comprised of a heavy-duty water- 
cooled compressor of 20 horsepower, three large re- 
frigerant-type coils and the necessary controls. The 
installation utilizes an air-wash chamber for the 
purpose of filtering the complete air delivery. This 
air is passed through a very fine spraying chamber, 
equipped with 12 spray nozzles. These are installed 
immediately ahead of a drift eliminator to prevent 
water from passing into the air stream. Approxi- 
mately 5,000 cu ft of air per minute moves through ( 
this chamber. 

The refrigerant coils are located in the air supply | 
duct immediately after the duct leaves a centrifugal 
blower. The coils are built-up, stacked in a vertical 
position, and completely insulated. Approximately 25 
percent of fresh air is mixed with return air before , 
entry into the air-wash chamber. Automatic control ‘ 

7 


dampers are included. Due to the extremely quiet 

operation of this unit, no objectional noise is trans- \ 

ferred to any part of the building. t! 
Another interesting feature of this large 20-ton 

central system air conditioner is the fact that the ‘ 


compressor is equipped with a step-controller which 
automatically cuts out two of the four cylinders when 
load requirements are at a minimum. When load 
requirements are heavy, the two idle cylinders are 
put back into operation automatically by the con- 
troller. This feature serves to reduce the operational 
expense of the unit. 


How Cooled Air Is Distributed 


A series of hidden ducts carry the conditioned air 
to various departments in the west wing of the build- 
ing. In addition to the central system, a one-half ton 
capacity window room air conditioner is installed in 
the office of the director of public works. 

In the basement of the east wing of the municipal 
building is installed another large central system air 
conditioner of similar design but with a refrigeration 
capacity of 15 tons. This unit supplies conditioned 
air to the police department and municipal court 
chambers. 

The police department on the first floor consists of 
six offices, plus a large receiving room for the desk 
sergeant. All offices with the exception of the desk 





sergeant’s room are provided with wall-type air att 

conditioning grilles. A large air diffuser is located in to 

the desk sergeant’s room. The municipal court cham- ca 

bers on the second floor consist of a main courtroom, ter 

ERFILM BOILERS, INC. : library, judge’s chamber and office. Wall-type grilles is 

WAT KOVEN & BRO., INC are used for air conditioning. fui 

a division of t ie) 3 Another interesting feature in the police depart- It 
Jersey City : P ws ke Neer 

Wee ment air conditioning system is in the short-wave pa 


radio room, which is located on the fourth floor. ] 
Because it is packed with radio and electronic equip- 


154 Ogden Ave 
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ment, and because of its proximity to the roof, this 
small room generated oven-like heat during hot 
summer months. A one-half ton room air condi- 
tioner was installed in the single window of this 
room. It provides plenty of cool, fresh, dry, filtered 
air, keeping the radio operator comfortable even 
during the hottest weather. 

The Hamilton municipal building is constructed of 
white building stone along simple modern lines. It 
overlooks a picturesque city memorial park and the 
historic Miami river. The interior of the building is 
attractively decorated and tastefully furnished. One 
of the most attractive rooms in the building is the 
council chamber where a huge mural, depicting the 
founding of Fort Hamilton in 1791, adorns the front 


wall. 





Oil Burner Servicing 
(Continued from bottom of page 195) 


the free passage of the circulating water. 

The control must never be installed in the shell of 
an external-type tankless heater. Temperature 
changes resulting from fast-moving cold water in the 
coil may cause it to operate the burner more than 
necessary, often generating steam at the water line. 
This problem is less acute in the built-in type tank- 
less coils because circulation takes place more freely 
through the shell. 

It should be remembered that the aquastat is not 
a direct controller of the domestic hot water temper- 





























“The distributor assured me these lines would 
practically sell themselves!” 


ature; it simply controls boiler water temperature 
to a point at which satisfactory domestic hot water 
can be produced. There will be variations of water 
temperature upstairs, depending on how much water 
is being used and at what rate. One of the chief 
functions of the control is the prevention of steam. 
It cannot do this effectively if located in a colder 
part of the boiler or the heat exchange system. 
Even a well-piped circulation system will give 


(Please turn to top of page 237) 
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e 350 Ib te. 
Thoroughly ge 


hot-dipped pro 


e Robertsha 


controls 


e For any type 


e Smart looks pl 
sturdy constr 


THE UNBEATABLE COMFORT of clear, abun- 
dant hot water. Top economy and efficiency. 
And of course—unfailing safety keep KOVEN 
Automatic Gas Water Heaters selling year 
after year. You'll find budget-wise consumers 
recommend their trouble-free performance. 
Architects and engineers select them as ex- 
amples of modern design and precision en- 
gineering. No wonder — installers count on 
these steady sellers for consistent profit. 





NATIONALLY ADVERTISED 


AVAILABLE IN A VARIETY OF SIZES AND MODELS 


L. O. KOVEN & BRO., INC. 


, Jersey City 7,N. ; 


154 Ogden Ave 


yer, N. J 
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Seventh of a Series 


THIS UNEXCELLED 


SHALLOW WELL 


IS ONE OF THE COMPLETE LINE 
OF PEERLESS WATER SYSTEMS 


Y Exterior view of Peerless 


Model SW Shallow Well 
Jet Pump and Tank. 















on a fitting is our 
Guarantee-your safeguard 


Kuhns fittings have carried the trade-mark 









“K” ever since the business was established 
in 1887. In fact, Kuhns fittings were the very 
first to be identified by a trade-mark. e ° 

With the passage of the years, and with The Self-Priming Jet 
millions of “K” Fittings proving their worth 
in actual service, “K” has become a symbol FOR SHALLOW WELL WATER SYSTEMS 


of quality. That long and commendable 
background, therefore, imposes upon us the 






2 The Peerless self-priming jet system CAPACITIES: 
obligation to maintain that high quality for shallow wells is unsurpassed for Up to 850 gals. 
standard. economy, performance and simplicity. per hour 

; saint. tiles, 4 Easiest of all water systems to under- 
In using “K” Fittings, you are well forti- stand, install and operate. Finest LIFTS: 
fied against installation and service troubles. mechanical design; nothing in the Up to 20 feet 


The precision machining of “K” Fittings well to get out of order. It is priced 





A seht joints : right, it is backed up by national PRESSURES: 
assures convenient make-up, tight joints, and advertising and merchandising and To 50 Ibs. or more 
symmetrical runs. Scientific metallurgical as adequate profits. There’s a big 

: . . teers arke rater systems. Cash i RIVES: 
control, skillful molding, and critical inspec- market for water systems. Cash in on wephere 
: ; aR it with the Peerless shallow well jet VY to Y2 h.p. 
tion assure fittings without sand holes, cold and ‘other pumps in the complete 
checks, uneven walls, or other imperfections, Peerless line. 
These facts are verified by the experience ane cotan Soy Com aa. 
of contractors everywhere. That’s why the PEERLESS PUMP DIVISION 


usage of “K” Fittings is continually growing. 


It will pay you to order fittings from sup- 
li } handle the “K” li B t Factories: Los Angeles, California ¢ Indianapolis, Indiana 
pliers who handle the ne. pe sure to Offices: New York; Atlanta; Dallas; Fresno; Los Angeles; 


insist upon "ss." Chicago; St. Louis; Phoenix; Plainview, Lubbock, Texas. 


THE KUHNS BROTHERS COMPANY FiLt ALL YOUR CUSTOMERS’ NEEDS WITH 


1802 McCall Street |= PEERLESS 


Dayton 1, Ohio 
Established 1887 

CAST-IRON FITTINGS WATER SYSTEMS 
3,000 Shapes and Sizes THE COMPLETE LINE 


FOOD MACHINERY AND CHEMICAL CORPORATION 
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Jet 


YSTEMS 


PACITIES: 
to 850 gals. 
hour 


TS: 
to 20 feet 


=SSURES: 
30 Ibs. or more 


VES: 
o Y2h.p. 
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Oil Burner Servicing 

(Continued from bottom of page 235) 
trouble in time if provision is not made to keep it 
clear of dirt and rust accumulation. In steam 
systems, particularly, the lower piping on the boiler 
side becomes fouled with rust and scale. 

Fig. 3, page 195, illustrates a method for maintain- 
ing cleanliness in this part of the piping system. The 
boiler feed is connected to inject water into a tee at 
the lowest level. Each time the boiler water is 
replenished there will be a jet action, carrying loose 
accumulations into the less critical areas of the 
boiler. 

A standard type draw-off cock is shown in this 
illustration. This is intended for complete or partial 
draining of the boiler. It will have little flushing 
effect on the circulation piping. For really effective 
draining and flushing a large size gate valve would 
be better. 

Flushing the generator coil and the piping on the 
domestic water side is made simple by the method 
shown in Fig. 5 (Y).. By closing gate-valve (F) 
tightly and opening drain-cock (C) the entire flow 
of water is reversed, entering the circulation lines 
and the generator from the top at high velocity. Dirt 
will be loosened in all the critical piping and flushed 
through the lower horizontal run to the drain-cock. 
No special valves or extra fittings are used in this 
hookup; it can be made as cheaply as any other 
standard hookup and is many’ times more effective 
than most. 


THE PURE SOLID COPPER TANK 


MAKES THE DIFFERENCE 


-ALLCRAF T 


| Gas aga Heaters 
HAVE PURE SOLID 


COPPER TANKS 


Yessir, the tank’s the differ- 
ence ... the Allcraft tank 
withstands tremendous heat, 
means you can offer your 
customers a water heater that 
will give hotter hot water 
without high temperature tank 
disintegration. It means they 
get clean, crystal clear hot 
water because Allcraft Cop 
per Tanks cannot rust. 


Each tank is_ individually 
tested to 300 Ibs hydrostatic 
pressure — controls are AGA 
approved Robertshaw Unitrol 

ten year warranty on 
tank ) ation is economi 
cal, efficiency is high. In 
every way you'll be proud 
to stock and sell Allcraft. 


| ALLCRAFT mawractonme company wc. 


27 HAYWARD ST., CAMBRIDGE, MASS. 


CONSTRUCTION 
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NTe) li cae lL BUILT-IN 
CURTAINS BEAUTY 


STURDY QUICK EASY 
INSTALLATION 


: : ATTRACTIVE 
Sold only : ; PRICES 
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your sales and 


Increase _ 
your profits with 


NORMAN 


STEEL SHOWER CABINETS 


here’ S the Last year our consumer adver- 

tising paid off so well that it 

avott: has been increased by fifty per- 

P ry ° cent for 1952! Inquiries will 

pour in from nearly SIX MIL- 

LION advertisements in consumer publications of 

nationwide circulation. Get ready now to handle this 
business when we lay it in your lap! 


NO CURTAINS. Two gleaming, easy-to-clean metal doors keep 
water off the floor and eliminate all laundry expense. No 
stain; no mildew. 


PATENTED HINGES. Norman non-freezing hinges hold doors 
either open or closed. They will not rust nor stick. 


ROUND Corners. Round corners and no open seams make this 
Shower Bath practically self-cleaning. No soapy ring to 
scour, when Johnny forgets. 


spLasHpLate. Height of receptor is increased by this 4-inch, 
die stamped splashplate. Top edge smoothly rounded. 


CHROME Fixtures. Superior quality, chromium-plated brass 
shower head, arm, and stops. 


quick assematy. Shipped knocked down. All parts jig-made 
with side panels interchangeable to allow fixtures either right 
or left. Two-piece drain designed for caulked or threaded 
installation. Complete assembly instructions with each unit. 


MATERIAL & FINISH. Side panels 22 gauge, receptor floor 14 
7) gauge Bonderized, galvanized steel. Finish is two coats high 
bake, white, synthetic enamel for permanent beauty. 


Descriptive literature, roughing-in details, dealer helps, 
and name of nearest wholesaler are available on request. 





W. F. Norman SuHeet Mertar Mec. Co. 


DEPT. DE NEVADA, MISSOURI 
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Exclusive New Quick-Opening 


Quadritype Die Heads 


site, 





PIPE & BOLT 
THREADING 


MACHINE 








Unequalled 
speed in 
pipe threading 


New ‘'500” Quadritype Die Head can be instantly 
adjusted from 1” to 2” regardless of position of 
quick-opening lever—and without removing dies 
or die head from machine. ' 
% Also improved Dualtype Die Heads, one for 4%” and 
5’, one for %” and %”’, same instant size change 
right in the machine. 


% Also separate Monotype Die Heads available, 4” 
to 2’, bolt die heads, 4’’ to 2’. 


%* All tools in the ‘‘500”’ thread, cut, ream independent- 
ly, and right up to chuck, swing out of way when 
not in use. 


% With a score of other sensational new features! See 
the new RIf@aip ‘500’ at your Supply House. 


THE RIDGE TOOL COMPANY « ELYRIA, OHIO 
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Cause and Cure of Pulsation 


(Continued from page 97) first decreases from 
E to C at the blower itself. Thus for a moment, the 
pressure in the piping system connected to the blower 
is greater than the pressure at the blower itself. Thus 
the air in the line tends to reverse its direction and 
flow back into the blower (this can be extremely 
dangerous in handling gas to a burner or combustion 
chamber) until both pressures become equalized. 
When this is achieved the blower again resumes its 
normal function of pumping air into the system— 
until the restriction at the line outlet again reduces 
throughput and causes the sequence to repeat. 

It is this repetition which constitutes surging. 

The frequency and intensity depends upon: (1) 
the slope of the pressure-vs-volume curve, (2) the 
rates at which air is being removed from the system, 
and (3) the volume of the pipe system to which the 
blower is delivering air. The same principles apply 
whether the centrifugal unit is operating as a blower 
or an exhauster. 

The wisest action to take in the prevention of pul- 
sation is the anticipation of circumstances which 
might cause it. The phenomenon will not occur in 
volumes above the point E. If the application is such 
that low turn-downs are expected, it is prudent to so 
indicate when the blower is being ordered. The blow- 
er manufacturer can, in most cases, select and specify 
to prevent pulsation. 

If, however, pulsation or surging is noticed in a 
finished installation, any of the steps listed on page 
97 can be taken. 

Actually, the more efficient a blower operates and 
the tighter the air system is beyond the blower, the 
more likely it is to surge at very low operating points: 
Fortunately, the uses for compressed air or gas, which 
demand blower operation at critically low output, 
are infrequent so that the use of high-efficiency 
equipment can be used in all but the rarest of cases. 


Salesmen Are Made—Not Born! 
(Continued from bottom of page 150) 

have had far more success using rural boys for sales 
work rather than boys raised in towns. They are 
sincerely interested in the farmers’ problems, they 
enjoy walking through their fields to see the crops, 
and they are able to talk the farmers’ language. 

Night meetings are held weekly. The men and 
members of the office force prepare and plan these 
programs. It usually consists of a dinner party, a so- 
cial get-together, or a meeting on the store floor to 
learn a new product. During these meetings, the 
products are gone over with them, and problems 
which: they may have encountered are discussed. 

We continually impress these men with the value of 
their work. It isn’t just a job to them but a profes- 
sion. They realize they are doing work which helps 
improve the rural standard of living. They feel that 
they have a definite place in the world with a high- 
ly respected profession and that they are helping to 
keep the wheels of commerce moving. 

The men are not requested to make night calls. In 
the past, we stayed behind them scheduling calls 
when he would be able to contact husbands and wives 
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at the same time. We learned that this was not satis- 
factory and gave straight store hours. After the 
change, we found our men making more night calls 
than before and therefore making more night sales. 

Scheduling night calls is only an example of the 
mistakes we have made. We learned we have far 
better results allowing the men to make their own 
decisions. They know enough about the business to 
trade on sight and not to wait for office arrangements. 
Allowing them to make decisions has given them far 
more confidence in themselves, and they are better 
salesmen than we have had in the past. 

Since we are able to depend on these men, we do 
not ask them where they have been, what they have 
done, or question them in any way. The number of 
sales is enough for us. Before, we required a written 
daily report, but learned they wanted to show a large 
number of contacts. Now they make few contacts but 
more sales. 

Each person in our employ is salaried. This means 
they do not sell just for the sake of making a sale. 
They sell to good credit risks, for they are familiar 
with the rural people. We find they are as interested 
in the business part of the sale as they are in the sale 
itself. 

Our salesmen take pride in their work and in the 
work done by the plumbers and electricians. The 
sales department and mechanics cooperate with no 
friction whatsoever. This came from their working 
together and knowing each ofher’s problems. 

Since our business is not on commission, the sales 
force has made a rule among themselves never to use 
the expression, “That’s my prospect.” To promote 
sales, contests are devised whereby a certain amount 
of money is put aside for each Sale, or it might be on 
a point system. When the contest ends, the money is 
split equally between the members of the sales force. 
We realize this is an unusual arrangement, but the 
employees refuse to enter a contest on a commission 
basis, for they say it takes the whole force to com- 
plete a sale and hold it. They even include the book- 
keeper and home economist in their campaigns. 

Let us say that to find a good salesman and keep 
him, he must learn the whole system of the firm, and 
we must pay him well to keep him with us during the 
apprenticeship. 


No Hot Air, This 


(Continued from bottom of page 205) 
bustion air, and the balancing of the system after 
installation is completed. 

Six separate worksheets—one for each of the perim- 
eter systems discussed—have been developed for use 
with the new manual. As an added convenience to 
heating contractors, each worksheet is complete in 
itself. Space has been provided for heat loss calcula- 
tion and selection of equipment. Complete design 
instructions are printed on each form together with 
all the necessary charts needed to determine the 
proper sizes for the heat carrying ducts. 

Copies of the new manual with samples of the 
worksheets are available from the association, 145 
public Square, Cleveland 14. The price of the new 
manual is $1.00 per copy postpaid, less a 40 percent 
discount to members of the association. 
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Why Most Pipe FittersBuy 
RiGbz.iD> 





Ritkesib Tools 
make good workers 
Better! 


RIiEID Wrenches 
6’’ to 60” 
End Pattern RIGID s 
6’’ to 36” 





Guaranteed FREESE wrench housing 
saves you repair trouble and expense 


* It’s an extra fast easy wrench to work with, too 
—handy pipe scale on hookjaw, adjusting nut 
spins easily to pipe size, comfort-grip handle. 

* Special alloy jaws both replaceable—won’t slip 
or lock on pipe. 

* Safe powerful malleable housing and I-beam 
handle. 

* Save money, make work easier — buy RIZAID, 
world’s most popular pipe wrench, at your 
Supply House. 


THE RIDGE TOOL COMPANY ° ELYRIA, OHIO 
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5; e According to Law 
S el] t h 1 ~ (Continued from bottom of page 110) 
deliver the merchandise I sold. His lawyer in- 
formed me that a contract for more than one year 
W ater H e ate T is void unless in writing and, therefore, I cannot 
compel this manufacturer to deliver the merchan- 


dise or pay me the profit I would have earned. 
Is this so?” ; 
It is well established law that a verbal contract 
which cannot be performed within a year is void, 
This law is universal in all states and known as 
the “Statute of Frauds”. However, according to 
a late higher court decision this law will not pre- 
vent a contractor or other person recovering fair 
value for the services rendered under such a void 
contract. 
In a typical case, a company manufactured a 
line of plumbing supplies such as elbows, T’s, 
bushings, lock nuts and couplings. It machined 
these parts from castings which it obtained from 
various foundries. In addition to these items, it 
also handled, but did not manufacture, other 
plumbing supplies such as float rods and lifts 
2 | which it bought ready-made from others. 
... to assure . A wholesaler made a contract with the manu- 
customers of , | facturing company by the terms of which the lat- 
| ter agreed to pay the former 10 percent of all mer- 
cleanest | chandise it sold. During the first four months of 
hot water, (Please turn to top of page ane 


longest service 


_=FASTES! 
=SELLING 


POPULAR 

. = At tr PRICED 

“— HS SHOWER 
parkling clean # 


hot water comes naturally a 8 Ps 
with an automatic Fowler...Glass-lining inside 
the tank keeps water pure to safeguard family 
health. 

There is nothing to rust or corrode inside a 
Fowler. With smooth, durable porcelain, bonded- 
to-steel inside the tank, no metal surfaces touch 
water. 

Glass-lining is only one of many outstanding 
features which Fowler offers to provide finest 
water heating at lowest cost. 

Fowler gas water heaters are backed by 15-year 
prorated warranty. Electric water heaters are 
backed by 20-year prorated warranty. 

Fowler water heaters are economically priced 
for quick, profitable sale. 








Inquire now about Fowler 


OA Dia 
Yliuts bint | “ 
Water Heaters | SHOWER CO. 


47-05 Fifth St. * Long Island City 1, N 
Manufactured by Fowler Manufacturing Co., 2545 $. E. Gladstone, Portland 2, Ore. 


RA 9-0676 
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s and lifts 

1ers. Ti "Used to be—I get a leaky 
the manu- STe toilet to work on—I put in 
ich the lat- + “? a new ball, straighten out 


of all mer- if ws eivip — & oo: the rods.” 
months of i rome » < ueen ese 
4 3 ) ‘S : 
AVAILABLE FOUR DIFFERENT WAYS 
§-350 Centerset only, less all Drain Parts. 
S-351 with Bead Chain and Rubber Stopper. 
§-352 with Bead Chain, Rubber Stopper and 
P.O. Basin Plug. | ; 
§-353 with No. S-333 ‘'Practo’’ Lavatory Pop igs 
Up Drain. "So what happens? You 
Our New Catalog “'C” is Now Ready — : guessed it: a few days later 
for Distribution. | gotta work on the $%%*& 
thing again—and for repeat 
Sold Through Wholesalers Only calls like this, of course, | 
don’t get paid.” 








Slerling faucel [ompany 














“Finally a pal put me 
wise. Now | install 
an ‘ALERT.’ | make 
only one call—and | 
make a profit. Plus 

a Satisfied customer 
who recommends 
me to his friends.” 





STOCKED 
BY ALL MAJOR 
PLUMBING 
JOBBERS 
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Copper 
Floats 


The patented seam and 
spud construction 
makes them stronger 
.. - longer lasting. 


GUARANTEED 
LEAK-PROOF 


~ Write for folder on 





| 


4 


& MEG. CO. 


Toledo 6, Ohio 


THE REICHERT FLOAT 


2238 Smead Avenue ° 
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NOW-ASSURE YOUR CUSTOMERS 
YEAR-’ROUND OUTSIDE WATER 


INSTALL... 
WOODFORD FREEZELESS 
WALL HYDRANTS 


Outside handle turns valve inside building; 
wall pipe drains instantly. No more going 
to the basement to turn water on — 


and off in cold weather... a 
time, trouble, — . - 
costly repairs. 1D 
Fae PROTECTS 
STYLE 8 against fire haz- 
ards, especially farm 
and suburban. 
pam BUILT to last longer, yet it costs 
STYLE 7 little if any more than old-style out- 
lets. Brass castings. Key or wheel han- 
dle. 6” to 24” lengths. 


Contact your wholesaler—or write... 





WOODFORD HYDRANT CO. 
DES MOINES 17, IOWA 


Manufacturers of the lowa Freereless Ground Hydrant 





Send for Free Sample of 


KEY-TITE::- 


THE LEAK-PROOF SEALER FOR GASKET 
AND PIPE JOINT CONNECTIONS! 


Sealing with Key-Tite will prevent leaks on all 

lines carrying water, gas, low pressure steam, 

compressed air, etc. It will not affect the color or 

teste of potable liquids so conse- 

quently can be used freely on piping 

and equipment where food or bever- b> 

ages are prepared for human con- SS a 

sumption. | 3 
See for yourself! Send for liberal fy KFy TIT Z 

free sample to be tested in yourown AiIaEEEED Z 

plant. | PIPE JOINT 7 


« Df 


eee aren’ 
CO LD | 
2661 McCasland Ave., 


~ 
ease 
g KEY COMPANY, 2661 McCaslan 


U Gentlemen: 
Please forwor 

q free sample of 
Key-Tite Water- 
proof Sealing 


1 Compound. 














No more rust 
spots on the laun- 
dry. No more dis- 
colored bathtubs, 
bowls and sinks. 
The Diamond not 
only removes all 
iron, but also 
filters out other 
foreign matter, 
leaving the water 
colorless, spark- 
ling clear — and 


palatable. 


Distributed through 
blumbing subdly 


wholesalers. Write us 
lor catalog and prices. 


OSHKOSH FILTER & SOFTENER CO. 
OSHKOSH, WISCONSIN 











o~+ 2 ps Ss TAS ORS OO Of ORO 


- = -=— FH 1H 4. SS CO het US 
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(Continued from center of page 240) 

the existence of this agreement, the orders pro- 
cured by the wholesaler amounted to only 
$1126.50, but it increased the staff of salesmen 
and expanded its territory. Soon the orders in 
one month amounted to $34,816.20; the following 
month to $42,060.80; in the next month to $57,- 
442.70; and with like increases. However, the 
manufacturer refused to fill orders amounting to 
$171,883.20. The company paid the agreed com- 
mission of 10 percent on the orders which were 
filled and delivered but it refused to pay on those 
which were not delivered. The wholesaler sued 
to recover 10 percent on the orders which the 
manufacturing company refused to deliver and 
proved that at all times the company could have 
obtained from various foundries the castings 
necessary for the manufacture of the goods or- 
dered, and many of the items were in plentiful 
supply. It had adequate materials and equip- 
ment to fill many more orders than it did. The 
manufacturer defended the ‘suit on the grounds 
that the verbal contract was void because it ex- 
tended over a period of more than one year. 

The lower court rendered a verdict in favor of 
the wholesaler for 10 percent on the unfilled 
orders, but the higher court reversed the verdict, 


and held: 
“Where the time for performance is definitely 


(Please turn to top of page 244) 











COLORS 6 


ray @ Royal Blue 
Ivory @ Bright Gold @ Cop- 
perplate @ Yellow ®@ Clear 
Plastic 02526 W.VanBuren Chicago I2 tit. 


PROPELLED 


PRINCIPLE 


Plumbing and Heating 
Contractor’s Friend 
USED ACROSS AMERICA 


EXCELLENT FOR PAINTING OR TOUCHING UP 


Radiators Convectors 
Boilers Furnaces 
Water Heaters Fin Pipes 
Piping and Cocks Air Conditioning Equip. 


Refrigerators Oil Burners 
Oil Tanks And 101 other uses 


For better work and profit! No mixing, no 
clean-up, no compressor or hose needed. 
Just shake the can and paint. All cans fur- 
nished with guaranteed non-clogging spray 
valve. 12 oz. can. Complete your jobs the 
modern way. Ask your jobber for Sprayon 
today! 


Attenti Pp ives! Some select terri- 
tories still open. Write for money making 
details today! 





hrome Aluminum 


Cc 
- Black CHAMPION BRONZE POWDER 


& PAINT CO., Inc 


um G 





” My distributor is 
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Designed with the Plumber 
in Mind 


Nowhere will you find so many features to make your job 
easier and more satisfactory as those exclusive with M-S-P. 


THE NEW SIMPLEX — straight-front bow! at the same low price. 


@ Bowl has extended horn for easy setting and leak-proof 
connection. 
Foot is perfectly level and has four bolt holes for more secure 
mounting to floor. 
Greater water surface and larger waterway. 
Steeper angle set of slab and improved waterway gives more 
rapid and dependable action. 
The famous M-S-P 3-point Hitch—for perfect alignment of tank 
with floor or wall—reduces risk of tank breakage to a minimum. 
Rubber gasket “cushions” tank on bowl and absorbs any 
burps or jars. 
Tank Covers will not rock. 
Available with No. 05 Non-syphon or No. 0-11 ‘Silent’ Ball- 
cock at slight extra charge. 


que We 


Ne — 
3 


4A-1815 — 18 x 15” x 62" overall. Bow! 132" x 9” x 

5%". Splash rim, 22” splash back and 3” apron. 4” 

punching. Flush wall mounting with cast-iron hanger. 
jo. 8A-1815 for 8” punching. 








Please send me your 1952 Demoristration Sales Kit. 


Name. 





Firm 


Address. City. 











M-S-P means More Sattefied Plumbers 
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\ (Continued from center of page 243) 
fixed at more than one year, the contract is, of 
SELL MORE OIL course, within the statute and void. Even though 
the contract is within the statute and, therefore, 
turer} which have been accepted by it, and they 


BURNERS ga unenforceable, it does not follow that the plaintiffs 
| are entitled to receive the reasonable value of 







are barred from recovery. They have rendered 
valuable services to the defendant (the manufac- 
SERVICING COSTS those services.” 

In other words, the higher court agreed that the 
verbal contract was void because its duration was 
more than one year. However, this court clearly 
established the law that although a contract is 
void, yet one who performed valuable services is 
entitled to receive reasonable payment for the 
THE SERVICEMAN’S BURNER services rendered. The amount recoverable will 

| be decided by a jury. 


Defines “Scope of Employment” 

An injury does not arise “in the course of the 
employment” when it occurs while an employee 
travels to and from his work, providing the plumb- 
ing contractor did not previously agree to furnish 
transportation for the employee. 

In one case, the testimony showed that an em- 
ployee was injured while going to his work in 
his employer’s motor truck. He sued for com- 
pensation under the State Workmen’s Compensa- 

(Please turn to top of page 247) 
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"e IN ESTIMATING 


Models Equipped with e IN BUYING 
Shell Designed Combustion Head. e IN SELLING 


| @ IN BILLING 
INCREASE SALES & UNIT PROFIT |» IN CHECKING 
INVOICES 





Radiant performance is equal to the | 


highest price burner — yet Radiant 





| 
burners are priced to meet competition, B 


be your Gude! 


es In making a practice of referring to the BRADFORD PRICE BOOK, 


you'll find quick, easy answers to your pricing problems. Be it a 
question either in plumbing, heating or sheet metal work, you'll find 


¢ Low Upkeep 


‘ yactery suavantoe . tae | price data showing prevailing material costs . . . list, net and sug- 
* National Distribution in Protected Territories gested selling prices. Contents: 450 pages divided into seers 

i i ini ici You'll find the BRADFORD PRICE BOOK a most valuable item 
* Easy Installation with Minimum Servicing of equipment in maintaining a successful and profitable business. 





Subscribers use this valuable book to 
Write for The Biggest ~ make sure that they are being allowed 
5 eeaaey Sue tee the latest market discounts and prices. i 


Oil Burner Sales Story Today! 
OTE & WRITE FOR COMPLETE INFORMATION TODAY 


RADIANT UTILITIES CORP. GaAs BRADFORD PRICE BOOK 





8809 18th Ave., Brooklyn 14, a V6 QUINCY 69, MASSACHUSETTS 
a Ji 
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Hot Water: 510 to 4,800 sq. ft. 
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heating contractors specify... 


PORTMAR GAS OR OIL FIRED 
STEEL BOILERS 


Meets every heating demand 
FOR STEAM OR HOT WATER 


In-demand boilers that assure long range 
customer satisfaction, Portmar steel boilers 
operate at high heating efficiency—producing 
low cost heat and abundant clean hot water all 
year ‘round. Priced “right” to meet a steadily 
growing market, contractors are discovering 
that Portmar boilers are easier to install and 
amazingly trouble-free. 





WINDSOR 
STEEL BOILERS 


horizontal tube series 
. with extended jackets 


Steam: 320 to 3,000 sq. ft. 


PORTMAR RESIDENTIAL 
STEEL BOILERS 


_ vertical tube series 
.. » With flush or extended jackets 


Steam: 320 to 1,100 sq. ft. 
Hot Water: 510 to 1,760 sq. ft." 










GUARANTEED PERFORMANCE ON EVERY JOB 


scientifically arranged heavy gauge steel, long life 
boiler tubes provides maximum heat transfer 

large furnace volume 

long gas travels permit complete absorbing of gases for 
high efficiency and economy 

attractively designed boiler jackets add beauty to 
basements 

large hot water tankless copper coil 

designed so that parts are easy to reach for proper 
cleaning 

tested with high hydrostatic pressure 


Larger boilers made to order 
Contact your jobber or write direct for literature and prices. 





BROOKLYN 15, N. Y. 


193 SEVENTH STREET ° 


RESIDENTIAL, COMMERCIAL, INDUSTRIAL WATER HEATERS AND HEATING 
BOILERS * PORTMAR STEEL BOILERS * ROTARY WALL FLAME BOILERS 
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GAUGES 





Don’t let nuisance calls eat up your time and 
profits! 

You can easily assure pilin of trouble-free serv- 
ice with Rochester DUAL-DIAL Gauges. No fumes 
can get out to bother your customers. The solid, 
pressure-tight head construction provides posi- 
tive leakproof protection—even undef? pressure. 

You can make tank checking and filling a snap, 
too... the easy-to-read “dual-dial” can be seen 
from both front and back. 

Featuring permanent magnetic indication, 
Rochester DUAL-DIALS are Underwriters’ listed. 
More than 214 million are now in use. They’re 
easy to install and stocked by leading wholesalers 
everywhere for all standard basement oil burner 
storage tanks. Rochester Manufacturing Co., Inc., 


19 Rockwood Street, Rochester 10, New York. 


an Ot PENDABIE “am 


MANUFACTURING COMPANY, INC. Ee 
DIAL THERMOMETERS GAUGES AMMETERS ; 


"dual-dial”’ 
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Foucwle GENERAL ‘si: FILTERS 


FOR ALL YOUR INSTALLATIONS 


fy 7 rere Are @ Good Reasons 


There’s a GENERAL FILTER for every fuel oil filtering 
P| job — large, medium, or small. 


DELUXE MODEL 2A-300 


FOR THE BIG JOBS GENERALS are easy to install. All that’s needed is one 


2 wrench and a few minutes’ work. 


It takes just two minutes to insert a GENERAL Replace- 
ment Cartridge —and every GENERAL installed means 
cartridge sales for years to come. 


MASTER MODEL 2A-700 


FOR MEDIUM NEEDS Customers WANT GENERAL FILTERS because they elimi- 
nate shut-downs due to clogged nozzles. Costly service 


“call-backs’ are minimized, too. 


STANDARD MODEL 1A-25 
re = GENERAL FILTERS now distributes CLEAN 
4 . RIGHT SOOT REMOVER—Certain-safe for all y | 


pn 


12890 WESTWOOD AVE. 
DETROIT 23, MICHIGAN 


heating plants. Tell your customers about it. 


GENERAL FILTERS 
INCORPORATED 
CANADIAN FACTORY BRANCH: CANADIAN GENERAL FILTERS, LTD. 2679 DANFORTH AVE, TORONTO 13, ONTARIO 








It’s NEPTUNE 


- | 


@ COUNT ON the Neptune Brass-Master 
as the masterly pump performer that 
delivers high-speed pumping efficiency 

. extra years of extra service! 


SOIL PIPE 


STRINGER Laying APCO Cast Iron 


FITTINGS Soil Pipe is like pro- 
ducing a Century ieee 


that FIT, SAVE For 100 years service 
and LAST! from such high are: 





@ COUNT ON the Neptune all-brass and 


bronze construction as extra features 





that are not extra costly. 





@ COUNT ON extra profits this season 
with the big, sales-winning Neptune 
BRASS-MASTER! 


(Neptune Sump Pumps are available in various alloys 
for the pumping of acids, the individual needs of 
special chemical industries.) 


NEPTUNE Pump Mig. Co. 


4912 North Sixth St. Philadelphia 20, Pa. 





“Rough it in” 
with APCO 
Waste and Re- 
vent Fittings, or 
the Stringer 
ay with 
Stringer Fit- 
tings. Most eco- 
nomical! They 
Save space and 
save cutting 
joists. There’sa 
fitting for every 
code—every 
problem— 
every job! 


uniform pipe as A 

is a positive assurance 
based on actual perfor- 
mance. For a quality 
plumbing job, make it 
CAST IRON and you’re 
sure of PERMANENCE! 


ALABAMA 
PIPE COMPANY 


GENERAL — OFFICE: Anniston, 
Ala. District Seles Offices in Chi- 
cage, New York, Los Angeles, Sen 
Francisco, Pertiend, Kenses City, 
Denver, Seattle. 
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(Continued from center of page 244) | 
tion Act. But the higher court refused to award 
the employee any compensation, and said: 

“It is true that the truck was the property of | 
the defendant (Contractor) but the fact is that | 
plaintiff (employee) was riding therein for his 
own convenience.” 

On the other hand, the law is well settled that | 
if a plumbing contractor agreed to transport, or | 
furnish transportation for his employee to and 
from a job or to and from the employee’s home to 
the contractor’s place of business, the contractor 
may be liable in damages for injuries sustained | 
by the employee. This is so because an employee | 
is considered by the law as being “within the 
scope of his employment” when he is being trans- 
ported by his employer, or paid by his employer 
to go to and from jobs, or from his home to the 
contractor’s place of business. 

Citation: Nelms v. Mahoney, 24 N.W. (2d). | 


How to Collect Under a Verbal Contract 
Recently a reader asked this question: “How | 


can a plumbing and heating contractor be certain 
to collect the full amount due on a job performed 
under a verbal contract?” 

According to a late higher court decision, a 
plumbing contractor should frequently mail to the 
property owner duplicate sales and credit slips 

(Please turn to top of page 248) 


The WHEELS 


of FORTUNE 
on 
Thousands of independent 


plumbing incomes, millions in 
accumulative plumbing capi- 
tal are being made all due to 
three little wheels of fortune 
... the GENUINE BARNES 
Pipe Cutter Wheels, which, in 
their own right, have cut 
enough pipe to go around the 
world many times. Above: 
note two close-ups of the 
BARNES Cutter Wheels... 
‘one showing the 3 wheels in 
cutting position, the other 
showing one (actual size) 
thin, sharp, drop forged cut- 
ter wheel. Try your fortune 
with a GENUINE BARNES. 
It’s a sure winner. 


The BARNES TOOL CO. 


NEW HAVEN CONN. 





GENUINE 


BARNES 
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Also Available 
With Sweat 
Union Efls 
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GOOHMA ENGINEERING COMPANY 
791 FREMONT STREET; BOSTON, MASS. . 
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BM Designed for Quick, Easy Installation 


AIRTHERM 


CONVECTORS 














outstanding 
f installation 
have led to an increasing preference 
for Airtherm Convectors in institutions 
apartments, homes and schools. Try 


AIRTHERM Convectors on your next job 


Airtherm Cabinet 
Gesign permits quick, 
FREE STANDING RECESSED 


| FOR HEATING SATISFACTION... 


Suinh First of AARTHERM 





AIRTHERM MANUFACTURING COMPANY 


702 SOUTH SPRING AVENUE « ST. LOUIS 10, MISSOURI 
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(Continued from center of page 247) 
showing the exact amount owed by the property 
owner as the work progresses. The court will as- 
sume that the amounts listed on these sales and 
credit slips are correct. 

A verbal agreement was entered into between 
a plumbing and heating company and a customer 
whereby the former was to furnish and install 
materials for a plumbing and heating system in 
a large, old house which the customer had bought. 
Some estimates of the cost were made but no 
written agreement was entered. The materials 
were furnished and the system installed by the 
plumbing and heating company according to the 
agreement. Payments were to be made on the 
work as it progressed. Duplicate sales and credit 
slips were mailed to the customer and at the end 
of each month statements, showing just what he 
owed, were sent to him. 

In subsequent litigation involving payment, the 
higher court held that the customer must pay the 
company the full amount due as shown by the 
sales and credit slips. The court said: 

“In the case at bar the evidence showed that 
the defendant received the original copies of the 
sales and credit slips and statements at the end 
of each month showing exactly what he owed the 
contractor.” 

Citation: Jamestown Plbg. & Htg. Co. v. Haff- 
ner, 44 N.W. (2d) 491. 


Boiler [ube Cleaners 
Wire Heater Brushes 


WORCESTER BRUSH 4*> SCRAPER CO. 
Division 4 


/ 


MASON-WORCESTER CO. 
WORCESTER, MASS. 
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1. Simple, easy adjustment for required reduced 
pressure. 


2. Corrosion resistant spring permits accurate, 
full range of control. 


3. Full opening stainless steel seat ring resists 


c-102 corrosion, sticking. 


C-101 
ee neney 4. H-9030 strainer included with regulators. 


Tee Roundway y Sto 
P, Iron Pipe 
Stop Iron Pipe Screen easily removed. 


5. Time-proved yoke construction reduces valve 





ji s noises 
b_ £) - ad . | 6 Large area, reinforced diaphragm designed 
y SBAcy | for Strength and Sensitivity. 


Available with Neoprene trim for high temperature 
service. All internal parts completely accessible with- 
out removing regulator from pipe line. 


For complete data, write for Bulletin No. 8746. 


MUELLER CO.. 


,e' A 
i1ele) Walnut > Dependable Since 1857 
9 : 
Philadelphia 





MAIN OFFICE & FACTORY DECATUR, ILLINOIS 
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HilE NEY BACKHOE 


You can slash your digging costs with this fast, accurate, sturdy Henry Backhoe. It’s 
built to TAKE it. Does an amazing job. Very flexible. Ideal for laterals, footings, 
septic tanks, graves and EVERY digging operation. Maximum reach 11 feet. Hos pow- 
erful double acting hydraulic cylinders. Perfect operator control. Two models—B-8 and 
BA-8. Several width buckets can be furnished. Full swing of 160 degrees. A complete 
unit. Is quickly attached to your tractor. If you want to simplify EVERY digging job, 
SLASH costs and get more SPEED, get o Henry Backhoe—NOW. See your dealer or write 
direct. 


OY ween all purpose tant wov* 


NESS MANUFACTURING COMPANY, INC. 


BACKHOES © TERRACERS © SCRAPERS © BULLDOZERS 


1746 Clay St. @ Topeka, Kansas 





FITTINGS © 
TUBING 


EASIER 


\ i 
F CLEAN SOLDER 
and COPPER 


—. 
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“Clean Fit’ Tools save time, effort and money — 
clean fittings and tubing better—result in stronger, 
tighter soldered joints. Finest quality carbon steel 
wire bristles assure long life and economy. Order 
by number. 


6003—Kit with Handy Handle, Bracket, Crank and two 
No. 6000 Brushes for 12” and %” Fittings 
6001—Metal Handle for No. 6000 Brushes 
6000—"Clean Fit” Brushes in sizes %” to 2” 
6200—"Clean Fit’ Tube Cleaner—%”-'2"-%4"-1" 
6100—Wood handled single spiral tube brush 
6300—Heavy-duty double spiral tube brush 
6004—"Clean Fit” Abrasive Cloth—1'%”, 25 yds. 





Sold Through Supply Houses 


Canadian Distributors 


EMPIRE BRASS MFG. COMPANY LTD. 


London, Canada 


6000 Go| 6004 











tHe MILL-ROSE co. 


1985 EAST 59™ STREET * CLEVELAND 3, OHIO 

















MILU-ROSE 








MAKE MORE MONEY 
in running water with these 


PROFIT-LEADERS! 


HEAD OF THE HOUSEHOLD—Advance 
V-Series of centrifugal, 4 ejector type 
pumps, from 14 to 10 H.P. ri a levels 
to 200 feet. Streamlined, quiet, depend- 
able. Write for catalogs. 





MEET MR. MULTISTAGE—Breaking performance 
records for extreme high pressure shallow well 
pumping, or deep well pumping to 300 feet! One of 
a complete line of multistage models for deep or 
shallow wells. Inquire. 


ALL-AMERICAN. Ad- 

vance’s newest ; Ameri- 

ca’s finest—a 100% self- 

—— shallow well 

system, loaded with ex- 

clusive, automatic fea- 

tures. Available with 

eae ss tank or as 

tributo package unit. jou- 
en sands sold! 


ADVANCE AVA Seas Compan 


BERKELEY CALIF HAMILTON OHIO 


“Pioneers of the world's standard Hydro-Ejector Type pump’ 








ALON STITT e Zay 


"QLONITE 


MOLDED SEATS 


Open or : 
Closed Front < 


oa 


High Gloss also 
Black Finish Mother-.of.Pearl 


In 14 Colors 


Pyra-White 


Completely 
Seamless 


With or 
Without Lid 


ALo 


1123-1131 Homilton St 


Competitive 
Sprayed Seat 


MANUFACTURING 
COMPANY 


Philadelphia 23, Po 
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Legal Decisions 
"(Continued from center of page 248) 

Contractors Should Keep Adequate Records 

Modern higher courts consistently hold that 
plumbing and heating contractors are legally obli- 
gated to keep complete records and books show- 
ing details of every transaction and contract; the 
dates labor was performed; by whom performed 
and the time consumed. Also, these records must 
be used as evidence if the contractor is compelled 
to file suit to collect payment of an account. 

For illustration testimony in a recent case 
showed facts as follows: A plumbing and heating 
company sued a property owner to recover $3,- 
908.94 including a complete list of plumbing fit- 
tings and items of labor giving the exact quantities 
of linear feet of specified sized pipe, nipples, ells, 
etc., numbers of hours of labor, etc., with unit 
prices, extended prices for each item and the 
total due on each contract. The customer de- 
manded that the plumbing and heating company 
furnish within five days the dates, time, amounts, 
occasions and the nature of the contracts. 

Apparently the plumbing company could not 
supply the demanded data and, after considerable 
argument, the higher court held that the cus- 
tomer properly made a demand for a bill of par- 
ticulars, and that the plumbing and heating com- 
pany in failing to comply with such a demand, 
was subject to a law suit. 

This court held also, that a bill or invoice, read- 
ing: “Balance due on plumbing contract” fol- 
,lowed by a notation of the named job and the 
amount claimed is so general as to entitle the 
property owner to demand a bill of particulars. 
If the contractor fails to supply the details he can- 
not recover any payment. 

Citation: OK Plbg. & Htg. Co. v. Shidler, 229 
Pac. (2) 145. 


Manufacturers’ Comments 
(Continued from bottom of page 142) 


kitchen the way it should be put in should be no 
major problem to them. That fact in itself can lead 
to more business. 

“It is our experience that the kitchen business is 
going to flow to the concern that does a good job in 
two respects: (1) Planning the kitchen for the pros- 
pect; (2) installing the kitchen properly. Unless the 
dealer generates confidence that he can come in and 
do this job right, clean it up quickly, the prospect is 
liable to go some place else. 

“We don’t need to point out how the sale of kitchens 
can certainly lead to the sale of other appliances such 
as ranges and refrigerators.’—Leonard Rhodes, ad- 
vertising and sales promotion manager, Lyon Metal 
Products, Inc. 

“The kitchen industry today is growing at a tre- 
mendous pace . . . The plumbing-heating-appliance 
dealer in turn suddenly finds himself in a favorable 

(Please turn to top of page 252) 
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THE “PEERLE=S LINE 


REVELATIONS 

















Have been linked with PROFITS f 
fold diate Melati Molale ME lal ME aelal ii 
the best in oldeha-talmel-tilelaMmelate 
Every type ond size 
size of inst 
Type A—Indirect Water Heaters 
Type B— Apartment House Heaters 
Type (—Submerged Tank Heaters 
Type D—Tankless Water Heaters 
Type E—Tankless Water Heaters | 
Type |—Instantaneous Water Heaters 


Heating Elements for Storage Tanks 
Convertors for Forced Hot Water or Radiant 
Heating Systems 


Condensate Coolers * Flexible Nipples 


A TYPICAL PARACOIL VALUE 
Type D Tankless Heater 
Gravity Boiler 


Write for Catalog Maitre and Prices 


DAVIS ENGINEERING 


CORRS 


3D Rocket 
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Majestic 
INDOOR INCINERATOR 


Mu, Buyer likes this! Trouble- 
some trash literally vanishes 
into thin air with a Majestic * Model 30 
Indoor Incinerator. Throw in 
wet and dry garbage, waste 
paper, floor sweepings, empty cartons—all that hard- 
to-dispose-of household refuse. When filled, light it 
with a match and forget it. No added fuel necessary. 
Unique downdraft assures complete burning. Easy 
to install— merely taps into furnace flue without 
affecting furnace efficiency. Best of all, it’s guaran- 
teed! Other fuelless and gas fired models available. 


Write today giving the name of your distributor. 
The Majestic Company, Inc. 


400-A Erie Street Huntington, Indiana 


Nationally advertised building products over 45 years 








More Combustion Volume! 
Greater Heating Surface! 


TOP SALES APPEAL 
WITH 


DEWEY-SHEPARD 


Vertical *SNits 


Capacities 
95,000 to 1,000,000 BTU 
ASME CODE CONSTRUCTED 


GAS AND OIL FIRED 


Built on the patented “Tube Within 

a Tube” principle, the DEWEY- 

SHEPARD Vertical Boiler will give 

your customers more combustion 

volume and greater heating surface 

than other vertical fire tube boilers. 

All units jacketed with fibre glass 

insulation. Consumes less fuel, re- 

- quires less repairs, collects no lime 

or scale. 80% of fire box heat is 

Boilers automatically welded, sorbed by water. 20% less es- 
Underwriters Approved. Gas capes up stack. The unit is com- 
Coils Optional. - -—séspact, long-lasting and dependable. 


WRITE FOR FURTHER INFORMATION TODAY! | 


DEWEY-SHEPARD 


BOILER COMPANY, INC. | 
1311 N. CAPITOL AVE. INDIANAPOLIS 2, IND. 


(Continued from bottom of page 251) 


position. Not only is he equipped to sell and install 
sinks and cabinets, but there is no reason why he can- 
not sell a built-in range, a dishwasher, disposal unit, 
automatic washer, dryer—even a refrigerator, to 
make a complete kitchen.”—G. T. Stevens, president, 
Leeson Steel Products, Inc. 

“The dealer who is equipped to plan, design, mod- 
ernize and supply has a tremendous potential. The 
great interest of today’s housewife is in better 
kitchens and the kitchen provides the greatest oppor- 
tunity for new products, new design and new ways of 
doing things.’”—C. N. LaVene, account executive, 
Thermador Electrical Manufacturing Co. (West-Mar- 
quis, Inc.). 

“Tf there is one class of the service-merchandising 
business that is a natural for the kitchen business, it 
is the plumbing house at retail level. The kitchen is 
a necessary part of every home. It requires all the 
utilities that are brought into the structure. Who’s 
trained and specialized workmen install these utili- 
ties? You, of course. But what about the sink and 
cabinets that are the component parts of the kitchen? 

“Planning, installation and product knowledge are 
essential to good kitchens. But here again you must 
have full knowledge just as you do to become a mas- 
ter plumber because your customer, in buying this 
high-ticket item, demands that kind of service and 
‘know-how.’ 

“Kitchens represent a lucrative business that offers 
profit commensurate with the merchandising effort 
you put into it. It seems a shame to close the doors 


| 

















“Well, h 


on every house you work in without making a bid 
for the kitchen.”—F. E. O’Connor, vice president and 
sales manager, Geneva Modern Kitchens, Inc. 

“To install the sink is the master plumber’s job— 
so why not sell a ‘package’ unit of sink, cabinets and 
other appliances, thereby making a larger sale with 
resultant increased profit? Many plumbers and 
plumbing jobbers throughout the country have al- 
ready discovered that this is a new and highly profit- 
able market.”—D. W. Stahr, sales manager, Elgin 
Steel Kitchens. 
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TANPITT 


modern merchandising 
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For FASTER HEATING & MELTING 
Use Mutual PROPANE 
FURNACES & TORCHES 


#5 TORCH 
Develops 2400° F. 


PLUMBERS & HEATING MEN— 
DON’T MISS THIS: Mutual's field 
proven Propane Furnace melts 60 pounds 
of lead in 12 minutes. Mutual Propane 
Furnaces and Torches are hotter, faster, 
safer. You get the job done better and 
quicker with fewer man hours. No pump- 
ing, priming or waiting. Won't blow out. 
No smoke. Light weight. Ideal for heavy 
duty preheating and close melting. Blow 
torch and soldering iron can be attached 
to Propane tank hose. 


Mutual High Speed Torches available in 


broad flame or pointed flame. Reduce ex- 
cessive labor costs. Use Mutual Torches 
and Furnaces for the most efficient, clean- 
est, portable fuel known. 
Send for free Mutual cat- 


#2 FURNACE 


owledge are alog and price list. 
in you must 
some a Mas- 
buying this 
service and 


Score a greater profit 
through TANPITT, the general 


sales company that is on your side of the board 


Soy 
#4 TORCH—Broad Flame “QQ. 
TANPITT’S specialized knowledge of top quality products Cpa. : . 


is-evident in their choice of representing TANNER valves. ‘ 
Better packaging, modern merchandising ideas and | Ww = 
precision-built valves will make you a part of ORDER aed Wanted #4A TORCH —Pointed Flame S 
this winning combination Qualified Jobbers 
Vv 
Woudiscad 0 Gas EQuiPMENT CO, tne. 
3600 WEST IMPERIAL HIGHWAY, INGLEWOOD, CALIF. 


_ SSSR STES MRR NETS Ee 


*Liquid Petroleum Gas 


ss that offers 
jising effort 
se the doors 


= 
Tanpitt (general Suis; co. 
EXCLUSIVE AGENTS for TANNER 


PORT-A-PONY 


A Portable, Power Pipe Threader 
Ideal for Field or Shop 








SEE) 


FOR Zaatity INSTALLATIONS 


Total weight only 26 Ibs. 
Operates within 5" of walls. 
Cuts threads with pipe in place. 
Instant forward or reverse action. 


“HANG-DOWN” 
BAFFLE 


Threads 4" to 4” pipe. 


Adaptable to your own die stocks. 
Ya hp motor for ample power 
Operates on 110 volts, AC or DC. 
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Write to the: 


THREAD-Ezy Mec. Co. 


CORUNNA, MICH. U.S.A. 


WRITE FOR COMPLETE INFORMATION 


Boston MACHINE WorKS COMPANY 


Oil Heating Supplies Division, Manufacturers, Lynn, Mass. 








sciccaes: . 
jTheir economy ond efficiency are 
being utilized to excellent advan- 
Atage today in industrial plants, 
schools, hospitals, hotels, airports, 
pservice stations, public buildings, etc. 


Write for 
Cetalog 8 g84-W 


in give You — 
w 


“THE IMPERIAL BRASS MFG. CO. 


1231 W. Harrison St., Chicago, Illinois 
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f PROTECTION 


YOUR PIPE, VALVE AND TANK 
THREADS NEED KRASCO PROTECTION 
FOR MALE AND FEMALE THREADS 


KRAUSE STAMPING & MFG. CO. 


P.0. BOX 468 WHEELING W. VA. 


ye KRAS CO erorec’ 





FOR FREE 
fe SAMPLES 
& PRICES 


PROTECTORS 


‘poppet 


| order from 
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FLOOR & CELLAR 


DRAINS 
Made in 2, 3 & 4” Sizes 
x 


The WILMINGTON CASTING Co. 


WILMINGTON, OHIO 





A Good Name 
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Strataflo Foot Valves save 
enough service calls to pay 
for themselves. Ideal for jet 
pumps. Write for bulletin. 






your jobber 





A es 


\ NAAR 


STRATAFLO 
PRODUCTS, INC. 
FORT WAYNE 1, INDIANA 


HYDRANTS 
In These Times wie 
Kupferle has carried on through all the national ARD 
emergencies of the last hundred ogy _ HYDRANTS 
name and a quality line to depend on in these ® 
times. STREET 
WASHERS 
* 
FIRE 
JOHN C. HYDRANTS 
KUPFERLE e 
SPECIFI- 
FOUNDRY SON 
co. DRAINS 
ST. LOUIS > 
PLUMBING 
SPECIALTIES 
€ 
HARDWARE 
SPECIALTIES 
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You've Got to Merchandise! 


(Continued from bottom of page 89) 

League, discussed the need for greater coopera- 
tion between the NAMP and the state and local 
associations. “In the interests of public health,” he 
said, “these organizations must work together to 
maintain sanitary conditions. Even though it may 
not be feasible to have a uniform code for Illinois 
because of climatic differences, the association 
should strive to put a standard minimum code 
into practice.” 

Other speakers at the convention included: 
Howard J. Elliott, Chicago, who spoke about a 
tendency to relax ethical practices; Joseph Shee- 
han, St. Louis, scholarship; Robert E. Murphy, 
Chicago, apprenticeship; Michael A. Howlett, 
regional director of the Office of Price Administra- 
tion. 

John E. Cassidy, Peoria, former Attorney Gen- 
eral of the State of Illinois and counsel for the 
Illinois Master Plumbers Assn.; E. Hobart Engle, 
director of the Department of Registration and 
Education at Springfield whose duty it is to en- 
force the plumbing and other license laws; Robert 
Henriksen of R. Cooper, Jr., Inc. and past national 
president, Vic Killian. 

The newly elected officers of the group include: 

Roscoe L. Wagner, president, St. Charles; Ar- 
thur F. Weiskopf, Ist vice president, Springfield; 
Arthur E. Neuf, 2nd vice president; Belleville; 
E. C. Rust, past president, Belleville; P. J. Brown, 
treasurer, Chicago, and William R. Brookman, 
secretary, Chicago. 


Kitchen Installation 


(Continued from bottom of page 126) 
beting nor scribing is necessary, and no special 
tools are needed. 

Available in stainless steel and aluminum, the 
frame is fabricated in all sizes for all flat-rim sinks 
with round or square corners—for vitreous china 
sink and lavatory bowls as well as steel and cast 
iron sinks. It can be installed in conjunction with 
all types of top covering material, and is especially 
adaptable for use with high pressure plastic lam- 
inates. It can be installed on the job or in the 
shop—supports the bowl—holds down the edge 
of the top covering material—makes the sink bow] 
flush with the cabinet top. 

Another advantage of this type of sink frame is 
that it allows the bowl to be removed without 
damaging the. top. 

Four major steps usually complete the installa- 
tion of the frame: 

(1) Be sure the frame fits the sink bowl. 

(2) Using the frame as a template, cut the 
opening in the cabinet top. 

(3) Apply the corner clips and insert the sink 
bowl in the opening. The corner clips act as tem- 

(Please turn to top of page 256) 
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for 
biting-hot 
surfaces... 


v 
HI- TEMP ALUMINUM PAINT 


AFFORDS WEW sELLING PROFITS! 


Scientific tests prove that no other aluminum 
paint resists the “bite” of red-hot heat better 
than does HI-TEMP! No temperature from 0 
degree to 1200 degree F. can cause it to peel... 
blister...or discolor. Needs no special surface 
preparation; Gal. covers 800 sq. ft., brush or 
spray, dries in 1 hour. Dozens of uses for home 
and industry. 















Free Literature, write 


ILLINOIS BRONZE POWDER CO. 
2023 S. Clark St., Chicago 16, Ill. 






RONZE 




















fine appearance and 
trouble-free service 





No. 300 Combination Kitchen Fixture 


. . . always install... 


GLAUBER Quality Brass 


Order it from your jobber. 











TWO PLANTS 
KINSMAN, OHIO TO SERVE TYLER, TEXAS 


you BETTER 
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the finest in 


pipe 


| ener | 
I] POPE NIPPLES 


A quality line of pipe nipples from 4” to 8” made by 
the manufacturer of the famous ALIGN E-Z Nipple. 
Available in steel, wrought iron and brass. 

Ra-Rich nipples are full length and are properly reamed 
and chamfered. Threads are periodically tested during 
production with precision gauges 


SHIPPED IN STANDARD CARTONS 
AT NO ADDITIONAL COST ' 


ee 


Save labor in handling, stocking and 
inventory with efficient, clean, tele 
scoping cartons for Y"-2” nipples. 
Adopted by Nat'l. Bur. of Standards 


JOBBERS: Write for Price List 


MFG. CORP and Discounts. Priced right! 


HOLTSVILLE 
ee. A 





avoid grief! 
handle polished 
pipe with a 





STRAP WRENCH 


No man should handle 

& chrome, brass or nickel- 

plated pipe without a strap 

' wrench, The Warnock 

Simplex is the simplest of 

strap wrenches. Its flexible 

woven strap provides soft 

contact but strong grip... 

scientifically curved nose 
prevents denting. 

Equip your men with 
Warnock Simplex wrenches 
...see them do more work 
and waste less material. 


Order from your wholesaler today! 


LOWELL WRENCH CO. 


WORCESTER 8, MASS 
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(Continued from bottom of page 255) 
porary sink hangers. 

(4) Caulk the frame, drop it in place, and apply 
lugs from underside. 

Ordinarily aluminum frames are masked with 
a special tape to avoid damage in transit and in- 
stallation. The tape may be removed when instal- 
lation is complete. Instructions and fastenings are 
furnished. 

The clamp-on sink frame is important to the 
contractor because it has opened a new vista of 
sales by assuring him of a definitely good job and 
allows him to create innovations in custom-work. 


Kitchen Merchandising 
(Continued from bottom of page 118) 


erating fully with manufacturers in this activity, 
and emphasizes his complete kitchen specializa- 
tion in this advertising and on letterheads. He 
pushes the sale of major appliances as part of the 
“package,” and included ranges and refrigerators 
in half the kitchens he sold last year. 

Customer satisfaction is a fundamental aim of 
W. W. Ellett and Son, Richmond, Va. According 
to Wyatt Ellett, Jr., “We try to make each cus- 
tomer not merely ‘satisfied,’ but really ‘tickled 
pink’ and in that way have her ‘sell’ our services 
to her friends.” 

An indication of this firm’s progressiveness 
might well be found in the fact that Mr. Ellett 
believes the company’s outside salesmen con- 
tribute most importantly to complete kitchen re- 
modeling contracts, rating as secondary news- 
paper and direct mail advertising. Some other 
firms, in apparent recognition of increasingly com- 
petitive conditions, indicated they were putting 
greater emphass on their outside sales activities. 

Lent’s, Bremerton, Wash., reports an intention 
to “use much more sales effort during 1952” in 
order to bring kitchen volume up to 1951’s “excel- 
lent” appliance sales level. 

George’s Plumbing and Appliances, New Or- 
leans, says that phone inquiries resulting first 
from display and second from advertising are 
turned over to sales personnel. “All sales are 
made outside the store by outside salesmen.” 

In the highly competitive Washington, D. C., 
area, four companies, each of which enjoys good 
complete kitchen volume, are aggressive adver- 
tisers. Each uses the classified telephone directory 
and reports excellent results from this medium, 
and all employ full pages in local newspapers. 

These are the John G. Webster Co., J. C. Flood 
Co., W. J. Baumbach Co. (Arlington, Va.), and 
Atchison and Keller. 

Webster operates cooking schools from time to 
time, but puts his merchandising emphasis on 
customer satisfaction resulting from good work- 
manship and a reputation for “know how.” More 
than 50 per cent of this company’s kitchen busi- 

(Please turn to top of page 259) 
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M Eagle 


Precision Made Fittings 


For a 


PERFECT 
FITTING 


Every Time 
INSIST ON 


Eagle 


SWEAT 
FLARED 


AND 
COMPRESSION 
FITTINGS 


SEND FOR 
CATALOG 


SOLD ONLY 
THROUGH JOBBERS 


EAGLE COPPER PRODUCTS CO., INC. 


600 JOHNSON AVE BROOKLYN 37,N Y 


ey 





FOR BENDING ALL TYPES OF TUBING AND PIPE 


PORTABLE— 
.IN SIZES TO BEND 
%" 0.0. TO 1%" 
oO. D. 


BENDS TO 
DESIRED SHAPE 
WITHOUT KINKS OR FLATS 


eS AT LEADING SUPPLY HOUSES 


HOLSCLAW BROS., INC. 


408 Willow Road - Evansville, Indiana 


Makes Any Fire Door 
A "SAFETY VALVE"! 


INLAND Safety Door Closer 
For Gas and Oil Conversion 
BURNERS 


Used by Thousands of Utility Companies 
and Contractors for Over 14 Years 
Replace the regular boiler or furnace door 
hinge pins with the Inland Door Closer, file 
down the door catch and you have an extra 
“Safety Valve” on the job. Gentle spring 
tension allows door to swing open on slow 
or faulty ignition of burner and then close. 
Wedge holds door open when necessary. It’s 
easy to install with the NEW SPRING 

HOLDER. 
MADE IN 3/16”—1/4”—5/16”—3/8” 
DOOR PIN SIZES AND PRICED AT 
$1.00—$1.05—$1.10—$1.15 


See your jobber or write us 


INLAND MFG. CO. 
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C/as FIRED 


Crerlers HEATING EQUIPMENT 


THE COMPLETE LINE FOR ALLGad NEEDS 


progres: 
. tried and proved line—styles, types ond sizes 
for domestic, commercial or defease heating requirements. } 


Stylewise, Qualitywise and Pricewise 
The PEERLESS Line Is Best for Every 
Heating Requirement— For Small 
Homes, Apartments, Housing Projects, 
Defense Housing, Churches, Schools 
Motor Courts, Stores, Offices. Shops 


for literature and prices today 





Pog 

Poiia 
ae 

Biiivreiat 


RA OT, + 
YEAR "ROUND DISPLAYS "Sumas 


PEERLESS MANUFACTURING CORP., 


‘KANSAS CTY RERCHARD)E BART begcsd — | tee 
faanas cite me seoR bs 


——— LOUISVILLE 10, KENTUCKY 








PLUMBERS SPECIALTIES 


Precision-made parts 
are essential to de- 
pendable work. Hind- 
ley has been noted 
for quality for over 50 


years. 


COTTER PINS ® WIRE HARDWAREsPLUMBERS SPECIALTIES 
ORDER FROM YOUR JOBBER. 


HINDLEY MFG. €O. 


VALLEY FALLS, RHODE ISLAND 





1120 N. CICERO, CHICAGO 51, ILLINOIS RENITE 


KEK and REP 


BOILER 


CLEANER KEK 


AnD STEAM 
ONDITIONER 


“For Dirty Boilers 
CLEANS AND PREVENTS 
SCALE, OIL AND CORROSION 
REP The New Boiler Repair 
PERMANENTLY REPAIRS LEAKS IN 
CAST IRON BOILERS—ODORLESS 
Also Kenite Pipe Joint Sealants 


LABORATO RY 


Madison Box 268 New Jersey 


oe) nese 
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BY AL ness 

custo. 

YOUR PIPE CLEANING CAPACITY “Be 

Yew boun 

WITH THE effect 

Lightweight KO\LMANN K-300 nwt 

- er with 

sonne 

paid ; 

* Weighs only 40 pounds. * Clean, safe, simple to Bat 

CLEANS lines from 1%” to 3” operate. a sect 

through all traps and bends. * 7%! sectional cables fully en 
* Fully enclosed %H.P.motor enclosed by Guide Hose to pom 

drives up to 100’ of %” cable protect operator and floor offeri 

at 600 R.P.M. surfaces, a 60- 

famil 

* Famous Kollmann finger-tip %* Exclusive pin-locking coup- sont 

clutch for instant starting and lings for split-second assembly a 

stopping. of tools and cables. 

As 

wash 

---A FITTING TEAM-MATE FOR THE ALL - PURPOSE KOLLMANN K-100 offers 

While the rugged Kollmann K-100 with interchange- Ideal for sink or bathroom drains, conductors, down- purclk 


able cables will handle ANY cleaning job, many 
operators have found it profitable to supplement their 
basic equipment with the new, lightweight K-300 shown. 


SEE YOUR FAVORITE JOBBER 


spouts and underground or overhead industrial supply 
lines, a low-cost K-300 will practically double the 
pipe cleaning capacity of your shop. a 


OR WRITE FOR LITERATURE 


ROLiMANN MANUFACTUR IN Gaewee. - ERIE, PENNA. od 





CHROME mi) 
BRASS PIPES = 


1,” to 4” sizes 























“ JOINT BRASS TUBING 
14%”, 1%”, 1%”, 1%” OD. 
PATENTED 
ee 
mode 
sales! 
PENBERTHY a 
im. regul 
5 Nun gel -Wale i Go 
| Electric Sump "ij pany 
TOPS IN QUALITY tracte 
Smartly designed for safety and tracts 
long-lasting utility. WESCO Cement 
Laundry Trays are hand rubbed to ™, to W 
pre poe apres Ay nny one on Th 
ing solid zinc. Available in 2 part Division of the Buffalo-Eclipse Corp. = 
t Te : GUARANTED 
three ‘part and two! part DeLuxe rr svnet yaa DETROIT 2, MICHIGAN _ sever 
it ilt-i ; c ja as i. 
50,000 Ma ft. a floor oan en the mausdectert ye sherage Canadian Plant — Windsor, Ont. by G 
of laundry trays, ensuring shipment of well seasoned trays This | 
at all times. Inquiries from jobbers solicited. Constructed of Copper 1S | 
WESCO MANUFACTURING CO. and Bronze Throughout and r 





P. O. BOX 175 WELLSVILLE, OHIO 


the p: 
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(Continued from bottom of page 256) | WF 


ness comes from the “good will” remarks of old | Peerless 
customers. 


“Before and after” photogréphe of installations, | GAVIX-ON 


bound into brochure form, provide one of the most 

















effective selling tools of the Flood Co. This com- | POLISHED CHROME PLATED 
pilation is used by all of the firm’s representatives, | FLEXIBLE COPPER TUBE SUP- 
“with excellent results,” including service per- | PLIES FOR BASIN, TANK AND 
sonnel who are — in sales techniques and | SINK WITH FITTINGS OR 
paid a commission for jobs they bring in. ane 
Baumbachs holds a weekly cooking school in | merci a a 
a section of the salesroom which provides for the | y BE SURE TO SPECIFY 
accommodation of as many as 80 women. In addi- Sa 4a - Peerless TWIK-ON 
tion, this firm has a daily radio recipe contest, | pe ae” 
offering a gas range to the winner at the end of | 2 aa 
a 60-day period. A welcoming agency, which | 
familiarizes newcomers to the area with mer- 
chants’ goods and services, offers free Baumbach TRIED, TESTED AND APPROVED 
home inspection and consultation facilities. 
As an inducement to buy automatic dish- | BY THE MASTER PLUMBERS. 
washers and clotheswashers, Atchison and Keller | FOR QUALITY AND ECONOMY 
K-100 offers a quantity of special detergent with each | ; 
send purchase. The company has a model kitchen in a 
supply 





le the Manufactured by 


PrumBiNG | 2 ] 
co. j 
_ gurences| Sree er, | APPUANCES edd 








INDUSTRIES 


Plymouth, Mich. 






































“Just watch and see, I'll be frozen 
stiff in 15 minutes!” 




















model home as well as a model exhibit in the It's harder to pass independent laboratory tests 
salesroom; identifies itself as a specialist in kitchen than tests established by the manufacturers 
installations on its business cards, blotters and in 
of i glee In MURCO Grease Traps you are not 
regular direct mailings. | asked to accept efficiency ratings estab- OVER 90% 
7) ail ti sa? ’ f” in th frees Ags us, or any pagan ee _— 
il ood reputation is “paying o in the com- | Se kgs ore, teste oe ecemer— EFFICIENT 





pany’s relationships with new construction con- | rated only after they pass rigid tests set up 
si aes | by the independent laboratory that is in- EASY TO 
tractors, many of whom are now giving us con- terested only in testing the traps, not selling 
‘ ante 9 . | them. That’s why it’s harder to pass the in- CLEAN 
tracts without checking competition,’ according | dependent laboratory tests than those estab- 
to W.H.M It fl | lished by the manufacturers. 
Oo W. fH. Melton, oor manager. But, thorough testing and independent | NO COMPLICATED 


‘ ° ’ | tating are rot the only reasons for you to 
The showing of kitchen manufacturers’ sound ender MURCO Greece Traps, Lot os Sel you BAFFLES 


. ’ ‘ | about their performance, their price and im- 
films to neighborhood womens groups 1S one of mediate delivery—all reasons enough to in- 


several techniques employed with great success | pol re es OT Pee eee 


by Gribben’s of Butte, Mont., to stimulate sales. | PREVENTS 


This six-year old firm “uses the user” extensively oY SIPHONAGE 


and reports that “every year has been better than D J MURR AY MAN UFACTURING C0 WAUSAU 
° ’ ade « WISCONSIN 


the preceeding one.’ 
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be sure... 


GLOBE 
VALVE 
#600, Brass 
Swivel Disc 


#605, Composition 
Swivel Disc 


ee 


100 pound WSP © 125 pound WWP 
For Gas, Steam, Oil or Water Lines 


Your flow control problems are solved the minute Schaible 
valves are installed! Special features include— 


1) Full Waterway 

2) Acme Stem Thread 

3) Repacking Under Pressure 
4) Individual Testing 


5) Hand Wheel Secured by Nut and 
Threaded Stud 


buy Schaible’s... 


SWING 
CHECK 
VALVE 
#602, Brass Disc 


100 pound WS P © 125 pound WWP 
For Steam, Oil or Water Lines 


Special features include— 
1) Full Waterway 





2) Individual Testing 
3) Use in either horizontal or vertical position. | 
| 


Although the 602 can be used to check backflow, it is not 
a positive shutoff valve. 


600 series valves 


e Guaranteed 
Full-Port Opening 


e Swivel Steel 


Disc Holder 


@ Nut For Securing 
Handwheel 


Schaible Products 
Are Stocked By All Leading 
Wholesale Plumbing Jobbers 


THE SCHAIBLE COMPANY, Cincinnati 4, Ohio 
MANUFACTURERS OF QUALITY PLUMBING AND HEATING EQUIPMENT 
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How We Get the Big Jobs 

(Continued from bottom of page 88) 
it. The first step is ordering materials. Ordering 
is handled by the purchasing department upon re- 
ceipt of detailed information from the operations 
department. Requirements from other depart- 
ments are, of course, integrated with all purchases. 

Next, the operations department prepares de- 
tailed blueprints of the plumbing, heating or air 
conditioning systems for the guidance of the job 
superintendent for his “roughing in.” 

Production schedules are prepared by the op- 
erations department for the pipe shop, the sheet 
metal shop, the warehouse and the shipping de- 
partment. Each department is thus “alerted” to 
know what is coming in the way of fabrication 
requirements, materials required, time to be 
shipped, etc. This is an excellent method and 
closely parallels the “shop order” used by many 
large manufacturing firms. 

Everything that can possibly be prefabricated 
in the Scott shops is handled in that manner. The 
shops are equipped with every possible tool or 
machine that can be powered mechanically to 
save labor and time. For example, the San Fran- 
cisco shop has no less than 18 welding machines 
in addition to air guns, electric drills, metal saws, 
riveters, punch presses, power rolls, lock formers, 
etc. It’s a “must” for handling big jobs. Trans- 
porting materials to the job is accomplished by 
the three-ton Scott trucks whenever possible; if 
bigger equipment is needed it is leased. If the 
job is located far-afield, and many of Scott’s are, 
common carriers, truck or rail, are used. 

It’s evident that efficiency and savings in the 
office and shop are stressed; the next step is to 
protect and increase this savings on the job. That 
phase falls squarely on the job superintendent. 
His first job is to assure cooperation from the gen- 
eral contractor. As most contractors know, the 
general contractor can make it tough or easy on 
the sub; the Scott foremen are adept at getting 
cooperation from the general contractor so that 
they can plan with equal efficiency. The training 
and experience that Scott’s crews bring to a job 
now pay off. They know how to find and protect 
a work space (that’s important on big jobs where 
there’s so much going on), they know what the 
shop has already done on prefab materials; in 
short the journeymen with ten or more years ex- 
perience with the Scott method are capable of all 
that is required; they even show the “new” help 
how to match their own performance. 

Thus, every phase of handling the big job is 
carefully worked out and geared for speed, effi- 
ciency and practical application to the job at hand. 

Future articles in this series will discuss in step- 
by-step fashion the complete details of handling 
a big job as it progresses through the various 
phases of planning and execution. 





Marc 
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1 IT WILL PAY YOU TO SPECIFY MERCOID CONTROLS 
handling Box 311, N FOR YOUR AUTOMATIC HEATING EQUIPMENT 


€ various ; : ick THE MERCOID CORPORATION #4201 BELMONT AV, CHICAGO 41JLL 


ANCHOR ew Albany, 


operations automatically grip a" SS | N AY TA N | 
er depart- and center pipe or : 7; 
purchases, conduit from 3/8 in. t t h k g 
sect me | | automatic CNUCKIN 
ting or air 
of the job 2 2 ee ee eS ee ee 
gills ee SPEEDS— SIMPLIFIES PIPE AND CONDUIT THREADING 
the sheet WR) as mo Just insert pipe, pull the instant action switch, and pipe 1s automatically centered 
ipping de- seed and turning for threading. No wrestling with stubborn chucks...no chuck wrenches 
alerted” to to cause trouble. This exclusive QUIJADA feature saves time and energy —cuts dol- 
alaibentices lars from your production costs. If you’re 
. = : al not using a QUIJADA you’re losing money. 
me to ys re . 
be fxs Clip coupon below and paste on post card Q U VA DA T0 0 Ll C 0., / N C. 
ethod and ; , 
ib for more detailed information. 
y many L 
PEs Ae RE! ee Fe Oe ce 2 a Oe GE SE GE GE Se ee Oe Se Sy A ee Ee ee ee ee ee ee 
fabricated INTERCHANGEABLE JAWS Jd — Quijada Tool Co., Inc. 
anner. The ; ‘ . ie 5474 Alhambra Ave. 
le tool or Front and rear jaws 3 a oe Los Angeles 33, California 
wically i: interchange ne longer 3 J oe Gentlemen: Please send me your new catalog D-3. 
San Fran- life. Return to fac- wa 
machines tory for free sharpening — 
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mre BEST SALES APPROACH | Sectional View of Diverter Unit 


that a Product Be What the Customer Wants 


_. that’s the TETER Hot Water 
HEATER! 


sapere The Name You Should Know 

. Is the Quality to Buy! For the 
TETER name plate means that the best 
of available metals and craftsmanship 
is put into TETER Water Heaters. 


MAGNESIUM ROD: Genuine DOW 
MAGNESIUM ROD assures maximum 
protection against tank rust and cor- 
rosion. (Optional) 


RED BAND TANK: 
bearing steel tank. 
vanized inside and out. 
300 lbs. pressure. 


Heavy copper 
Hot dipped gal- 
Water tested at 


HEAT BELT: Efficient, low wattage 
density wraparound HEAT BELT. Mica 
insulated in aluminized steel casing. 
Guaranteed not to lime. 


INSULATION: Full 3” thick blanket 
of genuine “fiberglas” insulation as- 
sures minimum heat loss. 


INLET DIFFUSER and DRAIN: Inlet 
diffuser acts as a cold water baffle. 
Prevents drop in water temperature, 
Bottom drain conveniently located. 





GUARANTEE 
TETER WATER HEAT- 
ERS are guaranteed 
against defective material 
and workmanship. The 
liberal TETER Heater 
Ten Year Protection Plan 
COVERING BOTH ELE- 
MENTS & TANK is 
available on all models. 


rr 4 

W's, ft 3 iss, oe 

13901 South sadiane Avenue 
CHICAGO 27, ILLINOIS 


ROYAL FITTINGS No. 746 & 747 

A—Top valve outlet 

to shower head. 
Bottom valve out 
let to tub fill 
(opposite side of 
valve body). 
-Anchor Peg for 
floating valve 
sleeve. 
Inlet for hot and 
cold water to di- 
verter valve 
sleeve. 

‘—Outlet for hollow 
valve stem and 
sleeve for diver- 
sion to shower or 
tub. 

"Renewable Pack- 
ing Bonnet for 
Diverter 
stem. 
Bronze Renew- 
able Valve Seat. 
Renewable Pack- 
ing Bonnet for 
Control Valve 

Pat. No. 1,939,141 stems. 


BY-PASS CHANNEL . . . A ROYAL FEATURE 


-||HLE distinctive feature in the Diverter Valve in this 


[ | fitting is the “BY-PASS CHANNEL” for the hot 


inlets and the “Floating Valve 

Sleeve.” With this design the Diverter Control Handle ean 
be set in a neutral closed position, while either the hot or cold 
water valves, or both, are open. The Diverter Control Handle 
can be turned either right or left for diversion of flow to the 
Further, it functions as a volume 

centers, H-747 Valves 8” centers. 


Valve 


and cold water 


shower head or to the spout. 


control. H-746 Valves 11” 


The Royal Brass Mfg. Co. 


1420 EAST 43RD STREET CLEVELAND 3, OHIO 





[INSULATORS 


-"EPCO”" . 


Dielectric Unions 
(INSULATED) 
Recommended to Protect 
Water Heaters and Copper 
to Galvanized Plumbing In- 
stallations. Prevents Electro- 
litic Decomposition of Storage 
Tanks. 


WRITE FOR DETAILS OR SEE 
YOUR JOBBER TODAY 





3265 W. I7th ST. CLEVELAND 9, OHIO 


SECURE TUBS PERMANENTLY 


WITH 


TITEWALL 
HANGERS 


@ Sturdily constructed metal 
support anchors tub se- 
curely to wall structure, 
@ Easily installed by build- 
ing tradesman before walls 
are plastered. 
@ Saves time—saves future 
repair bills. 
@ Can be used on studding, 
furring strip or flat walls. 
WRITE FOR FULL Sold through 
PARTICULARS Crane and Kohler , ee 


TITEWALL HANGER CO. 


1458 West 87th St. Chicago 20, Ill. 





SHELLBACK 
AUTOMATIC SUMP PUMPS 


HIGH VELOCITY—HAS FOUR 
BEARINGS IN LINE 


Performance records over the past 17 years 
show that Sheliback sump pumps have no 
superior as to durability, economy and per- 
formance—and they are very reasonably 
priced. Write for our new illustrated folder 
that gives complete details, specifications, 
etc. 


GOOD DELIVERY 





FULLY GUARANTEED 
WRITE FOR FOLDER TODAY 


Shellba 


A NAME YOUCAN DEPEND ON = 1320 


BEST SELLER 
IN THE MIDWEST 


ck MANUFACTURING neg 
E. Elza, Hazel 


| 7years 


The Standard of 
QUALITY 


for over 30 years 


There’s always less selling effort 
needed when you sell KAINER 

. the name that for over 30 
years has signified the best in 
heating specialties. 


KAl 


(NER 


HEATING SPECIAL TIES 


New folder on Governors 
sent upon request. 


KAINER & CO. 


LEXINGTON STREET 
[ean GD 7 HLLINOTUS 
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er Unit 


~Top valve outlet 
to shower head. 
Bottom valve out- 
let to tub fill 
(opposite side of 
valve body). 
‘Anchor Peg for 
floating valve 
sleeve. 


Inlet for hot and 
cold water to di- 
verter valve 
sleeve. 

Outlet for hollow 
valve stem and 
sleeve for diver- 
sion to shower or 
tub. 

Renewable Pack- 
ing Bonnet for 
Diverter Valve 
stem. 


Bronze Renew- 
able Valve Seat. 
Renewable Pack- 
ing Bonnet for 
Control Valve 
stems, 


FEATURE 


Valve in this 
’ for the hot 
ating Valve 
Handle ean 
> hot or cold 
itrol Handle 
’ flow to the 
as a volume 
; 8” centers. 


. Lo. 


) 3, OHIO 


ENTLY 


»bers 


co. 


icago 20, Ill. 
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Kitchen Planning 
(Continued from bottom of page 125) 


results confirm this statement, the work of the 
majority of those questioned was primarily in 
the remodeling field —Ed.) And in most remodel- 
ing jobs, particularly those in older homes, the 
old sink is against an interior wall or in a corner. 

According to modern design concepts, you start 
with the sink when planning a kitchen, position- 
ing it against the outside wall, under a window. 
That means that waste, and hot air lines, hot 
and cold water pipes and vent have to be moved. 

“Planning the layout with the final installation 
in the forefront of our thinking, we map out the 
new plumbing system to precision standards in 
order to eliminate installation complications. With 
all due respect to our non-plumber competitors, 
they just haven’t the ‘know-how’ to do this part 
of the job properly. Bad and inefficient plumbing 
and serious installation problems follow incom- 
petent initial planning.” 

Mr. Groote says he usually incorporates all 
major appliances in his suggested kitchen layouts. 
“Even if the customer can’t afford to include 
such things as disposer and dishwasher in the 
original package, we always rough in plumbing 
to accommodate future installation of these and 
any other water connected appliances.” 

This practice apparently is just as good in a 
smaller community as it is in the large city. Robert 














Gee | 


Bie 


“Of course, on this one you're paying 
for the name!” 





A. Schaefer, owner of the Home Improvement 
Co., Cullman, Ala. (top winner in the Domestic 
ENGINEERING merchandising contest) follows a 
similar practice. 

“In a rural community such as ours, we find 
we have by far the best results selling the kitchen 
part by part. For example, on a new construction 
or remodeling job where funds are limited, we 
design a complete kitchen and explain that they 

(Please turn to top of page 264) 
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[t’s Easy To Sell... 


VOGT 


SHOWER 
CABINETS 


The Modern Prefers 
Shower Bathing! 








In fact it is common to hear some- 
one complain violently when, due 
to circumstance, they cannot have 
their regular shower in the morn- 
ing. Actually, more and more shower cabinets are included in home 
and factory plans. This makes a more immediate shower cabinet 
market for *VOGT Shower Cabinets. VOGT panels are heavy gauge 
zinc coated-Paintgrip steel or sturdy alloy aluminum. Side panels 
are coated with sparkling white baked enamel—black top, bottom. 
Variety of aluminum, vitreous or stone bases. Complete accessories— 
chrome plated. Attractive plastic shower curtain. Glass Doors avail- 
able. 

Easy to install. All parts prefabricated for easy assembly. Contact 
your supplier or WRITE us direct for complete data. 

*VOGT pronounced “VOTE”. 


VOGT BROTHERS MFG. CO., INCORPORATED 
1404'W. Main Street Louisville 3, Kentucky 








Model 610 cuts 6” 
round and 6” x 10” 
flat. Larger capaci 


ties available 


faster, cleaner, 
easier, and at 
lower cost? 


Of course you do! And you can 
do it better with the portable 
Kalamazoo Band Saw. 

Here’s a saw you can move around easily to what- 
ever location you want... either out on the job or in 
the shop. You'll discover the Kalamazoo a real time- 
saver and money saver. Best of all, it will pay for itself 
quickly and then continue to add to your profits, 
Want coolant equipment? It’s available on all mod- 
els. Write for complete information, now. 


MACHINE TOOL DIVISION 


Kalamazoo TANK and SILO CO. 


313 HARRISON ST., KALAMAZOO, MICHIGAN 
See us at Booth 1019 — ASTE Convention, 
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HEA 


30,000 dozens available 
for immediate delivery 


SWIF 





On: S She ween 
COMPANY, INC. 


“Se oliver st. Boston 10. _ ELMIRA, N. Y. 





MAKE SURE IT'S THE BEST! 


Pipe covering is put on last, and it’s the thing your customer 
sees first. For a clean white appearing finishing touch that 
makes the hard work you put into the job show up to best 
advantage—be sure to use YORK. Cuts clean. Fits right. Gives 
the finishing touch that reflects your good work! 
BE SURE TO ASK YOUR JOBBER FOR YORK 
York Quality Costs No More—and Often Less! 
Manufacturers of the Quality Line in 
e@ AIR CELL PIPE COVERING, SHEETS G BLOCKS, BOILER 
JACKETS @ FROST-PROOF PIPE COVERING @ WOOL FELT 
PIPE COVERING @ ANTI-SWEAT PIPE COVERING 
YORK ALSO SELLS: ASBESTOS PAPER, ROLLBOARD, ASBESTOS 
MILLBOARD, ASBESTOS CEMENT BOARD, ASBESTOS CEMENT, 
MAGNESIA PIPE COVERING & BLOCKS, SPONGE FELT COVERING, 
FIREBRICK, ROCKWOOL, HAIRFELT, AND OTHER REFRACTORY AND 
INSULATION MATERIALS. 


YORK INSULATION CO., Inc. 


MELLEL SIDE, NEW JERSEY. U.S. A. 
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(Continued from bottom of page 263) 
may purchase the sink, a portion of the cabinets 
and then add on at their convenience. On these 
sales, we rough in the lines for automatic washers 
and wire for dryers. 

“A customer having a complete sketch giving 
a visual picture of what their kitchen will be in 
the future usually always come back buying 
matching cabinets and appliances until they have 
their whole kitchen.” 

In laying out a kitchen to provide the maximum 
in step-saving efficiency, theory and practice are 
compatible, according to Mr. Groote. Home eco- 
nomists and designers in recent years have 
reached agreement that in the ideal kitchen plan 
sink, refrigerator and range are points of a tri- 
angle, with work counters between. These three 
products become the cores for three basic centers 
—food preparation, food storage and food cooking, 
respectively. 

“That approach and concept really ‘rings the 
bell’ with the prospective customer,” says Mr. 
Groote. “When you show her how she can save 
so many steps by proper placement of the sink, 
refrigerator and range, well—that appeals to her 
and sells the “package.” 


Why Push Water Systems? 
(Continued from page 91) time due to recent com- 
pletion of federal projects. With the expansion of 
lines to rural areas this year, electricity will be avail- 
able to 95 percent of the farms; 3) Farm income was 
$2.6 billion in July of last year, which means that 
farmers are in a financial position to buy the equip- 
ment they need. Buying habits of the farmer also 
show that he is a likely cash customer when he pur- 
chases durable goods; as shown in 1950 when 72 per- 
cent of farm buyers paid cash for automobiles. 4) The 
farmer is anxious to improve his standard of living. 
In addition to increasing production and efficiency, he 
is attracted by the prospect of improving sanitation 
facilities and obtaining the conveniences of modern 
living. A water system opens the door to the sale of 
related products for the domestic engineering dealer. 
Plans for 1952 include the most aggressive educa- 
tional and merchandising program ever adopted by 
the water systems industry. Only production curtail- 
ment by the government could alter what now appears 
to be the prospect for a most successful year. 


A Leader in Transition 
(Continued from bottom of page 142) 

the Illinois state university. In addition to the 
farm trade, much of its income is derived from 
an old and well-known soothing syrup factory 
which is situated there. For that reason, much 
of the Hubbard business is done for cash. 

“We're all for time payments, though, if it means 
a sale. For example, we take appliance trade-ins 
when necessary and advertise them in the local 


classified columns. Sometimes when folks come 
(Please turn to top of page 267) 
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3,000,000 


Brady 


AIR VOLUME 
CONTROLS 


have been standard equip- 
ment on leading makes of 
ejector, turbine, rotary and 
centrifugal water systems 
for more than 15 years. 


Over a Million 


need repairs or replacement 
to maintain proper air cush- 
ion in the tanks. Can be 


replaced in 5 minutes! 


This Market is 
Open to You! 


Replacement controls and 
repair kits are available at 
your pump supply house or 
wholesaler. 


Write direct for 
latest bulletin 


AIR CONTROLS, Inc. 
1406 East 18th Street 


Muncie @ Indiana 


DOMESTIC ENGINEERING 











WATER HEATER 


REPAIR COILS 


FOR OLD, NEW AND 
OBSOLETE HEATERS 


100 DIFFERENT MAKES 


Single, Double, Triple, 
Instantaneous, Multi-Coil 


Send for Catalog 


DORMONT MFG. CO. 
1314 High Street, Pittsburgh, Pa. 














When You Think of 


SOIL PIPE 


think of 


SANITARY 


COMPANY 
AMERICA 


Cast Sron Soil Pipe and 

Soil Sittings , Plumbing 

Specialties and Grey 
Sen Castings 


SANITARY COMPANY of AMERICA 
Linffeld, Pa. 


Whatever you require write, 
phone or wire SANITARY COM- 
PANY of AMERICA. 







































RADIATOR 
HANGERS 


Department of Defense 


Construction Spec’s 
Requiring top and bottom hung 


radiation, are generally met by 
using 2-bolt E-Z Hangers. 


USUAL PROMPT SHIPMENTS 


HEALY-RUFF Company. 


770 HAMPDEN AVE. ST. PAUL 4, MINN. 
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ANSWERS YOUR 
e Heating 
e Plumbing 
e Air Conditioning 


PROBLEMS QUICKLY, | 
EASILY 








. That’s right! What- 


ever problems arise in con- for Prices Pattee | 
nection with the design, 

installation and _ servicing in Plumbing, Heating 
of your plumbing, heating ee 
and air conditioning jobs, and Air Conditioning 


“The Answer Book,” newly 
revised, will prove of great 
assistance to you. 
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. 98 pages of reference tables and rules .. . air 


uh | = T’S BIG 

conditioning and psychrometric charts . . . relative humidity 
tables . . . table of heating costs. Complete new 27 page data 
section on Baseboard Heating. 256 blueprint charts answer 
specific problems. Handy alphabetized index table. 

256 pages ... durable cloth bound cover opens flat for easy 
reading. Heavy, letter size paper takes daily thumbing, handling. 
Yes, once you see it... once you use it... you'll keep “The 
Answer Book” within reach to answer hundreds of practical 
every day problems. Don’t be without it ... order your copy 
today! Price postpaid $3.50 (please send cash with order). 


Send your orders to Book Department 


DOMESTIC ENGINEERING PUBLICATIONS 


1801 PRAIRIE AVE. CHICAGO 16, ILL. 
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TANK OR LAVATORY SUPPLIES time 
prosp 
SAVE TIME - SAVE FITTINGS the ec 
for a 
Arbest sweat-in flexible supplies are designed to slip over and sweat directly plete 
on 38” or 2” copper tube rough, eliminating the need for adapter fittings. Wh 
All Arbest supplies have ground joint fittings for quick installation to shank elder 
of lavatory faucets or fixture, or flat top to shank of ballcock. Arbest sweat-in the n 
supplies are plated with lustrous, polished chrome on nickel base guaranteed was b 
not to crack, chip or peel at point of bend. Packaged complete with deep 
flanges to cover sweat-in joint and are available in tube lengths six to thirty- he 
six inches 34 O.D. servic 
compé 
TEST DISC FURNISHED FOR WATER’ PRESSURE TEST make 
All Arbest sweat-in supplies are furnished with solid fiber test discs, which when tightened “HA 
down on compression fitting in place of compression gland, permits water pressure test. ow 
Cut-away o eg tre ge Fiber Test Dise y ® a leak 
nut shows disc inserted e | 
a ee a) of all 
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As 
“We'r 
of thi 
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things 
Write for details or order ARBEST Write for details or order ARBEST volur 
Line from your Jobber. Line from your Jobber. cordir 
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3047 AMBER ST., PHILADELPHIA 34,PA. be ele 


The 
new 1 
and b 
town, 
which 
bards 
struct 
a desi 
and 








it’s a Jminule Jobe z Tae i 
= JRSTALON EP = . Z 
! J Bu $ | | S 4 of the 


- 


lists for a low Subject To Trode Discounts 
No. 1 Cuts C.I. Pipe 2” to 4” List Price $15.00 
No. 2 Cuts C.I. Pipe 2” to 6” List Price $20.00 
Other heavy duty models for pipe up to 24” dia. 


anal ame amciip te your letterhead ays 
] MAIL TO 


| TALON “WCTOOLS 


ee El em nt NR 
INC. 


i 77 River Rd. N. Arlington, N. J. 





FACTS—NOT fairy tales—YOU can cut 4” (O} @ 
cast iron pipe in less than 1 minute. YOU can 4-4 > 
cut 4” DURIRON pipe in 15 seconds—and we fe] 
mean seconds. | 


JUST OUT—get the NEW JRS-TALON ¥@ Bila, LINCOLN MACHINE PARTS CORP. 
catalog, showing the 1 minute C.l. pipe cutters, Sg ae | CSI «732 E. 144th ST., NEW YORK 54, NLY. 





the NEW 15 second Duriron pipe cutters, vises, 
copper tube flaring and swedging tools, including 
all JRS specialties. 
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(Continued from bottom of page 264) 


in to see this used merchandise we can step them 
up to new products by putting the transaction on 
time pay.” He cited another instance when a 
prospect used cash originally intended to cover 
the cost of a complete bathroom as down payment 
for a “package” consisting of bathroom and com- 
plete kitchen as well. 

While completely active in the business, the 
elder Hubbard doesn’t have much to say about 
the newer developments. “Sometimes I think I 
was born 40 years too soon,” he comments. It is 
apparent, though, that his stated policy regarding 
service is to a major degree responsible for the 
company’s fine reputation and stability. “We don’t 
make much money from service calls,” he says. 
“How can you charge the full hourly rate to fix 
a leaky faucet? But we have to take good care 
of all our friends and when we lose money on a 
call we charge it off to good will.” 

As to the future, Norman Hubbard declares, 
“We're really just getting going, there are a lot 
of things we must do that we haven’t gotten 
around to, and its pretty hard to predict how 
things may be. But I believe we'll increase our 
volume at least 25 per cent next year.” But ac- 
cording to figures which he made available, if 
business proceeds at the brisk pace established 
since opening of the new showroom, it might well 
be closer to 100 per cent. 

The new building and showroom, the aggressive 
new merchandising approach, the new kitchens 
and bathrooms that are being ‘installed all over 
town, seem to be having an effect in Monticello, 
which was entirely unanticipated by the Hub- 
bards or anyone else when work on the new 
structure was started. That’s the development of 
a desire by other merchants to clean up, remodel 
and modernize their business establishments. 
There are evidences of this movement in the ac- 
tivities of workmen throughout the business dis- 
trict of this 115 year old community. And the 
Hubbards are as proud of this as they are of any 
of their own personal accomplishments. 
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TYPE H MIXER for Conceal- 
ed Piping. Dial diam. 6”, 
Mixer for exposed piping 
has 3%’ dial. 

SAFEST 


SHOWER MIXER MADE 


ONLY ONE MOVING PART 


THE POWERS REGULATOR CO. 
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Thermostatic SHOWER MIXERS 


are SAFE against scalding caused by 


@) PRESSURE ov @ TEMPERATURE 
fluctuations in water supply lines 
Shower temperature remains constant 
wherever set. They’re modern, really safe 
and non-scald. For new installations or 
when modernizing obsolete showers use 
POWERS mixers. Get Circular H48. 2720 
Greenview Avenue, Chicago 14, Illinois. 
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THE EVERITE PUMP & MANUFACTURING COMPANY, INC 


Prince St. @ Lancaster, Pa 









All are: Quality Built! 
Priced Competitively ! 
Easy to Sell! 






Write teday for detailed information on 
their Complete Line of Water Systems 
that are built to be better! 















“Over a quarter of a century experience” 

















J 
KAM Tankless Water Heater 





installed on Hot Water System 


Boiler. 


KAM 


239-249 ALABAMA AVE, 


WATER HEATER MFG. 


p 
Write for 
Descriptive . 
Literature 








KAM Tankless 


Water Heater installed below 


water line of steam boiler. 


CO.. 


INC. 


BROOKLYN 7, N.Y. 





The Key to the Inner Man 


(Continued from bottom of page 96) 


Perseverance—On the Plus Side: 


Does he carry through on his plans and activities? 
Did he stick to his former jobs when the going got tough? 


Was his education carried through to a logical stopping 
place—a graduation? 


Did he go after and get what he wanted—the sale he wanted 
—the training he wanted—the sum of money he wanted for 
a home, a car, education? 


Does he set up reasonable goals and keep plugging until he 
gets there? 


On the Minus Side: 


Is he easily satisfied and does he just drift along? 
Does he give up easily when things don’t go just right? 


Does he start new things before he finishes what he has 
already begun? 


Did he quit school in the middle of a term or just before 
graduation? 


Does his interest soon lag in things which he started with 
enthusiasm? 


Loyalty— On the Plus Side: 


Is he always willing to help? 

Does he speak well of his former employers, his wife, his 
family, and the organizations to which he belongs? 

Does he boost rather than knock? 


Has he ysually done more than his duty in helping out 
friends, relatives, business associates, community and em- 
ployer? 


On the Minus Side: 


Does he always want to know “what’s in it for me?” 


Did he leave his previous employers in the lufch or without 
notice? 


Were all his former bosses “unfair, “dishonest,” or “dis- 
agreeable?” 


Competitiveness—On the Plus Side: 


Is he always trying to outdo his own past record and the 
record of others? 


Has he won any competitive prizes, letters or other such 
awards? 


Has he taken part in activities such as school sports, which 
involve competition with others? 


On the Minus Side: 


Has he consistently shied away from jobs or activities which 
would put him in competition with others? 


Is he more interested in the security of the job than in its 
opportunities? 
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(Continued from bottom of page 96) 


has jumped from job to job, avoid- 
ed taking part in any community 
affairs, avoided responsibilities such 
as marriage, property ownership 
and group participation, the 
chances are that he is not too stable 
a character in the accepted sense 
of the word. 

Each of the other four major 
habit patterns similarly have var- 
ious plus and minus factors. These 
factors are given in the chart shown 
on pages 95 and 96. 


Other Habits to Consider 


Readers may feel that there are 
other habit patterns equally im- 
portant to proper selection of sales- 
men—and there are. Perseverance 
(does he carry through on his plans 
and activities), accountability (has 
he followed through on financial 
deals once he has started them), 
competitiveness (is he always try- 
ing to outdo his own past record 
and the record of others), loyalty 
(does he speak well of his former 
employers, his wife, family, and the 
organization to which he belongs), 
leadership (has he held offices in 
any of the groups to which he be- 
longed) and for that matter, his 
reason for working, which amounts 
to motivation: does he actually 
have the desire and drive to strive 
for better things in life. They are 
all important and the patterned in- 
terview asks the questions and 
finds the answers. 


How to Hire 


This article has discussed the im- 
portant habit patterns which are 
necessary to properly select a man 
for the sales position. The actual 
mechanics of using this informa- 
tion in the interviewing and hiring 
procedure is reserved for next 
month’s article. Briefly, the ap- 
plication form and an “interview 
record form”, together with certain 
basic interviewing techniques, pro- 
vide the practical means of apply- 
ing the information to the job at 
hand; namely, selecting the right 
man for the job. Our article next 
month will show just how this is 
done. 

The material in this article is 
presented with the cooperation of 
Servel Inc. 
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Better PIPE TOOLS 


i 


An easier, faster, better way 
to thread 1” to 2” pipe... 


WITH POWER! 


This light (26 lb.) compact Portable Power Pipe 

Threader, goes to the job—is operated with a 1/2” 

portable electric drill. 1 set of High Speed Steel 

Chasers do all sizes—just move indicator to 1” 

1%”, 1Y%o” or 2” marking. Clamp on pipe and 

apply drill to drive square. The rest is automatic. 

Operating on anti-friction bearings with automatic 

Write for lead, it’s a fast, easy way to get smooth, accurate 


Catalog threads. 


STRONG BROS. TOOL CO. 


z “The Tool Holder People” 
5223 W. ARMSTRONG AVENUE + CHICAGO 30, ILL. 
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PROMPT DELIVERY 


UNIFORMITY os approves 


by U. S. DEPARTMENT OF COMMERCE 
National Bureau of Standards Addenda to 
Com. Standards CS 5-46, dated March 22, 
1950 


FRICK G LINDSAY in packaging Steel Nipples, exclusively follow 
the National Bureau of Standards which were adopted and ap- 
proved as mentioned above. We furnish cartons of straight sizes 
(one grade, size and length) in addition to cartons of assortments. 
Each carton is properly and completely labeled for easy identifica- 
tion. You benefit from this recognized standardization—greatly 
reducing warehousing costs in receiving, handling, stocking and 
simplification of inventory. Every Nipple is accurately threaded 
and machined for true alignment. 

Insist on receiving Steel Nipples in cartons containing only 
quantities approved by National Bureau of Standards by specifying 
CHALLENGE Brand. Avoid any knee-deep confusion with off- 
standard packaging. Write for data today. 


FRICK & LINDSAY CO. 








“117 Sandusky St., Pittsburgh 12, Pa. 7 





SEE OUR EXHIBIT 
at the Oil Heat Exposition, Philc., Pa.—April 14-18 
BOOTH #509 


Sizes for every need from the small home 
to the largest structure 

A.S.M.E. code steel construction—Hydro 
statically tested—Harttord insurance in 
spected—S.B.l. code rated 


Fitzgibbons Boiler Company, Inc. 101 park avenue NEW YORK 17 NY 





Why MASTER PLUMBERS... 
hoose “BASELINE” 243523 
Choose CONVECTORS 
Master Plumbers '% 7” y" a Aa . 
have found thru i ——— 
test that BASE- 
LINE Circular 
Fins provide a 
larger air-wiping 
surface .. . In- 
creasing Aor ee i ! oe 
For balanced heat 3 
and good appear- a gygtonie + 
ance, the BASE- in lds. a 
LINE (baseboard : 
type) of heating : 
system is increasingly being chosen regulated thru damper deflection 
by consumers. Temperature control oe aaa open down to 44, % and 
closed. 


EASTERN SALES OFFICE 
h. 2137 “K” Street, N. W. 
1, MINN Washington 7, D. C. 


be 04 ~ 





HANG RADIATORS FASTER 
WITH “SPEED”? RADIATOR BRACKETS 


mbled 


Hangs an 


h/rit finer litorat 
VWI roiit 


atur 


Your Jobber Stocks Them! 


CARTY & MOORE ENGINEERING CO. 


1150 W. BALTIMORE 
DETROIT 2, MICH. 




















BURNERS 


Barber 324-B round 
Conversion Burner 
with improved con- 
trols, encased in 
streamlined hood. 
Tested and certified 
by AGA Laboratory. 


Gas Conversion Burners in 
sizes to fit all types of round 
or oblong furnaces and boil- 
ers. Catalog and prices on 
request. 

THE BARBER GAS BURNER CO., 3706 Superior Ave., Cleveland 14, 0. 
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SITUATIONS OPEN 





WANTED—EXPERIENCED 
WATER SYSTEM SALESMEN 


$6,000 to $12,000 salary and commission 
and profit-sharing, plus expenses and 
car. We have several territories open. 
Sell jobbers and dealers. Permanent po- 
sition—age 25 to 40 preferred. Experi- 
ence with recognized pump manufac- 
turer required. Our salesmen have the 
added advantage over other water sys- 
tem salesmen as they also have other 
lines—plumbers’ brass goods, cast iron 
plumbing specialties, and oil equipment. 
All replies strictly confidential. Do not 
miss this opportunity to better yourself. 


A. Y. McDONALD MFG. CO. 
Dubuque, Iowa 
Attention: A. Y. McDonald, Secretary 


SALES MANAGER WANTED: EXCEL- 

lent opportunity for experienced man 
to take over as sales manager of nation- 
al product distributed through plumbing 
and heating jobbers. Executive ability 
and experience in sales through jobbers, 
as well as architectural specifications 
most essential. Position includes super- 
vision of entire sales department in- 
cluding over 30 representatives, 2500 
jobbers, and all advertising and sales 
promotion. Applicant must now be ac- 
tive in plumbing industry and have 
excellent reputation. Offices located in 
Midwest. Applications should include 
experience, age, and salary requested, 
which information will be kept confi- 
dential. Address Key 500-D, “DOMES- 
TIC ENGINEERING,” 1801 Prairie Ave., 
Chicago 16, Illinois. 


PURCHASER 
PLUMBING & HEATING 
With National Organization. 


Unusual Opportunities. 
Good Salary. 


INTEGRITY SUPPLY, INC. 
305 N. Front St., 
Columbus, Ohio 


REPRESENTATIVES WANTED 


REPRESENTATIVES WANTED 





MANUFACTURER OF PLUMBERS’ 

cast brass goods desires representa- 
tives to sell plumbing and heating 
contractors on commission basis. All 
territories open. State qualifications. 
Address Key 535-D, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 
16, Illinois, 





BRASS MANUFACTURER OF FULL 

line of plumbers’ cast brass also tu- 
bular goods, wishes manufacturers’ 
representatives to sell wholesale job- 
bers. Territory open—North Carolina, 
South Carolina and Georgia; Maryland 
and District of Columbia; Florida; 
Texas; Colorado, Wyoming and New 
Mexico. State all qualifications. Address 
Key 533-D. “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave., Chicago 16, 
Illinois. 





ESTABLISHED BRASS MANUFAC- 

turer—full line of plumbers’ cast brass 
and tubular goods, desires manufactur- 
ers’ representatives who can give thor- 
ough distribution among wholesale 
plumbing and heating jobbers. Terri- 
tories open—Chicago and surrounding 
territory; Cleveland, Ohio and surround- 
ing territory; Kentucky and Tennessee, 
Louisiana and Mississippi. State all 
qualifications. Address Key 5: , “DO- 
MESTIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Illinois. 





REPRESENTATIVES WANTED 


We want aggressive representatives to 
work on a split-commission basis with 
fast-growing national sales organiza- 
tion. Territories open: 

1.—Upper New York state 

2.—Philadelphia and Southern New Jersey. 

3.—Northern New Jersey 

4.—Pennsylvania state, including Philadelphia 

area 

5.—Ohio, West Virginia, Virginia. 

6.—North and South Carolina 

7.—Georgia and Florida 

8.—T. and Alab 
Several other territories available for 
certain lines. Our lines consist of pot- 
tery, nipples, steel uridersink cabinets, 
C. I. specialties, etc. We cater exclu- 
sively to the wholesale jobber trade. 
Commissions and statement mailed 
promptly on the 10th of each month. 
Write in detail. Letters held in strict 
confidence. Address Key 502-D, “DO- 
MESTIC ENGINEERING,” 110 East 
42nd Street, New York 17, New York. 








SITUATIONS WANTED 





PLUMBING AND HEATING 
ESTIMATOR 


over twenty years’ experience, capable of mak- 
ing a detailed, true cost of any installation and 
complete layouts, supervising, buying. Able to 
meet business. Age 54. Best of references. Ad- 
dress Key 544-D, “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave., Chicago 16, Illinois. 


REPRESENTATIVES WANTED 








MANUFACTURER OF QUALITY LINE 

tubular brass is looking for qualified 
representative in New England. Ad- 
dress Key 542-D, “DOMESTIC ENGI- 
neering,” 1801 Prairie Ave., Chicago 16, 
Illinois, 





REPRESENTATIVES TO CALL ON 

plumbers, contractors, and hardware 
stores for wholesale plumbing jobber. 
No objection to non-conflicting lines in 
own territory. Want men who will call 
on all potential customers in small 
towns as well as large. State qualifica- 
tions, All replies held in strictest con- 
fidence. Address Key 531-D, “DOMES- 
TIC ENGINEERING,” 1801 Prairie Ave. 
Chicago -16, Illinois. 


MANUFACTURERS’ AGENTS — REP- 

resentatives wanted. Appoint distrib- 
utors for new gas garbage disposal 
unit. Sales support through national ad- 
vertising and complete promotion pro- 
gram. Good following and extensive 
experience required, Submit details and 
references. Liberal commission. Address 
Key 523-D, “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave., Chicago 16, 
Illinois. 








MANUFACTURERS’ REPRESENTA- 

tives known to the best trade desired 
for quality plumbing and mill supply 
and industrial specialties now being 
sold to quality trade. Repeat items, ex- 
cellent commissions, exclusive territor- 
ies open. Write full details in confi- 
dence. Box DE 7+ 221 West 41st 
Street, New York, N. 


REPRESENTATIVES WANTED 


We have several openings on the At- 
lantic seacoast for experienced men in 
the plumbing and heating trade. Must 
have own wide present or recent follow- 
ing. New York warehouse. Details only 
first letter. Potential earnings five fig- 
ures. Liberal drawing account. Re- 
plies confidential. Address Key 516-D, 
“DOMESTIC ENGINEERING,” 1801 


Prairie Ave., Chicago 16, Illinois. 


SALES REPRESENTATIVES WANTED: 

Two salesmen wanted: Jersey below 
Trenton— Pennsylvania— Philadelphia 
and vicinity — Connecticut and West- 
chester County area. Tubular goods, 
Automatic gas heaters — Soil pipe fit- 
tings—Copper eae Commission only. 
Address Key 515-D, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 
cago 16, Illinois, 











POSITION OPEN: NATIONAL DISTRI- 
butor, plumbing and heating supplies 
is seeking sales representatives for var- 
ious territories throughout the country, 
to call on contractors, hardware stores, 
ete. Our prices are competitive. Straight 
commission. State all qualifications and 
territory desired. Address Key 
‘DOMESTIC ENGINEERING,” 
Prairie Ave., Chicago 16, Illinois. 





REPRESENTATIVE WANTED TO 
cover eastern Pennsylvania and New 
England states, with a following to 
wholesale plumbing supply houses, to 
present first-rate line of black and gal- 
vanized steel nipples. Give full particu- 
lars in first letter. Address Key £& 
‘DOMESTIC ENGINEERING,” 
Prairie Ave., Chicago 16, Illinois. 





SALES REPRESENTATIVE WANTED: 

Capable of selling our service to 
heating, air conditioning, and refriger- 
ation trades. Also to national users of 
heating and refrigeration equipment. 
Long established mid-western firm, Re- 
peat orders, commission basis, exclusive 
territories available. Very profitable for 
man able to handle this since it is a 
service to the trade very much in de- 
mand today. Address Key 536-D, “DO- 
MESTIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Illinois. 


SALES REPRESENTATIVES WANTED 

to sell a complete line of circulator 
valves and fittings for forced hot water 
heating systems, in the following terri- 
tories: Philadelphia and eastern Penn- 
sylvania, Maryland, Washington D. C 
Virginia, Ohio, Michigan, New York 
state, Manhattan, Bronx, and West- 
chester counties. Give all information as 
to lines you are now selling. Address 
Key 525-D, “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave., Chicago 16, Iil 








FOR ADDITIONAL CLASSIFIED 
ADVERTISEMENTS 
SEE PAGES 272 AND 274 
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BARBER-COLMAN 


TEMPERATURE 
REGULATORS 








For better temperature control use 
Barber-Colman Temperature Regu- 
lators. Self-contained and electrically 
operated, they provide greater ac- 
curacy with longer service life, Built 
to stand up under hard usage, these 
Barber-Colman Temperature Regu- 
lators are available in two standard 
ranges — 50° to 130° and 120° to 200°. 
The handy calibrated dial is still an- 
other plus feature. 


WRITE for illustrated Bulletin F-4695. 


COMPANY 


ILLINOIS 


BARBER-COLMAN 


1215 ROCK STREET @e ROCKFORD, 





Patented Improved 
Tubeless Boiler Unit 
for Oil or Gas Firing 
... Non-Pulsating 


U. 8. Patent No. 2575728 
. 


For information, write “Dept. DE’ 


MANVILLE BOILER CO., INC. 


Convertible to Coal Firing In Emergency 415 Lexington Ave., New York 17, N. Y. 





Save TIME—Save MONEY with 
THON’S TWO FACED TOTER 


With the average shop paying plumbers .04 
per minute—the cost of looking for the right 
size nipple can run high. How much do + 
suppose it cost you last year? Thon’s Two 
Faced Toters can put that money back in 
: your pocket. It will handle each pop- 
ular nipple length close through 6”. 
Its unique construction with covers 
opening top and bottom permits the 
if] carrying of black nipples on one side 

i and galvanized on the other—or 

}{| carry double quantity of either! 

Y4"* Toter Net Plumbers Cost $9.45) ea. FOB 
| %4*“ Toter Net Plumbers Cost $9.95 { Owatonna 
} IF YOUR JOBBER DOESN'T CARRY—WRITE US 
JOBBER & REPRESENTATIVE INQUIRIES INVITED 
114 EAST BROADWAY + OWATONNA MINN. 


THON’S TWO FACEO TOP 


DOMESTIC ENGINEERING 


Restore Sluggish Systems 
by Faster Heat Transfer 


Send for Nicholson bulletin 744 and see why institutional 
installations have repeatedly demonstrated that the faster 
heat transfer of Nicholson radiator traps can help restore 
sluggish systems. These traps employ certain of the advanced 
principles which are making Nicholson industrial traps the 
standard in an increasing number of leading plants. Size, 
¥2” and 34”; vapor and 
vacuum; press. to 25 Ibs. 
Competitively priced. 
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BULLETIN 744 


190 Oregon St., Wilkes-Barre, Pa. 
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TRAVELLING SALES ORGANIZER WANTED 
BY BOILER CHEMICAL MANUFACTURER 


MUST HAVE HAD EXPERIENCE IN GETTING 
GOOD MANUFACTURERS’ AGENTS AND DIRECT- 
ING THEIR EFFORTS. PREFERABLY A MAN WHO 
LIVES IN THE CENTRAL WEST AND IS ACCUS- 
TOMED TO GOING INTO A TERRITORY AND 
STAYING UNTIL IT IS WELL ORGANIZED, AND 
THEN GOING INTO THE NEXT ONE. 


Please give history of past 5 years in first letter. 


POST OFFICE BOX 691 


GRAND CENTRAL STATION 
NEW YORK, N. Y. 

















HIGH CAPACITY 


RADIATION 


FOR 
RESIDENTIAL 
COMMERCIAL 
INDUSTRIAL 
Installation 


COMPACT 
CONVECTORS 


Steel or 
Aluminum Fins 


Kiagstoa, Penna 
Wilkes Barre, Penna 
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REPRESENTATIVES WANTED 


REPRESENTATIVES WANTED 


LINES WANTED 





SALES REPRESENTATIVES 
WANTED 


An old, well-established manufacturer 
of enameled iron plumbing fixtures re- 
quires services of experienced represen- 
tatives for the following territories: 


1. New York state, not including New 
York City 


2. Western Pennsylvania 
In replying, please state lines now han- 
dled, and give references. Address Key 
522-D,“DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois. 





SALESMEN WANTED: PLUMBING 

Specialties—Salesmen with active fol- 
lowing for established New York firm. 
Sell to plumbing and heating contrac- 
tors and hardware stores. Various (pro- 
tected) territories open. Commission. 
Address Key 521-D, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 
16, Illinois. 


OPENINGS FOR 
GOOD SALESMEN 
AND AGENTS 


Famed Trimo Tools 
Offer Opportunity 


Some excellent territories are now open 
in connection with our program of ex- 
pansion of the Trimont production and 
sales organization. Good hardware or 
industrial supplies salesmen and well- 
established manufacturers’ agents will 
see opportunity in the long-famous line 
of Trimo Pipe Wrenches and other 
tools. 
TRIMONT MFG. CO. 
(Div. of Aetna Industrial Corp.) 


Roxbury 19, Mass. 


OLD- ESTABL ISHED MANUFACTURER 

quality tubular brass goods seeks 
representation in New England, 
Milwaukee-Minneapolis territory. 
dress Key 513-D, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 
16, Illinois. 





WATER SOFTENING EQUIPMENT 
manufacturer wants sales representa- 
tives to call on trade. Growing industry 
with good future. Good territories avail- 
able. Address Key 519-D, “DOMESTIC 
SINGINEERING,” 1801 P rairie Ave., Chi- 
cago 16, Illinois. 


SALESMAN WANTED CALLING ON 

jobbers to handle side line of plumb- 
ing and heating specialties. Commission 
basis. All territories open with full pro- 
tection. Address Key 482-D, “DOMES- 
TIC ENGINEERING,” 1801 Prairie Ave., 
Chicago 16, Illinois. 





TERRITORIES OPEN—SALESMEN 
calling on industrials and jobbers to 
carry fine line of semi-plastic packing. 
Established product universally used. 
State full particulars and lines you are 
now handling. Address . §39-D, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 





REPRESENTATIVES WANTED 


Wanted: manufacturers’ representative or 
agents calling on the plumber, building con- 
tractor, hardware and lumber yard type 
dealers, for our line of shower, medicine and 
sink cabinets and sink tops. ay =! territories 
open. igh commission. Write fully. Address 
Key 492-D, “DOMESTIC ENGINEERING, “a 
1801 Prairie Ave., Chicago 16, Illinois. 





TUBULAR BRASS LINE IS AVAIL- 

able to qualified representative in 
Virginia. Address Key 543-D, ‘““DOMES- 
TIC ENGINEERING,” 1801 Prairie Ave., 
Chicago 16, Illinois. 





ESTABLISHED NEW ENGLAND MAN- 
ufacturer of red cast brass tested 
sweat fittings, short quality line, has 
all territories open except New York, 
northern New Jersey, New England. 
Write stating lines carried. Territory 
covered. Excellent opportunity for ag- 
gressive men. Address Key 5: 
“DOMESTIC ENGINEERING,” 
Prairie Ave., Chicago 16, Illinois. 


REPRESENTATIVES WANTED 


Expanding full line manufacturer of cast iron 
and vitreous china plumbing fixtures is de- 
sirous of obtaining additional aggressive sales 
representation. Replies from all territories, giv- 
ing lines now handled, previous experience and 
length of time in territory will be appreciated. 
Address replics to Key 501-D, “DOMESTIC 
ENGINEERING,” 1801 Prairie Ave., Chicago 
16, Illinois. 





REPRESENTATIVE WANTED: QUAL- 

ity tubular brass line is open in New 
York state territory. tepresentative 
will find manufacturer well-known. 
Address Key 540-D, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 
cago 16, Illinois. 





REPRESENTATIVES WANTED 


for our line of shower and medicine 
cabinets. Many territories open. Lib- 
eral commission. Protected territory. 
Address Key 503-D, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 
cago 16, Illinois. 








REPRESENTATIVE WANTED TO 

handle tubular brass line in Kansas, 
Iowa, and Nebraska. Manufacturer is 
well-established and well-known. Ad- 
dress Key 541-D, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 
16, Illinois. 


LINES WANTED 


NEW ENGLAND MANUFACTUR- 
ERS’ REPRESENTATIVE 


(also covering eastern New York), now 
handling two items desires one addi- 
tional line suitable for sale to whole- 
salers of plumbing, heating, sheet met- 
al, and oil burner supplies. Complete 
promotional service including trade 
shows, regional advertising and direct 
mail followed up by personal calls. 
Productive territory, limited number 
of lines, closer contact with whole- 
salers. Address Key 528-D, “DOMES- 
TIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Illinois. 











| 


| 


R. P. WILEY 
616 West 26th 
Kansas City 8, Mo. 
Selling jobbers throughout Iowa, Ne- 


braska, Kansas, Oklahoma, western 
Missouri. Warehouse service available. 





MANUFACTURERS ATTENTION 


Boston manufacturers’ representative 
with long experience selling to New 
England plumbing and heating supply 
jobbers. Now representing several repu- 
tanle manufacturers, would like addi- 
tional lines such as rough brass and fin- 
ished brass goods — cast iron or malle- 
able fittings, shower stalls or non-con- 
flicting lines. Address Key 526-D, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 


CAPABLE MANUFACTURERS’ REP- 
resentative, over twenty-five years’ 
experience, can give you distribution 
through wholesale plumbing and heat- 
ing supply jobbers within 100 mile ra- 
dius of New York metropolitan area, 
New Jersey and Connecticut. Desires 
additional line. Plumbing, heating, gas 
or water supplies. Address Key 467- 
D, “DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 


THE SCHUTZE SALES CO. 


1999 North Snelling Ave. 
St. Paul 8, Minnesota 








Manufacturers’ Agency Selling 


Important Mid-Northwest Jobbers 


MANUFACTURERS’ REPRESENTA- 

tive established in the State of Flor- 
ida, calling on all plumbing and heating 
jobbers, desires a few more lines to pro- 
mote. Located at St. Petersburg, Florida. 
Address Key 481-D, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 
16, Illinois, 








PERKINS SALES COMPANY 
Since 1931 
P. O. Box 545, Dallas 1, Texas 
Serving Texas, Oklahoma and Arkan- 
sas. Own warehouse and trucking facil- 
ities. 





ACTION 
COVERAGE—PROMOTION 


Covering all plumbing and heating jobbers in 
Pennsylvania, New Jersey, Deleware, Maryland, 
Washington, Virginia and West Virginia. 


COBIN and SAXON 
1352 Hellerman Street 
Philadelphia 11, Pa. 





FOR ADDITIONAL CLASSIFIED 
ADVERTISEMENTS 
SEE PAGES 270 AND 274 
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Chicago 


ing facil- 


PANY, of New Britain, Conn., is continuously improving 
their product. When they recognized a corrosion problem, 
they didn’t go through waste motion in finding a solution. 


What they wanted was a diaphragm metal that would 
stand up in any water. So they called in a salesman who 
handled corrosion-resisting metals. At his suggestion, 


INCO corrosion engineers were consulted. 


The INCo men suggested MONEL® for the diaphragm, 
and Beaton & Cadwell tried it. After that, there wasn’t 
any problem. Monel demonstrated that it could be 


counted on to withstand severe water conditions. 

As a result, B. & C. adopted Monel diaphragms for use 
in Cadwell No. 25 and No. 35 relief valves — the extra 
value in every valve! 

P. S. Defense production requires a lot of Monel. 


However, deliveries of Monel on N.P.A. approved 
orders are still being made. By placing rated orders 


TION well in advance of your needs, you'll improve your 
Maryland, chances of getting delivery to meet your requirements. 
g 


THE INTERNATIONAL NICKEL COMPANY, INC. 
<a 67 Wall Street, New York 5,N. Y. 


about Chicago Faucets. 

Once I started installing Chicago Faucets my 
troubles ended . . . because they stay leak-free and 
easy-operating with only occasional rewashering. 
And they’ve been giving this dependable kind of 
service for almost forty years, too. Another good 
thing is the way the entire operating unit, or any 
of its parts, can be changed as easily as a light bulb. 

Getting out from behind that 8-ball was proof 
enough for me as to why Chicago Faucets are today’s 
most-wanted faucets. 


THE CHICAGO FAUCET COMPANY 
CHICAGO 39, ILLINOIS 





Chicago Faucet Products are distributed 
through the plumbing trade exclusively. 





MONEL...for trouble-free plumbing 
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LINES WANTED 





MANUFACTURERS’ AGENT COVER- 
ing metropolitan New York area, in- 
cluding Westchester, Nassau and Suf- 
folk Counties. Am calling on all leading 
jobbers and can sell your products. Ad- 
dress Key 383-D, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 
16, Illinois. 
MANU FAC TUR ERS’. REP RESENTA- 
tive specializing Connecticut plumb- 
ing, heating wholesalers seeks volume 
items including competitive valves, tub- 
ular goods, fittings. Also cover West- 
chester, Bronx, Manhattan. Address Key 
514-D, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois. 


E-B SALES COMPANY 
Manufacturers’ Representatives 


P.O. Box 863, NORTH MIAMI, FLA. 


We serve the Plumbing Jobbers of 
Florida 
One State — snes Calls — Better Results 


AGGRESSIVE, RELIABLE MANU- 
facturers’ representative calling on 
wholesale plumbing and heating supply 
houses in eastern Pennsylvania, south 
Jersey, Delaware, and Maryland looking 
for an additional line. Address Key 520- 
D, “DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 


THE PROBLEM 


You manufacture quality products for 
distribution through Plumbing and 
Heating Wholesalers. Your coverage 
in New York, New Jersey, and Connec- 
ticut (the most fertile market in the 
country) is weak or non-existent. You 
have more raw material than orders. 
You need volume sales. 





THE SOLUTION 


Engage us on a strictly commission 
basis. Our record of 30 successful years 
as manufacturers’ representatives speaks 
for itself. We know the market, cover 
it intensively, and give our principals a 
steady flow of orders. We maintain a 
local warehouse. Let’s get acquainted. 
Write and tell us your story—we'll be 
glad to tell you ours. Address Key 
474-D, “DOMESTIC ENGINEERING,” 
1801 Prairie tain Cem, Illinois. 


so UTHE RN ILLINOIS, 

Missouri, eastern Kansas. Accounts 
wholesalers. Established fifteen years. 
Want line that can be established into 
something worthwhile and lucrative for 
all parties. Address Key 470-D, “DO- 
MESTIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Illinois. 


GOOD OPPORTUNITY 
FOR MANUFACTURER 
Aggressive sales representative cover- 
ing metropolitan Chicago area is pre- 
pared to handle one additional reputa- 
ble line. Write giving full details. 
Address Key 489-D, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 

cago 16, Illinois. 


COVERAGE 








WANTED: PLUMBING OR HEATING 

line, by alert, wide-awake sales or- 
ganization enjoying A-1 rating among 
the jobbers and dealers. Chicago, Illi- 
nois, Indiana and Wisconsin. Address 
Key 518-D, “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave., Chicago 16, 
Illinois. 


WELL-ESTABLISHED MANUFACTUR- 

ers’ representatives, operating a com- 
petent sales force and covering plumb- 
ing, heating and industrial supply 
jobbers exclusively, in New York and 
New Jersey territories, invite corres- 
pondence from manufacturers of quality 
merchandise. We do not carry conflict- 
ing lines or function as a super-jobber, 
but handle each line on a commission 
basis. Please answer in detail. Address 
Key 497-D, “DOMESTIC ENGINEER- 
oe y° East 42nd Street, New York 
17, 2 # 








PAUL ATCHISON 
SALES COMPANY 


777 Stanford Avenue, Los Angeles 21 
607 Market Street, San Francisco 5 
California 


Lines for plumbing, hardware and _ industrial 
jobbers only. Perfect coverage in California 
and Arizona for past twenty years. 


MAN NUI FAC TUR ERS’ REPR ESENTA- 
tive—desires lines in plumbing and 
heating for western Pennsylvania, West 
Virginia, and northern Ohio. Five years’ 
experience calling on jobbers. Well ac- 
quainted in this area. Best references. 
Address Key 517-D, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 
16, Illinois. 
WANT QUALITY LINE, CONTACTING 
the best jobbers. Representing one 
principal for over twenty years. Chi- 
cago-Milwaukee area. Address Key 425- 
D, “DOMESTIC ENGINEERING,” 1801 
Prairie Ave., C hicago 16, Illinois. 


Ohio Sales Representation 
RESULTS GUARANTEED 


by aggressive sales, organization ac- 
tively selling and known to all jobbers 
in the territory. Plumbing lines pre- 
ferred. Address Key 466-D, “DOMES- 
TIC ENGINEERING,” 1801 Prairie 
sia Chicago 16, Illinois. 








ESTAB LIS SHED MANUFACTURERS’ 
representative desires plumbing and 
heating lines for Arkansas, Alabama, 
Louisiana, Mississippi, and Tennessee. 
Intensive coverage. Address Key 427- 
D, “DOMESTIC E NGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 


MICHIGAN 


Lines wanted for statewide distribution 
from our warehouse for small or large 
manufacturers. 


SAMSON COMPANY 
2679 EAST GRAND BOULEVARD 
DETROIT 11, wsnnennimats 


MANUFACTURERS’ REPRESENTA- 

tive, rated Dun-Bradstreet, long ex- 
perienced, selling jobbers, New York- 
New Jersey. Have warehouse facilities, 
interested in one additional line. Ad- 
dress Key 524-D, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 
16, Illinois. 


MANUFACTURERS ATTENTION 


Boston manufacturers’ representative with long 
experience selling to New England plumbing 
and heating supply jobbers, can give personal 
aggressive representation to additional reput- 
able line. Address Key 537-D “DOMESTIC 
ENGINEERING,” 1801 Prairie Ave., Chicago 
16, Illinois. 





MANUFACTURERS’ REPRESENTA. 

tives offering established, systematic, 
personal coverage jobbers in Pennsy!]- 
vania, Delaware, Maryland, Washing- 
ton. D. C., to manufacturer of a non- 
conflicting major line. Address Key 
532-D. “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois. 


M. L. QUEEN 
410 N. Poplar Street 


Dexter, Missouri 


Established with plumbing jobbers in 
the states of Missouri, Arkansas and 
Louisiana, giving prompt coverage to 
manufacturers represented. 


REPUTABLE MANUFACTURERS’ agent 

calling on plumbing supply jobbers 
desires good additional line. Active 
coverage eastern Pennsylvania, Dela- 
ware, New Jersey, Baltimore, Washing- 
ton. Address Key 420-D, “DOMESTIC 
ENGINEERING,” i801 Prairie Ave., Chi- 
cago 16, Illinois. 











West Virginia & Virginia 
CLARKE SALES COMPANY 


Plumbing and Heating Fixtures and 
Supplies 
Representing the Manufacturers 
1210 Grant Street, Charleston, W. Va. 


MANUFACTURERS’ REPRESENTA- 
tive offers active contact with the 
plumbing and heating jobbers in the 
State of Michigan on one or two ad- 
ditional lines. L. W. KINNEAR, 16574 
Wyoming Ave., Detroit 21, Michigan. 


WANTED TO BUY 


MERCHANDISE WANTED 
PLUMBING AND HEATING 


Move your odd lots. Manufacturers’ 
close-outs. Distress merchandise. High- 
est prices. Quick deals. Send sample or 
write M & M, 4625 North Central Park 
smismcens Chicago 25, Illinois. 


WE'RE BUYING 


Write and tell us what you have to offer 
in the way of plumbing and heating 
materials. If the price is right—We'll 
buy it 
ROSE PLUMBING SUPPLY CO. 
63 W. Milwaukee Ave., 
Detroit 2, Michigan 

















FOR ADDITIONAL CLASSIFIED 
ADVERTISEMENTS 
SEE PAGES 270 AND 272 
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The name LEONARD on athermostatic water mixing 
valve, in any size for any purpose, is a guarantee of 
quality. 7 

Compare features of construction and performance 
and you'll agree that the LEONARD L-9 is unexcelled 
for shower temperature control. 


Anti-Scalding and Anti-Chilling 


A solid bimetal thermostat in conjunction with 
double seated balanced valves instantly and forcefully 
compensate for changes in both temperature and pres- 
sure of the hot and cold water. Upon failure of ether 
supply the valve automatically shuts off. 


The volume control and shutoff handle, conveniently 
Jocated with the temperature selector, provides ac- 
curate temperature at any desired flow. 


Easily and inexpensively installed—no need for check 
valves, strainers, volume control valves or pressure 
equalizers. These features are all built-in. 


The L-9 is the valve with an out- 
standing record for years of service 
in hospitals, schools and residences 
where the utmost in safety, accu- 
racy and ease of operation are 
essential. 


Write for a copy of the new Leonard Catalog “k” 


LEONARD VALVE COMPANY 


1360 Elmwood Avenue * Gdel iil AME UileleK-Miielale 


Representatives in principal cities 
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PROFESSIONAL SPRAY PAINT 
RESULTS—IN THE SHOP 


AND ON THE JOB! 
No Mixing « No Waste e Always Ready 


a 


tn 


WATER HEATERS 


ENAMELS 


Ideal for touch-up work or complete paint jobs 
on plumbing and heating equipment and 
appliances. No expensive spray painting equip- 
ment necessary. No time-consuming make- 
ready or messy clean-up. Economical to use 
since one can will cover up to 50 sq. ft. 
{aluminum up to 150 sq. ft.) and is disposable 
when empty. No refilling is required. Simple 
directions for use are printed on the label. 


& STANDARD COLORS 


red © yellow @ blue © green ® gray ® black 
white ¢ aluminum °¢ and clear coat. 


COVERS ANY SURFACE 
MERCHANDISERS! 


THIS COUNTER DISPLAY Is Yours FREE! 


Build new profits with over-the-counter 
sales of the SprayPAK line. Has a fast 
turnover, insures repeat business and 
provides excellent profit margin. This 
colorful all-metal display rack is shipped 
free with your order for 3 doz. cans.ANY 
COLOR ASSORTMENT. 


USE THIS COUPON FOR COMPLETE INFORMATION AND PRICES 


PRODUCTS 


Se SSeS ee aeeeee ws amar Sa a la a ates 
CHASE PRODUCTS Se pept. DER 
1816 St. Charles Road, Maywood, Illinois Bree re 
Please send me complete information and prices on Chase 
SprayPAK Enamels, and how to get my FREE display. 


= 


Name— 
Firm- 
Address 
City State 
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THe Guipe 1952 
READY MARCH 25th 


— to give you 


all the right answers 


to your problems in 


Heating, Ventilating, and 


Air Conditioning 


Use This Book as thousands do for ready reference and to 
help solve heating, ventilating and air conditioning prob- 
lems. Ali chapters edited, revised and brought up-to-date 


by experts in their respective fields. Glance below and see 
what a wealth of practical data this big, 1496 page book 
contains. 


SPECIAL FEATURES OF THE GUIDE 1952 


50 chapters on subjects of greatest interest to heating, ventilating, and air conditioning engineers. ® Design tables for solar heat gain through roofs, windows, glass 


block, and figured rolled glass. 


Heat loss coefficients, tables, and formulas for computing heating load. © A simple method for designing panel heating systems. 


© Characteristics of present-day solid, liquid, and gas fuels; rules for their effective use, and equations and charts for determining combustion losses. © Recom- 
mendations for prevention of moisture and condensation damage in building construction. © Air conditions required for a large number of industrial processes. © The 
ASHVE Psychrometric Chart (24 x 32 in. in 2 colors) with instructions for use in solving air conditioning problems. Most reliable tables on properties of moist air. 
e Performance and selection data for large and small chimneys. © Recommendations for gas appliance vents and chimneys. ¢ List showing latest editions of 140 
codes and standards affecting testing, rating, selection, and installation of equipment used in heating, ventilating, and air conditioning. 


There is nothing comparable to THE GUIDE! 


Nowhere else can you find such a wealth of technical data 
so necessary and important to heating and ventilating 
engineers, contractors, architects, dealers, and students. 
Many revisions and improvements make this new 1952 
Edition an indispensable tool. In addition to the Technical 
Section it contains an Index to Modern Equipment used in 
this field, plus a Catalog Data Section featuring new 


TYPICAL SECTIONS 


AIR CONDITIONING SYSTEMS: Equipment arrangement, and operation for year 
‘round air Tre F explained simply. Cost of owning and operating outlined. 
AIR CONTAMINA : Nature and control of contaminants in air discussed, and 
limits indicated. AIR “DISTRIBUTION: Standards and methods for proper air 
distribution given. Formulas and charts included to aid in selection of outlets. 
AIR DUCT DESIGN: Includes ASHVE Air Friction Charts, together with basic 
formulas and tables for rectangular equivalents of round ducts and friction loss 
in elbows. Practical design for duct system illustrated. CHIMNEYS: Theory and 
actual operation of large and small chimneys considered. Formulas and charts 
for selecting residential chimney sizes included. CODES: Latest editions 
sources of 140 codes and standards compiled for ready reference. COOLING LOAD: 
Weather design data for 316 localities listed. Solar heat gain tables included for 
glass, glass block, and figured rolled glass from ASHVE research. Simplified 
method shown for computing heat gain through walls and roofs. Steady state and 
periodic heat flow discussed. DRYING SYSTEMS: Theory and methods of drying 
outlined. Typical drying equipment illustrated. FLUID FLOW: Basic theory of 
fluid flow through pipes, nozzles, and orifices presented clearly and concisely. 
FUELS, COMBUSTION, AND EQUIPMENT: Gives properties of present-day fuels 
and their combustion data. Adjustment and operation of fuel-burning equipment 
explained. HEAT LOSS CALCULATIONS: Includes basic formulas and — 
sive tables for lemateing building heat loss for typical construction. Weathe 
design conditions given for U. S. and Canadian cities. HEAT TRANSFER: Basic 
formulas applying to heat transfer by conduction, convection, and radiation are 
developed. Unit conductances for thermal convection for various surfaces are 
tabulated. Net radiation solutions for various relative positions of surfaces are 
given. HEATING SYSTEMS: Various types of steam, hot water, panel, warm 
air, and all-year comfort svstems described. Data for determination of pipe and 
duct sizes. INSTRUMENTS: Outlines methods of measurement and wwe 
used in heating, ventilating and air conditioning. PANEL HEATING: simple 
method for design of panel heating systems. PHYSIOLOGICAL REACTIONS: 
Basic data and standards for comfort, explains reaction of human beings to at- 
mospheric environment outside comfort range. Includes ASHVE Comfort Chart. 
Shows value of air conditioning in prevention and treatment of disease. REFRIG- 
ERATION: Simple presentation of different refrigeration cycles, types and func 
tions of equipment, and controls. Outlines factors affecting use of the heat pump. 
THERMODYNAMICS: Simple discussion of thermodynamics in air conditioning, 
with illustrative problems showing use of ASHVE Psvchrometric Chart and tables 
of properties of air from —160 F to -+-200 F. gy AIR SYSTEMS: Design of 
gravity and forced circulation systems, simplified bv use of tables. Perimeter and 
ceiling panel systems described. WATER SERVICE : Shows how to determine 
service water demand, pive sizes for cold and hot water systems. for cooling towers 
and for refrigeration. Gives data for selection of heater and storage tank capacity. 


time and money saving equipment and materials extreme- 
ly useful when writing specifications and making plans. 
THE GUIDE has the unique distinction of having all this 
valuable information between two covers, immediately 
available, authoritative, condensed and practical. Don’t 
guess—be certain—consult THE GUIDE. Use the coupon 
below to make sure of receiving your copy promptly. 
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d a wilee Abs Tothing 
on MR. PLUMBER 


The time was midnight. All was quiet ... when suddenly ail Vesuvius broke 
loose. Alarmed, Mrs. Jones called out, “Mortimer! Merciful Heavens! What’s 
ever happened?” 

“Calm yourself Maria! It’s only the old closet overflowing. That’s all! T’ll 
have it fixed in a jiffy!” 

But Mr. Jones couldn’t fix it, and had to phone MR. PLUMBER who, like 
the family doctor, makes calls at midnight too. Installing a SHERWOOD 
No. 86-A Anti-Syphoning Ball Cock, MR. PLUMBER established peace and 
quiet for all time to come in the Jones House. 








for GREAT OPPORTUNITIES 
Often — Through oud Jobs | 


Many Master Plumbers find great opportunity 
through small jobs, like that mentioned at the 
“Joneses,” much as doctors see further use for their 
services through small cases. An old out-moded ball 
cock is often the dateline which underscores the urgen- 
cy for extensive plumbing repairs. And that’s money 
in any Plumber’s Pocket. 


The SHERWOOD No. 86-A BALL COCK 


This Anti-Syphoning Ball Cock is an important item 
to stock up on—It is tops in its own right as one of the 
very best ball cocks on the market. Designed to safe- 

SHERWOOD guard against the contamination of drinking water, 
Number 86A__—ia. ; . a oe 
Anti-Syphon t helps protect not only a family but a whole com- 
BALL COCK munity. Saves on water consumption and helps sup- 
port the dignity of the American home through quiet, 


smooth operation. 


SHERWOOD BRASS WORKS 


6331 EAST JEFFERSON, DETROIT 7, MICHIGAN 
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...and Now as Always... 


DEPENDABLE 


BEATON & CADWELL 
Manufacturers of Safety Relief Valves for 


RANGE BOILERS, WATER HEATERS, HOT WATER STORAGE 
TANKS AND HOT WATER SYSTEMS. 








Cadwell 


No. 25 


Same as No. 
25E. Without 
extension. 
Listed A.G.A. 


Cada No. 25E 


SELF-CLOSING TEMPERATURE AND PRES- 
SURE RELIEF VALVE. Diaphragm oper- 
ated, thermostatic element out of water 
at all times with exception of during 
discharge period. Available in male 2”, 
34” and 1”. Female drain 2” in all 
cases. Listed A.G.A. 


4 
Cidade No. 300 SAFETY RELIEF VALVE . 


Same as Cadwell No. 200 except it has 34” 
1.P.S. Has a capacity of 350,000 B.T.U.’s. This 
valve, like the No. 200 is ASME Standard. 


7 
oe we No. 200 SAFETY RELIEF VALVE 


For low pressure heating boilers. May be used 
for release of various liquids or gases. Has 1” 
1.P.S. Steam capacity of 597,000 B.T.U.’s. This 
valve is ASME Standard. 


The 


BEATON & CADWELL MFG. CO. 


ESTABLISHED 1894 
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